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A Challenge You Must Answer! 


MultiKopy Carbon Paper, if properly sold, returns a larger net 
profit than any other line of merchandise or any other depart- 


ment in your entire store. 


Admittedly a bold statement. But a true statement. Consist- 
ently advertised to the consumer for 22 years, the complete 
Webster Line supplies every single need of your customers. 
Remember that sales and profits are not synonymous. You, as a 


good business merchant cannot afford to overlook this positive 


challenge to profits. 


F. 8S. WEBSTER CO., INC. 


(Est. in 1889) 
332-312 CONGRESS STREET, BOSTON, MASS. 


PITTSBURGH . SAN FRANCISCO . PHILADELPHIA . MILAN , PARIS . LONDON 


NEW YORK . 


CHICAGO , 
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Read how these 4 
merchants met the 


Profit Challenge ! 


fuse No KANSAS 
City, Mo. —*“With the 
guidance of your Sales 
Promotional Depart- 
ment we opened up 182 
new accounts. Total sales 
over $3,000, exceeded our 


fondest hopes.” 


tase No. 2: DETROIT, 
MICHIGAN — “Webco 
dealer co-operation is the 
finest sales producing 
program that has ever 
been offered by any sta- 
tioner manufacturer. 66 
new accounts and actual 
sales 400% ahead of esti- 
mate.” 


fase No. -t: CEDAR 
RAPIDS, loWA—“Webco 
Sales Promotional plans 
proved to us there were 
diamonds in our back 
yard. Most helpful of all 
is your instruction in the 
modern method of pre- 
senting carbon paper and 
typewriter ribbons ” 


Yo. 42 TOPEKA, 
KANSAS—“77 New Web- 
co accounts in 6 days. We 
certainly were overlook- 
ing a bet which your 
Sales Promotional De- 
partment uncovered. 
Our sales force is better 
equipped than ever be- 
fore to sell carbon paper 
and typewriter ribbons.” 
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JURY RETURNS VERDICT FOR DE- 
FENDANTS IN SUIT OF SIDNEY- 
MORRIS & CO. AGAINST THE 
NATIONAL STATIONERS 
ASSOCIATION, ET. AL. 


What has come to be a veritable 
cause celebre in the annals of the 
stationery industry of the United 
States—the suit of the firm of Sid- 
ney-Morris & Company of Chicago 
against the National Stationers As- 
sociation of Washington, D. C., and 
other defendants in various parts of 
the country closed when the jury 
in the Federal Court at Chicago 
reached a verdict for the defendant 
at 4:30 a. m. February 2, after more 
than sixty hours of deliberation. 

One of the attorneys represent- 
ing the plaintiff was asked if Sid- 
ney-Morris & Company would take 
the case to the Appellate Court. He 
replied that no information on that 
point is available at this time. 

Some speculation has been in- 
dulged in as to whether the case will 
be appealed, or a new suit filed. 

Each side represented by an im- 
posing array of brilliant legal talent, 
the suit, filed October 7, 1927, went 
to trial before Judge Julian Mack 
and a jury in the United States Dis- 
trict Court for the Northern District 
of Illinois on December &th last, 
terminating on the date first above 
stated after nearly 8 weeks of al- 
most continuous daily hearings. 

The plaintiffs demanded of the 
defendants damages in the sum of 
$750,600, alleging a conspiracy by 
and between the defendants to in- 
jure the business of the plaintiffs by 
cutting off their sources of supply 
of certain goods necessary in the 
conduct of the plaintiffs’ business as 
commercial stationers. They averred 
that the alleged conspiracy arose 
from the fact that they (the plain- 
tiffs) did not retail their merchan- 


dise at the prices customarily de- 
manded by other stationers, but at 
lower prices, thus arousing the en- 
mity of defendants. 

Shortly after the filing of the suit 
on October 7, 1927, the defendants 
through their counsel demurred to 
the allegations in plaintiffs’ petition, 
arguing that the allegations there- 
in failed to state sufficient cause of 
action in law. The demurrers were 
sustained by the lower court, but on 
appeal the United States Court of 
Appeals reversed the finding of the 
lower tribunal, and remanded the 
case for trial on its merits. The 
trial so ordered is the one which 
has just terminated before Judge 
Mack. 

The case involves some interest- 
ing figures, not all of which are 
even now available. It has cost a 
very large sum of money, an ac- 
curate estimate of the sum not being 
possible at the moment. Originally 
the suit named ninety-two defend- 
ants, consisting of The National 
Stationers Association and individ- 
ually named dealers and manufac- 
turers from the Atlantic to the Pa- 
cific coasts, and from Minneapolis 
on the north to New Orleans on the 
south. Attempt was made to secure 
service upon all, but the Federal 
Court for the Northern District of 
Illinois acquired jurisdiction only otf 
The National Stationers Associa- 
tion, the F. S. Webster Company, 
Carlson Brothers, Brooks & Co., the 
Wilson-Jones Company, the W. A. 
Sheaffer Pen Company, Sengbusch 
Self-Closing Inkstand Company, 
Art Metal Construction Company, 
Standard Paper Manufacturing 


Company, National Envelope Com- 
pany, Bates Manufacturing Com- 
pany, Scovill Manufacturing 
Company, American Lead Pencil 
Company, The Stationers Loose 
Leaf Company, Eagle Pencil Com- 
pany, Horders’, Inc., Harry Horder, 
Fred. P. Seymour, Associated Sta- 
tioners Supply Company, Fletcher 
B. Gibbs, H. R. McCleary, Charles 
C,. Carpenter, John W. Ogren, H. 
E. Waldron, Frank Gibbs and J. A. 
White. 

Since the case started the follow- 
ing defendants have been dropped, 
the plaintiff having failed to show a 
cause of action against them: 

Carlson Brothers, Brooks & Co., 
The Stationers Loose Leaf Com- 
pany, Horders’, Inc., Harry Horder, 
F. P. Seymour, Associated Sta- 
tioners Supply Company, Charles C. 
Carpenter, John W. Ogren, Frank 
Gibbs, National Envelope Company, 
and Art Metal Construction Com- 
pany. The foregoing were dis- 
missed from the suit on motion of 
Mr. Lipson, counsel for the defense. 

The following attorneys repre- 
sented the defendants: Isaac B. 
Lipson, John W. Ogren and Ran- 
dolph Thornton for all defendants ; 
Ben Smith for the Art Metal Con- 
struction Company; Ivor L. Smith 
for the Standard Paper Manufac- 
turing Company; E. H. Pollard for 
the W. A. Sheaffer Pen Company. 

The plaintiff was represented by 
Benjamin C. Bachrach, Max M. 
Grossman, Goodnow, Allaben & 
Snewind, Moses Greenberg and 
Judah, Reichmann & Trumbull. 

A great mass of letters were sub- 
mitted in evidence by the plaintiff, 
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many of them being the same letters 
which were offered before the Fed 
Trade Commission several 
ago in an action brought 
The National Stationers As 
sociation, which action was dis 
missed for want of sufficient evi- 
dence to support the charge of con- 


eral 
years 
against 


spiracy in restraint of trade. 

The record of the trial is a for- 
midable affair, the testimony alone 
covering approximately 4,418 pages. 
lhe trial covered between eight and 
nine weeks. 

Forty-one witnesses were called 
for the defense. 


HOUSE OF REPRESENTATIVES 
PASSES CAPPER-KELLY BILL 


The Capper-Kelly bill, legalizing 
price fixing on trade marked prod- 
ucts passed the House of Represen 
tatives January 2¥. This sanctions 
contracts between producers and 
dealers to sell merchandise at a re- 
tail price fixed by the manufacturer. 
There record vote on the 
passage of the bill. A joint plea by 
Chairman Parker and Representa- 
tive Rayburn (Texas) the ranking 
Democrat, to return the measure to 
committee was re- 


Was no 


the commerce 
jected by a vote of 210 to 147. 


Consideration of the bill included 
a flood of amendments, many of a 
farcical nature. ‘The bill as brought 
before the house permitted a con- 
tract between the producer of a 
trade marked article and the pur- 
chaser (retailer), which would fix 
the price for resale, and at the same 
time guard all the rights of all re- 
tailers in the community. A group 
of amendments was adopted de- 
signed to protect the retailer against 
“frozen stocks.” 


One amendment by Representa- 





It will be recalled that complain- 
ants filed a suit at law and one in 
equity, each embodying the same al- 
The Appellate Court 
overruled the demurrers of defend- 
The suit at law 


legations. 


ants to both suits. 
is the one which has just been tried. 


tive Cox (Georgia Democrat) 
would permit the retailer to sell at 
his own price after giving the ven- 
opportunity to purchase his 
products. Representative Fort 
(New Jersey Republican) offered 
an amendment which would permit 
the retailer to abrogate the contract 
if in financial difficulty. An amend- 
ment by Representative bBurtness 
(North Dakota Republican) would 
permit the dealer to sell below the 
stipulated price, but not less than 
twenty per cent above the purchase 
price. Representative McSwain 
( South Carolina Democrat) adopted 
140 to 94, exempted “such necessi- 
ties of life as flour and flour prod- 
ucts, agricultural implements, tools 

; canned fruits and vege- 


dor 


of trade, 
tables, all clothing, shoes and hats.” 


§ OFFICE APPLIANCES 
is a news and technical trade 
journal, serving the entire 
industry of office equipment. 
It covers the manufacture 
and distribution of office ma- 
chinery, office devices, office 
furniture, office supplies and 
the entire range of commer- 
cial stationery. Itscompre- 
hensive news reports of the 
industry and its valuable 
special articles upon sub- 
jects germane to its field 
have given it unusual pres- 
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APPLIANCES 


PUBLISHED ON THE FIRST DAY OF EVERY MONTH 


The Office Appliance Co. 
417 S. Dearborn St. Chicago 
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fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions, to 
which it will give prompt 
and earnest consideration. 


{ CONTRIBUTIONS are 
invited upon any topics of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 


; ; EVAN JOHNSON, President C. F. MALHOIT, T 
tige. It serves a clientele J OHN A. GILBERT. Secretary — not be returned unless post- 
C. H. EVERLY, V. President D. C. MILLER, V. President ageis enclosed by thesender. 


composed of managers and 
agent efor the various office 
machines, devices and sup- 
plies, commercial stationery 
dealers and many of the 
‘argest corporations in the 
United States. It also 
reaches some dealers in 
fifty-four other countries 
who deal in American office 
equipment. 


{ SUBSCRIPTION RATES 
payable in advance, in the 
United States and its pos- 
sessions and Mexico— one 
year,$2.00;two years, $3.00. 
Canada — one year, $2.50; 
two years, $4.00. Foreign, 
all countries in the Postal 
Union, the equivalent of 
$3.00 American gold for one 
year and $5.00 for two years. 
Remittances may be made 
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1601 Pershing Square Building, 100 East 42nd Street, New York 
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by personal checks, drafts 
on New York or Chicago, 
Postoffice or Express Money 
Orders, or in American Post- 
age Stamps or currency, if 
sent by registered mail. 


CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. In order- 
ing such changes it is neces- 
sary that both old and new 
addresses be given. 


{No person, firm or cor- 
poration, either directly or 
indirectly connected with 
theindustry the journal rep- 
resents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best 
interests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 


Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 


§{ ADVERTISING RATES 
upon application — only 
articles of office equipment 
or directly related products 
eligible. 


§ Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIl., 
under Act of March 3, 1879. 


q “Office Appliances’”’ is reg- 
istered in the United States 
Patent Office, Washington, 
Qa ¢. 


{ COPYRIGHT. Contents 
covered by Copyright, 1931, 
by The Office nara 


Company. 
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Atlas Staty. Corp 7 180 
Free Hand Binder Co 190 
Globe-Wernicke Co . &3 
Rock well-Barnes Co 149 
Ball Bearings for Metal Off. Furn. 
Kilian Mfg. Co <aeee 
Bankers’ Note Cases 
Art Steel Co ° ..-178 
Cole Steel Equipment Co 199 
General Fireproofing Co -. 
Globe-Wernicke Co . 83 
Ravenswood Off. Spec. Co 196 
Van Dorn Metal Furn 103 


Billing Machines 
Burroughs Add. Mach. Co. .?(4 
Elliott-Fisher Co. . 198 
General Office Equip. Cp 198 
Underwood Typewriter Co 
Back Cover 
Binde rs, Catalog and Periodical 


Aigner G. J.. Co 198 

American Clip Co 
Blackboards (Framed) 

N Silicate Book Slate Co.196 

Weber Costello Co 154 
Blank Books 

Boorum & Pease "03 

Rockwell-Barnes Co 149 
Blanks for Bonds and Stocks 

Kihn Bros. ... 181 
Blotters 


Wrenn Paper Co 79 


Blue Print and Plan File Cabinets 


All-Steel-Equip Co 64 
Automatic File & Index Co.133 
Berger Mfg. Co 103 
Columbia Steel Equip. Co...118 
General Fireproofing Co oo: aa 
Globe-Wernicke Co . 83 
Van Dorn Metal Furn 103 


Yawman and Erbe Mfg. Co..113 
Bond Boxes 


Art Steel Co 178 
Cole Steel Equ lipme nt Co 199 
Corry-Jamestown Mfg. Corp.101 
General Fireproofing Co 95 
Globe-Wernicke Co sde% 83 
Steel Equipment Corp . we 
Book Cases 

Globe-Wernicke Co &3 
Gunn Furniture Co 170 
Macey Co., The SO 
Quigley Furn. Co 182 
Van Dorn Metal Furn ~ 
Weis Mfg. Co 67. 8,9. 7 


Yawman and Erbe Mfg. Co 113 
Book Ends 


Seymour Products Co 185 
Bookholders 
American Clip Co 148 


Book Rings 
Carpenter, E. W.. Mfg. Co 198 
Bookkeeping Machines 
Burroughs Add. Mach. Co. .204 
Elliott-Fisher Co 198 
Gen. Office Equip. Corp 198 
Underwood Typewriter Co 
oe Back Cover 
Box Files 


Art Steel Co 178 

General Fireproofing Co 5 

Globe-Wernicke Co &3 

Rock well-Barnes Co 149 

Weis Mfg. Co.....67. 8. 9. 70 
Brief Cases 

Nat'l Brief Case Mfg. Co 169 


Bulletin Boards 
Y. Silicate Bk. Slate Co. .196 
Weber Costello Co x 154 
Business Shows 
Leipzig Trade Fair 191 
National Business Show Co.104 
Busses 


Columbia Steel Equip. Co 118 

General Fireproofing Co 95 

Macey Co., The ” , SO 

Toledo Metal Furn. Co 128 
Caleulating Devices 

Meilicke Systems, Ine 196 


Reliable Tw. & A. M.C 197 
Caleulating Machines 
Burroughs Adding Mach. Co.204 


Gardner Co : 165 
Marchant Cale. Machine Co.. 79 
Monroe Cale. Machine Co 110 
Caleulating Machines, Rebuilt 
Reliable Typewr. & Adding 
Mach Co 197 
Calendar Pads and Stands 
Defiance Sales Corp 174 
Typo Trading Co 157 


Carbon Papers 
(See Ribbons and Carbons) 


Card Cases, Pocket 


Gardner, P. A., Leather Wks.195 
Impr. Boehner Binder Co .197 
Wiggins, The John B., Co. .192 


Card Index Boxes & Trays 


Desk Calendars 
Defiance Sales Corp 
Typo Trading Co. ..escecss 15 

Desk File Racks 
Automatic File & Index Co..133 











Ss « 4 ce a 178 Impr. File & Rack Co...... 198 
Automatic File & Index Co. 133 Desk Pads, Blotter 
Bentson Mig. Co.......... 105 Boorum & Pease Co........203 
Cole Steel Equip. Co....... 199 OR, GG. Wen GP GOs se ccive 74 
Columbia Steel Equip. Co...118 Sainberg & en a in ac-ared 176 
Currier Mfg. Co........... 192 Sun Rubber Co.........+% 124 
Diemer, John F., Co....... 183 Superior Office Spec. Co... .184 
Globe-Wernicke Co., The.... 83 Desk Pads, Glass 
Imperial Methods Co....... 78 Fox, Geo. E.. & Co........ 74 
ee Ge, DO. ccc cvecess 80 es 5 eer? 161 
Pre _— Enginee r. Corp... co sacnawees Se. Spec. Co... 196 
Sainberg De wasseevesen 7¢ Sainberg Denws eeseseen 176 
Shaw-Walker Co ioe ée le Desk Pads, Linoleum 
Wagemaker Co., The 136 went, Gam. Ba GS GOs bce eis 74 
Weis Mfg. Co 67, 8, 9. 70 Polar Mfg. Co... se 
A eam and Erbe........ 113 Ravenswood Off. Spec. Co. .196 
Cash Boxes Sainberg & Co...........-176 
Art Steel Co., Ine .178 Superior Office Spec. Co...184 
Cole Steel Equipment Co. 199 Wagemaker Co. .......... 136 
For the benefit of the subscribers the lines 
advertised are here classified. Many of the 
requirements of the modern business office are 
represented. Should subscribers be interested 
in any article of office equipment not listed 
here, they are cordially invited to communi- 
cate with the service bureau, through which the 
information will be promptly and cheerfully 
furnished by letter, without obligation. 
Casters, Shoes, Etec. Desk Pending-Letters Holders 
Bassick Co . ees American Clip Co....... 
Sun Rubber Co. 124 
Chair Irons Desk Trays . ai 
Collier-Keyworth Co sue Ave Based Ge. MOGs osc 0 cccs 178 
Chair Mats Automatic File & Index Co..133 
Polar Mfg. Co... —— Berger Mig. Co. . -208 
Chate Pads and Cashicas : Cole Steel Equipme nt Co. 199 
Fox. Geo. E & Co 74 Fox, Geo. E., & Co. i. ae 
: -, iy beret General Fireproofing Co. . 95 
Polar Mig. Co......... 161 Ms ‘ 
Sainbere & Co 176 Globe-Wernicke Co. ....... 83 
+ Se Rubber tal . 124 Imperial Methods Co. S 
F Jamestown Metal weed Co. .130 
—, »9 119 Macey Co., The... . 80 
= ker Chair C baie Metal Office Furn. Co...... 99 
cKe 0 8 ‘ r i f 
General Fireproofing Co.... 95 Wele Mig Ce... we a & al +0 
ae age wry 4 ae ra ng ph Worcester Wire Novel ty Go 186 
g oO b « «& 0 > 
sper a peer svees He Desk Work Distributors 
Miiwaukee lair 0 o« 
; a & -¢C > Automatic File & Index Co..133 
a una Chair Co +4 Bristow. Stanley 162 
Sturgis Posture Chair Co ela a ; ©. c >. ++ «192 
Toledo Metal Furniture Co C sol; eS es Cc 83 
Vanderbilt Mfg. Co 87 —— Ww mic 2 ” “197 
Wark-Beacon Steel Furn. Co .166 ao Co ro. & Co... 174 
ee ee Writers —. Lyon Metal Products. . 4 
“ Sainberg & Co.. oe 
a Seen ane & Ww 7 ee > Superior Office Spe c. Co 184 
ellable w ‘ 
Check Sorters Desks 
Kohlhaas Co., The oo Alma Desk Co.. 135 
Checks, Stamped Metal Automatic File & Inde x Co .133 
Meyer & =" nthe ae 192 Bentley & Gerwig Furn. Co..201 
Stewart A., & Co ; 6 Berger Mfg. Co...... a 
Superior Type Co 96 Clemetsen Co... The . 145 
Clips, Paper (See Paper Clips) Columbia Steel Equip Co. ..118 
Coin Bags, Trays and Wrappers Corry-Jamestown Mfg. op 101 
Art Steel Co Ine ' ..178 Englewood Desk Co. seven 
Downey. The C. L., Co ..194 Evansville Desk Co. —. 
Copy holders ¥ General Fireproofing Co... . +4 
American Clip Co S Globe-Wernicke Co. ... 8: 
Copying Devices and Supplies Gunn Furniture Co ee 
‘ Yawman and Erbe Mfg. Co..113 Hoosier Desk Co ‘ piew 86 
ostumers Imperial Desk Co......... 147 
Globe-Wernicke Co &3 Indiana Desk Co , ae 
qomantown Metal Desk Co 4 Invincible Metal Furn. Co.. .121 
Quigley Furniture Co . 182 Jamestown Metal Desk Co. .130 
; Sanymetal Products Corp 176 Jasper Desk Co...... ‘cue 
Crayon Jasper Office Furniture Co. .179 
6 Ww — = a Oe... , 154 Leopold Co., The... : .100 
uspidor Mats Macey Co., The... cos OO 
‘ = Mfg. Co ‘ oa 161 Metal Office Furn. Co . . 99 
‘uspidors Myrtle Deak Co.......... 134 
Art Steel Co 178 Orpin Desk Co. ; 169 
Cole Stee! Equipment Co 199 Quigley Furniture Co......182 
Detroit Metal Spec. Co . 181 Shaw-Walker Co. ......... 60 
Cutters, Paper and Card Steel Equipment Corp..... 75 
Ideal School Supply Co. .185 Steel Fixture Mfg. Co...... 158 
Dating Stamps Steel Furniture Mfg. Co... .164 
Amer. Number Mach. Co.. .132 Tete Gite Beet Ge. nc cc ees 162 
ee ae SP. on 1) Ven Dorn Ly Purm..... see 
Meyer “ere 92 Wagemaker Co. ....... . . 13 
Stewart, R. A.. & Co... <3: on Weis Mfg. Co... 8. 9, 70 
Superior Type Co......... 96 Yawman and Erbe Mig: Co..113 


Display Fixtures 
Adjustit Display Spec. Co. ..198 


Berger Mfg. Co........... 103 
Orth wine —_ * _ beéw¥eses 198 
Drinking yy 
Orthwine Mfg. Co........ 198 
Duplicatin Machines 
anode Ink & Off. Supp. Co.175 
ROG, Bi. Wis Bec ccnccecse 57 
Graphic Duplicator Co... .. 197 
Heyer Dupioqier icocnes 115 
Mimeograph, The ......... 57 
Standard Mail. Mach. Co. 97 
Duplicat. Machines, Used, Rebuilt 
imeo Serv. Bureau....... 
Du a Hy wity Supplies 
anode = 4. o- {, er 175 
DGG. BD. Wee GOececvcavesss 57 
Graphic Duplioster ees eee 197 
Heyer Duplicator Co.......115 
Illinois Paper Co.......... 188 
Shallcross Co., The........ 188 
Envelopes 
Bushnell, Alvah, Co....... 4 


Diemer, John F., Co....... 183 
Globe-Wernicke Co. 
Nat'l FiberstoK Envelope oe 


U. 8. Envelope Co......... bt) 
Envelopes, Celluloid 

Saar 197 
Envelope Sealers 

Argus Mig. Co........ ae 


Office Appliance Co., The. ..182 
Standard Mail. Machs. Co... 97 
Eradicators, Ink 


Collins, H, H., Ink Erad. Co.193 


GED es Ge 6.5 tow keen 199 
Eradicators (Single Fluid) 
Ink-Out Mig. Co.......... 199 


Erasers (Blackboard) 
N. Y. Silicate Book Slate Co.196 
Weber Costello Co......... 154 
Erasers (Chemical) 
Collins, H. H., Ink Erad, Co.193 


ef .hCUS ae 199 
Erasers (Rubber) 

American Pencil Co....... 142 

Pf} eae 178 


Auto. Pencil Sharpener Co.. 76 


oe, Min Was Ms sce cs oe 91 

Faber, Eberhard .......... 125 

Roberts, Weldon, Rubber Co.153 
Exhibitions 

Leipzig Trade Fair........ 191 

Nat'l Business Show Co... .104 
Expense Books 

Beach Publishing Co....... se 

Defiance Sales Corp....... 74 

Harvey, Fred W., Co....... iso 


Eyelets and Eyelet Fasteners 


Sibley, Edw. L.. Mfg. Co... 82 

File Boxes, Collapsible Corrug. 

Sens Tees Gs 00 00 6 8 2 ows 73 

PP See wa ccievnneset 189 
File Boxes, Metal 

Art Steel Co......... .178 


Automatie File & Index Co..133 
Cole Steel Equipment Co. . /199 


Cussler SEOs. GOs os ac ve nees 192 
Pressteel Engineer. Corp... .123 
Rockwell-Barnes Co. ...... 149 
Filing Cabinets, Metal 
ASG BUCGE GO ic kb 5.9000 g6oue 178 
Aurora Metal Cabinet Co. ..153 
Automatic File & Index Co, .133 
Benteon Mfg. Co.......60:. 105 
Dery Wee. GPa cca do nness 103 


Columbia Steel Equip. Co. ..118 
Corry-Jamestown Mig. Corp.101 


General Fireproofing Co.... 95 
Globe-Wernicke Co. ....... 83 
Imperial Steel Cabinet Co. ..177 


Invincible Metal Furn. Co. .121 
Jamestown Met. Desk Co. . .130 


eae Ge., BOs soc eeeec ke 80 
Metal Office Furn. Co...... 99 
Pressteel Engineer. Corp. ..123 
Shaw-Walker Co. ......... 60 
Steel Equipment Corp...... 75 
Steel Fixture Mfg. Co...... 158 
Steel Furniture Mfg. Co ere 
Van Dorn Metal Furn...... 10 


Yawman and Erbe Mfg. Co.. iis 
Filing Cabinets, Wood 


Auto. File & Index Co..... 133 
Globe-Wernicke Co. ....... 83 
Imperial Methods Co....... 78 
Maser Ge. Tas bocce s vee 80 
Shaw-Walker Co, ......... 60 


Wagemaker Co. 

Weis Mfg. Co...... 67. 8. 9. 70 

Yawman and Erbe Mfg. Co..113 
Filing ee 


Algust, G. ds, GO. accvceces 198 
All-Steel- Si =~ Go. sek Shoe 4 
American Clip 5 edie S i 148 
Automatic File 4 — Co. .133 
Balto. Index Mfg. Co...... 193 
Bushnell, Alvah, Co. ie eee 94 
Dunleavy Co., The........ 17 


Filing Equipment Bureau. . .122 
General Fireproofing Co.... 95 


Globe-Wernicke Co. ....... 83 
Guide System & puppy Co. .186 
Imperial Methods Co...... 78 
Invincible Metal Furn. Co..121 
Macem Os., TOBis ceccecess 80 
Nat'l FiberstoK Bavetaee | Co.181 
Oxford Filing — “4 eC 
Rockwell-Barnes Co. ...... 149 
Simonson, R. A., Co....... 195 
Steel Equipment ‘Corp a 75 
Warshaw Mfg. Co.. Inc..... 169 
Wabash Cabinet Co........ 116 
Weis Mfg. Co...... 8, 9, 70 


Yawman and Erbe Mite. Co..113 








6 


Finger Pads, Rubber 


Sun Rubber Cx 1°24 
Fountain Pen Engraving Machines 
Goldpress Co Ls” 


Fountain Pens 


Auton e ¢ 1? 
‘ ’ ( s4 
Parker Pen ( 137 
Sheaffer, W. A., Pe Co..88, 89 
Fountain Pen-Pencil (Combined) 
’ " Pen ¢ s 
Parker Pen ¢ Ls 
Sheaffer. W. A.. Pen S&. 89 
Furniture Bum pers 

Polar Mfs 161 

Sun Rubber ( 1.4 
Furniture Handling Service 

Metropolitan | Ser 199 
Furniture Polish 

Globe-Wert ( aS 

Van D Meta! |} L038 
Globes, Geographical 

Veber ( t » 154 
Gold Stamping 

gner, G. J.. ¢ 198 

Gold Stamping Presses 

q Pan ( LS” 
Gummed Cloth 

A iene G ( 198 
Gummed Cloth Rings 

Va » M ( | 169 
Gummed Tape Machines 

Seyn = a ( L&D 
Index Card Signals 

{ Hf ( lo 

q af ‘ { 190 

M ( si) 

M ’ ( 170 
Index Tabs 

‘ ‘ ‘ ( 198 

\ h « x ¢ Lt 

Balt I x M ( 193 

q ‘ Swater & Ss ( 1st 

Sin R.A. & ( 195 

W w Mie. I 1609 
Inks, Adhesives, Ete. 

Ca ‘ I & Office S Co.175 

Da I } I { Ler 

G I se ( 1” 

H ( a M & 1 ) 

Int l’ t I Co l , 

l t &s PP ( 18 

Sa M ( l } 
Inkstands 

Art a Sf { 180 

: s y ¢ 193 
(; ‘ } f 18" 
Sengt h S-C Inkstand Co.126 


Labels, Law Books and Number 
\ me ‘ } ( 198 


Lamps 
Silve Lan I Lo4 
Lead for Mechanical Pencils 
Fabe A. W I 91 
Ss aff W \ |’ Co RS 8D 
Teather Goods 
Nat | r¢ 4 M 18g 
Leather Upholstered Furniture 
G W Hi Cha Co l¢ 
Vanderbilt Mfe. ¢ R7 
Leathers, U pholstering 
! wa s Leatl ( ©01 
Letter Distributors 
I stow. § 4 1¢ 
G W ( ba Os | 
Imp M ( ~ 
Kohl! as I 174 
Letter Trays 
ent Des y 
Letterheads 
Amer " } ' i 180 
Lettering and Show Card Pens 
Bridget t P ( L187 
Library Equipment 
ts | ’ t ) | I | " 
q hy W e Mt 
Linoleum Desk Tops 
Fox, G I & ( 74 
P M ( 161 
Sainte & ( L7¢ 
Wagen ‘ { ] 
Lockers and Storage Cabinets 
All-St I ( 4 
Art Steel ( 17S 
\ Met { t ¢ l } 
\ t k & x Co.13 
| M ( LOS 
‘ . ‘ M { I LO] 
‘ b f { Mo 
( Ww ( So 
I M k ( 1?1 
Ly Met i l 19 
M y i 
Oo y | ( 18 
Sr Ea rn t ¢ 7 
Van D M Fur LO 
Yawman a Erbe Mfe. ¢ 1] 
Loose Leaf Books and Systems 
\ t Ly a ¢ 1°0 
| & Pease ( OLS 
F-B Mfe. ¢ 174 
ra Ra I role Co.178 
I y w.G ( wo 
N 4-( t ‘ 168 
S . } { } ( boo 
Stat re L. L. ¢ 11 
I M ‘ 146 
Loose Leaf Covers, Emb. & Decor. 


( is 


‘ G l 
Loose Leaf Envelopes, Celluloid 
M { 19 
Loose Leaf Metals 
Carpente } W Mfe. C 198 
Loose Leaf Metals Co 1s] 


Mail Distributors 
Brist 





¥. Stanley R 162 
Map Tacks 
Graff. George B Co 190 
Moo Push-Pin Co 170 
Maps 
Weber Costello Co 154 
Matched Office Suites 
Clemetsen Co.. The 145 
G eral Fireproofing Co ND 
G Furniture Co 170 
Leo! Co.. The 100 
Macey Co The gO 
Quigley Furniture Co 182 
Memorardum Books 
Re m & Pease Co °03 
Rock we Barnes Co 149 
Memorandum Devices 
stow. Stanley R 162 
( er Mfg. Co 192 
Fox. Geo. E.. & C 74 
Seymour Products Co 185 
Moisteners 
Mie. (x 178 
| ‘ Srvc ilty Co Bis 
Se ech S-C Inksta Co .1°6 
Sey Pr ts ( 185 
Numbering Machines 
\ in Number Mach. Co.132 
} s Mfg. Co 107, 8 
Fore Wm \ & Co 114 
RK Nur Mac Co Le 
Stew t. R.A... & Co 6 
5 Type ( 96 
Office Partitions and Railings 
G e-Wernicke Co 83 
Oil. Office Machine 
( tyne Co 193 
Defiance Sales ( ! 174 
R <well-Barnes Co 149 
Order Books, Duplicate, Triplicate 
Ralamazoo Stat'y Co 184 
Pads, Columnar 
Boorum & Pease Co °03 
K mazoo Stat'y Co 184 
Paintings. Etchings, Ete. 
Blum, En vy. Ine 154 
Paper 
Eat Crane & Pike 169 
R vell-Barnes Co 149 
Wire Pape Co a72 
Paper Clamps 
American Clip Co 148 
Aut Pens Sharpener Co 7H 
Esterbrook Pen Co 65 
Paper Clips 
Ame in Clip Co 148 
\ Mfz. Co 178 
Art Wire & Stamping Co 165 
( H.C. Co 10 
Graff, George B.. Co 190 
J Stat'y Co 151 
Oakville-Amer. Pin Div 65 
P well-Barnes Co 149 
Tip Top Mfg. Co 195 
Paper Fastening Machines 
Acme Staple Co 112 
Aut Pen Sharpener Co 76 
it Mfe. Ce 107 
r Paner Fastener Co 185 
Def e Sa s Corp 174 
Eveready Mf ( f Boston.194 
H Mfg. ¢ 160 
Hot es Sales Co 155 
Neva-Clog Products, I 168 
P t Speed Faster ( » 61 
Ss vy. Edw. I Mfe. Co 82 
Paste 
See Inks, Adhesives. Etc.) 
Pen and Pencil Clips 
Ar s Mfe. Co 178 
Defiance Sales Corp 174 
Pencil Sharpeners 
%oncil Sharnener Co 76 
Graff, Georg RB Co 190 
| C. Howa P ( 174 
Pencils, Cedar 
4 " Per ( 14? 
} ae I 91 
k Eberha 125 
General Pe il ¢ 144 
Reliance Pencil ( 198 
S n Peneil C« 161 
Pencils, Mechanical 
Ant oint Co 1°79 
( n Pen Co R4 
Listo Peneil Corn 195 
M r Bros, Pen 197 
Rasteas tem C 137 
— {te W \ Pen Co RS 8D 
Pens. Lettering and Show Card 
} ren P ( S 
Esterbrook Pe ( 65 
Pens, Steel 
Fat rook Pen Co a5 
} t. C. Howa Pen Co 174 
M r Bros. Pen Co 197 
I r&uH Pen Co 199 
Picture Hooks 
M e Push-Pin Co 170 
Pictures (Framed) 
Blum. Emery. Ih 154 
Pires and Pin Containers 
I nee Sales Corp 174 
oO American Pin Div 63 
Platens, Typewriter 
Ame Writing Mach. Co 150 
An s Supnly Cx 106 


l’. S. Tw. Parts & Supp. Co..156 


Postal Scales 


Hanson Seale Co 197 
p ize Mfc. ¢ SH 
Pris Scale & Mig. Co LSt 





Publications 


Bridges, F. W Ltd 202 
Buro-Bedarf-Rundschau 202 
Business 200 


Mon Bureau 200 
Punches 
American ( Cor y 148 
Boorum & Pease Co 203 
Defiance Sales Corp 174 
Globe-Wert e Ur So 
Push Pins 
Moore Push-Pin Co 170 
Ribbon Dispensing Machine 
Tybon Corp 111 
Ribbons and Carbons 
Allen & Co e 180 
Ault & Wiborg 12% 
Buckeye Rib. & Carb. Co 193 
Canode Ink & Off. Supp. Co.175 
Columbia R. & C. Mfg. Co 71 
Crown Ribbon & Carb. Co. .190 
Int'l Printing Ink Cp 127 
Manifold Supplies Co 81 
Mittag & Volger 77 
Neidich Process Co 157 
Old Town Rib. & Car. Co 161 


Pacific Car. & Rib. Mfg. Co.143 


Peerless Carb. & Rib. Co 198 
Rochester Rib. & Carb. Co 166 
Rock well-Barnes Co 149 
Shallcross ( The LSS 
Storms, H. M Co 203 
r'ybon Corp 111 


Union Ribbon & Carbon Co.196 


U. S. Typewr. Rib. Mfg. Co.194 

Webster. F Ss Co 2 
Rubber Bands 

Faber, A. W 91 

Faber, Eberhard 125 
Rubber Stamps 

Meyer & Wenthe 19? 

Stewart, R. A., & Co 96 
Safes 


Berger Mf Co 
Diebold Safe & Lock Co 
General Firepr 
Globe-Wernick 
Invincible Metal Furn. Co 
Macey Co The 
Meilink Steel Safe Co., The 
Ste Equipment Corp 
Van Dorn eta 
Yawman and Erbe 
Safety Deposit Boxes 
General Fireproofing Co 95 


Invincible Metal Furn. Co 1°71 





Hanson Secale Co 197 
Mfg. Co 185 


rriner Secale & Mfg. Co 186 
Scrapbooks 

Horn, W. C Bro. & Co 197 
Sereens, Office 

Polar Mfg. Co 161 


Sealing Wax 
Davids, Thaddeus, Ink Co 166 


Higgins. Chas. M., & Co 170 
Luther Ink & Stamp Pad Co.188 
Sanford Mfg. Co 173 


Seals, Notary and Corporation 
Mever & Wenthe | Bie 
Stewart, R.A & Co 96 

Shelf Boxes 





Art Steel Co 178 
Berger Mfg. Co 103 
Diemer, John F.. Co 183 
Globe-Wernicke Co 85 
Shelving 
All-Steel-Equip Co 64 
Art Ste Co 178 
Berger Mfc. ¢ 103 
General Fir fing Co 95 
Globe-W e Co bane} 
Invi ble Metal Fur Co 1°21 
Ly Metal Products. I 196 
Steel Equipment Corp 79 
Van Dorn Metal Fur 103 
Sign Markers 
Fulton Specialty Co 16 
Hellesoe H 194 


Hans 
Slip Sheeters, Dupl. Machine 
Modern Mail. Equipment Co.171 
Sorting Devices 
Currier Mfe Co 9” 
Kohlhaas Co 174 
Stamp Affixers 
Standard Mai Machs. Co 07 
Stamp Pads 


Fulton Specialty Co 196 
Luther Ink & Stamp Pad Co.188 
Meyer & Wenthe 19° 
Mun-Kee Products Cp 173 
Peerless Carb. & Ribbon Co..198 
Ro we Barnes Co 149 
Stewart R \ Co 96 
Superior Type Co 96 
Stands for Office Machines 
Harter Corp 194 


Searles Elec. Weld. Works 184 
Sherman-Manson Mfg. Co 189 


Sturgis Posture Chair Co 195 

Toledo Metal Furn. Co 128 
Stationery, Embossed, Engraved 

American Embossing Co ..189 

Wiggins, John B., Co 19” 
Stationery Racks 

! rial Methods Co : 78 

Jamestown Met. Desk Co 130 

Ravensw d Off. Spec. Co 196 
Stencils 

Meyer & Wenthe 192 

Stewart, R. A.. & Co . oo 


Stenographers’ Note Books 
Boorum & Pease Co "03 


Rockwell-Barnes Co. sen .149 


OFFICE 


APPLIANCES 


Stools 
Crocker Chair Co 170 
Sturgis Posture Chair Co 195 
Toledo Metal Furniture Co. .128 
Storage Cases 
Art Steel Co 178 
Bankers Box ( 73 
Cole Steel Equipment Cx 199 
Kay-Dee Co., TI lao 
Rock well-Barnes Co 149 
Swinging Typewriter Stands 
Amer. Writing Mach. Co 150 
Globe-Wernicke Co S33 
Weis Mfc. C 6o7. 8 70 
Tables 
Automatic File & I ex Co..133 
Berger Mig. ( 103 
General Fireproofing ( 95 
Globe-Wernicke C« &3 
Lyon Metal Products, i 196 
Macey Co., Th SU 
Quigley Furniture ¢ 182 
Van Dorn Metal tf 103 
Tablets 
Rock well-Barnes Co 149 
Telephone Accessories 
fates Mie. Cx 107.8 
Colytt Laboratories 197 
Thumb Tacks 
Graff, George B ( 190 
Moore Push-Pin ¢ 170 
Vakville-Amer. Pin Di‘ 63 
rime Stamps & Recorders 
Joslin 4. D fg. Co 16 
Transfer Cases 
All-Steel-Equip ¢ 64 
Art Steel Co., In 178 
Aurora M il Cabinet ( 153 
Automat Fi & I x Co..133 
Berger MI ( LOS 
( Stee Eq ! cr bon 
( imbia St Equip. Cs 118 
Ge ral Firep fing ¢ a5 
Globe-Wernicke C« SS 
Invincible Metal Fu ( 11 
Macey ( r} 80 
Rock we Barnes ( 149 
Shaw-Walker ({ 60 
Ste Equipn { 75 
Van Dorn Metal | 103 
Weis Mig. Co u7, 8 70 
Yawman and Erbe Mfg. Co..113 
Type, Typewriter 
Amer. Writing Mach. Co 150 
Ames Supply C« Lo 
Typewriter Cleaning Material 
Amer. Writing Mach, Co 150 
Clarotype Co 193 
Gies Walter G Co oH 
O. K. A. Ce 19S 
Sanford Mfe. Cx 173 
Webster, F S Co 2 
Typewriter Cushion Keys 
Lincoln Rubber Key Co 161 
Munson Supply Co OS 
Peerless Key ( SS 
Speed Key Mfg. ¢ 196 
Typewriter Cushion Knobs & Feet 
Ames Supply (¢ 106 
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> WANTS AnD FOR SALE © 


The rate for Classified Advertisements Is eight cents a word. Minimum charge, $1.60. 





SITUATIONS WANTED 


EXPERIENCED STATIONER who operated own business for 
experience with stationer in important 
before entering sta- 
Prefers to represent 


eight years, one yea! 


capacity, and five years’ bank experience 


tionery field, is open for new connection. 
merit sold by stationers. 


Address Y-71, care Office 


manufacturer producing articles of 
Will go anywhere in United States 
Appliances, Chicago 


MECHANICAL DESIGNER, with particular experience in in 
venting and designing complex machines and devices such as 

Calculating, Power and 
and electro-mechanical de- 


to handle 


Bookkeeping, 
Noiseless Typewriters, Automath 
analytical and inventive 


Business Machines, 


vices that require capacity 
the technical problems 
design and supervising the 
Addre ss T-75, care 


New York 


Experienced in planning and carrying 
practical, experimental 
Office Appliances, 


through the 
and development work 


1601 Pershing Square Bldg., 


EXPERIENCED YOUNG MAN, twenty-eight years of age, 
married, seeks new connection as buyer and store manager oO! 


executive Ten years’ experience in every 
office supplies and equipment Eex- 
Interested in 


future will be 


assistant to busy 
phase of retail stationery, 
cellent references; will consider any location 
with an established house where a 


Office Appliances, Chicago 


connecting 


assured Address D-73, care 


COMBINATION TYPEWRITER SALESMAN and repairman 
seeks new connection Formerly service manager for large 
branch office of typewriter manufacturer Formerly part 


More attention to sales recently 
Address W-73, 


owner of rebuilding business 
than repairing, but competent to do both well 


care Office Appliances, Chicago 

SALESMAN-STENOGRAPHER, age 27. Four years’ experi- 
ence in office supply and general stationery work. Married 
Capable of high speed stenographic work. Familiar with all 


office machinery Best references. Address C-72, care Office 


Appliances, Chicago 

TYPEWRITER REPAIRMAN. 
in Chicago and Grand Rapids is open for new connection 
go anywhere that offers desirable First 
reference. Address Z-109, care Office Appliances, Chicago. 
MANAGEMENT of office 
success developing salesmen and showing profit 
Prefer central or south- 


Young man with good record 
Will 


opportunity. class 


furniture department. Exceptional 
Reasonable 
salary plus percentage of net profits. 
Address F-94, care Office Appliances, Chicago 
TYPEWRITER Adding Machine 
experience. Best 
position with good, 
Office Appliances, 


west 
tepairman, age 26, six years’ 
Desires to change and wants 


Address G-97, 


references, 


sound organization. care 


Chicago. 


‘SALESMEN WANTED 


SEVERAL AGENCIES available in Eastern centers to high 
type office Must be qualified by experi- 
market a line of Leaf Equipment, including 
Record Machine Posting Supplies and Form 
Liberal commission basis with territory protection, 
Address 


equipment salesmen. 
ence to Loose 
Visible 
Printing. 
some established trade and full Factory cooperation. 


P-88, care Office Appliances, Chicago. 


Books, 


SELL AUTOGRAPHIC REGISTER PRINTED PAPER—Rolls 
or Flat. Many nice orders are waiting in every town. We 
continuously printed forms for all billing machines. 
Liberal Send in samples for quotations. Los 
Angeles Register & Printing Co., 639 S. San Pedro Street, Los 
Angeles, Calif 


make 


commissions. 


HIGH-GRADE TYPEWRITER SPECIALTY is being 


OUR 
successfully and profitably sold by typewriter salesmen, re- 
pair men, supply and specialty salesmen. This is a golden 


opportunity for anyone calling on office trade. Territories are 
being allotted now. Write for details and selling plans. Ad 
Office 


dress B-161, care Appliances, Chicago. 


WE CAN USE several high grade salesmen who are calling on 
brief cases and men’s 
Na- 


Stationery stores to carry our line of 


traveling kits as a side line. Various territories open. 
tional Brief Case Mfg. Co., 512-532 S. Peoria St., Chicago. 
WE WELCOME CORRESPONDENCE with Dealers, Sales 
Managers and Salesmen who desire a line of high-grade adding, 
We are now completing 


Gen. Sales Mgr., Gardner Co., 


subtracting and accounting machines. 
a nationwide sales organization. 
280 Broadway, New York. 


DISTRICT 
visible index field to sell 


MANAGERS AND SALESMEN experienced in the 


“Visblex,” a visible loose leaf equip- 


ment. Exceptional opportunity for experienced men with an 
old established company Henry Conolly Company, Rochester, 
_ 


SALESMEN: If you really want a line that sells the year 
‘round, sell the Security chest. Easy to sell at all times. Big 
commissions. Experienced men preferred, Walz, 115 
South East Ave., Oak Park, Il. 


Geo, J, 


SELL ENVELOPES—A profitable side line for salesmen now 
handling any kind of office appliance. Exclusive territory. 
Write fully to Outlook Envelope Company, 1001 West Wash- 
ington Street, Chicago. 


ATTRACTIVE LINE FOR SALESMEN calling on stationers. 
Mention territory specifically and lines handled. Address 


f-217, care Office Appliances, Chicago. 
BUSINESS OPPORTUNITIES 
FOR SALE—Old established stationery store in New Jersey 


city of 65,000. Address X-160, care Office Appliances, Chicago, 


REPRESENTATIVES AVAILABLE 


SALESMAN known to Metropolitan Trade wants line of Flat 
Top and Typewriter Desks for Contract Departments, Schools, 


Institutions. Sells well rated concerns only. Commission 
basis. Address A-69, care Office Appliances, 1601 Pershing 
Square Bldg., New York. 


CHICAGO SALES MANAGER; long record of success as or- 
ganizer and sales builder in high class office appliances; seeks 


new connection for Chicago market. Best references. Adver- 
tiser known to the publishers of this magazine. Box A-70, 
care Office Appliances, Chicago. 


REPRESENTATIVES WANTED 


REPRESENTATIVE with an established following in Chicago 
and midwestern territory wanted for a well-known popular 
priced line of steel specialties and office equipment. Commis- 
basis. Excellent opportunity for right man. Address 
V-71, care Office Appliances, 1601 Pershing Square Bldg., New 
York. 


sion 


PATENTS SERVICE 
INVENTORS! Don't give your ideas away! We develop, pat- 
ent and sell inventions. Investigate, write today. Inventors 
& Mnfrs. Tecn. Service Co., 488 Prospect Ave., Hartford, Conn. 


FOR SALE AND WANTED TO BUY 





KARDEX VISIBLE CABINETS—We are interested in pur- 
chasing second hand visible Kardex equipment in all sizes, par- 
ticularly 6x4 in 22 drawer size. Advise immediately stating 
size, style, condition and price wanted. (Also have some used 
Kardex equipment to sell.) Address N-93, care Office Appli- 
ances, Chicago. 


ADDRESSING MACHINES, Comptometers, Dictaphones, Edi- 
Mimeographs, Multigraphs, bought 
Equipment Co., 58 Greenwich St., 


phones, Kardex cabinets, 
and sold. Hanover Office 
New York City. 





ELLIOTT-FISHER billing and bookkeeping machines bought 


and sold. Maloney, Gilmore Co., 508 S. Dearborn, Chicago. 





NATIONAL CASH REGISTERS, all styles, sizes bought, sold 
and exchanged. We can save you money. Henry Kass, Inc., 
Cash Register Systems Experts, 640 Broadway, cor. Van 
Tromp Street, Albany, N. Y. 
ELLIOTT-FISHER machines bought, sold and rebuilt. Teeter- 
Warsh Co., Plankinton Arcade, Milwaukee, Wis. 


SAFES AND CABINETS, largest stock in the country, slightly 
used Send us your inquiries. Acme Safe Co., 216 Centre St., 
-_. ae oe 

ALL MODELS ELLIOTT-FISHER billing and bookkeeping 
machines bought and sold. Robt. Novak & Co., 537 S. Dear- 
born St., Chicago. 

















BUSINESS OPPORTUNITIES 


The detailed inquiries which follow have been received direct from 
readere of Office Appliances. They are tangible business oppor- 
wnities which are well worth following. 





Wanted Abroad 


Salonika, Greece—Costas Karpouzas, 45, Venizelos street, plans to en- 
gage in the sale of office equipment and commercial stationery in the near 
future. He would like to receive catalogues, prices and other pertinent in- 
formation, such as agency propositions, from manufacturers interested in 
the export trade 


Wanted Here at Home 

Chicago ti!..-A sales agent selling to artist material concerns, art de 
partments in department stores and stationery stores, wishes to add a non 
competing line. He is handling a well known line of pencils, and wishes 
something to take to the same class of trade Address SEM 26, care of 
Office Appliances, 417 South Dearborn street, Chicago, Ill 

Chicago, Ili..-The T. M. Sheppard Company, 538 South Dearborn street, 
is In the market for an additional specialty. The company is direct repre 
sentative of The C. E. Sheppard Company, loose leaf manufacturer ; Mun 
Kee Products Company, maker of the Mun-Kee stamp pad, and the 
Bostitch Company, stapling machines. Twenty salesmen are traveled, and 
more can be added if advisable to take on an additional line. The com- 
pany has had more than fifteen years’ experience in selling office specialties 
direct to users Particularly interested in articles of merit to sell direct to 
the user, but can handle dealer business if desired 

Chicago, Ili..-Russell Furlong, a publisher of books sold by stationers 
throughout the United States, wishes to act as sales representative for a 
responsible manufacturer of stationery Mr. Furlong’s publishing business 
is now organized so that it does not require his personal attention. He is 
acquainted with stationers from Maine to California He will consider a 
proposition to travel a group of states, or to cover the entire United 
States Will consider any item sold in stationery stores, from pins and 
pens to loose leaf and furniture Has had twenty years’ experience in 
stationery fleld Age under forty; is a capable salesman and also thor 
oughly experienced in management and sales promotion. Mr. Furlong can 
be reached through Office Appliances, 417 South Dearborn street, Chicago, 
il 

Kansas City, Mo.—-The Davidson Company has organized an office fur 
niture department in its store. J. Parelman, contract department, wishes 
to secure catalogues and price lists of office desks, chairs and filing equip 
ment 

Portiand, Ore.—-Creighton C. Snyder, an experienced salesman, wishes 
to make connections with manufacturers, either as a dealer or as a 
representative calling on the trade. Address Mr. Snyder at Room 823, 195 
Sixth street, Portland 

Rochester, N. Y.—-Harry FP. Ruppert, 111 Commerce building, wishes to 
take on additional lines, non-competing with the present duplicator equip 
ment and mailing machines, covering several counties in the Rochester 
section 


~ > 


Commerce Department Trade Opportunities 


Inquiries sent to the U. 8. Commerce Department from represen- 

tatives abroad Recognized business establishments can secure 

names and addresses on application to the Bureau of Foreign 

and Domestic Commerce at Washington, or to the district and 

co-operative offices, mentioning the fle number of the trade 
opportunities wanted. 


office, such as desk sets, writing sets, lamps, paper weights 
Baden, Germany No. 49,658; purchase contemplated 
office, Calcutta, India No, 49,753; agency 


Accessories 
and book ends 

Appliances and machines, 
desired 

Equipment for making steel files, Rio de Janeiro, 
purchase contemplated 

Equipment for manufacturing typewriter ribbons, 


Brazil No. 49,527; 


Giovanni, Italy No 


19,605 ; purchase contemplated 

Furniture, office, steel, The Hague, Netherlands.—-No. 49,531; purchase 
contemplated 

Glassware, office (desk sets), Baden, Germany No. 49,658; purchase 


contemplated 
Inkwells, glass, Rio de Janeiro, Brazil No. 49,758; agency desired 


Keys, metal, for typewriter, Sydney, Australia No. 49,525; agency de 
sired 
Machines, adding, rebuilt, Cologne, Germany No. 49,502; purchase or 


agency contemplated 

Machines, cash register, rebuilt, Cologne, 
contemplated 
Johannesburg, 


Germany No. 49,502; pur 
chase or agency 
Machines, cash 
agency desired 
Machines, duplicator, 
templated 
Machines, office 
chase contemplated 
Machines, rotary stencil duplicator, and supplies such as wax stencil 
paper, Sydney, Australia No. 49,529; agency desired 
Machines, typewriter, 


South Africa No. 49,553 


register, 


Stuttgart, Germany No. 49,552; purchase con 


and apparatus, Stuttgart, Germany No. 49,552; pur 


Barranquilla, Colombia No. 49,629 


Machines, typewriter, portable, Marseille, France No. 49,755; agency 
desired 

Paper, writing, flat, Tegucigalpa, Honduras No. 49,487; agency de 
sired 


purchase and agency contemplated 
49,748; purchase and agency con 


Paris, France No. 49,748 
France No 


Pencils, 

Pens, fountain, Paris, 
templated 

Ribbons, typewriter, and carbon paper 
purchase or agency contemplated 

Ribbons, typewriting, copy and non-copy, blue, black and red combina 
tions, Giovanni, Italy No. 49,602; purchase contemplated 

Stationery novelties, office, Berlin, Germany No. 49,627 ; 
agency contemplated 

Stationery, office supplies, writing inks and pencils, Barranquilla, Co 
lombia No. 49,629; purchase contemplated 

Supplies, office, including mechanical devices, 
49,717; purchase or agency contemplated 

Specialties, office, and stationery supplies, 
purchase and agency contemplated 

Supplies and devices, office, Aabenraa 
desired 


Berlin, Germany No. 49,627 


purchase or 


Berlin, Germany No 


Paris, France No. 49.748 


Denmark No. 49,697; agency 





OFFICE APPLIANCES 


New Zealand Market for Typewriter Ribbons, Carbon 
Paper and Writing Ink 

New Zealand firms usually are quite up-to-date as 
regards office equipment. In proportion to the population, the use of type- 
writers, adding machines, etc., is large. Imports for the years 1926-1929 
averaged 2,334 typewriters and 610 adding machines in use 

Typewriters are extensively used in all businesses and there is conse- 
quently a very good demand for typewriter supplies of all sorts. 

The greatest single user of such supplies is the national government 
which, as a matter of policy, buys British goods, if obtainable, almost 
regardless of price. The same is true of the municipal governments. 

There is also a good demand for writing ink. The people of New Zea- 
land enjoy a standard of education and prosperity similar to that in the 
United States Ink is used extensively in the office and in the home 
Were figures for per capita sales available, they would probably be high 
as compared with most countries 

There is no local manufacture of carbon papers or ribbons, the entire 
demand being supplied by importations from overseas 

One New Zealand firm, located in Dunedin, makes ink, the basic in- 
gredients of which are imported The products of this concern are of 
good quality, and a complete line is offered. During the war, however, 
the quality of their inks deteriorated, and the prejudice then engendered 
resulted in public disfavor today 


Commerce Reports] 


Government Buys from Local Manufacturers 

The government buys inks from the domestic manufacturers, almost ex- 
clusively, in its desire to promote New Zealand industry, as do a few 
individuals. The government contract, however, would not be open to 
American inks, in any case. 

Competition in the office supply fleld, generally, is very keen Large 
manufacturers of typewriters in America and elsewhere have long been 
represented in New Zealand and each handles its own accessories Five 
important American concerns control most of the trade from the United 
States, while several English manufacturers of ribbons and carbons enjoy 
popularity. German and other continental firms have no appreciable por- 
tion of the business 

The ink market is controlled by British products. One English brand 
long known in New Zealand is estimated to enjoy over eighty per cent of 
the total ink sales Ink dealers state that, if they offer a customer this 
English brand ink, he accepts it without question, whereas he is suspicious 
of any substitute with which he is not so well acquainted 

Inks manufactured by one other British manufacturer are second in 
popular favor. Only a small proportion of the trade is left for American 
inks, of which at least three well-known brands are offered 

Carbon paper in large sheets or rolls was made a separate item of the 
Tariff in 1928, import figures for that year amounting to 374 hundred- 
weight (112 pounds) valued at £5,369 from United Kingdom, Canada, and 
Australia. Other countries supplied seventy-two hundredweight valued at 
£1,086 of which the United States supplied over eighty-five per cent. 


Preferential Duties Are Imposed 

The unit price per hundredweight is £14 5s. ($69.35) in the case of 
Great Britain, and £12 17s. 9d. ($63.00) for the United States. The fig- 
ures, however, are misleading, as they represent the invoice price increased 
by ten per cent. The British products enter free of duty, and if the 
twenty per cent duty is added to the United States figure, the landed cost 
becomes $75.60, quite reversing the situation and explaining the preponder- 
ance of Great Britain in the import figures 

Much carbon paper, however, especially that from the United States, is 
imported cut, in boxes of 100 sheets and, for statistical purposes, is in- 
cluded under items 719, in sheets less than 20x15 inches. Total imports 
from all countries amounting to £5,879, £7,388, and £6,998 for the years 
1926, 1927 and 1928, respectively, and the United States share in 1928 
was £2,448 

As so many items are included, it is not possible to estimate what pro- 
portion of these figures represents carbon paper alone, but the fraction 
would probably be a fairly high one. 

The 1929 figures are not yet available 

Imports of typewriter ribbons are to be found under item 601c, reading 
as follows Item 601c—Typewriters, duplicating and addressing machines 

parts and materials for.’’ The total trade amounted to £16,016, £15,742 
and £18,281 for the years 1926, 1927 and 1928, respectively 

Parts are included as well as ribbons. The customs authorities, how- 
ever, estimate that ribbons constitute about seventy-five per cent of the 
above totals, Great Britain and the United States being the principal 
sources. Here, again, British goods enjoy a 20 per cent tariff preference 

Ink is included under item 735, as follows: “Ink n. e. i.—including 
writing, drawing and marking.’’ Imports in 1926 amounted to 7,841 Im- 
perial gallons (1.2008 United States gallons) valued at £7,444, in 1927, to 
7,093 gallons, valued at £6,496, and in 1928 to 7,558 gallons valued at 
£6,898. 

The predominance of Great Britain is apparent, over ninety per cent in 
quantity coming from that source. 


Ribbon Colors Generally Used 

Practically all the ribbons sold in New Zealand are plain black, with 
some half-black and half-red. Blue ribbon sales are limited 

Black carbon paper is also preferred. Brief size paper is required in 
about the same proportion as in the United States. 

Despite the fact that American prices are sometimes higher, 
States products enjoy good sales on the basis of recognized quality 

There is no prejudice against American inks Their quality is recog- 
nized, and even, in some cases, preferred, as for fountain pen use. It is 
simply a question of inertia British inks will continue to be bought by 
conservative New Zealanders as long as the quality continues to be satis- 
factory 

Blue-black ink is preferred. Scarlet is also used, for ruling and account 
work. There is practically no sale of copying ink since the introduction of 
the typewriter 

Most business offices prefer to buy their inks in quart-size bottles, but 
ill sizes, from 2 ounce to 40 ounce, enjoy a good sale. 

Prices of American Products 

American carbon paper of the usual size ordinarily retails for 12s. 6d 
($3.08) per box of 100 sheets. The usual price range for ordinary size 
carbon paper is from $1.80 per box of 100 sheets to $5.10 for the super- 
featherweight lines. The popular price range is $3.85 to $4.20. These 
customary prices, however, have been cut almost twenty-five per cent 
Brief size carbon usually costs 21s. ($5.10). 

A popular brand of British ink sells for 5s. ($1.22) for the quart bottle, 
and this is the usual price. Some dealers are cutting this figure to 4s. 6d 
($1.10). Another well known British brand sells for 4s. 6d. ($1.10) for 
the 20-ounce bottle, and 7s. 6d. ($1.82) for the 40-ounce size. Both offer 
a full range of sizes. A three-ounce bottle retails for 1s. 3d. ($.30). 

Information regarding current tariff rates levied upon imports into New 
Zealand of carbon paper, typewriter ribbons and writing inks may be had 
upon application to the foreign tariff division of the U. S. Bureau of For- 
eign and Domestic Commerce, Washington, D. C 


United 
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One line of British typewriter supplies is handled in New Zealand by a 
Almost all the other makes are sold through agents 
because of the competitive situation, must deal direct with the 
The most successful representatives 
are the established typewriter agents, all of whom handle accessory lines 
The large stationers have now entered the field with success 
rather difficult to find a large firm qualified to handle new lines which is 


factory representative. 
who, 
manufacturers in order to cut costs. 


not already selling ribbons, carbon paper, etc. 


Attempts have frequently been made to enter the New Zealand market 
by means of indent agents, but with only mediocre results. 
A list of dealers in office supplies, and a list of indentors, in New Zea- 


9 


business is not so large rely upon importing wholesalers and indent 


cost of the article. 


It would be 
connections. 


rarely necessary. 


land may be obtained from the Commercial Intelligence Division of the 


United States Bureau of Foreign and Domestic Commerce. 

Many American manufacturers and exporters who have extensive busi- 
ness in New Zealand send out special representatives periodically to study 
the market, advise their agents, and supervise advertising, distribution, 
Some of the companies maintain factory represen- 
tatives in the dominion, but such a procedure is profitable only when the 
business is large enough to warrant the expense. 


and general incidentals. 


Other companies whose 


1931 census.”’ 


agents to maintain the volume of available trade. The wholesaler as a rule 
figures on from fifteen per cent to twenty-five per cent profit on the landed 
The indentor, on the other hand, usually operates on 
a five per cent to fifteen per cent basis, according to the volume of the 
trade, and sells from catalogue only. 

Terms should be as liberal as credit reports will permit. 
foreign business assure of prompt collections through American banking 
United Kingdom firms generally will allow to old customers 
three months from date of receipt of the goods, but such a procedure is 
Cash against documents at port of arrival is usual on 
goods from the United States as well as from the United Kingdom. 


Six banks doing 


Ee 


Tabulating Machine Cards Free Into Italy 
Commerce Reports] A royal decree provides that special cards for tabu- 
lating machines imported by the Central Statistical Institute of Italy will 
be admitted free of duty up to a limit of 275 metric tons. 
declared to be ‘‘indispensable accessories for the machines for taking the 


These cards are 








1,786,964. Cash register. Bernis M. Shipley, 
Dayton, Ohio (assignor by mesne assignments to 
The National Cash Register Company, Dayton, 
Ohio, a corporation of Maryland). Original ap- 
plication filed January 16, 1924, Serial No. 686,- 
564. Divided and this application filed June 18, 
1925. Serial No. 37,951. Granted December 30, 
1930. 

1,786,979. Time recorder. James W. Bryce, 
Bloomfield, N. J. (assignor to International Time 
Recording Company of New York, Endicott, N. 
Y., a corporation of New York). Filed June 30, 
1926. Granted December 30, 1930. Serial No 
119,584. 

1,787,005. Book with page ruling attachment 
therefor. Phillip H. Kaufman, Cleveland Heights, 
Ohio. Filed December 14, 1927. Granted Decem- 
ber 30, 1930. Serial No. 239,880. 

1,787,234. Check writer. Raymond E. Bohrer 
and Walter B. Payne, Rochester, N. Y., and 
Charles G. Tiefel, deceased, Rochester, N. Y., 
by Ella M. Tiefel, executrix, Rochester, N. Y. 
(assignors to The Todd Company, Incorporated, 
Rochester, N. Y., a corporation of New York). 
Filed February 14, 1928. Granted December 30, 
1930. Serial No. 254,313. 

1,787,237. Filing appliance. William E. Dun- 
ning, Alliance, Ohio (assignor to The McCaskey 
Register Company, Alliance, Ohio, a corporation 


of Ohio). Filed February 24, 1928. Granted 
December 30, 1930. Serial No. 256,563 
1,787,259. Calculating machine. Walter B. 


Payne, Raymond E. Bohrer, and William Fuhl- 
born, Rochester, N. Y. (assignors to The Todd 
Company, Incorporated, Rochester, N. Y., a cor- 
poration of New York). Filed January 15, 1927. 
Granted December 30, 1930. Serial No. 161,451. 

1,787,285. Clinching means for stapling ma- 
chines. Fridolin Polzer, South Norwalk, Conn. 
(assignor to The E. H. Hotchkiss Company, Nor- 


walk, Conn., a corporation of Connecticut) 
Filed April 19, 1930. Granted December 30, 
1930. Serial No. 445,750. 

1,787,344. Index cabinet slide. Hal Turner, 


Tulsa, Okla. Filed January 17, 1928. Granted 
December 30, 1930. Serial No. 247,366. 

1,787,363. Folding desk. William B. Fahne- 
stock, Wyoming, Ohio. Filed April 6, 1928 
Granted December 30, 1930. Serial No. 267,873 

1,787,375. Paper cutter. Murvale I. Higbie, 
New York, N. Y. Filed September 5, 1928 
Granted December 30, 1930. Serial No. 303,994 

1,787,387. Paper sorting device. Cuno Marz, 
Schramberg, Germany (assignor to the firm of 
Gustav Maier, Schramberg, Germany). Filed 
May 8, 1926, Serial No. 107,661, and in Ger- 
many November 18, 1924. Granted December 30, 
1930. 

1,787,406. Fountain pen. Donald D. Mungen 
and Robert Back, Chicago, Ill. (assignors to The 
Wahl Company, Chicago, Ill., a corporation of 
Delaware). Filed August 12, 1926. Granted De- 
cember 30, 1930. Serial No. 128,735. 

1,787,410. Filing tray. Samuel Smiley, Jr., 
Cincinnati, Ohio (assignor to The Globe-Wer- 
nicke Company, Cincinnati, Ohio, a corporation 
of Ohio). Filed July 18, 1928. Granted Decem- 
ber 30, 1930. Serial No. 293,669. 

1,787,489. Carriage equipment for accounting 
machines. Robert L. Muller, Detroit, Mich. (as- 
signor to Burroughs Adding Machine Company, 
Detroit, Mich., a corporation of Michigan). 
Filed July 30, 1927. Granted January 6, 1931 
Serial No. 209,454. 

1,787,552. Filing cabinet. John S. Rice, 
Ridgewood, N. J. (assignor to American Tele- 
phone & Telegraph Company, a corporation of 
New York). Filed November 8, 1929. Granted 
January 6, 1931. Serial No. 405,691. 

1,787,574. Carriage shift mechanism for type 
writing machines. Max Garbell, Chicago, Ill 
(assignor to Victor Adding Machine Company, 
Chicago, Ill., a corporation of Illinois). Filed 
February 27, 1925. Granted January 6, 1931 
Serial No. 11,957. 

1,787,679. Typewriting machine. George F 
Handley, Glendale, N. Y. (assignor to Royal 
Typewriter Company, Inc., New York, N. Y., a 
corporation of New York). Filed November 1, 
= Granted January 6, 1931. Serial No. 404,- 
124. 








PATENTS 


Copies of patents herein listed can be ob- 

tained from the Comm of Patents, 

Washington, D. C., for ten cents each in 

cash, postofice money orders or certified 

check. Stamps and personal checks not 
accepted. 





1,787,715. Listing and checking machine. 
Christian A. Berry, Malden, Mass. (assignor to 
The Tabulating Machine Company, Endicott, N 
Y., a corporation of New Jersey). Filed Septem- 
ber 24, 1928. Granted January 6, 1931. Serial 
No. 307,855. 


1,787,735. Combined order sheet holder and 


index. William A. Rowse, Seattle, Wash. (as- 
signor of one-fourth to Raymond R. Norris, 
Seattle, Wash.). Filed November 30, 1928. 


Serial No. 322,816. 


1,787,747. Fountain pen. George Henry, Stege, 


Granted January 6, 1931. 


Calif. Filed December 17, 1928. Granted Jan- 
uary 6, 1931. Serial No. 326,570. 
1,786,434. Multicolor pencil. Paul Kohler, 


Pforzheim, Germany. Filed November 7, 1927, 
Serial No. 231,643, and in Germany October 28, 
1926. Granted December 30, 1930. 

1,786,454. Cash register. William H. Robert- 
son, Dayton, Ohio (assignor to The National 
Cash Register Company, Dayton, Ohio, a cor- 
poration of Maryland). Filed June 14, 1926. 
Granted December 30, 1930. Serial No. 115,924. 

1,786,504. Booklet label. Donald Evans Par- 
rish, Buffalo, N. Y. Filed February 1, 1929. 
Granted December 30, 1930. Serial No. 336,693. 

1,786,525. Computing machine. Maximilian 
M. Goldberg, Dayton, Ohio (assignor to The Na- 
tional Cash Register Company, Dayton, Ohio, a 
corporation of Maryland). Filed June 14, 1926. 
Granted December 30, 1930. Serial No. 115,998. 

1,786,567. Bookholder. Charles Joseph Hilkey, 
Emory, Ga. Filed September 14, 1928. Granted 
December 30, 1930. Serial No. 305,926. 


1,786,616. Index or file. Alfred E. Hunt, New 
Haven, Conn. (assignor by mesne assignments to 
Remington Rand Inc. New York, N. Y., a cor- 
poration of Delaware). Filed January 19, 1924. 
Granted December 30, 1930. Serial No. 687,314. 


1,786,617. Loose leaf book. Le Roi E. Hutch- 
ings, Buffalo, N. Y. (assignor by mesne assign- 
ments to Remington Rand Inc. New York, N. Y., 
a corporation of Delaware). Filed June 28, 1926. 
Granted December 30, 1930. Serial No. 118,978 

1,786,628. Card record desk. Enoch Ohn- 
strand, Mohawk, N. Y. (assignor by mesne as- 
signments to Remington Rand Inc., New York, 
N. Y., a corporation of Delaware). Filed De- 
cember 5, 1924. Granted December 30, 1930. 
Serial No. 754,142. 

1,786,816. Loose leaf binder. James Barker, 
Kalamazoo, Mich. Filed February 16, 1928 
Granted December 30, 1930. Serial No. 254,826 


1,786,823. Desk. Malcolm Carrington and 
John Henry Klinck, Pittsburgh, Penna. (as- 
signors to Westinghouse Electric & Manufactur- 
ing Company, a corporation of Pennsylvania). 
Filed March 17, 1927. Granted December 30, 
1930. Serial No. 176,034. 

1,786,857. Visible index binder. John L. Mc- 
Millan, Syracuse, N. Y. (assignor to McMillan 
Book Company, Syracuse, N. Y., a corporation 
of New York). Filed April 16, 1928. Granted 
December 30, 1930. Serial No. 270,423. 

1,786,874. Indicating copyholder. Camilo Ta- 
larn, Rosario de Santa Fe, Argentina. Filed Oc- 
tober 4, 1929, Serial No. 397,343, and in Argen- 
tina August 17, 1929. Granted December 30, 
1930. 


,787,755. Visible-record system. Henry C. 


1 
Miller, Milwaukee, Wis.; First Wisconsin Trust 
Company, Milwaukee, executor of Henry C. Mil- 
ler, deceased (assignor by mesne assignments to 
The Stationers Loose Leaf Company, Milwaukee, 
Wis., a corporation of Wisconsin). 
ber 10, 1925. Granted January 6, 1931. 


No. 75,523. 


Filed Decem- 
Serial 


1,787,839. Bookholder. Charles R. Schenken, 
Washington, D. C. Filed February 13, 1930 
Granted January 6, 1931. Serial No. 428,214. 


1,787,848. Pin paper magazine. Wesley E 
Winn, San Francisco, Calif. Filed January 25, 
1928. Granted January 6, 1931. Serial No. 249,- 
484. 


1,787,881. 
A. Uttz, Sr., St. Louis, Mo. 


Package-sealing machine. William 
Filed January 23, 


1928. Granted January 6, 1931. Serial No. 248,- 
931. 
1,787,883. Undercounter sealer. William A. 


Uttz, Sr., Cleveland, Ohio (assignor by mesne 
assignments to The Perfection Package Sealer 
Company, a corporation of Texas). Original ap- 
plication filed March 4, 1927, Serial No. 172,712 
Divided and this application filed September 11, 


1929. Serial No. 391,842. Granted January 6, 
1931. 

1,787,889. Adding machine. John H. White, 
Duncan, Okla. Filed February 11, 1928. 


Granted January 6, 1931. Serial No. 253,758. 


1,787,896. Fountain pen. Frank B. Chamber- 
lin, Columbus, Ohio. Filed July 8, 1929. 
Granted January 6, 1931. Serial No. 376,529. 

1,787,918. Typewriting machine. Jesse A. B 
Smith, Stamford, Conn. (assignor to Underwood 
Elliott Fisher Company, New York, N. Y., a cor- 
poration of Delaware). Filed June 13, 1928. 
Granted January 6, 1931. Serial No. 284,976. 

1,787,925. Locking device for envelopes. 
Frank J. Wilkins, Cincinnati, Ohio. Filed Feb- 
ruary 29, 1928. Granted January 6, 1931. Serial 
No. 258,057. 

1,787,934. Time register. Peter A. Cooney, 
Chicago, Ill. (assignor by mesne assignments to 
Electrecorder Corporation, Dover, Del., a cor- 
poration of Delaware). Filed April 19, 1923. 
Granted January 6, 1931. Serial No. 633,052. 

1,787,956. Booster for loose leaf ring books. 
John Schade, Holyoke, Mass. (assignor to Na- 
tional Blank Book Company, Holyoke, Mass., a 
corporation of Massachusetts). Filed November 
29, 1929. Granted January 6, 1931. Serial No. 
410,391. 

1,787,957. Loose-leaf ring book. John Schade, 
Holyoke, Mass. (assignor to National Blank 
Book Company, Holyoke, Mass., a corporation of 
Massachusetts). Filed November 29, 1929. 
Granted January 6, 1931. Serial No. 410,392. 


1,787,958. Back for loose leaf ring books. 
John Schade, Holyoke, Mass. (assignor to Na- 
tional Blank Book Company, Holyoke, Mass., a 
corporation of Massachusetts). Filed November 
29, 1929. Granted January 6, 1931. Serial No. 
410,393. 

1,788,036. Top opening filing cabinet. Fred- 
erick L. G. Straubel, Green Bay, Wis. (assignor 
to The Automatic File & Index Company, Green 
Bay, Wis., a corporation of Wisconsin). Filed 
April 14, 1930. Granted January 6, 1931. Serial 
No. 444,119. 

1,788,069. Coin controlled fountain pen filling 
device. Clifford L. Sirmans, El Paso, Tex. Filed 
February 2, 1927. Granted January 6, 1931. 
Serial No. 165,401. 

1,788,192. Computing machine. Christel Ha- 
mann, Neu-Babelsberg, near Berlin, Germany 
(assignor to Deutsche Telephonwerke und Kabel- 
Industrie Aktiengesellschaft, Berlin, Germany). 
Filed December 17, 1925, Seriai No. 75,946, and 
in Germany December 18, 1924. Granted Jan- 
uary 6, 1931 

1,788,212. Fountain pen. Samuel Summer, 
Albany, N. Y. (assignor of one-half to Frank 8. 
Summer, New York, N. Y.). Filed August 9, 


1929. Serial No. 384,660. Granted January 6, 
1931. 
1,788,252. Manifolding machine. John Q. 


Sherman and Albert W. Metzner, Dayton, Ohio 
(assignors by direct and mesne assignments to 
The Standard Register Company). Filed May 18, 
1926. Granted January 6, 1931. Serial No. 109,- 
991. 

1,788,274. 
Honolulu, Territory of Hawaii. 
16, 1929. Granted January 6, 1931. 
400,049. 


Printing pen. Everett Brumaghim, 
Filed October 
Serial No. 
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No. 1,785,421 Brake structure for caster 
wheels; patented December 16, 1930, by Hans 
P. Nielsen, Alameda, Calif. (assignor to Eames 
Company, San Francisco, Calif.. a corporation 
of California). Serial No. 429,839 

No. 1,787,285. Clinching means 
machines; patented December 30, 1930, by Fri- 
dolin Polzer, South Norwalk, Conn. (assignor to 
The E. H. Hotchkiss Company, Norwalk, Conn., 


for stapling 


a corporation of Connecticut). Serial No 
445,750 
No. |,787,387. Paper sorting device: patented 


December 30, 1930, by Cuno Marz, Schramberg, 
Germany (assignor to the firm of Gustav Maier. 
Schramberg, Germany). Serial No. 107.66! 

No. 1,787,574. Carriage shift mechanism for 
typewriting machines; patented January 6, 1931, 
by Max Garbell, Chicago, Ill. (assignor to Vic- 


tor Adding Machine Company, Chicago, Ill., a 
corporation of Illinois) Serial No. 11,957 

1,788,284 Register Hugo E. Ender Belle 
ville N. J. (a enor t Monroe Calculatir M 
hine ¢ pany, It Orang N. J a corpora 
tior of Delaware Filed August 8 1929 
Granted J mary 6, 1931 Serial No. 384,338 

1,788,285. Pencil with two lead carriers. Eik 
chiro Etoh, Osaka Japatr Filed August 12 
1929. Serial N 85.160 ind in Japan Dece 
ber 10, 1928. Granted January 6, 1931 

1,788,293 Fountain per George F. Hawkes 
New York, N. Y. (a gnor of one-third to Wil 
I n Budict New York, N. Y.) Filed May 17 
1929. Granted Jat ry 6, 1931 Serial No. 363 
791 

1,788.30 I f binder. Henry B. Jer 
ning Ir Leesbu Va Filed November 1 
1928. Granted Ja y 6, 1931 Serial N L16 
71 

1,788,347. Pencil-sharpening machine Adolph 
Paul Martin Guhl, Hamburg Germany Filed 
November 11, 1929, Serial No. 406,300, and 
Germany December 13, 1928. Granted January) 
6, 1931 

1.788.369 Pencil sharpener Louis H. Cor 
stant, Chicago, Ill Filed December 21, 1928 
Granted January 13, 1931 Serial No. 327,698 

1.788.376. Ribbon feeding and reversing mec! 
mnism for adding machin Glenn J. Barrett 
Evanston, Ill. (assignor t Portable Adding Ma 
chine Company, Syracuse, N. ¥ a corporatior 
of Illinois). Original application filed August 14 
1925, Serial N 0,219 Divided and this ay 
plication filed Jur %, 1928. Serial No. 284,100 
Granted January 13, 1931 

1.788.391 Ball bearing spring caster Lee 
Green Cc) go lil Filed October 6 1927 
Granted January 13, 1931. Serial No. 224,377 

1.788.411 Device for sorting data Alfred I 
Shaffer, Cambridge, Mass. Filed July 20, 1929 
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No. 1,787,883. Undercounter sealer; patented 
January 6, 1931, by William A. Uttz, Sr., Cleve- 
land, Ohio (assignor by mesne assignments to 
The Perfection Package Sealer Company, a cor- 
poration of Texas). Serial No. 391,842. 


No. 1,787,889. Adding machine; patented Jan- 
uary 6, 1931, by John H. White, Duncan, Okla 


Serial No. 253,758. 

No. 1,788,511. Perpetual calendar; patented 
January 13, 1931, by George W. Fenimore, Los 
Angeles, Calif. Serial No. 309,459. 

No. 1,788,658. Typewriter eraser: patented 


January 13, 1931, by Chris C. Carison, Rawlins, 


Wyo. Serial No. 363,169. 

No. 1,788,662. Duplicating with the aid of 
stencils; patented January 13, 1931, by George 
Ernest Creed, London, England (assignor to D 
Gestetner. Limited, London, England). Serial 
No. 415,107 
Granted January 13, 1931 Serial No. 379,778 

1,788,418 Envelope fastener means Preston 


L. Andrews, Brooklyn, N. Y¥ Filed April 8 
1929. Granted January 13, 1931 Serial No 
b05 380 

1,788,421 Printed matter for file purposes 
Frederick C. Cooper, Detroit, Mich. (assignor t 
Commercial Reproducing Company Detroit, 
Mich a corporation) Filed June 5 1925 
Granted January 13, 1931. Serial No. 35,065 

1,788,424 Duplicator. James Durkin, Pitts 
burgh, Penna Filed May 17, 1930. Granted 
January 13, 1931 Serial No. 453,159 


1,788,467 Envelope Archworth Martin, 


tellevue, Penna. (assignor to United States En 
velope Company, Worcester, Mass., a corporation 
of Maine) Filed March 4, 1927 Serial No 
172.690 Renewed February 15, 1930 Granted 
January 13, 1931 

1,788,511 Perpetual calendar George W 
Fenimore, Los Angeles, Calif Filed October 1 
1928 Granted January 13, 1931 Serial No 
309.459 

1,788,589 Combination pencil stand and 
sharpener George Potstada, Oakland, Calif 
Filed June 17, 1929. Granted January 13, 1931 
Serial No. 371,361 

1,788,591 Suspending device for calendars 
and like articles Oscar Regen Brooklyn, — 2 
Filed March 6, 1929. Granted January 13. 1931 
Serial No. 344.836 

1,788,658. Typewriter eraser. Chris C. Carl 
son, Rawlins Wyo Filed May 15 1929 
Granted January 13, 1931 Serial No. 363,169 

1,788,662. Duplicating with the aid of sten 
cils George Ernest Creed, London England 
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(assignor to D. Gestetner, Limited, London, Eng 
land) Filed December 18, 1929, Serial No 
415,107, and in Great Britain December 20 
1928. Granted January 13, 1931 


1,788,681. Stamp 
Filed April 5, 1930 
Serial No. 441,907 


Louis Melind, 
Granted January 


Chicago, Tl 
13, 1931 


Arthur Thomas 
The Ac 
Great 


1,788,694. Punching machine 
Thornton Heath, England (assignor to 
counting & Tabulating Corporation of 


tritain, Limited, London, England) Filed De- 
cember 21, 1927, Serial No. 241,718, and in 
Great Britain February 4, 1927. Granted Jan 
uary 13, 1931 

1,788,782 Stenciling nachine Linden A 
Thatcher, Belleville, N. J. (assignor to Under- 
wood Elliott Fisher Company, New York, N. Y., 
a corporation of Delaware) Filed January 22, 
1929 Granted January 13, 1931 Serial No 
334,157 

1.788.822 Pencil with sliding lead Ramon 
Marpons Cata, Barcelona, Spain Filed June 
20, 1929, Serial No. 372.485, and in Germany 
October 27, 1928. Granted January 13, 1931 

1,788,916 Listing machine Oliver D. Jo 
hantgen, Lake Bluff, Ill. (assignor to Victor 


Adding Machine Company, a corporation of Il 
linois) Filed September 25, 1922 Granted 
January 13, 1931. Serial No. 590,384 

1,789,038 Stamping, printing, and stamp 
canceling device. Wilhelm Friedrichs, Reinick 
endorf-Ost, Neue Berlin, Germany Filed Sep- 
tember 27, 1928, Serial No. 308,748, and in 


Germany October 3, 1927. Granted January 13, 


1931 
Bradley 


1,789,041. Roller bearing for drawers 


Hoal, Parkersburg, W. Va Filed December 190, 
1929 Granted January 13, 1931 Serial No 
113,118 

1,789,248 Lead pencil sharpener with case 
Theodor Paul Mobius, Erlangen, Germany Filed 
September 28, 1929, Serial No 595.916, and in 
Cermany April 16, 1929. Granted January 13, 
1931 

1,789,264 Memorandum pad holder for wall 
telephones George H. Revell Seattle, Wash 
Filed February 1, 1928 Granted January 13 
1931 Serial No. 251,067 








The SERVICE BUREAU of 

Office Appliances is for the 

Exclusive Use of Subscrib- 
ers and Advertisers 


In the execution of its various com- 
missions this bureau calls upon prac- 
tically every member of the staff. I 
answers by personal letters all in- 
quiries upon matters germane to the 
field. it furnishes special reports upon 
articles of office equipment, supplies 
names of manufacturers of any article 
wanted, puts man and job together, 
prepares advertising copy, furnishes 
lists of desirable agents and dealers 
in nearly every country, aids foreign 
dealers in securing U. S. A. lines, and 
in many other ways performs useful 
service, all without charge. Subscrib- 
ers in every land have made, and are 


making, good use of this bureau; manu- 
facturers in every section of the field 
have had evidence of the service. Sub- 
scribers’ requests for catalogues to 
bring their files up to date, or to re- 
place the file in case of fire or other 
form of destruction, are broadcast in a 
bulletin which is mailed frequently to 
leading manufacturers. 


























Great Britain Increases Use of Steel Furniture Exports to foreign countries of metal shelving and furniture produced 
Commerce Reports] During the past few years there has been a ver) in the United Kingdom were valued at $300,000 in 1927, $377,000 in 1928 
great expar n in the use of steel office furniture and shelving in Great and $538,000 in 1929; shipments to British possessions—$365,000 in 1927 ; 
Britain, and despite the fact that the number of British producers has $427,000 in 1928 and $455,000 in 1929 Total exports for those years to 
grown, imports have grown steadily In 1923, according to the last Cen all destinations were—$665,000 in 1927, $804,000 in 1928 and $993,000 in 
sus of Production, the total value of metallic furniture for hospital and 1929 
office use (exclusive of asceptic hospital furniture) produced in Great There appears to be a trend toward the more general use of steel furni 
Britain was given only as £54,000 (approximately $262,000). Since ther ture, particularly in commercial undertakings; and as soon as trade in 
however, rapid strides have been made in domestic production, and it is proves, it is believed that a number of firms will purchase new equipment 
estimated that the British output of steel furniture and shelving is be for their offices and stores 
— ve — yh ng = ‘ the twenty-nine firms engaged The use of metal filing cabinets lockers and desks is increasing every 
The amount of steel furniture nported into Great Britain has mean year, insurance con panies and banks appearing to be the ost pron inent 
while shown a steady increase from $637,119 in 1923 to $779,910 in 1929 users The use of metal racks and shelving is expanding also, but British 
und American producers have been successful ir aintaining their share producers control the market 
of the total import trade Potential outlets for metal furniture may be found through sales to the 
rhe value of imports of steel furniture from the nited States increased large merchant houses having overseas branches, many of which are ir 
from $436,500 in 1925 to $617,72 n 1929 This was about eighty per tropical countries Already a considerable quantity of such furniture i 
ent of the total imports for these year Imports Canada, Germany being sent to these stations Re-exports from Great Britain, however, are 
ind France < e next ir rder of portar still rather small, averaging about $25,000 worth per year 
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MINTINGS 


A Page Dedicated to Progress 


Principle is defined in the dictionary as the fundamental truth of all things. 


Man's 


true progress comes through establishing these truths in his consciousness and direct- 
ing his thoughts, words and acts in accordance with principle. 


“It is becoming clear to an ever increasing 
number of thinkers that ‘man lives, moves and 
has his being’ in Intelligence and that Nature, 
a term that signifies the visible universe, is the 
manifestation of the Intelligence in function. 
And it is becoming increasingly apparent that 
this manifestation is ever in accordance with 
the laws which man cannot change. And that 
man fares well or ill as he consciously or un- 
consciously puts himself in harmony with or 
in opposition to the law.”—Selected. 


* * * 


“oar 


To get into consciousness the fact that 
nothing just happens is the first step in true 
progress. Not merely to think that it may be 
so but to know that it is the outstanding fact 
in being. To know it as one knows that he 
lives.”—Selected. 

* * 


“The world is only a thing that is; it is not. 
It is a thing that teaches, yet not even a thing 

a show that shows, a teaching shadow. 
However useless the demonstration otherwise, 
philosophy does well in proving that matter is 
a nonentity. We work with it as the mathe- 
matician with an x. The reality is alone the 
Spiritual. ‘It is very well for physicists to 
speak of “‘matter,’’ but for men generally to 
call this a “material world” is an absurdity. 
Should we call it an x-world it would mean as 
much—viz., that we do not know what it is.’ 
When shall we learn the true mysticism of one 
who was yet far from being a mystic. “We 
look not at the things which are seen, but at 
the things which are not seen; for the things 


which are seen are temporal, but the things 
which are not seen are eternal?’ The visible 


is the ladder up to the invisible; the temporal 
is but the scaffolding of the eternal.”—Henry 
Drummond. 
* * * 

“Vanity is so anchored in the heart of man 
that soldiers, camp-followers, and 
porters are boastful and wish to have admir- 
ers, and so do even the philosophers. Even 
those who write against fame wish for the 
fame of having written well, and those who 
read their works desire the fame of having 
read them. Even I who write this have, 
perhaps, this desire—and those, perhaps, 
who will read what I am writing !”—Pascal. 


cor ks 


“The true critic strives for a clear vision of 
things as they are—for justice and fairness; 
his effort is to get free from himself, so that 
he may in no way disfigure that which he 
wishes to understand or reproduce. His su- 
periority to the common herd lies in this effort, 
even when its success is only partial. He dis- 
trusts his own senses, he sifts his own impres- 
sions, by returning upon them from different 
sides and at different times, by comparing, 
moderating, shading, distinguishing, and so en- 
deavoring to approach more and more nearly 
to the formula which represents the maximum 
of truth.”—Anuel. 


a * * 


“To every one, except the theologian, it is 
perfectly easy to account for the mistakes, 
atrocities and crimes of the past, by saying that 
civilization is a slow and painful growth; that 
the moral perceptions are cultivated through 
ages of tyranny, of want, of crime, and of 
heroism; that it requires centuries for man to 
put out the eyes of self and hold in lofty and in 
equal poise the scales of justice; that con- 
science is born of suffering; that mercy is the 
child of the imagination—of the power to put 
oneself in the sufferer’s place, and that man 
advances only as he becomes acquainted with 
his surroundings, with the mutual obligations 
of life, and learns to take advantage of the 
forces of nature.”—Robert Ingersoll. 


* * ok 


“If you want to become more interested 
in the experiences of life, first master your- 


self. Poise yourself in the Spirit of truth 
within you. See life through your inner 
eyes. You will see little comedies that you 


previously had missed. You will find a joy 
in experiences that many a person would 
overlook. Life will pass before you as a 
grand panorama, and continually present 
new interests to you. 

“Be enthusiastic in your study of Truth. 
3e ardent in your living. Live vigorously, 
yet poised and centered in Spirit. Be re- 
sponsive. Be thankful and appreciative. 
Let the Spirit within you express itself 
without fetters or bonds. 

“Be zealous for the better things in life 
and you will find them drawn to you. Your 
zeal will be the magnet that draws the best 
things in life your way.”—Unity. 
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INSPIRATION 


For courage, initiative, confi- 
dence, patience, sincerity, 
determination, probity, and 
common sense. Qualities 
essential to progress at all 
times, but in special demand 
today. 


Washington and Lincoln were February- 
born; Franklin first beheld the light in 
January; but we like to group the three, 
each unlike the others, because of the in- 
calculable services they performed that 
their countrymen might have a chance 
to work out the destinies of freemen. 
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OFFICE 
APPLIANCES 


THE NEWS AND TECHNICAL 
TRADE JOURNAL OF 
OFFICE EQUIPMENT 


A 
EDITORIAL 


Sidney Morris Versus the National Stationers Association Et Al. 

Before this number of the journal reaches its subscribers, the suit of Sidney 
Morris & Company, Chicago, against the National Stationers Association and 
twelve manufacturers for damages resulting from alleged practices in “re- 
straint of trade” will have been decided. 

The case has been proceeding since December 8 in the District Court of the 
United States, Northern District of Illinois, held in the Federal building in 
Chicago, and with Judge Julian Mack of New York City presiding. 

Originally the suit included the National Stationers Association and some 
seventy-two manufacturers, all but twelve of whom have been dropped from 
the suit. Six or eight lawyers have been employed on each side and each 
party to the suit has called a large number of witnesses. On Monday, January 
18, the evidence being all in, counsel for the plaintiff opened its arguments and 
was presenting its summary when the journal went to press. A day or two 
will be consumed in presentation of the argument of counsel for the defense. 
The jury will then receive Judge Mack’s instructions and will probably arrive 
at a decision by the end of the week. 

The trial has been tedious and has entailed considerable expense to the liti- 
gants. Some interesting disclosures were made by the voluminous evidence. 
One who “listened in” would naturally form an opinion while speculating upon 
the jury’s interpretation of the evidence. We go to press without that knowl- 
edge, but we do know the jury’s interpretation of a daily scene in an office 
window across the street. 
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“Back to the Mines” 

In the statement that “in 1929 we were living in a palace over a powder 
mine; in 1931 we are living in a hut over a gold mine,” Roger Babson has tab- 
loided a thousand and one commentaries upon general business conditions. 

The treasure beneath lies too deep and well imbedded to be unearthed by 
1929 methods of mining and minting. Greater vision, enterprise, resolution, 
industry and initiative are demanded. 

The artificial values of 1929 engendered a specious but unsound business 
technique and philosophy. Depression resolved much business buncombe and 
ballyhoo. Opportunity under the new conditions is for intelligent industry 
devoted to intensive cultivation. 

—_— 
“Boarders, Away!” 

Under a wood cut illustration of two battle-torn ships in the initial issue of 
The GF News, published by The General Fireproofing Company, Youngs- 
town, Ohio, appears a challenging message written by George C. Brainard, 
president of the company. Though intended primarily for perusal by em- 
ployes and agents of The General Fireproofing Company, we quote the mes- 
sage in its entirety, for its inspiration to courage and determination to contend 
with the conditions of the times. 

“With his ship slowly sinking, her hull pierced in a hundred places, water 
entering every seam, her decks wet with the blood of his crew, the sword of 
the youthful commander was demanded by his veteran adversary. Back from 
the Richard’s quarter-deck, clear and vibrant above the roar of battle, came the 
reply, ‘I have just commenced to fight.’ Five minutes later his crew, cutlasses 
in hand swept over the rail of his antagonist. Another five minutes and his 
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own flag rose to its mast head. 


the moment of defeat! 


OFFICE APPLIANCES 


Thus did John Paul Jones achieve victory in 


“There are those who, during the past twelve months, have given more at 
tention to keeping the business ship afloat than to watching tor an opening by 


which to give the death blow to depression. 
the turn in the tide of battle. 


doubtedly has come 


With the turn of the year un- 
The automotive industry, 


n whose success so much depends, has displayed indications of an early re- 


covery. 
tries which hav 
ment industry, 


s1on. 


i John Paul Jones to give the lie to defeat. 


Already, the steel mills have felt the favorable reaction. Those indus- 
‘e suffered least, among which is numbered the office equip- 
should be the first to launch the counter attack against depres 
Right now the office equipment salesman needs the fighting stamina ot 


Victory is ahead for those who 


in the boarders, defeat for those who passively watch the water line.” 


+--+ 
Intensive Cultivation 
Che business in any community will not be increased without more inten- 


cultivation, which means 


presentations 


sive 


more 


solicitations and more convincing 


More intensive cultivation requires reliable knowledge of the potentiality 


ff one’s field or community. 
houses there? What 


What 


their advant ive ? 


concerns 


What equipment is being used by business 
is its condition? 
are operating without certain equipment which would be to 


Would replacement be economical: 


Every outside salesman should participate in a comprehensive survey which 
will disclose the desired information upon which a campaign could be properly 


conducted. 


For and Against the Capper-Kelly Bill 


In Which Is Expressed the Views of a Group of 
Professors of Economics, and the Analysis of 
a Well Known Writer, with Some Observa- 
tions of Our Own by Hobart W. Martin 


> long ago Carroll W. Doten, professor of 
economics at the National Institute of Tech- 
nology, sent out about 2650 letters and question- 
naires to professors of economics in various colleges 
and universities throughout the country, asking 
their views on the Capper-Kelly resale price bill 
now before Congress. Professor Doten received 
55/7 replies, 401 out of 489 of which expressed the 
that manutacturers should not have 
control resale prices of their products. 


general view 
the right to 
The questionnaire included inquiries as to whether 
the recipients would favor any legislation granting 
this right; whether or not the bill would increase 
the cost of living; would lessen competition; en- 
courage wasteful national advertising; encourage 
territorial discrimination by manufacturers ; weaken 
anti-trust laws, etc. In all of these questions the 
vote was against the proposition embodied in the 
bill. 

\ majority believed that a fixed uniform price 
for a given area could not be accomplished fairly. 

Reasons Against 

Their reasons for not favoring the bill may be 
summed up as follows: By eliminating competition 
might tend to make supply and demand ineffective 
an equitable distribution of wealth. 


in providing 
ff the possibility of reducing dis- 


Should not cut « 
tribution costs 

Nobody can 
when he may not name his price. 

Wrong to abandon competition. Makes possible 
the manipulation of consumer demand in the inter 

Tends to place merchandising 
basis instead of upon the price 


assume his logical responsibility 


ests of producers. 
upon the service 
basis. 

Retailers should be able ti 
to make room for other goods. 


reduce stock quickly 


Bill would limit competition between retailers 
preventing the efficient ones from passing on their 
lower costs and forcing competitors to lower their 
costs to consumers. 

Would set back present tendency to 
efficiency into distribution. Would destroy freedom 
of retailer and force him to use capital under domi- 
nation of manufacturers. 

Would reduce retailer to a 
branded goods depriving him of power to attract 
trade by passing on to the consumer part of the sav- 
ings he makes by his skill and judgment. Should 
always be able to serve best interests of consumers. 
Bill would penalize the most efficient distributors 
for the benefit of the less efficient. 

Different markets justify different prices. Flexi- 
Advertised prices are sometimes 


introduce 


sales agent for 


bility is desirable. 
illusory. 
Reasons in Favor 

The reasons assigned in favor of the passage of 
the bill were substantially as follows: It would 
eliminate unfair price cutting. The bill would per- 
mit a form of cooperative enterprise between deal- 
ers and manufacturers. The effort the manufac- 
turer makes in creating his product and good will 
should give him a certain vested interest in the con- 
ditions of its sale. The bill would stabilize prices 
and encourage mass production resulting in lower 
prices in many instances. It would eventually drive 
competition into the sphere of the producers who 
are better able to stand it and will be driven to pro- 
duce quality at lower prices. The bill tends toward 
more uniform prices, benefiting both retailers and 
consumers because fluctuating prices result in losses 
which are a charge against total cost of supplying 
the commodity. 

In the Outlook and Independent of December 17, 
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Wilham O, Seroggs gave some considerations re- 
garding this bill under the title Fair Prices or Free 
Prices? He points out the fact that the house com- 
mittee of Interstate Foreign Commerce has pre- 
pared a favorable report. Those who would change 
the existing system by the introduction of a new 
plan should be able to prove that it will be of value. 
(he manufacturers claim that the reputation of their 
goods built up by quality and advertising should 
not be the sport of those who would sell for less 
than established prices as leaders to induce buyers 
to purchase other goods of doubtful quality. The 
man with the trade marked line must maintain his 
standards or his label will be a liability. Reputation 
for quality and uniformity is valuable to the retailer 
as well as to the manufacturer. Cut prices are harm- 
ful to producers, retailers and consumers. 

Manufacturers may establish chain stores; may 
designate certain dealers as and supply 
goods on consignment, or they may sell direct to re- 
tailers and refuse goods to those who are guilty of 
unfair prices. Hundreds of articles, however, can 
not be distributed in this way and must rely upon 
wholesalers for distribution. Manufacturers can 
not lawfully compel the wholesalers to stipulate 
prices which retailers are to charge. 

The writer believed that the bill will not prevent 
price cutting if insistences on the point should 
threaten the loss of a large volume of business 
through chain stores in which case manufacturers 
who sell to such stores will not insist on agreements. 

Against the bill, Mr. Scroggs briefly summarizes 
a few statements. Some unscrupulous manufac- 
turers may use maintenance privileges to extort 
monopoly profits from consumers. The bill would 
eventually put the manufacturers in virtual control 
of the country’s retail business and the retailer 
would be reduced to a kind of automaton. Stores 
with competent management and low overhead 
would be obliged to sell at the same prices as stores 
with high overhead and consumers would derive no 
greater efficiency of one group over the other. Com- 
petition being eliminated, the incentive to individual 
enterprise would be reduced to a minimum. 


agents 


Some Comments 

Taking up the arguments against the Capper- 
Kelly bill, there are many who believe that the pur- 
port of the measure is not well understood by those 
who profess to express an opinion on it and that the 
results would not be what the enemies of the meas- 
ure fear. If a man saves money by reason of good 
management and ability, there is no reason why he 
should not charge the same price as his competitor, 
who is less well endowed. There is no law obliging 
him to pass on as a gift to his customers the results 
of his own individual enterprise. If there were, he 
would have no object in being enterprising. The 
point here seems to be that the good merchant 
simply into his banking account the 
money which he makes as a result of his good serv- 
ice, his personality and his enterprise. This is pre- 
cisely what is done and precisely what will be done 
with or without any legal enactment pro or con. 

The Capper-Kelly bill is not mandatory. It per- 
mits the manufacturer to make and enforce resale 
price contracts. Such contracts may be contingent 
on the purchase of goods by the dealer. The dealer 
does not have to accept the proposition unless he 
wants to. In most cases, he can purchase other 
brands. 


passes on 


= 
un 


It is a cardinal principle of political economy that 
a monopoly can retain its control only so long as its 
gains do not attract the cupidity of those outside its 
own field. Without the bill the manufacturers have 
a perfect right to cut off the price cutters provided 
they do it as individuals and provided they are not 
dealing through jobbers, but direct with the retailer. 
With the bill a law the manufacturer can make con- 
tracts whereby he can reach out through the jobber 
and establish price maintenance just as if he were 
dealing direct. The bill would increase the scope 
but not the character of contractual rights between 
the dealer and the manufacturer. 

Price, in spite of the opinion of one economist, is 
not the logical basis of merchandising. Successful 
merchandising has more than one leg to stand on. 
It has three legs, neither one of which is necessarily 
related to price. They are good quality, uniformity 
and good service. 

Most of the talk about saving money by buying 
cheaply arises out of the notion that one ought to be 
able to get something for next to nothing. In the 
final analysis, quality goods are going to command 
quality prices and shoddy goods their appropriate 
equivalent. 

We might ask what has been the result of the 
practice of leading fountain pen manufacturers who 


insist that their dealers obtain certain prices? Has 
the public been cheated? Have dealers lost their 
initiative? Has the industry stagnated? Are we 


selling fewer fountain pens? Has competition been 
strangled? Has monopoly raised its horrid head? 
Not at all. The poor dealers are putting up new 
stores, adding art moderne fixtures and trims, send- 
ing their sons and daughters to college and taking 
occasional trips to Palm Beach or Corpus Christi, 
living, in short, the life of Riley. And the purchas- 
ing public—the “ultimate consumer” of fountain 
pens—has profited by a life-long guarantee. 

Many dealers are direct factory agents for various 
lines. Have their contracts destroyed them? Did 
similar agreements and restrictions on other lines 
destroy their initiative? If so, how many restricted 
lines can one digest before the business needs a sur- 
geon? The questions arising out of a bill such as 
the Capper-Kelly measure are complicated by con- 
siderations of law, economics and business. Perhaps 
it is not surprising that some of us take the wrong 
turning at the fork of the road. We make this state- 
ment in the awareness that we may possibly have 
done just that. 

The primary purpose of everyone in business is to 
make money. Manufacturers are as anxious as any 
one else to enjoy reasonable profits. Plans are made 
for indefinite periods in advance. They allow for 
fluctuations in the business cycle. Their principle 
is to sell the most merchandise so as to make the 
most profit and this involves setting the retail price 
as low as is consistent with other considerations— 
low enough so that the dealer can move the goods at 
a profit and stock more goods that the manufacturer 
will sell him. The pressure of competition compels 
the manufacturer to set his retail prices low for the 
dealer’s benefit because the manufacturer’s advan- 
tage is in direct ratio to the dealer’s position as a 
sound and prosperous merchant. The problem of 
distribution is a matter of intensive cultivation of 
present markets rather than extended activities in 
untouched fields. Competition is closer. The an- 
swer appears to be lower prices with compensating 
increased volume. 
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USE AND ABUSE OF THE SALES DRIVE 


’ 
Data Shows the Real Bene- 
. ry. a . 
fits That the Stationer Can 
| i! 
Expect—By E. J. Clary, Re- 
tail Merchandising Consult- 
ant 
Note.—The year 1931 should be an excellent one for sales drives by stationers. Many users of office equip- 
tl purchases last year and the need of additional goods, supplies, machines, 
etc., will become more and more urgent if, as is confidently expected, business takes an upward turn. Office Ap 
pliances suggests that dealers single out the lines most appropriate for each month and put extra effort behind 


them so that this effort will « 

doubtedly come to those who increase their efforts to make volume of business without minimizing prices. In- 

creased business calls for more intensive work and for courageous optimism, Anybody can complain and give 
We recall the Grecian lad in the classical story 


ment in all departments minimized their 


unt for most at the time when it is most likely to succeed. Success will un- 


up. There are times when it takes a man to stand up and fight. 


who complained to his father that he was at a disadvantage because the enemy had long swords, whereas he was 
armed only with a short sword and could not reach them. “Then,” replied the father, “you must add a step 
to your sword.” Ata later day the Romans perfected the art of using the short sword. They added courage 
invincible, and iron discipline—and swept the known world. There comes to mind, too, the story of the king’s 


son in battle, related, we believe, in verse by Edward Rowland Sill. The prince’s horse had been killed; his 
rd was broken at the hilt; he was surrounded and about to be captured. A moment before another warrior 
had passed that way in panic, had broken his blade in two and cast it away. The eye of the prince fell upon the 
broken weapon and, siesing it, he waved it aloft, uttered his rallying cry and attacked the enemy with the shard. 
surprised, gave ground, while the soldiers of the prince, sensing his indomitable spirit, rallied around 
1 the day. The moral is that victory depends on who wields the weapon rather than upon the 

determined and intelligent adversary is dangerous all the time whatever the 


Fu’ 


The enen 
him and save 
weapon itself A courageous, 
weapon He | lds 
by the application of quod selling ta tics. One must combine common sense with 
This is the year of vears. We suqaqest that salesmen be instructed to re- 


) 


Vany things can be sold 


determination, initiative and work 


port general conditions in offices where they visit and that a comprehensive selling campaign be built upon these 
; *p ris and fher wmformation Dtaimed from various Sources 

HE “sales drive” in the retail stationery trade ferred to, involves the points in this summary 

has been somewhat discredited in recent years (a) Too frequent drives. 
because of the tendency to overdo it in the period (b) Sacrifice of readily selling items. 
immediately following the War. I do not mean by (c) Failure to exploit 
this that such drives tor business have no value to (d) Drives held at unseasonal periods. 
the stationer: rather, it 1s certain abuses of the idea (e) Tendency to push demand goods in favor of 
which have brought about a new attitude on the part slow movers—to get volume. 
of the trade Some valuable data on this subject, . 
especially for the independent stationer, has come t Real Value of Drive 
hand as a result of an investigation made bv this Kk xperience among the stationers queried on this 
writer for an advertising agency. subject indicates that the real value of the sales drive 


is found in its business-building features—the at- 
‘action of new customers through the advantages 
the progressive type have been much alike. Gradu Saree cw cus 5 Uae tae & sages 
nt : 2 ’ ¢ that the sale offers and through the attendant adver- 

ally, these dealers have been reducing the numbet 


sales drives per year and gradually they have found 
their true utility and the actual benefits that can be 


gotten from them in a business-building way. 
the above mentioned purpose: 


It was found that the experiences of stationers « 


tising and publicity given the feature. 
Stationers pretty generally agree upon the follow- 
ing policies where a sales drive is contemplated for 


Stationery, as is the case with other lines, needs 1. A reasonable reason or “excuse” for the drive 
occasional artificial stimulus in order to show prog that will appeal to the local field. 
ress. ~The sales drive—by which is meant an ex 2. Selection of a proper time for it. 
tended “sale” exploiting generally the whole stock 3. Extra effort to give superior service during the 
and involving various kinds of special offers and de drive. 
grees of markdown—1s perhaps the most commonly +. Maximum of advertising and publicity. 
used “stimulant” ; and like all other stimulants, th 5. Special effort to move slow mov ing goods along 
more they are used the less effect they have. And with the demand goods. 
here we seem to be able to | lace a hand on the real For instance: , 
trouble. What the stationer wants is a fair rate of Those drives which have a slogan or catch-phrase 
increase in his gross sales and a corresponding in- attached to them have been found to be the most ef- 
crease in net. But the fact that he may catch a few fective in the stationerv business. One dealer re- 
extra dollars by a driv e is of secondary importance ported a “neat desk week” in connection with a sales 
to its business-building aspects drive during which desk accessories were featured 
The frequent misuse of the sales drive among sta- along with many other items—116 in all. The idea 


tioners, as indicated in the checkup previously re- was advertised widely among local business firms 
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and in office buildings and a surprisingly large turn 
over in desk accessories and fitments was the imme- 
diate result. ‘The stationer says that he managed to 
work up a lot of talk locally about neat desks and 
the suggestions made in the advertising and displays 
cleaned up many a cluttered and untidy office desk 
in the region. 

Window displays, streamers, cards and dodgers 
featured the leaders in this drive and it was held in 
mid-winter as being the best time, in the judgment 
of the stationer backing it. ‘This was reported as the 
only real sales drive held by this store during 1929. 
The results were an increase in customers and a de- 
cided increase in sales over all during the period fol 
lowing. 

Get Them and—Hold Them 

Any sales drive held by a stationery store fails to 
achieve its main objectiy e unless the dealer is or- 
ganized to impress upon the new people that appear 
al Food place in 


at his counters the fact that he has a g 
which to do business. 

To this end, a stationer reporting from Holyoke, 
Mass., said: 

“I have no more than two real sales drives a year. 
But | make a real event out of each one of them. 
My aim is, first, to get the people in the shop and 
then to hold their trade. I know that this can be 
done only by giving superior service and some real, 
I find it profitable to hire extra 
help during the drives. I also employ a professional 
window man for my setups. I have found that if a 
sales drive is worth anything at all it is worth doing 
right. I estimate that the last four sales drives | 
held increased my volume somewhere between 16% 
and 20%. This more than offsets their cost.” 

A stationer who goes in for such an extended sale 
and then fails to exploit it might as well give up the 
The chief value of the drive is that it 
if they know 


attractive values. 


idea entirely. 
is something for people to talk about 
about it. 

This is the view of a Springfield, Mass., stationer 
in one location for many years. The most effective 
publicity mediums for a semi-annual sales drive are: 

Mailing circular matter to names in phone book. 

Hand bill advertising. 

Local press. 

Car cards. 

Some of these mediums may be beyond the reach 
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of the average stationer—depending upon location, 
type of business and general conditions. But few 
Stationers would find it impossible to use some of 
them. Stationery store advertising within the store 
itself fails to reach the very peopie the stationer is 
after—non-customers. Hence, a certain amount of 
outside publicity is vitally necessary. 


What Shall Be Offered? 

There are plenty of reasons why the stationer can- 
not go through his entire stock and mark down 
everything in general, nor is this necessary or wise. 
Selected items that can be suitably featured and 
marked down will “carry” any such drive. 

very stationer has a certain amount of goods on 
hand which move only slowly or do not move at all. 
The rightly managed drive offers an unusual oppor- 
tunity to work this stuff off—providing the drive is 
held with that aim in view. The very increase in the 
number of people who come to the store during the 
drive brings this slow-moving stuff before new pros- 
pects and sales result on the spot. 

“| have found,” reported another stationer, “that 
| get the best results from my sales when I build up 
the whole appeal around a specific group of mer- 
chandise. Last year I featured office equipment and 
appliances and the drive before that was based upon 
special offerings in ledgers, journals and account 
books of all kinds, types and prices. With fifty lead- 
ers marked down and featured and other goods on 
sale display, the slow stuff went along with the read- 
ily selling stuff. Many stationers make the mistake 
of marking down too carelessly to allow a profit. It 
has proved to be better business to mark down to an 
attractive point a selection of items and then arrange 
displays so that these leaders will ‘carry’ the other 
stuff.” 

The stationer who refuses to do business on a cut 
price basis can hold an occasional sales drive with- 
out in any way affecting his store policy in the minds 
of local customers. 

The stationers reporting generally agreed that un- 
less the dealer can offer some really attractive prices 
and a broad assortment of goods, the drive will fail. 

If the sales drive has been a disappointment to sta- 
tioners here and there, evidence indicates that they 
either have held too many of them or they have not 
made them sufficiently attractive to the local field. 





PEGGY O'NEILL JUGGLES A FEW 
ALUMINUM CHAIRS Miss Peggy 
O'Neill, one of the principals in Shu- 
bert’s production, Artists and Models, 
is not a person of great muscular 
strength as one would infer by a glance 
at the above picture, nor is she posing 
iS a strong woman She is simply 
lemonstrating in the theatre office how 
easy it is to handle the new aluminum 
*hairs made by The General Fireproof 
ng Company of Youngstown, Ohio 
These chairs are amazingly light, con- 
sidering their strength and durability 
Unified by an acetylene welding 
process, they are of one piece con 





struction and range in weight from 
seven pounds for side chairs to twenty- 
six pounds for the executive swivel 
type 

Aluminum chairs have proved their 
durability by emerging unscathed from 
racking tests in which they were 
weighted with one hundred fifty pounds 
of scrap iron apiece and then bumped 
on the floor half a million times over 
a period of one hundred fifty hours 
One hour of this treatment is said to 
equal a year’s normal usage. 

The photograph is by courtesy of 
The General Fireproofing Company. 
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SUPPLYING THE EVER- 


CONSUMING MAW 


THE LETTER FILE A PER- 
MANENT OPPORTUNITY 


FOR DEALERS 


Yearly Complement of 
Guides and Folders for 
Millions of Files Represents 
Enormous Total—Dealer 
Indifference to Big Profit- 
Making Opportunities 
Amazing—By R. H. Bishop, 
Sales Promotion Manager, 
Filing Equipment Bureau, 
Inc., Boston, Mass. 


a TIMES of depression the need for ways and 
means of increasing business is more than ever 
urgent lt ‘7 dl times, the ne ed is not pressing. In 


such times, ; 
ing in their proper channels. It would appear that 
between depression and prosperity is the 
old analysis of facts and the in 

of methods of sales promotion, At this 
time the stati well consider the fact that his 
filing supplies department is probably not producing 


most of us are busy keeping things mov 


best period tor a « 


ner may 


as it should be Very likely he does not realize this 
nd no doubt he believes that he is getting out of this 
lepartment all that he can reasonably expect. In 
this opini he is probably wrong 
lhe f supplies department, at present one of 
the s llest items in most stationery stores, shoul 
be one of the biggest departments in the establish 
ment. It is little use to blame the direct seller of 
fling supplies, or to say that the stationer can not 
compete with the direct seller when it comes to pro 


ducing real business in the field of filing supplies. 


Let us<« sider some facts fora moment. The dealer 
can often undersell the direct seller. Price is not the 
which defeats him. There are frequent 
manufacturer selling direct has lost an 
order to dealer The 


dealer will tell us that the direct selling manutac- 


element 
cases where a 
selling his own supplies. 
who can offer the cus 
the 
rries their line above price competi 


turer employs trained men 


tomer an added inducement in way of selling 


service, which c: 


tion. The fa the matter is that these salesmen 
who are supposedly experts are often called upon to 
handle n ifferent yet allied lines and that it is 
impossible for them to be specialists in any one of 


these lines inasmuch as they must sell all of them. 
It is not that the dealer believe all he 
sees in print. A thorough investigation will prob- 


necessary 


OF 


MR. BISHOP 





ably reveal the fact that the dealer’s own salesmen 
know as much about filing as the man who is selling 
direct. [Experience is the school of all salesmen and 
experience may come to all alike. The competition 
with the direct seller is not too severe if the dealer 
will but put the effort necessary into selling. 

But he asks, is it worth it? Here is the answer: 
The material which into a filing cabinet 
guides, miscellaneous folders, correspondence fold- 
ers, Cetu sells for approximately the same price as 
the cabinet itself. The cabinet will last the cus- 
tomer for years. The folders in the file must be re- 
placed every year. If this business is correctly han- 
dled, it will come to the dealer every year. The sale 
of fling supplies is cumulative. The more one sells 
the larger his future volume is likely to be, like an 
avalanche that starts with a pebble. 

It is not difficult for the dealer to ascertain when 
his customer transfers the old folders from the file. 
Transter business should be one of the mainstays of 
the dealer’s supplies department; he can follow up 
his customers at the right time to get this business. 
Che direct seller does it and so can the dealer. 

As for the installation of files, this is too often 
accomplished in a haphazard manner. A customer 
will, for instance, come into the store and ask for 
some guides and folders. Without thinking too 
deeply about the particular use to which these guides 
and folders will be put, the dealer sells them. Later 
perhaps the customer finds that he has bought some 
thing which is of no use to him. The natural atti- 
tude of the customer in such a case is that it is the 
fault of the dealer. This is perhaps not entirely just, 
yet it is something upon which the direct seller cap- 
italizes. How much better it would have been if the 
dealer had analyzed the situation, then submitted 
recommendations and sold the merchandise after full 
information. This would an adequate 
handling of the matter. 
he would have made a friend and 
of his supplies as well as of other goods. 

As a general rule it is probable that the dealer does 
not feel competent to make such recommendations. 
Yet, if he can get at the primary facts, the manufac- 
turer from whom he buys his supplies will or should 
do the rest. The manufacturer should have a form 
which the dealer could fill out for gathering the nec- 
essary information in the first place, and the manu- 
facturer can supply the final solution after this 
information had been gathered. The dealer or his 


goes 


have been 
Instead of losing a customer 


a permanent user 
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1 
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salesman by studying the subject thoroughly will 
soon gather a fund of information which will be as 
sound and as thorough as that of the best direct 
selling salesman. 

These are days of cooperation between dealers and 


manufacturers—cooperation wherein each works for 


‘MOON MULLINS” 
BELIES HIS AN 
CESTRY Frank 
Willard, the comi 
strip artist and cre 
ator of ‘“‘Moon Mul 
lins,”’ s shown at 
! s Shaw - Walker 
Skyscraper’ desk 
which he purchased 
for use in his new 
winter home at Sara- 
sota, Fla. The desk 
is finished in two 
tone tan, as is the 
aluminum chair 
one of the new 
Shaw - Walker line 





19 


the advantage of both. If there is any point that 
might be emphasized in the discussion of this sub- 
ject, it is that the dealer should take full advantage 
of what his manufacturer can do for him and his 
customer. It will help to make the filing supplies 
department what it ought to be. 


Cc. D. Ainge, man- 
ager for “S-W’’ at 
Chicago, says that 
“Mr. Willard fell in 
love at first sight 
with this desk, and 
has written since it 
arrived in Florida 
that he ts ‘Tickled to 
death with it.” ”’ 
*‘Moon”’ is such an 
uncouth character 
that he doesn’t seem 
to fit in with a 
“Skyscraper” desk 
We hope it doesn’t 
civilize the rampag- 
ing ‘‘Moon.”’ 


WATCH YOUR STEP 
By M. L. Hayward 


The Unsigned Check 


On the evening before leaving a business trip a dealer 
made out ten checks in favor of various creditors, and left 
them—unsigned—in his desk 

“Bring me those checks and I’ll sign ’em before I go,” 
he suggested the next morning 


‘The one in favor of Red Ball Garage isn’t here,” the 
clerk « xplaine d. 

rhat’s easily ren edied,” the dealer declared, made out 
a new one, signed and mailed the whole bunch, and hustled 
oft to catch the trai: 

Che next day the clerk left—with the missing check in 
his pocket, went to another state, forged the dealer’s name 
to the check, opened a bank account there, under the name 
ot “Red Ball Garage,” deposited the forged check, which 
was duly presented to, and paid by the bank on which it 
was drawn 

When the forged check was returned to the dealer he 
promptly notified the bank, and demanded that the bank 
credit it back to his account. But the bank said, “Your 
failure to notify us that the unsigned check was missing 
eprives you of any right of action against us.” 


Che Supreme Court of Pennsylvania, however, ruled in 


the dealer’s favor 

‘The single question is whether the maker on ascertain- 
ing that an unsigned check was missing, owed the bank 
the duty of reporting to it that fact. In our opinion no 


such duty existed. There is no contention that the em- 


ployee had authority to sign the check. Upon doing so he 
was guilty of a criminal act entirely outside the line of his 
employment and duty,” said the Court. 


The Doubtful Customer 

“Here’s a $75 check to square up my account,” the cus- 
tomer suggested. He then went down to the local bank, 
and deposited $75 to his credit. 

“It’s to pay a check of the dealer’s upon Pershing Street, 
and for nothing else,” he explained. 

“Sure,” the teller agreed, gathered in the cash, and the 
customer left town “between two days.” 

The next morning one of the customer’s checks for $71 
in favor of a local garage was paid by the assistant teller. 
When the teller returned, the mistake was discovered. 

“The dealer's check’s just got to be paid,” the teller 
averred. “Simply credit the amount of the garage check 
back to the customer’s account, cancel the credit on the 
garage account, and see that the dealer’s check’s paid when 
it comes in. Better notify the garage, too.” 

“T’ll bet half an hour’s salary he hustles off to see a law- 
yer to see if he can’t hold the bank,” the assistant prophe- 
sied 

But the bank and the dealer were safe, as the lawyer ex- 
plained that the money must be applied according to the 
customer’s instructions. 

“The proceeds were deposited in said bank to the credit 
of the makers of the note for a specific purpose. No part 
of such funds, under the law of such deposit, could be de- 
livered or applied by the bank,” says the Kentucky Court 
of Appeals in a case on the point. 
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HOW TYPEWRITER 


DEALERS CAN 


STIMULATE SALES 


By Otto Kretchmer, Presi- 
dent of the Peerless Key 


y 


Company, New York, N. Y. 


| la It is hard to get outside salesmen 
rt ruc It is hard to get good men to sell outside 
the etore 

But—every outside repairman the dealer employs ts a 
j ntia esman: in fact, the mechanic who services a 
stenographer s machine, and perhaps has serviced het 


machine for a vear or more, has her good will and 


machine he has serv 


of every other stenographer whos« 
iced, and he can very easily transmute that good will into 
business and extra profits for his house. Good will is the 
true alchemy that changes other things into gold 

[he mechanic can be made a real business producer if 


his boss will provide him with an incentive to bring in 


the business Many typewriter dealers expect the m« 
char t rit in business without extra compensation, 
the feelir eing that, so long as the mechanic receives a 
good salary, it is his duty to bring in orders for merchan 
dise In practice, the repairman, as a rule, brings in only 
those ders which are given to him without hint or solici 
tation on his part in the offices where he services machines 


expects his repairmen to sell machines 


and supplies without additional compensation is pursuing 
the pot of gold at the end of the rainbow Nobody can 


do his best work without knowing that it is going to be 


rewarded in some way There are artists who work for 
the | f Art, but if there are salesmen who work for 
the sl sellin ind nothing else, we have not 
met ti 
Dh f profitabls ders that can be taken by an 
utside mechar is surprisit Let'the dealer remember 
that the expert mechani is more often than not n ré 
thar i mechar that he | is ambition not circumscribed 
by the t f his craft. Most dealers of the present day 
were ecl not so many years ago, and many of thes« 
cr ! hanics now de ilers have devel yped int very 
( nes met Aln st every successful dealer 
ha | y mechanics in whom initiative and sell 
iT il t t lving dormant, awaiting the right spur t 
he activit\ 
WI i not the dealer have a talk with | de 
n ! them to ma special effort to s« it 
d and iT I ther 1 ! s t i e e! t 
t i mens here ire many it ; 
the t é i s¢ tl bag d pr t and s; 
I I te i ead ind the expense fa rea 
al mn I Not eve n will devel Pp the qualt 
ties of a sale in: in tact, the jority will not But if 
ne tw met d - dk ind tf the thers | T 
I ly «a Tl derate nu | ! rdetr the eX ent 
ca ewarded as a succes | the dealer will find both 


holder on an exclusive 
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ss and his net mounting to larger figures. And he 
that he has 


his ere 


will have the added satisfaction of knowing 
helped some man to find himself 
outside mechanic could be pro 


\ card could be 
’ 


whose machines the 


Che selling work of the 


grammed very thoroughly and sensibly 


made out for each customer dealer 


services. On this card could be noted the several items 


1 


which the dealer and his repairmen feel that the customer 


can be induced to buy—items which are profitable for the 
dealer to push 
On the first call after the program goes into effect the 


repairman could engage the stenographer in friendly con 


versation, or perhaps the office manager, and lead up to 


the presentation of the first sales item. On the return of 


the repairman to the shop his card should show whether 


the sale has been made or not, and if not, and it is felt 


that there 1s still a we od chance te make the sale, the mat- 
ter should again be brought up in a friendly way when 
the second call is made lf the sale f the item 1s finally 


consummated, or the matter dropped because the customer 


interested, then on a subsequent call the 
card can bi 


cannot be next 


item on the presented, and so on down to the 


end of the list From time to time, as new items come 
upon the market, they can be presented to machine repair 
customers in the same way 

Certainly, typewriter dealers must acknowledge that 
their repairmen are in a strategic position to sell goods 
lt the had outside salesme n, these men w uld have to be 
compensated Every repairman is a potential salesman 
What sound business objection can there be to a dealer 
paying a repairman for each sale he makes a fraction ot 
the mpensation that a salesman w ld demand and 
Té ‘ ‘ 

Dealers who will adopt and carry through the policy 
f paying their repairmen a liberal commission on sales 
vill increase their business and augment their profits 

hey will have a contented, efficient repair force, and will 
n time add more re pairmen to their rganizations, until, 
in time, they will have every part of their territory eth 


ently « ered by men who can sell as well as repat 
chines, and keep customers informed at all times of the 
ther services their principal is prepared to perform. 

> 


Jaclin to Distribute Direct View Copyholder 
New York 


Direct View copy- 


Jaclin Stationery Company, 388 Broadway, 


ity, announces the acquisition of the 


distributorship basis Inquiries 


rom dealers will be welcomed by the Jaclin Stationery 


complete stocks on hand. 





ier 
xt 


he 


Air 


lat 
ds 
be 
in 
ler 
ot 


nd 


les 


rill 
til, 


air 


he 


PUTTING THE BUY IN BYGONES 
By F. F. 


OLLOW-UP in the office appliances trade is apt to 
be overworked before the prospect is sold and under- 

worked afterward [he former is not likely to do any 
harm, but the latter may. When a retail dealer in office 
equipment inclines toward the “sell ’em and leave ‘em” 
method, he does so because he underrates the possibilities 
of the customer’s later purchases. He thinks, perhaps, 
because he has sold a firm a steel office safe, that firm is 
no longer in the market for such an article and, as far as 
steel safes are concerne d, may be neglected 

The National Cash Register Company has long regarded 
as among its best prospects those who have already bought 
cash registers. I believe their idea is that a man who has 
bought and used a machine is sold on the advantages of 
such equipment and is that much easier to sell again. Ad 
mittedly, it is somewhat different in selling steel safes. A 
man is more likely, having one cash register, to want two 
or to want a bigger one, than to want more safes, but a 
dealer may well continue to keep his customer sold on 
steel safes, to keep him reminded of the quality of the on 
he has bought, if only to make it more likely that he will 
recommend that safe to his friends and advise them to buy 

Furthermore, the man who has made a purchase of office 
appliances of any sort may become dissatisfied in some 
degree with his purchase and, left to himself, he mayb 
come a knocker who will injure the business of the man 
who sold him and then neglected to keep him sold 

Many men who sell office equipment seem willing, even 
anxious, to let gone buys become bygones. For them past 
business becomes ancient history almost overnight. I have 
known a dealer to cross the street to avoid meeting a man 
to whom he had recently sold and delivered an important 
piece of equipment, and the reason seemed to be that he 
was afraid that buyer would have some complaint to make. 
His idea was to steer clear of that customer until he had 


become used to any discrepancy in his purchase or until 
he had forgotten it. 

It would seem a better way to meet that man as often 
as possible and ask him how he liked his purchase. If any- 
thing was wrong, that would give a chance to check up on 
it and correct it and to avoid dissatisfaction developing 
into a grudge against the seller. 

One's best customers ought to be those who have already 
bought. They may not want to repeat the purchase, but 
they ought to want to make their further purchases at the 
same place. It is only when past purchases are made to 
give satisfaction that there will be future purchases. 

It may seem like good business to wait for customers to 
kick instead of asking them whether everything is all right 
‘nd so, in effect, inviting a kick. The trouble is that there 
are many people who will refrain from complaining, even 
when there is reason for it. 

[ have seen dealers who seemed to think it more im- 
portant to ask a customer about his last purchase than to 
ask him about another purchase. Those men weren't neg- 
lecting selling. They were merely appreciating the value 
of follow-up. Not that they loved a further sale less, but 
that they loved the satisfied customer more. 

It is almost impossible for a disgruntled customer to 
maintain his grouch in the face of anxious inquiry by the 
salesman as to whether everything is all right. A man may 
complain crossly, even angrily, but his irritation will crum- 
ble before conciliatory methods, and if the seller gets ahead 
of the buyer by asking before complaint is made, the wind 
is pretty much taken out of the kicker’s sails. 

Follow-up of advertising and inquiries may be the be- 
ginning of selling, but follow-up of the sale after it is made 
is the proper end and it is the making of more business. 

To put more buying into the bygone sales, follow after 
them and see that satisfaction has resulted. 


KEEP YOURSELF AND YOUR TRADE 
INFORMED 


HE dealer who is alive to his opportunities will watch 
his trade journals regularly to discover the new items 

which come out from time to time. He thus learns many 
things his customers do not know, some of them new, 
others perhaps not so new. Every dealer has in his stock 
items concerning which some of his customers are not in- 
tormed or which they have forgotten 

I don’t know whose fault it was, but a manufacturer 
whose office equipment I have sold for years, brought out 
a new line of aluminum office chairs and the first I knew 
about it was when I saw it mentioned in a trade journal 
I did not wait for any belated announcement from the 
manufacturer to reach me, but I took up the matter at once. 

Many of the lines with which I have had successful 
selling experience I have first contacted through trade 
journal advertisements, and it has been my experience that 
a careful trade journal reader can, if he will, be the first in 
his city to present to his public most of the new things 
that come along. 

3ut what I started out to say was that a wise dealer is 
one who makes it his regular practice to bring his custom- 
ers’ attention to such devices and equipment as they are not 
buying and, apparently, not using. 


If you could inspect the offices in your vicinity, you 


would find many of them lacking in conveniences it would 
seem everyone would have, both old and new in type. 

How many offices with heavy outgoing mail have auto- 
matic stamping machines for affixing postage stamps? 
How many have the latest and most convenient type of 
adhesives instead of continuing to use something they 
adopted before the last generation made its exit from the 
business? How many are adhering to antedated filing 
equipment and methods just because no one has ever shown 
them the practical and economic advantages of newer? 

An office force will easily get into a rut as to methods 
and equipment and go right on using something inefficient 
for no other reason than that they always have used it. A 
dealer must keep his trade reminded of improved equip- 
ment if he is going to sell it. People easily accustom them- 
to equipment that is far from being the latest and 
most convenient to use. They will go on licking stamps 
and gummed labels without giving the matter any thought, 
when they might be saving time with moisteners. They 
will rewrite pen-and-ink copy or scrape out mistakes when 
they ought to be using an effective ink eradicator of some 
kind. They will get along without an addressing machine 
or a duplicating device of modern, efficient type, just be- 
cause they don’t give the matter enough thought. 

Office managers and workers who are middle aged are 


selves 








»? 
Iter tul n denial the advantages olf new a 
ratu recall well e1 h the difficulties I had 
etti iit | es ¢ cl t ( i sible typewrit 
trial t vould insist 1 n worku vith the | 
blind ma ne when the va reason |! t otl tha 


habit and tubbornness 


APPLIANCES 


he deal wuueht to familiarize himself with all the new 
hings <¢ ne alor and he ught to get manufacturers’ 
literature and send it to his trade and see that business 
people around him do not go without the latest conve 


INCREASES TYPEWRITER RIBBON 
SALES BY FIFTY PER CENT 


E MAKE it an invariable rule to call at every ofhce 
and store in our city every thirty days, soliciting 


typewriter and adding machine sales and repairs. Wher 
making these calls we always ask if any ribbons are needed 
It so, w d er and install ther in the machines then ar d 
there de ed lf n ribl t ire wanted we call atter 
! the ict | ita , urchased musa if ri 
red l free This is remembered by 
the cust ind ré l S iny teleph ne cal S IO! 
r },} ’ 

Wi i d he d ind installation I bl 

t be a ible method I isi! i tvpewrit ly 
busin t only becat the increased ribbor les 
but i S¢ wher I ribb 1 sales ncreas¢ tine 

! i ind ther | ilies increase in p port 

We ha ested this plat ( numbe years, and it 

the re ictual « perience Chere is n d ubt that 
the dealer wl ffers this eT e gets the business 

Please d ! t et tl ‘ n that with this plar t 
is m to delive ind install all ribbons sold Che 

ntra ur The plat 4uses an increase in supply 
} ime iround: in the number of customers wl ca 
t one’s e for ribbor n the ribbons sold in dozen 

ts and in carbon paper and other supply sales 

Ster iphers do not lil t soil their hands chanetr 
ribl S Many of them do not know how to put on a new 
ribbor t if the d they dislike the job What cus 
tomer ts ng t leave | fice and shop around for at 
iddir ’ né r type er ribbon, when he can tel 
pl ne s deal and ha ne delivered and installed ir 
I machine in ten minut 

Une in deliver and stall at least five bbons 
er | per day This is very profitable bus 
ne t not Che trut the matte s that one I 
come trot! the sale of ribbor iS just aS important as that 
machine r from the repair department 

In ma door-to-door calls we always distribute 
blotte blotters usually advertise typewriters, add 
ng macl repairs, but we have a paragraph printed 
n the blotter which calls attention to ribbons, using such 
entenc this “TYPEWRITER AND ADDING 
MACHINE RIBBONS—Best Grades, $1.00 All ribbons 
purchased from us delivered and installed free of charge 

For best results, and to increase one’s supply business 
1 f blotters advert ye ribbons onlv should be 
used, at least for a tims lhe reason for this is that when 
) } rt ! ‘ ? es tw | ré teT — the cust mer 's at 
tentior d ided On the ther | ind when only re 
tl ne i id rtised the custo! er’s attenti mis ¢ mcentrated 
upon tl ne thing rt why the ideal plan is t 
distribute | tters advert I ribbons and free delivery 
and I I ervice 

As stated abo we distribute blotters personally in the 
business tions of our city All other customers are 
reached by mail The chief purpose of our mailing list, 
theret re, 1 I reach typewriter users in the residence dis 
trict ind tl is very important [t surprising how 
mat typewrite ur | in the homes, and they are 


an ideal 


aiways means 


ences Decause OT 1g1 rance of their existence or 
es etting about them, once they have known then 
T . 
New Mexico Dealer Adopts 
. ’ 
Plan Successfully in Small- 
- . ry 
er Cities and Towns—By 
% 
Edward H. Johnson 
Door-to-door distribution is best in the business sec- 
tions, as nothing beats a personal call. But when this 1s 
mpossible for some reason the next best thing is to ust 
the mails [he idea is to advertise your delivery and in- 
stallation service, among all typewrite rs, persistently 
ind continuously Reach every us¢ e a month, if at 
ill 7 ssible | erv dime spent fo ] ers envelopes and 
postage will pay for itself many tit 
In havit blotters printed a cut electrotvpe should 
ilwayvs be used The purpose of tl llustration is to at 
tract the eye, and consequently the attentior If the atten 
tion is caught the entire messag n the blotter will b« 
id If no cut is used the messa 1 or mav not be 
read We might sav that the first law f advertising is 
attraction, and interest follows attraction 
We have found blotters to be the best form of adver 
tising for the typewriter dealer, simply because almost 
every blotter distributed is used till it worn out Chis 
means that the message printed on the blotter is befor 
the cust er for several days And when the customer 


thinks of ribbons he thinks of the dealer wh 
them and their installation 
[It would hardly be practicable to deliver and install rib 


larger cities, because the dis 


bons in the tance between 
ustomers may be too great. In such case the cost f 
transportation and lost time would nsume the profits 
But the plan gets the business in the smaller towns, where 


e business districts onlv cover a few blocks 


We stated that the 


is ribbon 


average typewriter dealer could in 


crease h business at cent with this 


plan Che net increas¢ nm each ind idual cast depends 
upon competition In towns where there is only one 
dealer, this dealer can btain practi il] ill the ribbon and 


carbon business. We know o1 was located 


na town of less than 10,000 populatior He had no local 
typewriter competition, but the drug and stationery stores, 
and one newspaper office, all sold ribbons and carbons 
By talking and advertising his free delivery and installa- 
tion service persistently within a few months he had about 


ninety per cent of the business. The newspaper people 


were his biggest competitors, but they soon closed out 

One of the most important teatures f this service 1s 
that it opens the customer's office t the dealer, and he 
has a chance to sell anything from an eraser to a type 
write! When a customer asks you t ill and install a 


many times he will ask the caller’s advice about 


his typewriter This often leads to the sale of a new 
other 
offe rs 


and to get acquainted 


repair job. Or he will mention 


in need of. In short, this service 


machine, or to a 
ce supplies he Ss 


way t btain an audience 


customers And a wide and friendly acquaintance 


good business 
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A SALESMAN STOPS TO 
TAKE INVENTORY OF 
HIMSELF AT THE BEGIN- 
NING OF A NEW YEAR 


By Robert Weaver, Sales 
Manager of James-Calvin- 
Weaver, Inc., Youngstown, 


Ohio 


> ee at the beginning of this New Year, is the time 
to think about last year’s experiences and summarize 
in our minds how we may better apply ourselves to do the 


things that are before us. 


Personally as I look over the past year, I find it helpful, 


just as a guide for the future, to ask myself several ques- 


tions reflecting on each, in order to devise some better 


method to increase my sales and improve generally. By 
so doing I| will surely be of more value to my company 
and to myself 

1. Have I progressed during the year just passed? Have 
I taken advantage of my experiences and profited by my 
mistakes? 

2. As a salesman, have I applied myself conscientiously 
during business hours? 

3. Have I cultivated a respect for the prospective pur- 
chaser regardless of his temperament? 

4. Have I been lazy in my sales arguments, let the buyer 
think for me and make prices; or have I commanded his 
respect and confidence in me and my product which re 
sulted in my getting full price—full profit? 

5. Have I just called on the purchasing agents to get 
requisitions to later work out price details, or have I been 
instrumental in developing and creating a need for my 
merchandise throughout various departments, so that the 
purchasing agent will receive requisitions with my recom- 
mendations and instructions and will order from my com- 
pany, thereby making it difficult for my competition? 

6. Have I been studying and working out new methods 
in order that I may be of better service to the business man 
that he may recognize me as an authority in my particular 
line? 


7. Have I been too proud to ask for help and to take 


advice from those who, through their experience, are in a 
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position to aid me—willingly set me on the right way? 

8. Have I criticized without having a better suggestion to 
offer? 

9. Have I sat back comfortably and let the other fellow 
make suggestions, or have I kept quiet, afraid to put over 
a point which I thought correct? 

10. Have I been too proud to do my canvassing from 
door to door, establishing new business acquaintances and 
building up new accounts, or do I depend on my friends, 
telephone calls, or drop-ins, for business? 

11. Have I been successful in selling the Progressive 
Standardization idea? How many concerns in my territory 
are buying my product entirely through requisition and on 
a standard discount basis? 

12. Have I worked along the line of least resistance by 
putting most of my efforts on the major item? Or have 
[ had the enterprise to help establish everything in our 
stock? 

13. Have I without thinking asked my customers ques- 
tions in the negative; such as, “You wouldn't like to switch 
your desk over to a new one, would you?” 

14. Have I shown photographs of installations in which 
customer is interested in order to substantiate my verbal 
statements? 

15. Have I, through psycho-analysis, been able to deter- 
mine the exact time for closing a deal? 

16. Have I sold items on what they are, or what they 
will do for a customer? 

17. Have I explained my point to the customer so clearly 
that he, in turn, if it were necessary, could sell the directors 
of his company? 

These are a few of the many questions we might ask 
ourselves at this time, so that we may be better fitted to fill 
our special positions with the company. 


SOMEONE IS LOOKING FOR YOU 

Men who employ help are always on the watch for better employees. 
An employer may have all the help he needs. He may give that excuse to applicants for 
positions And yet, if he were to discover a man whose services would help him to make 


more money, he would make a place for him. 


Harry Gordon Selfridge says: “I hit upon the idea of having a manager of expense and 
was seeking my pioneer economist. One day, passing through a work room, my eye lit upon 
a home-made set of pigeon holes. It transpired that one of the assistants who was responsible 
for selling clippings to the ragman had devised the pigeon holes as a means of sorting clip- 
pings according to their values, in order to gain higher prices. The idea was his own and 
had been carried out on his own initiative. From the moment that I discovered this, the new 


post of manager of expense was filled.” 


The employee who does not consider it worth while to try to develop initiative, thinking no 
one will notice his efforts, does not give his superiors credit for the intelligence they possess. 
Furthermore, he is denying that by increasing his usefulness he will increase his ability and 
make it more certain that his day of advancement will come, whether it comes directly, through 
his present employer, or indirectly, through some other employer who learns of his efficiency. 
Good work by any employee will attract attention sooner or later. 


(Frank Farrington’s Business Talks) 
All Rights Reserved) 








OFFICE FURNITURE 
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FURNISHING THE DOWN 
TOWN LIVING ROOM 


Suggestions by Charles W. 
Honeywell, President and 
General Manager of Deemer 
& Company, Wilkes-Barre, 
and Hazelton, 


Scranton 
Penna. 


HOUGHTFUL men want the living rooms in thet 


be well equipped and pleasantly appointed 
needful 


homes to 


They want the living room to contain everything 
to the purpose it is intended to serve, and they insist that 
furniture and furnishings reflect harmony as well as eth 
ciency 

The office is the down town living room—and some 
thing besides; it is also a reception room. In it, as a rule, 
the business man spends the greater portion of the day, 
and to it come those who have occasion to see him It is 


an important part of that environment which has much to 


do with the molding of character; it provides the back 


ground against which both the man and his business ap 
pear 
Stationers dealing in office furniture should understand 


this and be prepared to impress it upon prospective cus- 
Their own offices should be models of harmonious 
Their stocks oft othice 


arranged and displayed as to please the eye, 


tomers 


efficiency furniture and equipment 


should be so 


permit of inspection without loss of time, and present to 


the attention of the prospect every article and appliance 


that the well equipped office requires. Cleanliness and 


smartness should characterize the display rooms through 


with which 


out, and the prospect should be shown the care 
office furniture is wrapped and packed for shipment or 
delivery by truck 


Salesmen Must Be Qualified 


that salesmen of office furniture and 


It is 


equipment be 


imperative 


qualified to answer questions having to do 


1 


with placement and arrangement of different articles, ef 


fective us« machines and appliances, methods of mak 


ing filing equipment most efhcient, and everything else 


h the prospect may be uncertain or uninformed 


s} uld be 


about whi 


The salesman, indeed, something of an “office- 
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scape” expert, capable of making a rough chart of an office 
so designed as to conserve space without crowding, and 
values which most 
And let 


smartest 


to satisfy that appreciation of esthetic 


even though they may not realize it. 


that the effect of 


men have, 
even the 
the salesman 


it not be forgotten 


arrangement of furniture will be marred if 
himself is slovenly in appearance or dull of mentality. 
Many furniture and furnishings 


employ booklets, in- 


manufacturers of home 


expert interior decorators to write 


salesmen, make suggestions to the public, and an- 


a result American 


struct 
swer questions asked by prospects. As 
a higher plane of 
less of the old 


jarring note of clashing colors, models, articles, and place- 


brought t 


home interiors are being 


beauty as well as of utility. There is far 
which we found 


the chaos repre- 


ments. Most of us can recall rooms in 


it impossible to be at peace, because of 
sented in conflict of colors, patterns, and pieces, the “over- 
and the general riot of effect. The 


stuffing” of space, 


recollection is a nightmare 


Many Sources of Information on Interior Decoration 

Dealers in office equipment and their salesmen should 
know something about color harmony and allied subjects. 
Volumes dealing with these things are to be had at every 
there are any number of periodicals 


public library, and 


that give up departments to them. Occasional articles in 
the newspapers are well worth clipping and studying, and 
large 


some of the department stores are downright mu- 


seums of art 
The Salesman’s Portfolio 


The portfolio of the salesman must be not only com- 


pletely stocked but also attractively arranged. The sales- 
man must be prepared to present his portfolio in such a 
way that it will appeal to the eye, and he must be able to 


discuss its contents in a manner to stimulate the interest 
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IMPRESSIVE EXAMPLES OF DOWN- 
TOWN LIVING ROOMS.—One might 
easily believe these rooms to be parts of 
a beautifully furnished home. They are 
two of a number of offices of The Union 
Trust Company, Cleveland, Ohio, done by 
The Sterling & Welch Company, Cleve- 
land. Rich dignity and charm are ex- 
pressed by the furniture. Balanced ar- 
rangement and color harmony enhance 
the effects without detracting from the 
practical utility of the equipment 














and dissolve the doubts of the prospect. Unless the sales- 
man is a living, pulsing, vital catalog of pertinent informa- 
tion, he is not much of a salesman. 
Display Windows 

Display windows demand more painstaking considera- 
tion than often is given to them. Any ordinary display 
window may be so trimmed as to inspire interest in office 
equipment. Window panes should sparkle, and window 
pieces should be crisp, clean, and placed with judgment. 
Above all there should be no suggestion of “cluttering 
up.” The best effect is achieved by a few pieces presented 
in a harmonious setting, with neat cards calling attention 
to particular features. Displays should be changed fre- 
quently 

Advertising 

We endeavor to conduct our business along the lines 
herein suggested. We advertise chiefly by means of let- 
ters and direct mail pieces, and our house organ—Deco 
Talks—is edited by a man who contributes to publications 
of the highest order. Recently we have conducted classes 
in the proper use of filing equipment, open to the public, 
and we are always prepared to demonstrate the use of 
modern equipment in our own offices and stores. 

“Most Anything” Won’t Do 

Perhaps the keynote of our message is that dealers in 

Office furniture and equipment should strive to eliminate 


the common idea that “most anything is good enough for 
the office.” An enormous market for what we have to sell 
has been allowed to remain undeveloped. A rich reward 
of good business awaits those dealers who, by means of 
simple but effective sales promotion methods, shall cause 
business men generally to realize that the office is the 
down town living and reception room, and that as such it 
should afford an environment satisfying to the soul as well 
as to the business sense. 
SS 
First Issue of “The G F News” Published 

Under the editorship of R. S. Gildart, The General Fire- 
proofing Company, Youngstown, Ohio, has begun pub- 
lishing The GF News, a “Clearing House of Selling 
Ideas.” It is to be circulated within the GF selling or- 
ganization, its primary function being to serve as a medium 
for communicating ideas. 

[he first issue contains sixteen pages excellently 
printed in sepia tone ink. The leading article, by R. S. 
Gildart, describes the methods and equipment used in the 
production of aluminum chairs. Other pertinent articles 
are “How the Literary Digest Protects Its Twenty-five 
Million Dollar Mailing List,” by M. G. Williams; “Real- 
izing an Ideal Through Progressive Standardization,” by 
Walter P. Nelson, and “Potentialities of the Neighbor- 
hood Store,” by J. R. Caldwell. Many interesting illustra- 
tions help to create a good impression. 





VIEWS, INTERIOR 
OF THE NEW HOME OF THE PA 
CIFIC DESK COMPANY, LOS AN 
GELES, CALIF Top row 
floor view down the center with 
giimpses of the lines along the walls 
on each side. Bottom row Exterior 
with views of commercial lines on the 
mezzanine floor 


AND EXTERIOR 


PACIFIC 
DESK COM- 
PANY IN 
MAGNIFICENT 
NEW 
BUILDING 





The Pacihe Desk ¢ ompany, 1031 South Hill street, Los 
Anweles, Calif... Theodore Fiske Pierce, president, invited 
its friends about a month ago to attend the formal opening 
f its new business establishment at the address given 
above on January 5 and 6 between the hours of ten in the 
morning and nine o'clock in the evening 

Chis opening marked the beginning of the company’s 
nineteenth year in business, and they presented to Los An 
weles with pride one of the most complete, modern and 
compact office furniture houses in the West Che new 
Class A building shelters the complete sales rooms includ 
ing the Desk Exchange, which is the used furniture depart 
ment; the offices including those of the Peirce Desk Com 


ps and ware rooms. Everything is located 


pany and the shoy 


under one roof with the exception, of course, of the com 
pany'’s Long Beach store, at 223 East Third street, Long 
Beach, Calif [The company states that this new building 


as well as its entire set-up is based on the lowest possibl 
overhead By being just a step outside the heart of th 
city’s business activities, the company enjoys a rent lower 
than prime warehouse space and by operating under on 
t f, other rigid economies are effected. A staff of veteran 
employees, whose average term of employment is in excess 
of seven vears each, and most of whom are stockholders, 
makes possible a highly efficient customer service 

The new building completely covers a fifty-two by on 


hundred and fifty foot lot and is five stories high It 
backs up to a twenty-foot alley, which makes loading and 
unloading of merchandise easy and convenient An auto 
matic passenger elevator is cated in the front of th 
building and a very large and powerful freight elevator is 
so placed in the rear that it is possible to load and unload 
trucks directly to or from the elevators. A very high port 


Or opening permits floor level unloading even when the 
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trucks are stacked with merchandise three or four tiers 
high. 

Che main floor is used exclusively for display, with the 
exception of a small space for floor salesmen’s desks and 
the rear twenty-five foot portion which is given over to the 


Che 


plac ( d ( nabl« 


flooring is of hardwood 


the 


shipping platform Rugs 


appropriately making of attractive and 


interesting displays. Electrical conduits completely circle 
located 


of desk and table 


the walls and posts, with outlets every six feet, 


permitting the us« lamps as part of the 


lighting scheme. 

The mezzanine floor is completely carpeted and divided 
into three sections. The entire rear twenty-five feet is used 
for offices, stock rooms, rest rooms, et Che balance of 
the mezzanine is given to the display of oak and mahogany 
furniture, with the exception of the extreme front on the 
south side, which houses Mr. Peirce’s office and “Sales- 


men’s Row.” 


The second floor is divided in two, the front half being 
used by the Desk Exchange (the operating name for the 
company’s second hand department), and the rear half 
by the shops and storage for “Notify” orders. The third 
floor is similarly divided, the front half being used for 
filing cabinet department and the rear half for storage 
The Western Linoleum and Carpet Company, a tenant 
1 the Pacific Desk Company, occupies the fourth floor 
Che fifth floor is entirely devoted to storage. The building 


is modern in the 
baths in the 


Che 


struction, 


every respect, even to point of shower 


salesmen’s dressing rooms 
quality con- 


company’s merchandise, which is of 


enjoys a wide range of and gives the cus- 


for the 


price 


tomer an opportunity exercise of a wide selection. 
Desk prices go from the company’s special sixty-inch wal- 


nut flat top desk at less than $40, to its Regal suite at $3,000, 
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The front page bore the picture of a sixteenth century 


In addition to the other service accorded customers, the 
sailing ship bearing the Union Jack. Below were the words 


Pacific Desk Company offers free parking space to guests 
and patrons at the Theatre Auto Park, 1045 South Hill “Sailing on to 1945.” The third page presented a picture 
showing in miniature the premises occupied in 1910 and 


street, the lot next to the new building 
below that the larger premises of 1920. Beside these two 


The formal announcement of the opening was a striking 
affair, consisting of a four-page folder 8% by 11 inches pictures was the likeness of the new building, introducing 


printed over tint blocks of light brown over a light green. the year 1931. 
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rcle A MODEL OFFICE ENSEMBLE OF THE NEW CROCKER LINE—THE EXECUTIVE SUITE.—This illustration is from an impressive piece of adver- 
eet tising literature recently supplied to dealers by the Crocker Chair Company, Sheboygan, Wisc. The Tudor period style is faithfully followed, creating 
, an impression of strength and dignity. Twisted columns, linen-fold details and a rich antique finish give the effect originally produced by the early 
the English cabinet makers. The suite is appropriately in oak. It consists of the seven pieces pictured. In addition to the above ensemble, the manu- 
facturer is designing a complete line of matched office suites which will be in production at an early date. 
ded 
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the tusk from natives. The original 


PREHISTORIC TUSKS IN DESK 
ige SET President Hoover has been 
presented with a fountain pen desk 


hue was changed to a beautiful 
mottled tone, and the texture 


ant 
set, the base of which was fash- changed to one of adamantine hard- 
or ioned from a walrus tusk buried ness. The tusk was surfaced and 
ing long before the white man explored polished, and two Sheaffer fountain 
he arctic regions. Merle LaVoy, pens mounted in position for con- 
ver Explorer’s Club, New York, secured venient use. 
on- 
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MORE THAN 100 CARLOADS OF STEEL 
FURNITURE IN THIS BUILDING 





largest order for metal office fur- 


What is said to be the 
niture ever placed has just been completed and installed 
and labor in the new and won 


Aetna Life 


after months of planning 


deriul office building of the Insurance Com 


pany and Associate Aetna Companies at Hartford, Conn., 
the “insurance capital” of the United States. 

While the new structure was taking form, the company 
made exhaustive study of the furniture and machines em 
ployed in the conduct of their business, and decided to dis 


That 


equipment 


card the old and make new installations throughout 


determined, there remained but the choice of 


This was reached after thorough analysis of materials, 
processes, construction, and ideas embodied 

That the order for the steel furniture used in depart 
mental fhees, workrooms, etc., specified The General 
Fireproofing Company’s equipment must be gratifying to 
that company and to Pierce, Inc., their local agents, 
through whom the order was placed 

More fully to appreciate the unusual features of this in 
stallation one should understand something of the new 


not long after its compk tion, 
Hartford 


which, in the main, 


Aetna building, which today, 
stands as one of the show spots of the city of 
One is tempted to present large figures, 
outrun imagination and leave an inadequate idea of the 
new building and of the equipment problems encountered 
and solved. 

which graces the 


\etna home office building, 


tract, is of Connecticut Colonial 


The new 
center ot a seventeen-acré 
It is an eighth of a mile long and was erected 
yn dollars. In the erection of the 


architecture 
at a cost of eight milli 
building between 600 and 700 workmen, mostly from Hart- 
ford and vicinity, have been employed since the job was 
The building is of brick over a 
structural steel framework brick 
are used exteriorly, and buff gray brick for the courts and 


started in January, 1929 
Common brick and fac: 
The brownstone came from the famous quar- 
rtland, and the 


. xterior dex 


stairwavs 
ries at P gray limestone used in the 


Alabama 


Conn., 


columns and orations came from 
Verm 

The floor space available fi 
ing covers an area of 417,000 square feet 


According to Leo W. Burt of Pierce, Inc., 


that company, the 


ynt and Italy supplied the marbl« 


yr office purposes in this build- 


who handled 


furnishing of the new 





Huge Order of Steel and 
Aluminum Office Furniture 
Equips Mammoth New 
Building of Big Insurance 
Company at Hartford, 
Conn.—Installation by 
Pierce, Inc., Agents for the 
General Fireproofing Com- 
pany, Youngstown, Ohio 


Aetna building constitutes the largest completely stand- 
ardized installation of office furniture ever placed. It in- 
volved over 2,800 desks and tables of various styles and 
sizes; 3,100 aluminum chairs, varying from the small no- 
arm clerical type of side chair to the large, roomy, uphol- 
stered type of arm chairs for executives; 4,000 filing cabi- 
nets of one kind or another were needed, besides about 
500 special files; there are 2,000 waste baskets, hundreds of 
card cabinets, storage cabinets, and large batteries of re- 
ceding door sections, forming a combination working 
counter and storage place for the large Sanborn maps. 
Morgan B. Brainard, president of the Aetna Life and 
Affiliated Companies, told a reporter for the Hartford 
Daily Times that his the new 
building with new equipment from top to bottom, both in 
This new 


company had furnished 
furniture and in improved office machinery. 
equipment extends almost from the immense basement to 
the gilded cupola topping the center of the structure. 
The equipment to 
metal equipment was no small undertaking. A preliminary 
survey, however, showed that the change would be prac- 
tical, and finally, after careful investigation, the task of 
meeting the Aetna’s specifications in all lines of metal fur- 


change from practically all-wood 





stand- 
It in- 
's and 
1 no- 
uphol- 
- cabi- 
about 
eds of 
of re- 
orking 
Ss, 

e and 
rtford 
> new 
oth in 
; new 
ent to 
eS. 

nt to 
linary 
prac- 
isk of 
il fur- 


FEBRUARY, 1931 


niture was awarded to The General Fireproofing Company 
through its Hartford agents, Pierce, Inc 

Planning this large undertaking involved the services of 
many experts in the several branches of the office furni- 
ture field. A second and more comprehensive survey was 
made, checked and rechecked, before definite quantities 
could be determined. Hundreds of plans and blue prints 
were submitted for approval. Experts in the designing of 
special equipment were busy for weeks working out prob- 
lems having to do with the arrangement and equipment 
of the mail room, supply rooms, open wardrobes, Ediphone 
desks, etc., until finally all the items were approved, defi- 
nite quantities established, and, at the end of July, the 
order was given to proceed, a very definite installation date 
being set which had to be complied with. 

Owing to the efficient manufacturing facilities of The 
General Fireproofing Company shipment on stock items 
began almost immediately. At Hartford these shipments 
were received into a large warehouse with conveniences 
for the prompt unloading of cars and ample floor space for 
uncrating and storage. The first car arrived about August 
25, and thereafter came regularly at an average of a car 
a day until a total of over 100 carloads of metal furniture 
had arrived, been unloaded, uncrated, delivered at the 
building, placed in its final location and polished up ready 
for use. 

All chairs in the working offices are of aluminum. The 
steel shelving for the several supply rooms required the 
handling and erecting of approximately 200 tons of mate- 
rial. The units as finally assembled give ample space for 
the storage of the tons of supplies used by the insurance 
company. 

There are several new developments in office furniture 
which the Aetna has adopted and proved practical for 
large compaines. One of the new developments is the 





29 


transcribing machine desk, having a fixed bed. The type- 
writer is bolted to the fixed shelf and immediately back 
of it a vibration eliminator, a product of The General Fire- 
proofing Company, is fixed to the shelf above. 

The moving of this great tonnage was carried on with- 
out delay and with almost no damage in shipment, not one 
piece having to be entirely replaced on account of damage. 
Schedules were tied in with the Aetna moves, so that as 
one after the other of the departments were installed the 
company moved in and resumed work. For about sixteen 
weeks twenty-five men were busy day and night on this 
work. 

A very extended illustrated report of the completion of 
the Aetna building and the installation of new equipment 
appeared in the Hartford Daily Times of Saturday, Janu- 
ary 3, and on the following day the Hartford Courant pub- 
lished a rotogravure Sunday supplement filled with beau- 
tiful illustrations of the new home of the Aetna Life and 
\fhliated Companies. Among the illustrations were a 
number which showed installations of General Fireproof- 
ing Allsteel office furniture. These included the west 
wing; accident, health and life accounting department; 
casualty field accounts department; life renewal and ad- 
dressograph department; liability claim files; life policy is- 
sue department; new business division—life department; 
life claim division and part of the automobile underwriting 
department; fidelity division—bond department; part of 
liability underwriting department; engineering and inspec- 
tion; liability and claim department, and other depart- 
ments, including bonds, accident, group life, actuarial, fire 
underwriting; cancellation department of group depart- 
ment, special risk division—automobile insurance; fire 
Hollerith division; fire and marine accounts; Addresso- 
graph department; postoffice, publication mailing depart- 
ment; Multigraph department, etc. 


a 
ow 


tDipOw 


IN THE INTEREST OF GOOD LIGHTING.—The Greist line of desk lamps was featured in this dis- 

play in a window of the Grimes-Stassforth Stationery Company store, Los Angeles, Calif. Under 

the heading “‘Desk Lamps’’ on the central display card appear the words ‘‘To relieve the eye strain 
on these short days.’’ The thought is particularly apropos for a display during the winter. 
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The “international typewriting con 
discontinued An- 
that effect was mad¢ 


N. Kimball of New 


supervised the cor 


test” has been 
nouncement to 
last month by J 


York, who has 


quarter olf a 


century and 


has had them under his exclusive 


management tor the past five years. 


‘Pop” Kimball 


friends th: 


has int rmed his 
‘Bait my hook with 


And sit on a rock 


Block Island in Long 
und to drop his hook in ons 
unds of 


rf s favorite fishing eg 


m a boat in the Atlantic o1 


Pa fic, he will be sheltered by a can 
p iurel won by devoted service 
to shorthand and typing: more than 
xty years in practics and teaching 
ff the former and et tty vears 
| motin ethcient use f the latter 
| his vork with the contests tor 
twent ‘ years, he has done more 
than any ther person to promot 
peedy and accurate typi 

For the first ten vears the contests 


were managed by Office Appliances 


They were started in 1906 by George 


Patterson (died 1908 founder of this 
journal Che idea was to develop 
peed in typing In 1907, new rules 


ind better plans were formulated t 


develop not only speed of the typist, 
but accuracy as well Che winner 
was awarded a gold medal, the title 
(hat n Typist of the World, and 


the ustody tor one year f the Office 


\ppliances’ silver trophy 

The er trophy was purchased 
witl ntributions made by Columbia 
[Typewriter Manufacturing Company 
Elliott-Fisher Company; Fox Typs 
writer Company Hammond Type 
writer ( pany; Kee-Lox Manufac 
tur Company Mittag & Volger, 
In Monarch Typewriter Company 
Remington Typewriter Company 
R val lype writer Cc mpany, Secor 


npany; Smith Premier 


Cypewrite Company E. ¢ otearns 
& Compar Underwood Typewriter 
Compar A. B. Dick Company; Th 
Busines Show Company the last 
I ed ntributing $500 of a total of 
$1105 

It 1 beautiful cup of appropriat: 
ind artist design [The honors of 


the first ntest were won by Miss 
Rose Frit perating an Underwood 
tvpewriter with a re rd f eighty 
even words per minute. The present 
holder f the title and hich record 
f one hour test is G e L. Hoss 
eld l derw d perat rate 137 
words }{ minute 

I twenty vears th tests were 
held at the business show in New 
York, and een years ago arrange 


FADE-OUT OF 
INTERNATIONAL 
TYPEWRITING 
CONTEST 


One of Office Appliances’ 
First Constructive Contribu- 
tion to the Industry Endures 
for Twenty-five Years, Then 
Falls in the Rag-Bag of Time 


ments were made with the Business 


Show Company to take over the con 


I 


test management, with Mr. Kimball 
continuing as supervisor. Five years 
later the Business Show Company 
gave up the management of the con 
test and the Office Appliances’ trophy 


was withdrawn from competition. It 
Underwood 


had 


been won each year by operators on 


was turned over to th 


[Typewriter Company because it 


achin¢ 

With the retirement of the 
the withdrawal of 
the contests were c: 
Kimball \ 
ferent type 
held in 


nd once 


their ea 
cup and 
the show 


ntinued by J. N 


company, 


suitable trophy of a dif 


\ ide d 
different 


was pr and annual 


contests sections of 
the country a in Canada 


When the 


was expected that the honors 


started it 
would 


irs of differ 


ganized speed departments for the 


training of perators Other com 


panies were indifferent, taking no in 


terest in entrants who operated their 
machines Results were close at 
times, in one case there being but one 


word a minute difference between the 


records of the two speediest operators 
For the past eight years or there 
between 


Under 


wood Company, upon whose machines 


been 


vf the 


f 


operators of m: 
championship events for the quarter 


century have 


past filtes irs [Typewriter com 
panies have brought about events in 
which high records were achieved, 
thus contributing to the development 
of speedier and more accurate typing 

With the termination of the con 
tests the Kimball trophy was turned 


Underwood Typewritet 


Company, by will probably 


be displayed along with the Office 
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Appliances’ trophy, which also sym- 


made in 
the 


bolizes the progress typing 


The announcement ot termina 


tion of the “International Contest” 


sends the mind of the writer of these 


lines clicking back for twenty-five 
years lo the lively interest in the 
early events, the keen rivalry for 
honors And to the labors attendant 
upon the contests, the voluminous 


correspondence, the many confer- 


ences, the hectic search for copy until 


Mr. Kimball’s happy 


original 


solution of th« 
stories of his 


the 


problem by 
printed 


own. Clever stories, 
interesting 


And the 


and 


pamphlets of which are 


occasions: 
gold, 


bronze medals then awarded; presum 


souvenirs of the 
expenses for the silver 
ably purchased with revenue from en 
try fees, but always with a deficiency 
the 


gvement 


mearer 
the 


love on the 


painfully supplied from 


funds of the mana For 


contests were a labor of 


part of the management and the su- 


pervisor 





Then there was the big stunt of 
once having a contest held simul 
taneously in London, under the same 
rules and regulations 

In all, an exacting task but very 


much worth while, not only becaus« 


it brought the conspicu 


be- 


yrds established were set 


typewriter 


public attention but 


ously to the 
caus¢ the rect 


up in nearly every typing school 


throughout the country as a goal for 


students, which resulted in a great 


advance in the standard of typewrit- 


ing And there was another result, 


of equal importance Improving the 


quality of the work of the writing ma- 
enhanced its popularity and in 


reflected 


( hine 


sales, which was 


creased its 
in expanding business of all machines 
h followed in the 


And 


and devices wl 


wake of the writing machine. 


tther things also 


The 


the manufacture 


influence of the typewriter upon 
and distribution of 
ce turniture is apparent. 


The correspondence filing cabinet 
storing the 


The 


or de 


is but a warehouse tor 


product of the writing machine. 


sale s of the cabinets increase 


crease in precise ratio to the sales of 
the typewriter. 


The 


every stationery 


sale of typewriter supplies in 


store rises and falls 


with the sale of the machine 


Che large sale of pencils and foun- 


tain pens to stenographers depends 

upon the sales of the typewriters. 
The typewriter is the silent partner 

of the loose leaf system. And now 


standard or 
sold 


Stationery 


the typewriter, either in 


model, is extensively 


the 


portable 
through commercial 


trade. 
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“The Meaning of the Mark” 


“The Meaning of the Mark” is the title 
of an unusual book, copyrighted with all 
rights reserved, and recently published by 
Larger Life Library, Chicago. 

The author of the book is R. H. Jar- 
rett, manager of the used machine de- 
partment of The American Multigraph 
Sales Company, with which Company 
Mr. Jarrett has been connected for many 
years 

[The book is an interesting and impres- 
sive elaboration of a very short book 
entitled “It Works,” written by Mr. Jar- 
rett a couple of years ago. It consists of 
but 150 pages and is divided into three 
sections The first section is devoted to 
the story of a man who adopted a cer- 
tain combination mark as a symbol of 
things spiritual and material; and how 
by keeping his thoughts in harmony with 
what the mark symbolized, this man was 
directed in a way of life through which 
he was able to solve the problems with 
which he was confronted, to overcome re- 
sistances encountered and to achieve 
peace and happiness. 


The second section of the book eluci 


“A Day of Selling” is the title of a 
little thirty-two page single column 
book, written and published by a sales- 
man, E. H. Koenig, 1943 State avenue, 
Cincinnati. The book is copyrighted 
with all rights reserved 

In a foreword the writer announces 
that the little book is not to teach sell- 
ing but is rather to impress salesmen 
with the importance of the thoughts 
with which the mind is engaged in the 
day’s tasks. 

To get the right start at selling in 
the morning, the writer of the book 
eliminates all “destructive thoughts 
such as discouragement, worry, fear, 
criticism, condemnation, reluctance, 
etc He takes for “thought com 


panions, sincerity, kindness, courtesy, 


Thanks to our old friend, Horace 
Russell of the Russell Stationery 
Company, Amarillo, Tex., we have a 
copy of “Them Texans,” Volume IV, 
the 1930 issue 


“Them Texans” is a compilation 
from Gene Howe’s “Tactless Texans” 
column in the Amarillo Morning 
Globe and Evening News. Every fea- 
ture of contents and manufacture of 
the book (The Russell Stationery 
Company furnishes the paper and 


printing), is “contributed free gratis 
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ROY H. JARRETT 


dates the philosophy of the man in the 
story and sets forth the laws by which 
the results were achieved. 

The third section of the book presents 


“A Day of Selling” 


cheerfulness, calmness, poise, courage, 
tact, consideration,” etc., manifesting 
them as opportunity presents. 
“Constructive thought companions 
have always paid me abundantly, both 
in commissions and_ efforts,” Mr. 
Koenig illustrates the application of 
these “thought companions” by some 
familiar and convincing stories. 
Illustrative of the importance of the 
salesman’s establishing friendliness 
with his prospectiv e customers, a 
statement made by the associate editor 
in the Cincinnati Times Star in a talk 
to the students of the University of 
Cincinnati is quoted. “It is perfectly 
all right for you to be practical,” said 
the editor, “and bring out the impor- 
tant points of your particular subject, 


“Them Texans” 


for nothing” and the revenue from 
sales turned over to the Children’s 
Home in Amarillo. 

By his Tactless Texan column, Gene 
Howe has put Amarillo on the first 
page of nearly every metropolitan 
daily several times. His criticism of 
Lindberg for an incident which Howe 
interpreted as a slight to Amarillo, 
brought a return visit from the Lone 
Eagle under happier conditions. 

Howe’s slam at Mary Garden a 
couple of years ago resulted in Miss 
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reasons and causes and a simple ritual 
for those readers who find inspiration in 
what the book records. 

The message of the book may be 
summed up in the statement that by his 
thoughts man controls his own destiny: 
that every effect in our lives is the result 
of a definite cause and that by controlling 
cause man is able to control the effect. 

All books influence their readers more 
or less, for good or ill. Either by mere 
addition of knowledge or by influence 
upon valuations, interpretations and 
attitudes. 

Whether or not one agrees with what 
the author has presented in The Meaning 
Of The Mark depends very much upon 
one’s attitude toward certain factors in 
life and to considerable extent upon the 
thoughts with which one generally en- 
gages the mind. But whether or not one 
accepts the writer’s interpretation of life 
and mind or approves the regimen there 
recommended, one will not read the 150 
pages of the little book without having 
the mind elevated with the thought that 
there is a power that transcends the 
power of man and that such power is 
available here and now. 


but let me give you this one caution. 
Do not confine your efforts to the sell- 
ing of your subject, or the selling of 
your idea, or the selling of yourself. 
Broaden your efforts, expand yourself 
to the extent that you give yourself 
to your audience.” 

Mr. Koenig closes the little book 
with the following paragraph: “I am 
just as cheerful and optimistic at the 
end of my day of selling as I was in 
the beginning regardless of the 
amount of orders I have taken—cheer- 
ful and optimistic at the end of my day 
of selling, because I have given my- 
self to my prospects, because I have 
served my fellow-men, and because I 
know that with each morning oppor- 
tunities come anew.” 


Garden taking the initiative for a re- 
turn engagement a few months ago, 
when she captivated the townsfolk 
and was entertained at an afternoon 
tea party by the Howes. Report hath 
it that the round-up of frock coats 
and striped trousers for the forty men 
guests at the party emptied the shelves 
of clothing stores in Amarillo and all 
towns within a couple of hundred 
miles. It is said that the gentlemen 
left their derringers in the hall closet 
and that tea flowed like bourbon in 
the old days. 
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Parker Pen President Optimistic on Eve of Trip 
Abroad 


Parker, president of the Parker Pen Company, 
Janesville, Wis., accompanied by Mrs. Parker, sailed Janu- 
ary 9 from San Francisco on the SS. “President Fillmore,” 


for the Orient. They will visit China, the Philippines, 


Far East, returning to the 
sailing Mr 


lmproveme nt in 


Java, and other places in the 
May. 


ste ady 


United States about Before Parker ex 


pressed confidence in a business 


conditions. He said 





Phi not a vacation trip, as our company has ver) 
important business in various parts of the world. | ex 
pect | hall have pler ty to keep me busy wherever I go 

‘Our company came through the commercial depression 
f 1930 in successful fashion, | am proud to say; so much 
that ve were able to call our employes together thx 


day before Christmas and pay them a nice cash bonus 


“We 


In addition, at the start of 1930, we appropriated $100,000 


supported our sales by keeping up our advertising 


to be spent in improving our products and in introducing 


and quality 


refinements in style Chen shortly after the first 
$200,000 f 

Wis., 
iat today this plant 


kind 


onomies 1n 


of the year, we decided to spend more than 
additions to our main plant in Janesville, 
in 1920. The 


most efficient of 


which was new result is tl 


bably the any of its in the 
effect great ex 


In these 


and we have been able to 


production by bettering production methods, and 


other ways, we have endeavored to do our bit to keep labor 
employed when building operations were generally on the 


let-up 


Right now there are in our Janesville plant about 800 


worker a veritable beehive of industry In addition, our 
fices and subsidiaries in the United States—New York, 
Chicas Dallas, Atlanta, Buffalo, and San Francis em 
ploy about 145 more Then we have three subsidiaries, on 
n Canada where we employ scores of others who manufa¢ 
ture Parker products for the Dominion, Great Britain, and 
ibout ) other foreign nd Our British company in 
London employs about 75 more people, and including our 


mpany in Berlin, we estimate there are about 


1.200 employes on our entire payroll 


plant additions in Janesville, we this year 


new club house for employes containin 


ind women, a large lounge, and 


ium tor dat meetings, social entertain 


frieze around the walls of the auditorium 


ire the f nearly 150 countries, in which we are doin 
isiness on Parker Pens and other products 
“While the vear just closed has been trving in many 
wal it the same time we enter 1931 with complete cor 
fidence in a steady increase in employment and trad We 


keep up advertising undiminished, and have mad« 
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up our appropriation accordingly. It is our hope that this 


will be further increased as the ever-increasing demand 


for our products seems to justify. This applies not only to 
the United States, but the 


trade has shown a most surprising growth within the past 


world at large. Our export 
four or five years, and it now constitutes an important part 


of our volume.” 


——_—_—~<>— 
German Industrialist Sees Bottom of Depression 
Here 
York Times of January 


Che 


lowing 


New 
interview, 
United States: 

Gustav Mez, chairman « 
Werke A/G of 


connection 


16 pre sented the fol- 


; y 


which is of interest to office equipment 
men in the 
Dr, 


schinen 


M« ree de 5 
Germany, who is in this country in 
exchange of tech- 


( nde rwood Elliott 


yf the Buroma 


with an agreement for the 


nical rights and information with the 


Company, said yesterday: 


mericans should now be optimistic on business recov 


ery len years is too long a time for men to remember, 


conditions as re- 
from the 1921 


and Americans do not recognize present 


sembling those which preceded the recovery 


depression, but in Germany we have had crises every three 


years since the war and I recognize American conditions 


as typical of those prevailing at the bottom of a depression 
doubled 1924, 
put on a gold basis,” Dr. Mez 


adoption 


‘In Germany, wages have nearly since 


when our currency was 
“Only the 
of modern American efhciency methods and quantity pro- 


this 


continued. rationalization of industry, 


duction have enabled German industry to meet 


condition. 


“Now we need wage stabilization Chere are signs that 


this is taking plac« Only last month there were wags 


reductions of 5 to 10 per cent in various industries, which 


would have been impossible a year ago because of the 


strongly Socialistic trade unions. If stabilization of wages 


is reached, German industry can recover, although it can 


not amass a surplus because its profits are going into rep 


arations payments.’ 


- 

Seattle Stationers Elect Officers 
meeting of the Seattk \ssocia 
elec ted k 


pre side nt: O 


recent stationers 


following officers were unanimously 


reesy, Crescent Office Supply Company, 


Lowman & Hantord Company, vice-president, 
and G. | manager of the Seattle Re 


ail | rade 


Johnson, assistant 
secretary Che asst 


| he 


enerey 


clation has 


plans for the 


Bureau, now 


twelve active members coming year 


indicate an abundance of and enthusiasm on the 


part of every member 


> 
New York Office Machine Men Hold Annual 
Meeting 
New York 


Che annual meeting of the Cypewriter and 


\dding Machine Dealers Association was held January 12, 
1931 Che principal business of the meeting, which was 
well attended, was the election of officers. The officers 
who served during 1930 were re-elected unanimously 
‘hey are as follows: Louis C. Neuberger, president; J. J. 
Cohen, vice-president; W. W. Albright, secretary-treas- 
urer; Alfred Larson, chairman of the board of directors, 
and Mrs. J. I. Taylor, L. D. Elmer, W. H. Beardsley and 


Edward Stoll, directors 


Che treasurer’s report indicated a fine cash balance on 


hand. President Neuberger appointed a special entertain- 
ment committee to cooperate with the National Type- 
writer Dealers Association in preparing plans for the 1931 


he ld In 


; 
i 


New York City, 


Hutter An arrangement and 


convention to be consisting ot 
Messrs 
reception 


Me ssrs 
Vrindten. 


Purvin, Berlin and 


committee was also appointed consisting of 


Elmer, Convery, Smith, Carroll, Granlund and 
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EFFICIENCY AND SERVICE, THE 
TWO PRIMARY REQUISITES IN 
OFFICE MACHINES, ARE EXEM 
PLIFIED IN THIS SALESROOM OF 
THE NEW STORE OF THE NA- 
TIONAL TYPEWRITER COMPANY, 
HARTFORD, CONN The company 
is one of the outstanding typewriter 
dealers in New England This new 
and modern store is an evidence of 
its leadership 











Hartford Typewriter Store Takes New Premises 


The Hartford Times of Friday, January 2, bears a full 
page announcement of the National Typewriter Company, 
Inc., showing pictures of the exterior of its new location 
at 273 Asylum street, Hartford, Conn., and an illustration 
of the principal sales room. The company’s principal lines 
were advertised. These include L. C. Smith typewriters; 
Corona typewriters; Regal Royal rebuilt typewriters; 
Royal portable typewriters; Corona adding machines and 
Carter’s Ink products. The company also handles a line 
of office supplies, including many of the leading products 
in the industry. 

On another page was a story of the organization and 
progress of the National Typewriter Company, Inc., for- 
merly the National Typewriter Exchange of 186 Pearl 
street. The new quarters, larger than the old, are at Asylum 
and Ann streets, occupying a convenient location with 
large display windows and attention-compelling vertical 
and horizontal signs. 

The National is one of the largest typewriter dealers in 
the New England States. Their new store is declared to 
be unique and one of the most up-to-date show rooms for 
the display of typewriters, duplicators, adding machines 
and other office devices in the territory they cover. The 
store was laid out and arranged by Jack Gordon, a well 
known local artist. One of the interesting features of the 
store is a revolving demonstrating table, where a customer 
may view as many as ten machines in the different color 
combinations of the various portables. The lighting of the 
store is declared to be very effective and the show win- 
dows are flooded with light from thirty electric reflectors 

Richard Neumayer, president and treasurer of the com- 
pany, has been engaged in the typewriter business for 
nearly a quarter of a cettury. His first experience was 
with the Underwood Typewriter Company, and then the 
Royal Typewriter Company, where he received a thorough 
mechanical knowledge of both machines in many depart- 
ments. He then entered the sales field and was soon ap- 
pointed sales manager of the Royal Typewriter Company 
in New Haven. He held this position for three years, and 
in May, 1919, returned to Hartford and opened an office 





and repair department at No. 26 State street. The follow- 
ing year he moved to No. 182 Pearl street as his business 
demanded more room. In two years’ time he was again 
forced to move to No. 186 Pearl street. He remained in 
this location for seven years and his removal at this time 
is only an indication of the steady growth of patronage 


that he has enjoyed. 

In 1929 he incorporated and took into his business his 
son, Ralph R. Neumayer, who is vice-president, and Marion 
M. Farrell, who is secretary and assistant treasurer. As 
associates he has four salesmen: Floyd A. De Manche, 
who covers part of the city of Hartford, East Hartford, 
South Manchester, Rockville, Willimantic and Middle- 
town; Roger P. Rose, who also has part of the city of 
Hartford, West Hartford, Farmington, Simsbury, Winsted, 
Norfolk, Canaan, Torrington and Meriden; Arthur H. 
Vines, who has part of Hartford, Plainville, Bristol and 
Southington, and Sidney Mowry, who works in Hartford. 
Miss Sabina Jordan is the bookkeeper and Miss Isabel 
Clark, assistant bookkeeper and stenographer. Arthur 
Chadd has charge of the service department, and is assisted 
by Charles Ross. 

The formal opening of the store occurred on Saturday, 
January 3. 

i 


Dictaphones Facilitate Dark Room Work 
for Hospital Physicians 


Dictaphones have been installed in the Virchow Hospi- 
tal in Berlin as an aid to doctors in recording their X-ray 
observations, and are proving a valuable innovation in hos- 
pital practice, according to a letter from Dr. Gustav 
Bucky, physician in charge at the hospital, received re- 
cently by Dictaphone Corporation. 

Dr. Bucky reported that with the Dictaphones it is a 
simple matter for the doctors to dictate in the dark room, 
without any delay, their observations concerning films and 
X-ray photographs. He observed that because the Dicta- 
phones are used during the observations in the dark room, 
there is now a considerable saving in time and conse- 
quently in payroll expense. 

The Berlin physician added that all correspondence of 
the hospital is now handled via the Dictaphone. 
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Representatives of office equipmem concerns abroad, visiting the United States, are cordially invited to make the offices of 
this journal their headquarters. The staff at the main office, 417 South Dearborn Street, Chicago, and the staff 
at the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd St. and Park 
Ave., New York, will be happy to be of any possible service. While the facilities at New York 
are not so many as at Chicago, there will be found the same desire to serve. United States 
manufacturers or their representatives traveling abroad are cordially invited to call 
upon Office Appliances’ London Correspondent, Mr. W. Teignmouth Shore, 

18 Templars Avenue, Golders Green, London, N. W. 11, England. 

Mr. Shore’s knowledge of the office equipment business 
and its possibilities in Great Britain makes his 
counsel valuable to those desiring to 


cultivate the British Market. 


LONDON NOTES AND NEWS 
By W. T. Shore, 18 Templars Avenue, Golders Green, London, N. W. 11, England 


Note.—Mr. W. T. Shore, whose address is given above, is the authorized subscription representative of OFFICE APPLIANCES 
in the British Isles. New subscriptions should be sent to Mr. Shore. Renewal orders should be sent to Orrice APPLIANCES 
home address, 417 South Dearborn street, Chicago, Illinois. 


A Worshipful Company Members of the Company, such registration being com 
Rcidiiei: S Beas, pulsory Phis Register is unbroken, with the exception of 
‘ : é the years 1571-1576, from the Incorporation of the Com- 
On Monday morning, January 5, of this New Year, | pany down to the year 1911, when a new copyright law 
made my way up Ludgate Hill in the City of London, and abolished its compulsion An unique and boundlessly 
rather more than halfway up that busy thoroughfare turned Leppenatins eucandt 
down a narrow alley and so reached Stationers’ Hall—th \lack, the older Hall of the Stationers’ Company, that 
Hall of the Worshiptul Company of Stationers \ de which William Shakespeare must often have visited, was 
lightful old-war backwater in this noisy town. What drew attests dectiemed ln the Geant ies The present one was 
" thst ‘ . ; 
the a « i yaar pe rac wiki = ta bemagey op begun in 1670, and there lingers in it the fragrance of an 
——- MPOny, HAITMAN OF th ee tiquity and the memory of many great names; a dim place 
App ance irades As — n of Great Britain and Ir with “storied windows richly dight”; banners hanging from 
and, to pour ge! worshipful company of office appliance men the walls, which are also decked with shields blazoned 
and ladies at luncheon with the Arms of past Masters of the Company; at the 
\s long ago as the year 1403 there existed in London end of the room a minstrels’ gallery There are many por- 
a “craft” of writers, that is to say transcribers, which in traits here, and in other of the apartments: great writers, 
due time resolved itself into a societ) of printers, who great printers, and great prelates—the powers ecclesiastical. 
ined together to protect themselves against mteriopers, In 1556 the inauguration of the Company as a Livery 
im 7 rt it was what wi hould call a trade combine to Guild was celebrated bv a Banquet in the Hall, and it is 
_ competition, In 1556 King Philip (of Spain) and amusing to compare the fare of that day with that which 
his wit (Juee! Mary (of Er land ranted to this Society was set before us to-day Bread. eiohteet dozen: strone 
a Charter f Incorporation, writ in the Latin tongue, ad beer, one barrel: ditto, double barrel: ale, one stand: wine, 
dressit : to “The Master and Keepers, or W ardet s and twenty gallons: French wines, eleven gallons: beef, thirty 
Commonalty of the mystery or art of a Stationer Phree seven pounds; veal, four loins; veal, one quarter; mutton, 
vears later Queen El ibeth confirmed this Charter, which eleven pecks; fre h salmons, two: chickens, five dozen: 
eems very nice and kind of these two great Queens, unt capons of grayse, twenty; capons to boil, twenty; geese 
the bloor s dimmed by ur realising that in truth this =) : sea ie ee 
twenty-one; rabbits, three dozen: cream, two gallons; 
raciousness was a disguised act of Tudoresque autocracy. cherries, twentv pounds: gooseberries; flowers, bows, gat 
he purpose was to use this company for sitting on the lands: garnish for vessels: minstrels: carver: trenchers, ten 
heads, or rather the hands, of any writers or printers who dane: cocks tetter. ate. 
hould dare to indite or to print any matter, book, pam Che total cost was a little over £18 ($90.00). which in 
phlet, broadside, whatnot, that was obnoxious to the Crown = the money value of to-day would be at least £200. Th 
to the | esiastical powers fo assist in this deplor fare then-a-days and now-a-days was much the same as 
ibly tyrant il policy f scotching the freedom of the regards materials, and in cooking t , goodly roasts, 
i was kept in which were entered the titles boilers and bakeds; vast pies 
thors’ nam« f all books, etc., owned by Here is to-dav’s menu: Turbot steak, sauce tartare; roast 
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THE COURTROOM OF THE WORSHIPFUL 

COMPANY OF STATIONERS, LONDON, ENG- 

LAND.—tThe spaciousness of the hall and its 

elaborate architecture are characteristic of the 

ornate splendor of the period when the build- 

ing was erected, the latter part of the Seven- 
teenth Century. 


saddle of mutton, brussels sprouts, roast and boiled pota- 
toes; peach melba; cheese; coffee; and such wine, beer, 
cyder and water as each chose to put away. Honest Brit- 
ish fareing, than which none is better. 

At half-past twelve the company assembled in the charm- 
ing, pannelled chamber known as the Stock Room, where 
we were received by the Master and Wardens of the Com- 
pany. Then at one o’clock we proceeded to the Hall, 
where tables were set for a large company of members of 
the Stationers’ Company, of the O. A. T. A. and their 
guests; among those present were Mr. J. Adams Keene; 
Mr. Edgar Harrison, Master of the Worshipful Company 
of Stationers; Mr. and Mrs. Clifton Tollit; Mr. J. H 
Williams and Mr. Alderman Percy W. Greenaway, War- 
dens of the Company; Mr. R. T. Rivington, M. A., LL.B., 
Clerk to the Company; Mr. W. Poulton, Beadle to the 
Company; Mr. Fred and Mr. Edward Jefferson; Mr. W. 
Desborough, O. B. E., of the Home Office, and Mrs. Des- 
borough; Mr. J. Reid Adam; Mrs. J. Adams Keene; Mr. 
and Mrs. W. H. Hartley; Mr. J. Halsby, Hon. Sec., O. A. 
T. A. and Mrs. Halsby; Mr. Owen Jacobsen, J. P., Presi- 
dent of the Stationers’ Association of Great Britain and 
Ireland; Mr. and Mrs. J. Gustave Hemes; Mr. Parker 
Drake, Chairman of the Typewriter Trades Federation; 
Mr. Alfred K. Haye, Hon. Sec. of the Federation; Mr. A. 
W. Thomas; Mr. E. and Mr. Vincent E. Jackson; Mr. G 
V. Speke; Mr. Thomas and Mr. Will Dixon; Mr. W. G. 
Gledhill; Mr. A. C. McLellan, the energetic organiser of 
the O. A. T. A. Business Efficiency Exhibitions; Mrs. S. S. 
Elliott, Secretary O. A. T. A.; and many others of light 
and leading in the office appliance world. 

The luncheon was very merry. The Toast list was brief. 
The Toast of the King was proposed by Mr. J. Adams 
Keene, who also spoke charmingly in welcome of the 
guests, and during the course of his speech read the splen- 
didly cordial letter he had received from Mr. W. D. M. 
Simmons, President of The Office Equipment Manufac- 
turers Institute, New York, which was printed in the 
January issue and which was given a very warm reception 
by the company. In the course of his remarks the Chair- 
man said: “‘In these days of rush and haste,’ the Arch- 
bishop of Canterbury is reported to have said at a recent 
City Company dinner, ‘it is something to be able to dine 
Irom time to time in tranquil leisure and dignity,’ in which 
it is our good fortune to lunch to-day, although we are a 
strenuous business assembly. Viscount Chelmsford, speak- 
ing the same evening said: ‘The roots of the City Com- 
panies went deep into the past, but they showed no signs 





of decay,’ which is very true of the Stationers’ Company. 

“This afternoon we are ‘Seeing to-day with the eyes of 
yesterday.’ The display of the Stationers’ Company’s 
Ancient Charter, its plate, and the fascinating historical 
objects that furnish this Hall, its Court Room, this stock 
room and elsewhere, is surely ‘Seeing to-day with the eyes 
of yesterday.’ In the centre of this picture is the modern 
Association, the members of the O. A. T. A. whose busi- 
ness it is to visualise the morrow, in other words ‘Seeing 
to-day with the eyes of to-morrow,’ progressive develop- 
ment in the science of greater efficiency in Office Equip- 
ment. I heard it stated yesterday, that 1930 was a strange 
and horrible year. When the year 1931 goes out may it 
leave happy and satisfying memories with you all.” 

To Mr. Adams Keene the Master of the Stationers’ Com- 
pany replied, charmingly, showing that he believed in and 
acted on the old dictum that “brevity is the soul of wit.” 
Then Mr. Clifton Tollit spoke most interestingly of The 
Stationers’ Company and of the Hall in which we were sit- 
ting. Mr. W. H. Hartley moved the Vote of Thanks, and 
so an end to what had been a most enjoyable time. 

ed 
Lyons Fair to Take Place in March 

The International Fair of Lyons, France, will take place 
from March 2 to 15, inclusive. The fair publishes a general 
catalogue of exhibitors and anyone interested may obtain 
a copy of this book or any other information concerning 
the fair by addressing Monsieur |’Administrateur-Délégué 
de la Foire Internationale de Lyon, Rue Ménestrier, Lyons, 
France. 

————— 
Ruys Handelsvereeniging Appointed Powers Agent 

The Accounting and Tabulating Machine Corporation, 
205 East Forty-second street, New York, N. Y., has an- 
nounced the appointment of Ruys Handelsvereeniging, 
The Hague, Holland, as authorized dealer for the sale of 
Powers accounting and tabulating machines in the King- 
dom of the Netherlands and the Dutch colonies, effective 
January 2, 1931. 

Oe 
Latin American Expansion by Woodstock 

The Woodstock Typewriter Company, through its 
foreign department, has announced the establishment of 
new representatives: Sr. Varisto Brito, Casilla 336, Talca, 
Chile, distributing Woodstock machines in the territory 
contiguous to Talca. Sr. Roberto Santices Pacheco, Calle 
A Bello 670, Temuco, Chile, is selling Woodstock type- 
writers in his city and immediate vicinity. 
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SOME OF THE STAFF OF MESSRS 
GEO. WEHRY & COMPANY BA 
TAVIA, D. E. I Mr. McMurdo, sp 


cial representative of the Underwood 
Elliott Fisher Company, is the fifth 
from the left. Behind him and a lit- 
tle to the left is Mr. Van Dongan, 
Underwood manager of Wehry & 
Company The close-up shows 

Oesoep,”’ the delivery bo y who 
takes pride in being in Underwood 

service 


Underwood Appoints New Agency in Dutch East 
Indies 


Coincident with the retirement of P. H. Vermeulen, for 
many years the Underwood distributor in the Dutch East 
Indies, the Underwood Typewriter Company announces 
the appointment of George Wehry & Company of Amster 
dam, Holland, and Batavia, D. E. I., as exclusive agents 
throughout the Dutch East Indies 

George Wehry & Company, whose head office is in Ba 


ith ten branches throughout the Dutch East Indies, 


largest import and « xport firms in that market 


Sound management licies and fair business practices em 
ployed throughout their long career have earned them an 


reputation 
Th ugh (eorge Wehry x | 


ican products, their 


ompany are large importers 


advent into the office equip 


field presents a new venture. As an example of the 


sagacity that has made the company so successful, they 


have created a new and exclusive department for the ex 
ploitation of the Underwood business 

Mr. Van der Waart, director of Wehry & Company’s 
activities in the Dutch East Indies, has appointed Mr. Van 
Dongen, who was sales manager of the former agency, as 
sales manager of the Underwood division of the business 
Che Batavia office is already fully staffed The Soerabia 
fice is now being established under capable direction, and 
similar plans embrace each one of the other branch offices 
f the company. In addition, special training is being given 
to the regular selling staff of George Wehry & Company 
who will handle the Underwood with their other agencies 


The enthusiasm displayed by the entire organization in 


tackling the new agency augurs well for an early and con 
tinued success. Office Appliances extends its good wishes 
to these new members of the office equipment industry 
~~—— 
Two Catalogues from Norway 

Oftt Appliances recently received from S. Garmann 
Clausen A/S of Oslo and Bergen, Norway, two excellent 
catalogues of office equipment, including office machines, 
fice furniture and systems 

One of the catalogues is entitled Katalog over Kontor 
maskiner med Tilbe and includes description in Norwe 
ian with illustrations of the L. C. Smith machine and its 
different parts, with instructions as to the use of the ma 


chine and suggestions as to its care. L. C. Smith machines 
of different types are shown in normal and wide carriage 
di th platens for different purposes. Corona ma 
I then illustrated and described and this part ol 
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the catalogue is followed by a presentation of the Barrett 
adding and listing machine and its advantages. The several 
models of the Marchant calculating machine are described 
and illustrated; then come Ideal stencil machines and sup- 
Lightning letter 
the Dictaphone; Todd 


plies; Reynolds letter sealers; openers; 
Lightning coin changing machines; 
Protectographs, check writers, etc.; Cincinnati time clocks 


Horo 


for notifying the user by means of an alarm of an appoint- 


in various models; the memo automatic machine 


ment at a certain hour; then there are copying machines; 
Standard autographic registers; Neostyle duplicators and 
Crown ribbons and 


supplies; film duplicators and supplies; 


carbon papers; Rapid addressing machine equipment; sta 
pling machines; Bates numbering machines and supplies; 


Polar chair pads and other devices; type cleaners; Munson 


type cushions and various other supplies. An index com- 
plete s the book. 

Che second catalogue is known as Katalog over Kontor- 
mbler og Systemer and includes office desks, typewriter 
desks, office tables, chairs, sofas, cabinets for correspond- 
costumers, book shelves, book racks of the 
bookkeepers’ desks filing 


cabinets, steel furniture of many types, including safes, cab 


ence trays, 


revolving variety; and chairs; 


inets, etc. There are steel book receptacles, steel racks, 
chairs, wardrobes, waste baskets and other similar devices 
of steel. Lines of supplies are listed and visible loose leaf 


featured. A line of heavy office safes is also 
presented, likewise cash boxes, etc 
Che 


in transverse bands,-with an ornamental monogram at the 


systems are 


covers are done in two shades of blue and in white 


top forming the initials, S. G. C. The designing and print 
ing are impressive and excellent 


——— - 


Seventh International Office Exposition in Berlin 


On September 5 to 14, inclusive, the seventh Interna- 
tional Office Exposition will take place in Berlin, Germany. 
This is pursuant to an arrangement that has been made 
with the exhibition, fair and tourist office of the city of 
Berlin. The exhibition will take place in the spacious halls 
on the Kaiserdamm \s the last International Business 


vear 1928, the 


Since 


Exhibition was held in the Autumn of the 
coming event will occur after a lapse of three years 
the time when the last exhibition was held many changes 
have been brought about in office technique and equipment. 
New 
that the next exhibition will be able to give the visitors a 


methods of office tech- 


devices and new systems have been introduced so 


full survey of the most up-to-date 
nique. 
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ART METAL DISPLAY AT VIENNA INTERNATIONAL FAIR.—This unusually large showing of Art Metal steel office equipment was made at the 
recent Vienna (Austria) International Fair and was prepared by Madress & Loewenstein, progressive dealers in. Vienna. The high interest in steel 


office equipment was indicated by the fact that twelve people were kept 


busy demonstrating throughout the duration of the Fair. It was estimated 


that in all, some 50,000 people, a large number of whom were from countries other than Austria, as far distant as India, visited the booth during the 


week of 


Some Notes from Antwerp 


Special Correspondence to Office Appliances 

A number of employers of labor here are grumbling that 
they cannot find efficient shorthand typists. Machines are 
growing out of hand, they say, becoming so perfect that a 
mistake at the farthest end of the long process of feeding 
them is fatal. 

Employers want top speed and absolute accuracy which 
imply a concentration not usually found in the average 
shorthand typists. They ask for several languages. French 
and Flemish are essential at Antwerp. German, English 
and Spanish are desirable, while something of Dutch must 
be known beyond the ability to understand, usually enjoyed 
by the Fiemish. This is a big bill to fill. 

Business is becoming more and more a thing of sudden 
rushes and long intervals and, for the shorthand typists, 
of comparative idleness. Perhaps her efficiency on the 
Continent of Europe would be improved were she allowed 
a comfortable rest room when unemployed instead of a 
drafty corner of an office with an uncomfortable chair, 
making rest impossible 

Typewriter companies might advantageously urge that 
typing tries the nervous system, strains the spine and that 
the best machine will not yield good results unless the 
operator is properly seated at the correct distance from 
her machine on a chair of the right height and description. 
Many employers are being forced to hire skilled male labor 


for the lack of a little understanding of conditions under 


which girls at much cheaper rates could be got to give 
better service than is the case at present 
eee 
A controversy is going on among various newspapers as 


HAVANA L. C. SMITH 
CORONA REPRESENTA 
TIVES MAINTAIN A 
TYPEWRITING SCHOOL 

Gomez de Garay Com 
pany of Havana, Cuba, 
who represent L. C. Smith 
and Corona Typewriters 





the Fair. 


to the propriety of writing personal letters on the type- 
writer. As the social secretary becomes more and more a 
necessity, however, owing to the strain on the society 
woman, the typewriter is pressed more and more into 
service. Typewriter companies operating in Europe would 
perhaps do well to consult customers, present and prospec- 
tive, with regard to what type faces they consider suitable 
for private communications. Letters written in Europe by 
very big people are usually in a very large sized type. 

“a. Ee, 

Note.—In the United States the elite or small sized type 
is usually preferred for personal and social correspondence 
where the typewriter is used at all for that purpose. 

ae 


Mr. Watson Speaks on Possibilities of the Clyde 

In last month’s issue we presented an item stating that 
William Watson, a typewriter man of Glasgow, Scotland, 
and a prominent member of the Trade Development Asso- 
ciation, spoke before the Glasgow Rotary Club on the sub- 
ject, The Clyde—The New Workshop of Europe. There 
was no opportunity at that time to make any considerable 
review of Mr. Watson’s remarks. We hope here to touch 
upon the high lights. 

Many of the foreign countries which in the past bought 
their ships from the Clyde are now building for them- 
selves, while most of the Dominions have their own repair 
shipyards. Many of Glasgow’s business houses whose 
names are associated with the early days of the city are 
moving south under modern schemes of rationalization. 


Scottish shipping is going to other home ports and under 
peace councils of all nations fewer battleships will be built 
on the Clyde. It is thus apparent that the only solution 


to the unemployment problem is new industries for the 
Clyde. 


Inc., in that island, main- 
tain a typewriting school 
in which ambitious young 
people are taught how to 
produce speed with ac- 
curacy in typing. The 
above picture shows the 
school in session 
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After giving a brief history of the development of Clyde 
Watson 


industries 


and its subsequent depression, Mr pointed to 


America as the place from which new will 


spring He said that the response to his appeal in Amer 


ica Was most encouraging and proved the bond of sym 


pathy, friendship and appreciation existing between manu- 


facturers and statesmen of America and Scotland. Many 


large organizations of the United States are seriously con 
sidering installing plants either in Britain, Canada or the 
Continent There is nothing in the objection that new 
industries from overseas may prove detrimental to present 
industries. “We cannot afford to turn away new plants 
which would give work to thousands of unemployed.” 
Under the American system of mass production, if fac 


tories were installed on the Clyde, the manufacturers 


enormous supplies of raw materials and 


would 


requir 


power. Not only would they therefore give direct employ 


} 


ment, but they would also create indirect employment in 
coal, iron and steel industries, power stations, etc. Manu 
facturers who may be persuaded to install factories hers 


are world-wide producers. It would certainly be well to 


offer them some inducement to install factories on the 
Clyde and make it possible to manufacture their highly 
specialized product in Scotland for the markets of Europ« 
and the British Dominion. In not all cases is it economi 
cally possible to make such installations, but if several 


manufacturers in a given industry would act together and 


share the initial cost of building a large model shell fac 


sectioned off independently, the matter could be car 


Under 


rates could be 


tory 


ried through with economy such an arrangement 


collective and economical »btained for the 


supply of electric power, transportation facilities, ete 
“Geographically, our situation is ideal and we have thou 
sands of unemployed workers in all trades skilled and 
otherwis¢ Che Clyde is surrounded on all sides by rich 
coal, iron and steel industries. We have wonderful sources 
of electrical power and are able to offer gas and by 
products at very low rates. The efficiency of the railroad 


service is of the first-class and the rates are economical 


dock charges are other fea- 


Clyde 


The economic dues and low 


tures which will bear consideration ships are 


famous for their staunchness and speed and it would, all 


things considered, be hard to find a place better fitted as 


a center for world-wide manufacturing activities.” 


— 
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OFFICE APPLIANCES 


Canadian Steel Furniture Concern Adds to Factory 
and Takes Canadian Rights to Make and 
Sell Mosler Safes 


Following an addition to the woodworking division com- 
prising 44,000 square feet by the Office Specialty Manufac- 
turing Company, Ltd., Newmarket, Ontario, announcement 
has been made of a new addition to the steel plant now in 
progress, making the factory area of this plant now over 
200,000 square feet. 

Che company has recently completed arrangements with 
[The Mosler Safe Company, Hamilton, Ohio, to manufac- 
ture and sell their complete line of fire-proofing equipment 


Some idea of the extent of the undertaking and necessity 


for greater manufacturing facilities may be gained by not- 
ing that the steel filing safe line comprises forty odd types 
and sizes of record safes, bearing the Underwriters’ “A” 
label and “B” label, and non-label type safes, as well. 

Che Oftice 


have been manufacturers of record safes and vault equip- 


Specialty Manufacturing Company, Limited, 


ment for many years, producing the famous “Fire-Wall” 


line and “B” label dry insulated safes carrying the Under- 


writers’ “B” label, the only line bearing this guarantee made 


in Canada The policy under preparation now includes a 


better known line of safes as well as other 


fire-proofing devices, such as insulated vault doors, deposit 


greater and 


boxes, safe chests, etc., necessitating the factory additions. 


Some of the insulated vault doors are guaranteed and tested 
by the to withstand a 6-hour, 4-hour or 2- 
hour test, fitted. 
With 


the scope and service of the 
company’s steel production has been greatly enlarged. 


Underwriters, 
depending upon the type of vault to be 
these additional lines, 


The company’s policy to sell direct to the consumer 
through its own thirteen branch stores from Coast to Coast 
applies to these new lines the same as to all other products 
of its manufacture. 

The Mosler safe needs no introduction even in Canada, 
and both companies feel very confident of the success of 
this arrangement. As evidence of the extent of this busi- 
ness the Mosler people recently shipped one vault equip- 
ment to Japan, comprising 136 carloads of steel parts and 
fittings, weighing several thousand tons 

The Office Specialty Manufacturing Company, Limited, 
has the manufacturing and selling rights for Canada, New- 
foundland and the British West Indies. 

The first shipment of various types of safes to the com- 


pany’s branch stores was made early in January. 
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T. M. Skarzynski Directs Royal Activities in Poland 

Royal Typewriters w Polsce, S. A., Warsaw, Poland was 
recently organized to handle the distribution of Royal 
typewriters in Poland. T. M. Skarzynski, managing di- 
rector of the new company, was a recent visitor to the 
United States. He is a native of Poland but has had busi- 
ness experience both in the United States and Poland. 
During his visit to this country, he spent about a week at 
the Royal home office to further acquaint himself with 





T. M. SKARZYNSKI 


American business methods. He visited the Royal factory 
at Hartford, Conn., and was very well impressed. In an 
interview he said 

“We in Europe do not realize the magnitude of Amer- 
ican plants. This is not my first trip to America. On my 
previous visits I have seen a great many factories but | 
must confess that I have never supposed that a factory 
manufacturing such a comparatively small machine as a 
typewriter could be of such a size and so marvelously 
equipped 

“Do you know what struck me the most besides the tech- 
nical side of production? It was the spirit of cooperation 
between your staff and those working under them. The 
kind remarks, the friendly salutes exchanged between the 
two officers accompanying me and the workers gave me 
the impression that there is a big family of several thou- 
sand people having a single aim: to create the best pos- 
sible product in the most pleasant and efficient way. There 
seemed to be no directors and workmen, like one sees in 
Europe, but fellow mechanics working under the same 
root.” 

Mr. Skarzynski was associated with the Royal repre- 
sentatives, the Pacific Company, of Warsaw for many 
years as a member of the board and as advertising counsel. 
He is the author of the only book on selling printed in 
Poland. He has lectured on the subject in two commer- 
cial schools in Warsaw and has had actual selling ex- 
perience as sales manager of a large company in Warsaw 
handling hardware, iron, steel, coal and other materials. 

Concerning his advertising experience, Mr. Skarzynski 
says, “I am one of the founders of the ‘Polish Advertising 
Association,’ and I was its first president, elected in 1928. 
My association with advertising goes as far back as 1916, 
when I made an address at the New York Advertising 
Club on the subject ‘Independent Poland a New Market.’ 
At that time very few in America knew much about Poland, 
but it was clear to me that one of the results of the Great 
War would be the independence of Poland. And I wanted 
to tell my American friends something about that country 
as a new market for American products.” 

Mr. Skarzynski expressed confidence in the future of his 
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new company. His wide experience and intimate knowl- 
edge of business methods and activities in Poland point 
to a widened distribution of Royal typewriters among 


Polish business houses. 





Calendars From Abroad 


Striking Dutch “Kalender” Joins Myth and 
Modernity 

Comes a 1931 wall calendar (“Kalender,” in Dutch) from 
Blikman & Sartorius of Amsterdam, Rotterdam, The 
Hague, and Arnhem, presenting a striking conception of 
modern industry and invention in terms of mythology and 
modernism. The card to which the pad is stapled is printed 
in five vigorous colors—purple, dark green, blue, red and 
yellow. 

At the top is the company’s firm name with its prin- 
cipal activities in a panel just above a striking head of a 
robot, apparently representing the god Hermes, bearing 
over his right shoulder his caducean staff of intertwined 
serpents below what in the present staff represents the 
wings of an airplane and in that of ancient mythology, 
a bird. Below, and apparently in front of this head, is a 
pile of paper, and in the foreground is a typewriter and 
some books of account. Behind this picture is a silhouette 
of a printing press showing its two ends, the middle being 
covered by the pictured representations mentioned. The 
impression is that of the modern style, heavy, with strong 
lettering, strength and angularity of line—indomitableness. 

Below are the usual sheets stapled to the card, giving 
the months, weeks and days of the year. At the right of 
the numerals of the month are figures with spaces beside 
each for memoranda, evidently the purpose being to pro- 
vide space for the notation of appointments in the briefest 
possible form. 

This calendar in its strength and vigor is reminiscent ot 
the old Dutch navigators who fought the good fight for 
liberty in the sixteen century and made themselves re- 
spected for their prowess everywhere. It is reminiscent 
of that courageous and determined people who wrested 
their country from the sea and hold it to this day against 
the never ceasing pressure of the waters, and also of those 
hardy pioneers who early in the seventeenth century set- 
tled the new Netherlands and founded New Amsterdam, 
which later became New York City, the metropolis of the 
western world. 
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Kenrick & Jefferson Present Useful Calendar 

The house of Kenrick & Jefferson, Ltd., West Brom- 
wich, England, helped their friends greet the new year with 
a desk calendar arranged to be placed on desk or table. It 
has an easel back and a sheet per day with a card which 
may be inserted at any date desired as a special memo- 
randum. This card bears complete calendar for 1931 and 
1932. A lip is arranged to engage the sheet with a finger 
hold for turning the date up when desired or for chang- 
ing the card to another date. This calendar is accom- 
panied by a gracefully worded card of greeting. 


a 


Another Beautiful Italian Calendar 

Office Appliances is indebted to Enrico de Giovanni of 
Milan, Italy, for another one of those exquisite yearly cal- 
endars bearing pictorial classics in their original colors. 
These calendars are published by Societe Anonyme Stab. 
\rtigrafiche Alfieri and Lacroix, Milano, Italy. There is 
a sheet for each week and each sheet is ornamented with 
a reproduction of some exquisite work of art by a lead- 
ing Italian artist. Each of these little panels is worth a 


frame. 
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Durabilt Offers Combination Wardrobe and 
Lavatory Cabinet 


The two cabinets shown in the accompanying illustra 


Durabilt Steel Locker Company, 


tion are products of the 
Aurora, Ill. The one at the left 
wardrobe cabinet equipped with a hat shelf, coat r 


with closed doors is a 


dds an l 





DURABILT COMBINATION WARDROBE 
AND LAVATORY CABINET 


hooks The lavatory cabinet, at the right, is a standard 
Durabilt cabinet with a special short back to which the 
following equipment is attached: Mirror, comb and brush 
shelf; soap dish; tumbler holder, and an electric light fix 


ture with a convenient outlet \ towel rod is bolted to the 
inside of the top flange This cabinet is also furnished 
without any back, when the lavatory equipment is already 
fixed to the wall of the room 

Both cabinets have sn h exteriors—no bolts, nuts or 
screws showing Chey are equipped with positive, thre« 
point locking devices which lock doors by engaging holes 
at top and bottom of door frame, while a heavy horizontal 
bolt locks the doors at the center The locks are of a 
special cabinet type so attached that it is impossible to 
chisel bolt heads off when d rs are locked 

Walnut brown and olive green are standard “satin tex 
ture” finishes. Other colors can be had on order. “Domes 
of Silence” at the four corners permit easy movement of 
the cabinets without marring or scratching the floor I 
floor coverit 

Specially designed stror S pp’ hinwes—three on each 
door—are attached that no bolt heads appear on the 
exterior } hinge constru nals permits the door to 
open all the way back against the side, so as not to take 
up valuable aisl ace, and make it possible, where cab 
inet ire sctawa I m side w ls, to throw the doors back 
out the way 

By xing a standard back in position on the lavatory 


cabinet and equipping it with shelves or drawers, it can be 


used for storing stationery, cuts, blueprints, drawings, 


maps, et The standard sizes for the lavatory cabinet 


are thirty inches wide, eighteen, twenty-one or twenty 


high 


thirty-six 


four inches deep and seventy-eight inches overall 


Other cabis ts WW l dou rhe dk rs are inches 


wide. Single door cabinets are nineteen and a half inches 


same depths. The cabinets are also made in 


Thirty and a half inches, forty-two 


wide in the 

the following heights 

inches and sixty-six inches 
ss 


New Articles Added to “Faultless” Line of Visible 
Record Equipment 


The Stationers Loose Leaf Company of Milwaukee, Chi- 
cago and New York, announce that their “Faultless” line 
of visible record equipment has recently been considerably 
strengthened by additional sizes and capacities, as well as 
They call atten- 


by major improvements in construction 
designed to 


tion to some of the principal changes 
strengthen the position of exclusive dealers in this line. 
Type A Automatic Shift Equipment 

This is made of a new aluminum alloy, a material with 
the wearing qualities of steel and the weight and finish of 
aluminum. It is rust-proof. The refers to the 
back. The hinge plates are of exposed metal, rust-proof, 
with no binding material covering. There are aluminum 
shoes and improved two-part three-point patented fulcrum 
hinge attached to the back cover with shielded 
plate of phenolite, self-lubricating. 

The edges of all Type A automatic shift binders are now 
protected with rust-proof metal applied under very heavy 
under 


foregoing 


a movable 


compression, insuring the longest possible service 


severe use. This major improvement involves no advance 
in price. 

In addition to the 
viously the only capacity available in the 


which 
\ automatic 


three-inch capacity was pre- 
Ly pe 
shift equipment, the Stationers Loose Leaf Company has 
added a smaller binder which has an actual sheet capacity 
only very slightly under that of the three-inch, thus per- 
mitting housing a large number of sheets in a smaller space 
than would be required with books of larger capacity. 

For the Type A binder, the company recommends only 
the heavy vulcanized fibre index built up at top and bottom 
and equipped with non-flare style of celluloid tabs. These 
may be supplied in either solid tab or insertable style, the 
latter being recommended because of flexibility and the 
possibility of changing inserts accurately to fit the particu 
The built- 


as an equalizer and insure per 


lar indexing requirements of each installation. 
up fibre index sheets serve 
fect writing surface, uniform visibility and rapid reference. 
Schedules showing sheet capacities in the “Faultless” 
automatic shift binder are based upon the use of the heavy 
vulcanized fibre index and allow for a division sheet sepa- 
bank of The new two-inch capacity 
binder accommodates a full bank of 45 
letter of the twenty-six full 
sheets with a division sheet for each bank. 
Type D Ring Style Binders 
D binders without fulcrum or shift are 


hinges. All Type D 


made with automatic openers which operate all of the rings 


rating each sheets 
sheets for 


banks of 


inch 


each alphabet or 


Type now made 
metal binders are 


with piano-typ¢ 


D ring style visible record binders 


inch, one 


Type 


at one operation. 
are now made in three capacities: one and a half 
inch and two inch rings. 

[To assist dealers who are devoting their efforts to the 
sale of the “Faultless” 


established a complete service department with the follow- 


line exclusively, the company has 


ing services at the disposal of such dealers: Complete edu- 


‘yv 
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cational service; complete proposal service in presentation 
of “Faultless’” Type A automatic shift visible record equip- 
ment. This includes a complete service in the designing 
of forms and a layout of copy for proposal or presentation 
A complete file of forms is at the disposal of such dealers 
to assist them in developing interest in any classified line 
or in any particular type of installation. Special applica- 
tions are being devoted to meet the unusual and specific re- 
quirements of classified lines. 
— 4 
Important Addition to Autopoint Line 

The Autopoint Pencil Company, 1801-1831 Foster ave- 
nue, Chicago, has announced the addition of fountain pens 
to its established lines of mechanical pencils. .The inven- 
tors, after several years’ work, have produced a pen which 
is said to possess the simplicity and efficiency characteris- 
tic of the pencil line. It has the outward appearance of 
the usual up-to-date writing instrument of its class, but 
it differs in interior mechanism. It is not the intention of 
the company simply to make another fountain pen, the 
market being well supplied with satisfactory merchandise 
already; but the sponsors of the new Autopoint pen de- 
clare that their filling mechanism, which is protected by 
United States patents, is well worthy of favorable consid- 
eration. This mechanism is in the end of the barrel, leav- 
ing the exterior barrel with no mechanism on the sides. 
The filler is declared to be positive in action and to secure 
complete deflation of the sac, which, it is claimed, results 
in the pen taking in an unusual amount of ink when the 
deflating mechanism is released. This mechanism locks 
when closed so that the bar does not rest on the rubber 
sac, which always works to full capacity. 

The new Autopoint pen line consists of three models 
an oversize pen, a medium size, and a ladies’ pen. Bar- 
rels are of pyroxylin in handsome color combinations of 
pearl and bronze; black and pearl; marine green and black; 
blue and bronze, and black. The nibs which are iridium- 
tipped, are in three sizes: Nos. 2, 4 and 6. The company 
believes that these three nibs will meet completely all con- 
sumer requirements. 

As companions to the Autopoint pens, the company is 
producing Autopoint pencils with pyroxylin barrels. Pens 
and pencils are being offered in handsome matched sets 











ILLUSTRATION SHOWING NEW AUTOPOINT FOUNTAIN PEN AND 

PENCIL TO MATCH Top picture reveals the mechanism of the new 

pen showing position of the bar when the pen is full. Second picture 

shows how the Autopoint pen mechanism completely deflates the sac; 

pressure is upon the middle of the bar. The third and fourth pictures 

are of the new Autopoint pen and matching pencil, with pyroxylin bar- 
rels in fashionable colors. 


The price range for the Autopoint pen is from $4.50 to 
$7.50 and that of the pyroxylin Autopoint pencil is from 
$2.50 to $3.50. 

Coincident with the perfection of its new fountain pen, 
the makers of Autopoints have brought out an interesting 
improvement in their regular Autopoint pencil line. The 
bakelite barrels in blue, green, red and other colors may 
now all be had with a black bakelite grip instead of the 


41 


customary nickel grip. Owing to a special finish given 
the bakelite the pencil offers satisfactory results when 
gripped by the fingers. The black tip from a style stand- 
point is also on innovation presenting a pleasing contrast 
with the color of the pencil. 
a a 

Do/More Announces a New Executive Model Chair 

The Do/More Chair Company, Elkhart, Ind., has an- 
nounced a new “Do/More True Posture Chair” for exec- 
utives. The new model is designated No. 509. It is built 











509 











NEW DO/MORE EXECUTIVE CHAIR 


along lines quite similar to the Do/More deluxe exec- 
utive model No. 510, which was brought out some time 
ago. 

The new chair, here illustrated, is available with metal 
parts in both plain and grained finishes. It is upholstered 
in the finest quality grain leather. 

ee 


A Valuable Desk Calendar 

What to do with past desk calendar pages is a problem 
which is answered by the Typo Trading Company, dis- 
tributors of the Ever Ready calendars, 65 Duane street, 
New York, N. Y. 

At about the time the company introduced the idea for 
name plates consisting of brass initials of the users, they 
brought out a new device known as the “Daily Recorder,” 
which combines the features of a diary and a calendar. 
This has the well known tilted surface of the Ever Ready 
calendar, but a new feature has been added which enables 
the user permanently to preserve memoranda. The idea 
will appeal particularly to professional men and women 
and to executives who find it worth while to keep their 
notes throughout the year. 

The Daily Recorder is a calendar diary mounted on a 
stand of quality construction, rigidly built with a heavy 
gauge metal base and polished brass trimming. There are 
no parts to assemble, nothing to adjust, nothing to wear 
out. The name of the dealer etched on the brass plate 
acts as a daily reminder to the recipient of the donor’s 
house and its facilities. The Daily Recorder comes in two 
styles and at prices of $3.50 and $5.00. One style has a 
crackled iron base and polished brass trimmings and the 
other consists of a polished brass base and brass trim- 
mings. Style 2046™% refill pads are provided at the nomi- 


nal price of $1.25 each. 
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Bank Check Sorter Made by “VY and E” pen is declared to have not only a simplified mechanism 


' but an enlarged ink capacity as well. The Conklin Endura- 
: Phe Yawman and Erbe Manufacturing ( ompany, graph is filled and emptied by simply turning the knurled 
Rochest« r, N. Y., manufactures a check cgpeebaatites device Of end to the right or left. All parts of the new Conklin fill- 
steel for the use of banks which saves both time and space ing mechanism are made of special non-corrosive materials, 
treated to assure easy functioning and non-leakable, wear- 
proof operation. 

Che development of this new pen by Conklin recalls the 
first self-filling fountain pen which was introduced to the 
industry and the public by Conklin more than a score of 
years ago. At that time the Conklin rubber sac and 
crescent-shaped filling-device seemed very revolutionary 
when compared with the dropper-filled pens of that period. 
In the course of time the rubber sac and a filling mecha- 
nism acting upon it, first the crescent and then the lever, 
became standard and, because of the ease of filling, opened 
the fountain pen market to the big volume of sales now 
enjoyed by the industry. 

In the introduction of the Endura-graph Conklin has 
again taken a forward step, presenting a self-filling pen 
without a sac—a pen that so fully meets all tests that it is 
sold under the Conklin Endura unconditional and perpetual 


service guarantee. 
~~ 


New Burroughs Machine Records, Counts and 
Safeguards Cash 


A new low-priced machine for registering and safe 





guarding cash and recording daily transactions, called 


NEW Y AND E BANK CHECK SORTER “Burroughs Cash Machine,” is announced for retail stores 
by the Burroughs Adding Machine Company 

It sets on a table, the check compartments supported by a It registers cash sales, charge sales, payments on ac- 

sturdy fram \ series of bronze rollers permits the sort count, paid-outs, and all other transactions, and also con- 

ing device to roll toward the back of the table when not in tains a locked-in detail tape that provides a permanent 

use thus releasing the space occupied for other types of | record of each day’s business. The keyboard contains a 

clerical work sufficient number of keys for the exact registration of 
Che sorting racks are of steel, and can be made with any 
number of compartments. The racks can be attached to 
“Y and E” tables, or to tables already in use by the bank 
When the sorter is open for use the compartments are at 
the correct angle for convenient operation, and any com 


partment can be reached by the operator without undue ex 


ertion Chis tacility of sorting tends to increase the speed 


- 


Conklin Announces New Type of Fountain Pen 





\ sac-less fountain pen employing a new filling device is 
announced by The Conklin Pen Company of Toledo. This 
new pen, known as the Conklin Endura-graph, has no rub 
ber sac or lever-filliine mechanism Instead, the ink is 
drawn directly to the barrel of the pen by a new fillins 


NEW BURROUGHS CASH MACHINE 


iT 
device operated by turning the knurled end of the barrel 
amounts. The lowest priced model registers any amount 
from 1 cent to $999.99 

The keyboard also contains a number of descriptive keys. 
These identify all items as they are printed on the detail 
tape, and show clerk number, department, amount, cash 
or charge, or any other description indicated by the trans- 
action. Descriptive keys are changed to meet the require- 





ments of individual stores 
Cash is protected by means of the locked-in detail tape, 





and also by means of locked-in totals and grand totals of 
daily transactions. This construction makes it impossible 


CONKLIN “ENDURA-GRAPH” FOUNTAIN PEN to alter the record of a sale after it has been recorded. 
Both tape and total figures can be obtained only by unlock- 

like one winds a watch. The Conklin Endura-graph is said ing the machine 
to be the first fountain pen made employing the positive Other features include a full-sized standard cash drawer, 
action of a screw-operated mechanism in filling and empty hand or electric operation, and a selection of colors and 


ing a sac-less pen As a result of its construction the new finishes to harmonize with store surroundings 
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Special models of the new machine have been designed 


for grocery stores, cafeterias, automotive dealers, gas and 


oil stations, and other lines of business 
—_—_~<>———_——__ 


A-S-E Utility Racks 

The All-Steel-Equip Company, Inc., of Aurora, Ill, has 

increased their line of A-S-E steel “Utility” racks. They 
are now available in four standard sizes. 
Both the No. 703 and No. 803 are 34 inches wide and 18 
inches deep, but the former is 77 inches high and is 
equipped with four shelves, while five shelves are standard 
equipment on the No, 803 rack and it is 89 inches over all. 
The racks No. 701 and No. 801 are both 34 inches wide by 
12 inches, but the No. 701 rack is 77 inches high and is 
equipped with four shelves, while the No. 801 is 89 inches 
high and has five shelves. 

The large demand for A-S-E steel utility racks in schools, 
offices, factories, banks, hotels, hospitals, stores and in 
other places where shelves are needed made this addition 
to the A-S-E line necessary. The racks are sturdily con- 
structed and are capable of supporting a heavy load. The 
adjustability of the shelves on 1% inch centers without the 
use of tools makes possible the utilization of the maximum 
storage capacity of the rack. 

A-S-E utility racks are bolted together or used singly. 
The feature of bolting the racks together makes possible 
the adding of unit by unit as needed, and at the same time 
the maintenance of uniformity in storage facilities. 

The No. 701 and No. 801 racks are especially designed 
for the storage of books and other supplies requiring shal- 
low storage. These racks are 12 inches deep and if desired, 
special backstops can be supplied to make the shelf con- 
form to the average book depth of 8 inches 

A-S-E Utility racks are finished in standard dark green 
and are also available in the grained wood finishes of 
mahogany or walnut, or in a lustre white which is so very 
popular for racks in medical institutions. 

The Utility rack is one of the more than thirty-four dif- 
ferent sizes of steel cabinets and racks manufactured by 
the All-Steel-Equip Company, Inc., Aurora, Ill. New en- 
velope enclosures on this new steel Utility rack are avail- 


able for A-S-E dealers 
> 


Some New Tops for Typewriter Keys 
The Lincoln Rubber Key Company of 27 Thames street, 
New York, N. Y., is producing an attractive line of rubber 
key tops for typewriting machines in colors to match the 
color schemes now used on portable typewriters. These 
sets enhance the appearance of the machines and make for 


ease and comfort of manipulation. 


a ooo 


New Trigger a Convenience for Ring Binders 

The Trussell Manufacturing Company of Poughkeepsie, 
N. Y., has just brought out a simple, compact, easily oper- 
ated trigger which puts the operation of ring books under 
the control of the operator’s little finger and all at one end 
of the binder. 

The illustration shows the center section of the binder 
with the complete metal. The trigger is plainly seen at the 
bottom. The metal is a handsome piece of craftsmanship 
in the designing of which Mr. Trussell has had an eye to 
appearance as well as efficiency. The ends of the metal 
back are beautifully rounded and the head of the trigger 
is gracefully curved to conform to the end of the metal. 

A feature of the new Press-To binder, as it is termed, 
which utilizes the trigger just described, is the slight pres- 
sure required to open the ring, coupled with a surprising 


43 


tightness of the rings when closed. This is explained by 
the powerful leverage obtained by the design of the trig- 
ger. It is stated that the new Press-To binder can be 
operated at a greatly increased speed. It is so simple and 





MECHANISM OF THE TRUSSELL 
“PRESS-TO” RING BINDER 


sturdy in construction that it can not get out of order, and 
the company unconditionally guarantees it. 

“Press-To” is declared to be an achievement in eco- 
nomical manufacture as well as in design. It is made to 
sell at the same price as the two-booster binders. The 
incorporation of the “Press-To” principle in students’ ring 
binders for 1931 will be announced soon. 

The first binder to be announced was the stiff-bound 
type in two styles—full slate canvas and full back Levant 
grain fabrikoid. These are 11 inches by 8% inches by 1 
inch in size. 

—— 
New Bookkeeping Method Combats Human 
Tendency to Err 

“The Positive Proof of Accuracy” is the name of a new 
mechanical bookkeeping method invented by Crawford H. 
Walker of Indianapolis, Ind. Mr. Walker has applied for 
patents on the system, which he claims eliminates the hu- 
man element in the accuracy of the work and saves the 
times generally consumed in checking for errors. 

Mr. Walker’s patents cover a method involving the use 
of two devices—an especially devised carbon paper and 
a blind-locking device for the proving of the crossfooting 
total. In its entirety the method is adaptable to Elliott- 
Fisher, Remington and Underwood bookkeeping machine 
systems. The carbon paper can be used with any book- 
keeping machine that affords a proof sheet. 

The purpose of the special carbon sheet is to prevent 
the operator of the bookkeeping machine from taking a 
proof balance from the old balance column instead of the 
balance column. One method that has been tried is to 
cover the proof sheet with a carbon paper sheet, the fig- 
ures being imprinted on the uncarbonized side of the 
sheet. Practice proved this method unsatisfactory because 
operators were renewing their carbon paper often enough 
to permit them to read the proof balances written on the 
back of the carbon sheets. Mr. Walker’s carbon paper 
has a confusion of figures printed on its uncarbonized side 
making it impossible to read any figures imprinted by the 
bookkeeping machine and requiring the operator to pick 


| to page 152, please, for 
more New Machines and Devices 
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Five Million Dollar Holding Company for Minne- no par value. Articles filed with Mike Holm, secretary 
apolis and St. Paul Stationery Firms of state, placed the capitalization total at $5,000,000. 


’ ’ “Officers of the company will be Eli S. Warner, chair- 
Late January news developments include the organiza 


; an o yard: (¢ McGil resident sigelow, 
tion of a holding c: mpany at the Minnesota Twin Cities man f the be ard; H icGi I, anh ide : H H E <iepdiaa 


mae vice-president; R. C. McGill, secretary, and Lee Warner, 
taking in seven companies and representing a capitaliza 

Sc , ) treasurer 
tion of $5,000,000. Minneay s and St. Paul newspapers a al 

; *" ‘The new corporation will have the largest printing and 
carried the following account 


stationery business of its kind in this section, according to 
Mr. Walker, having an output of $4,000,000 annually.” 

Vice-president H. H. Bigelow, of Brown & Bigelow, and 
holder of important interests in the Quality Park Envel- 
ope Company, also emphasized, in an interview, that the 
new company will not affect the business of the individual 
members 

_— 


U. S. District Court Upholds Injunction in Dick 
Stencil Case 


In the case of A. B. Dick Company vs. The Shallcross 
Company, Inc., for violation of injunction, Judge Coxe of 
the United States District Court for the Southern District 
of New York has handed down the following decision: 


COXE, D. J.: MEMORANDU)\ 


\fter a careful reading of the papers submitted on this 





motion, I find nothing to indicate that the stencil sheets 


A. J. WALKER 


now being manufactured and sold by the defendant are 


“Formation of the largest printing and stationery com essentially different from those involved on the previous 
bine in the Twin Cities, taking in at least seven concerns, application. They are composed of substantially the same 
was announced recently with the filing of articles of in materials, and act substantially in the same way. Further- 
corporation for the McGill-Warner-Bigelow Company, a more infringement is not to be avoided because the 
five mill dollar Delaware corporation method of manufacture has been changed so as to require 

“\ J. Walker. a member of the Board of Directors, said two coatings instead of one as heretofore Che patent is 
the new corporation would be merely a holding company not for a method of manufacture but covers the product 
for the McGill-Warner interests in St Paul and_ itself; and I am satisfied that the stencil sheets now being 
Minneapolis produced by the defendant respond completely to the 

‘Three concerns definitely are connected with the com language of the claims. It necessarily follows that the 
bine They are the McGill-Warner Company of St. Paul, defendant has violated the injunction. It is no defense to 
McGill Lithographing Company of Minneapolis, and the the motion that the sales were made outside of this District. 
Farnham Printing & Stationery Company of Minneapolis (Macaulay vs. White, 9 Fed., 698). 

Mr. Walker said four or five other companies are expected The motion is, therefore, granted, and the amount of the 
to ioin. Negotiations with them are under way fine will be determined on settlement of the order.— 

“Organization of the holding company will not affect the January 14, 1931. 
business of its various members, according to Mr. Walker — 
who asserted that each concern would continue to operate Dictaphone Declares Quarterly Dividend 
with its own force in its present quarters The Dictaphone Sales Corporation, New York, N. Y., 

“The new company will have a capital stock of 50,000 has declared a quarterly dividend of fifty cents a share 
shares, of which 25,000 will be preferred with $100 par reducing the annual rate from $3 to $2, according to a 


value, to yield 6 per cent; and 25,000 common stock of statement in the New York Sun of January 8, 1931. 
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Autopoint Enlarges Space for New Lines 
The Autopoint Company, 1801-1831 Foster avenue, Chi- 
cago, has taken on additional manufacturing space to 


, 


accommodate important additions to its mechanical pen- 
cil line and for the manufacture of a new fountain pen, 
which is described and illustrated in the New Machines 
and Devices section of the present issue. 

The present Autopoint Company of which Lewis B. 
Jacobs is vice-president and general manager, is a reor- 





L. B. JACOBS 


ganization of the Realite Pencil Company and the Auto- 
point Manufacturing Company, which took place in 1924. 
Mr. Jacobs is a graduate of the Northwestern University 
Law School and has been associated with S. Karpen & 
Brothers, furniture dealers of Chicago for many years. 
Adolph Karpen of the latter house is president of the 
Autopoint Company 

The Autopoint Company, under Mr. Jacobs’ manage- 
ment, has made rapid progress. The present company 
employs approximately five times the number of people 
that were on the payroll in 1924. In June, 1929, the com- 
pany moved from its original location at 4619 Ravenswood 
avenue, Chicago, to larger premises at 1801 Foster avenue. 
\ number of changes have recently been made in the new 
quarters to provide larger facilities for manufacturing the 
new line of fountain pens which the company intends to 
push aggressively Increased production was also pro- 
vided for the Autopoint pencil. 


ES: 
Chamberlain Made Assistant Chicago Branch 
Manager by Addressograph 

R. F. Chamberlain has been promoted from Detroit 
division management of the Addressograph Company to 
assistant branch manager at the Chicago City Branch 


office of the company 





R. F. CHAMBERLAIN 


The change brings Mr. Chamberlain to his starting point 
in the industry. Not so many years ago he stepped from 
the cab of a locomotive, changed his engineer’s uniform 
for a tailor made suit and started as a cub salesman of the 
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“Multigraph” in Chicago under the tutelage of his brother 
O. H. Chamberlain, Chicago Multigraph manager. 

A man competent to guide a locomotive through the 
night and the day is essentially alert. His mind is on his 
job and his eyes on the track ahead. His sense of obser- 
vation is highly developed. His fate depends upon re- 
sponse to signals. One who can translate that training to 
terms of business and intelligently apply it is pretty sure 
to get somewhere. 

Besides—O. H. Chamberlain was a graduate of N. C. R., 
the greatest school of the day for developing intensive 
sales cultivation. There selling was not based upon merely 
exchanging a cash register for so much money. The thing 
to be achieved was the establishment of an economical fac- 
tor in merchandising establishments. 

“R. F.” was receptive to the selling technique. Presently 
he was Multigraph division manager in Milwaukee. Then 
in the Second Officers’ Training Camp at Fort Sheridan. 
\fter the war division manager at Nashville. Then Multi- 
graph division manager at Detroit. Then a change to as- 
sistant agency manager for Addressograph Company at 
Detroit, then Detroit division manager, and now with the 
new appointment, applying the same technique to the new 
——— 

New Krantz Stapler in Commercial Production 

The new Krantz compression stapler, made by the 
Krantz Manufacturing Company, 35 East Wacker Drive, 
Chicago, IIL, is said to differ both in principle and design 
from the well known types of staplers now on the market. 
The manufacturers guarantee that the new stapler does 
not infringe upon the patent rights of any other manu- 
facturer of stapling machines. The new machine is now 
being produced on a commercial scale in anticipation of 
a wide distribution during the coming year. 

ie oe 
Oakville-American Pin Division Buys O. K. 
Fastener 

[It is announced by the Oakville-American Pin Division 
of the Scovill Manufacturing Company, that they have pur- 
chased the assets and good will of the O. K. Manufacturing 
Company, Oswego, N. Y., manufacturers of O. K. fasteners, 
O. K. eraser holders and other devices under that trade 
mark. 

The Oakville-American Pin Division of the Scovill Manu- 
facturing Company is located at Oakville, Conn. They 
are makers of the Oakville Yellow Box line of pins, clips, 
fasteners, thumb tacks, Tak-A-Pin, etc. 

The business of the O. K. Manufacturing Company will 
be moved immediately from Oswego to Oakville, Conn., 
where all communications.. should in the future be 
addressed. 

The O. K. Manufacturing Company is one of the old 
organizations in the paper fastening world. Its taking over 
by another prominent concern is news that will interest 
practically every stationer in the country. 


conditions. 
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Ruys Handelsvereeniging Represents L. C. Smith 
& Corona in Holland Only 

An item on page forty of the January, 1931, issue of 
Office Appliances under the heading, “Dutch Firm Does 
Far Reaching Business,” named Ruys Handelsvereeniging 
of Holland and the Dutch East Indies as agent for L. C. 
Smith and Corona typewriters in both territories. The 
Dutch company represents the typewriter manufacturer in 
Holland only, business in Dutch East Indies being handled 
by L. E. Tels & Co.’s Trading Society. The Society also 
has the agency for the Wahl Company and Eberhard Fa- 
ber, in the same field. 
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Compo Products to Be Distributed by Manufacturer 
The 
early 


“The Compo Manufacturing & Sales Company of West 


following important announcement was received 


last month 
tf stapling machines, automat 


port, Lonn manutacturer 


tacking machines, and staples, formerly represented by the 


» 


ruture 


mpany, Inc., as sole distributor, will in the 


nducts direct to the 


Irvin 


distribute Compo pr wholesal 


and retail stationery trade through its own sales organiza 
tion.” 

The announcement further states that the company ts 
in searcl representatives throughout the United States 
who sell to the retail and wholesale stationery trade. The 
A. H. Irvin Company, Inc., will retain the New York City 
territory — 


J. D. Cardinell Returns from Abroad 
merchandise 
John D 


Manufactur 


Several important and interesting items of 
were brought back from Europe recently by 
esident of the Cardinell-Vellum 


Ink-Out 


Cardinell, pr 


ing Company, Inc., and the Manufacturing Com 
pany, Im 


Mr. Cardinell 


yr his products in pract 


spent nine months in Europe, establishing 


agencies { ically all of the more im 


He made many sales 


Ink-Out, 


radovials, Cleopatra cigarette holders, Nuoda 


portant countries of that Continent 


t various products, 


Eradopens, | 


nail enamel, et He 


including tracing vellums, 


finger also obtained exclusive world 


distribution for several interesting new items, amone 


which is a newly patented type cleaning device which will 
be of interest to the stationery trade 


Another 


the Cardinell 


sold by 
under 


a newly patented prod- 


item manufactured in England will be 


exclusively in America 


Erazol, 


been applied for in the United 


organization 


the brand name, Cardinell 


uct on which patents have 


States. It is declared that it will remove India ink from 
tracing cloth and vellum, also lead pencil lines and print- 
er’s ink, leaving no effect whatever on the media from 
wht h erasures have been made 


Mr. Cardinell obtained control of a phonograph 


vered with graphite which it 


also 


needle « is claimed will play 


approximately one thousand records without being 


changed. The graphite has the effect of cleaning and pre 








JOHN D 


CARDINELL 


serving the record while it is being played [his item is 


also patented in the United States and other leading coun 


is stated that the first order obtained in Paris on 


amounted to $15,000 and that a second order 


obtained by Mz 
11 
it 


this item 


Cardinell while in Europe for this graph- 


ite needle amounted to over $20,000 


So much time was required in covering the European 
Mr. Cardinell to re- 


defer Visiting other parts of the 


markets that it became necessary for 


Montclair 


until 


turn to and to 


world a later time 


OFFICE APPLIANCES 


The Guest Book 
Arthur E. Voska of the (¢ 


Prague, R. C. S., 


31 Mr. \ 


zechoslovak Commercial Cor- 
Czechoslovakia, 


oska 


poration of America, 


called at our arrived in 


the New 


office December 


New York October 18 and spent several days at 

York business show. Since then he has visited Washing- 
ton, Cleveland, Toledo, Chicago, Aurora, Racine, Hartford 
and Albany. His company acts as Czechoslovakian rep- 


resentative for several well known American manulacturers 


Voska has been calling upon manu- 


of office supplies. Mr 


facturers whose lines he has been selling, and he has been 


ts to sail from 


for additional agencies. He expec 


arranging 
New York 

Lawrence W. Conant, president of the Biltwell Chair & 
Furniture Company, Denton, N. C., inscribed his name in 
The Guest Book on January 2. Mr. Conant visited Chi- 
American Furni- 


February 7. 


cago to attend the January market in the 
ture Mart 

Charles P. Garvin, general manager, National Station- 
ers Association, spent a short time in this office on Janu- 
ary 7. Mr. Garvin came on from Washington to testify in 
the suit of Sidney-Morris & Co. vs. The National Station- 
ers Association and others. He remained in Chicago for 


a number of days in attendance on the sessions of the 


United States Court 
W. C. Bieneman, general 
Desk 


January 16 


Valley City 
visitor on 


manager of the 
Mich.., 
Mr. Bieneman reports that some 
have Valley City line 
Bert M. Morris, Los Angeles, 
Book on January 19. Mr. Morris represents nearly a dozen 


well known lines of stationery and office equipment in the 


Company, Grand Rapids, was a 


new numbers 
been added to the 


Calif., signed the Guest 


territory west of Denver to the Coast. He was here look- 


ing for one or two other lines to round out his service to 


dealers in his territory He was in Chicago several days 


and approved the January weather. Last year he was here 


in March when the big blizzard confined him to his hotel 
for three days 


oS 


Seattle Office Appliance Men Elect Officers at 
Annual Meeting 
December 29, 1930, the 
Salesmen’s Club held its 
The following were elected 
& M Ribbon & 
Lofquist of the General Office 


Seattle Office 
annual election of 
Samuel McElfatrick 


Carbon Company, president, 


At a meeting on 
Appliance 
officers 

of the H 
and H. F 


poration, secretary and treasurer. 


Equipment Cor- 


Frank 


volume 


third year of existence. 


1930, reported a 


Che club is now in its 


Johnson, during large 


secretary 
1f business secured by the members of the club from leads 
was the concensus 


given out at the weekly meetings. It 


of opinion that the club was attaining its objective, which 


is “To 
among members, and to create 
which will engender a feeling of even greater respect for 
men of the 


stimulate a spirit of cooperation and friendship 


an atmosphere of dignity 


members of the club among the business 


community 
Mr. 


demonstrations of the 


Lofquist, the new secretary states that through 


equipment handled by the various 


he ld 


broaden his 


members at special meetings once a month, every 


member has an opportunity to education in 
office equipment, and each one may more effectively offer 
information and advise on matters pertaining to the office 
problems of the business executive 

The meetings of the club have been well attended dur- 
ing the past year, and a spirit of optimism has prevailed 
spectre of business depression 


in spite of the constant 


The members confidently look forward to a successful 1931 
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A Better 1931 
By D. D. Gray, Manager of Agencies, Art Metal Con- 
struction Company, Jamestown, N. Y. 

Turning our backs on 1930, most of us have a tendency 
to heave a sigh of relief feeling that we have left behind 
us a period of hard work and little visible result and that 
with the incoming new year have a renewed opportunity 
to promote our individual businesses with greater promise 
of substantial success. Most of the adjustments in per- 
sonnel and management were made in 1930 to meet the 
conditions existing at that time. Subsequently these firms 





D. D. GRAY 


are in a better position to carry on now even though no 
improvement in trade was apparent. However, as we 
enter 1931 we have tangible evidence of considerable pep- 
ping up of industrial activities as the steel mills, automo- 
bile factories and a number of other large industries swing 
into seasonal production Furthermore, it is quite rea- 
sonable to expect that the present slight improvement in 
business will be augmented by the spring construction 
period and that a distinct impetus will be given to the 
forward movement. 

New Conditions to be Met in the Office Equipment Field 

One encouraging fact is becoming quite evident and that 
is that the majority of business men, both in the office 
equipment field and in other lines of business, have refused 
to become panicky in the face of adverse conditions and 
have deliberately set about to adjust their business activi- 
ties to meet the changing conditions. 

With the slowing down of trade we now face a period of 
intensified competition in which good merchandising, crea- 
tive sales efforts and hard work are more than ever neces- 
sary to substantial success. A great many business men 
have come to the realization that recovery depends largely 
on themselves and that they cannot afford to sit tight and 
wait for the other fellow to start the ball rolling. The re- 
sult is that many managers are stepping out of their re- 
spective shells and running their own businesses on a 
common sense basis and with less regard as to what others 
are doing and they are being agreeably surprised as to 


the results they are getting 


More Intelligent Sales Efforts Necessary 
More careful planning and more creative sales methods 
will be necessary in 1931 to sell the critical buyer. Office 
equipment men should cease to think of themselves as 
merely salesmen, but should school themselves on all the 
problems of the buyer and aspire to merit the name “Of- 
fice Equipment Engineer”; one who is really able to give 
the customer worthwhile counsel and service. The “Office 
Equipment Engineer” should regard his customers in the 

light of.clients for whom he is in business to serve. 


A Reputable Product Important 


During periods such as we have just passed through, 
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dealers who had the wisdom to select one reputable line 
of steel to the exclusion of inferior products built to a 
price fared much better than those dealers who were 
stampeded into handling a number of products with a 
limited line and background of service. The consumer 
has far greater confidence in the firm which specializes on 
certain well known products and stands or falls on the 
merit of their standardized line. 


More Display Necessary 

Merchandising and display stock of some dealers has 
dwindled in the past year until they have become little 
more than catalog canvassers, and timid dealers, waiting 
for the promised return of good times before renewing 
their stock, have lost business because of inability to make 
quick delivery and to display their products properly. 

This is the age of display and most of the present day 
buyers seem to be from Missouri. When they buy their 
cars they get back of the wheel and drive them and get 
the feel of the machine and in a like sense they want to 
sit down at the desk they are considering, they want to 
work the drawers and get the feel of the equipment. It 
takes a master salesman to overcome the handicap placed 
upon him when it is necessary to create enthusiasm in the 
mind of the prospect with only the pictures in a catalog to 
work with. Present buyers are a little more exacting in 
their requirements for service and quick delivery and the 
wise merchant has taken his cue and is now buying equip- 
ment that he thinks necessary to meet the stock and dis- 
play requirements of his territory. 

A Gradual Healthy Business Recovery 

I have lately returned from a business trip to the Pacific 
Coast, Northwestern, Southwestern and Midwestern states 
and have every reason to believe that the first of Janu- 
ary marked the beginning of a gradual, healthy return to 
satisfactory business conditions. It is a self-evident fact 
that 125,000,000 people go on requiring food, clothing, 
shelter and reasonable facilities for recreation and that the 
pressure of this enormous demand must sooner or later 
swing us back into our natural business stride after our 
recent period of faltering. 

a 
Lyon Metal Products, Inc., Appoints Advertising 
Counsel 

Lyon Metal Products, Inc., Aurora, Ill., has announced 
the appointment of Erwin, Wasey & Company, Ltd., Chi- 
cago, Ill., to direct the company’s advertising both in the 
United States and abroad. 

The Lyon line of steel storage and display equipment is 
extensive, including shelving, lockers, store fixtures, of- 
fice furniture, automotive equipment, public seating, and 
folding tables and chairs. 


Ee 
That Mighty Cash Discount 


Stationers have been admonished often to take advan- 
tage of the cash discounts allowed on their bills, both 
as a measure of profit making, and also to maintain a 
good standing with credit men. 

The United States War Department showed a saving 
of $374,268 the past fiscal year on discounts taken. Dur- 
ing the past ten years the department has effected sav- 
ings of $3,111,203. 

intimates 


Neat Subterfuge by Pothooker 


It’s Said and Done (Dictaphone Sales Corporation)] I 
knew a typist who invented a special key on her machine 
that made a blur. Every time she couldn’t read her short- 
hand she used the key. But the boss called her bluff—he 
bought a Dictaphone. 
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Brown Sales Manager for Gardner—Engelhardt 
Takes Far West 


W. R. Brown has been appointed general sales manager 
of the Gardner Company, manufacturers of calculating ma 
chines, 280 Broadway, New York City, and Ebensburg, Pa 
Mr. Bri 
tive period prior to his app 
is widely known in this industry and is well qualified for 


wn served the company for some time in its forma- 


intment as sales manager. H¢ 


» which he has just been appointed. For eight 





EDWARD ENGELHARDT W. R. BROWN 


Mac hine 


covering the 


years he represented the Monroe Calculating 
Company as Pacific Coast 


eleven far western states, Western Canada, Hawaii and the 


re presentative, 


Philippine Islands 


Edward Engelhardt has been appointed Pacific Coast 


representative of the Gardner ( ompany, with ofhces at 55 


New Montgomery street, San Francisco. Mr. Engelhardt 
has had a wide experience in the field of calculating ma 
chines. In 1907 he joined the staff of the Elliott-Fishet 


Company's Chicago office, where he remained until 1909, 


when he went to San Francisco to join the sales force of 


F. F. Wright & Co., who were Pacific Coast agents for the 
Elliott-Fisher In 1910 he was made vice-president in 
charge of Elliott-Fisher sales for F. F. Wright & Co. In 
1914 Mr. Engelhardt resigned his position in San Francisco 


Add 


Two years later he was transferred 


and became a salesman at Omaha for the Burroughs 
ing Machine Company 
to the Kansas City office of the Burroughs,—a district of 
fice—where he worked as special man and did sales instruc 
tion work for the division manager. In this position he re 
until January 1, 1919, when he 


and joined the Burroughs office there. On 


San 
April 
Engelhardt was appointed agency manager for 
Here he re- 


mained returned to 


Francisco 
1, 1921, Mr 
the Burroughs at Santa Barbara, California. 
mained for fifteen months, when he was advanced to th: 
position of agency manager for the Burroughs at San Fran 
cisco. In June, 1930, he resigned, and joined the Gardner 
October 1 of that 


manager, with headquarters at San Francisco 


year as western division 
This office 


Lompany on 


will cover the eleven far-western states. 
- ——f———— — - 
Imperial Desk Company Holds Election 
Che Imperial Desk Company, office furniture manufac- 


f Evansville, Ind., through Gilbert H. Bosse, vice 


turers 
president and general manager, announces the election of 
of the and 


General Superintendent 


Robert C. Hamilton as secretary company, 


Norman A. Gerth 
ten H. Talbert has been made a director of the company 
The election of these officers took place on January 3 at 


as treasurer. 


the annual meeting of the company’s board of directors 
The company feels that Messrs. Hamilton, Gerth and Tal- 
bert are men well qualified by character and experience to 
The appointments were made in 


assume their new duties 


recognition of faithful service 
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Brewington Takes Royal at Houston 


Royal Typewriter Company, Inc., announces the ap- 


pointment of R. D. Brewington as manager of its Hous- 
ton, Texas, branch. 

Mr. Brewington first became interested, years ago, in 
the typewriter business through the efforts of A. W. Bar- 
low, now Western sales manager for Royal. After gaining 
considerable experience in Texas, he took the Royal deal- 
rapid progress con- 


ership at Madison, Wisconsin, where 


firmed him as one of Royal’s best dealers. 
Recently, he sold the Madison The Royal 


Typewriter Company expects exceptional work in Houston 


Mr. 


business. 
from one of such proven character and ability as 
Brewington. 
—_—_—__—~<—_- —_ 
Kendrick Will Be at N. W. Stationers’ Fest 
Hamilton Kendrick, manager in the Chicago territory 
for the American Lead Pencil Company, is timing his next 
trip to the northwest territory to be at the Twin Cities for 


the annual dinner of the northwest stationers 


ee ee - 


Marchant Now Marketing “Insto” Time Recorder 
Another national advertiser has announced the broaden- 
ing of its line. This month the 235 sales and service offices 
of the Marchant Calculating Machine Company, Oakland, 
California, which encircles the globe, began the marketing 
of “Insto” automatic time recorders. This announcement 
reveals a departure from the previous policy of the com- 
pany, which, up to now, has concentrated all of its efforts 
upon the manufacture and sale of calculating machines. 
This addition to the Marchant line is expected to increase 


sales materially, as the product may be regarded as a nat- 





‘INSTO” TIME RECORDER 


THE AUTOMATIC 


it is used in the main by 
Marchant calculator 


ural addition to the line, since 


the same organizations which are 


users 

“Insto” automatic time recorders have been used for 
many years throughout the United States by hundreds of 
\merica’s largest industrials, and the value of its patented 


features has been conclusively demonstrated 


rhe operation of “Insto” requires no manual effort other 
than the insertion of paper or card into the machine. This 
and the impression is instantly 


act trips the mechanism 


recorded. 

The “Insto” automatic time recorder is used by hotels, 
restaurants, public offices, stores, factories, business offices, 
etc. It shows priority of orders, schedules their assembly, 
determines the time shipments are forwarded or received; 
prevents filing letters before attention is given them; 
checks trucks in and out, and performs many other services 
record is essential. 


where a reliable time 


CES 


ap- 
uSs- 


in 
ar- 
ing 
eal- 
on- 


yal 
ton 


Mr. 


ory 
ext 


for 


der 


en- 


ind, 
ing 
ent 
»m- 
yrts 


ase 
lat- 


tor 


for 
of 
ted 


her 
‘his 
itly 


FEBRUARY, 1931 


Sheaffer Pen Company Declares Extra Dividend 

The Chicago Herald & Examiner of Thursday, January 
8 announced that directors of the W. A. Sheaffer Pen 
Company on the previous day had declared two regular 
dividends of $1.00 each and authorized an extra payment of 
50 cents a share, maintaining an unbroken dividend record 
of seventeen years since the incorporation of the company. 

The extra payment of a $1.00 regular dividend will be 
paid March 15, and the other regular payment, together 
with an additional extra dividend of 50 cents, to be voted 
later, will be paid September 15, according to President W. 
A. Sheaffer. 

President Sheaffer told stockholders at their annual 
meeting that business for the first ten months of the com- 
pany’s fiscal year, which began February 1, 1930, “has been 
very prosperous, considering the times.” While the annual 
business was not quite up to the volume of a year ago, 
business and collections are on a satisfactory basis, he said. 

“In the ten months of the current fiscal year, beginning 
February 1, profits of the company are of such volume as 
to warrant the declaration of the usual extra dividend in 
addition to the regular dividend,” he declared 


—————— 


Extra Dividend Voted by Burroughs 
The Burroughs Adding Machine Company has declared 
an extra dividend of fifty cents a share on the common 
stock, payable January 31 to stock of record January 8. 
The company paid an extra dividend of one dollar a share 


on October 19. 
nie 


Ditto Inc., Denied Shop Rights on Vivid Duplicator 

In a recent Federal Court patent suit, Ditto Inc. vs. 
John J. Flanigan, a decision has been handed down in favor 
of Mr. Flanigan, formerly vice-president of Ditto Inc., and 
now president of Vivid, Inc. 

In the suit, Ditto Inc., sought to obtain shop rights to 
an improved gelatin duplicator, now known on the market 
as the Vivid duplicator. 

This duplicating machine is the invention of Mr. Flanigan 
who is also the inventor of the original Ditto machine. 
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The rights were particularly concerned with exclusive fea- 
tures on the Vivid machine for patents on carriage struc- 
ture and operation, roll conveyor mechanism and automatic 
roll moistener and conditioner. 


——<—_>___— 


Firms in Northwest Usher in New Business Era 

If 1931 is not the finest business year in America’s his- 
tory it will not be the fault of office supply houses of the 
Pacific Northwest. With the dawn of the New Year, of- 
fice appliance firms in that section of the country an- 
nounced an increase in their advertising appropriations 
and strengthened their appeals to lift business from the 
doldrums. 

In Spokane, in Seattle, in Portland, leading office equip- 
ment firms are setting out to prove to each individual 
business man, the value of organizing, systemizing, and 
simplifying his business by introducing better methods 
through the use of more scientific and practical forms and 
equipment especially designed for his particular needs. 

John W. Graham & Company, a house of the “Inland 
Empire,” used a large amount of advertising space in 
January to broadcast the message, “Organize Your Busi- 
ness with Practical Office Supplies for 1931.” Business will 
undoubtedly be aided by following this advice. It is alto- 
gether possible that in many instances the business man 
will have his office supply house and the office equipment 
field in general to thank for lifting his business from the 
slough of despond. 

At Seattle, where Lowman & Hanford have just re- 
ported a very satisfactory business in other greeting cards 
following the sale of Christmas and New Year cards, this 
pioneer office supply house of the Northwest has just ap- 
pointed a new advertising agency to speed its business, and 
tell the business world of its many special aids and devices 
especially stocked and carried for the benefit of the busi- 
ness man. This new advertising campaign, conducted 
through the Altnow-Singleton agency, includes extensive 
use of newspaper space, direct-by-mail activities, the send- 
ing out of folders and manufacturers’ descriptions of their 
products, as well as numerous billboards along the high- 
ways and streets.—C. M. L. 








BURYING DEPRESSION.—Frank J 
Haberle, Allentown, Penna., said 
“Happy New Year!’’ to his customers 
and friends with this unique window 
display At the foot of the cross 
bearing the inscription, ‘‘1930 is Past 

Let us bury depression,’’ are sev- 
eral old model, worn out typewriters 
New Royal machines are at the right, 
on the upgrade toward business pros- 

perity 
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Meetings--Conventions--Dinners 


New York Office Appliance Managers Give Dinner 
to Prize Winning Salesmen 


The annual dinner of the New York Office Appliance 
Managers Association was held at the New York Athletic 
Club, New York City on Monday evening, January 12 
Counting the guests, speakers and others there were fort) 
three persor present 

Che following are the officers for 1931 President, C. | 
Price, Remington Rand Business Service, Inc.; vice-presi 
dent, A. H. Phillips, American Sales Book Company, Ltd 
secretary-treasurer, Walter Strain, The American Multi 
graph Sales Company. These officers and seventeen other 
district managers of important office equipment companies 


constituted the reception committee at the dinner 


Che guests of honor included representatives of most ol 
the leading office equipment concerns and numbered twenty 
person John A. Noonan of the Kee-Lox Manufacturing 
Company, was toastmaster and handled his task ably 
\mong the guests of honor were the prize winners of the 
sales contest. This contest is an annual event at which the 
winning salesmen in the New York City territory during 


, that 1s to say, those who make the largest volum« 


f sale ire awarded valuable prizes This year, ©. B 
Tompkins of The National Cash Register Company, who 
had won for two years, was given a handsome brief case 
\. M. Oppy of The Postage Meter Company, a four-time 
winner, was presented with a gold wrist band for a wrist 
watcl 

\ number of the guests were called upon to make rc 
marks. E. Perkins of the International Business Machines 


Corporation was called upon, this being his last appearanc 
at a meeting of the Office Appliance Managers Association 
has taken a position in th 
third 


winner dur 


because he 


ruest 


executive department of his company. This was the 


appearance of Mr. Perkins—first as a contest 


ing the year, second as a branch manager and finally, his 
reasons just 


third appearancs and farewell because of the 


above stated. In expressing his regret at leaving the or 
ganization, Mr. Perkins referred to the association as the 
social register of this field, embodying its best thought 


He said that the association is true to the great principl 


ot cooperative competition. 

\. M. Oppy, The Postage Meter Company, four times 
winner of the sales contest prize, was asked to give an 
expression of his thought as a prize winner for the fourth 


briefly summed up by saying that he be- 


time. Mr 


lieved what had made his accomplishment possible was em 


( IpPpy 


statement, know your product, know your 


knowledge 


bodied in the 


self and apply the 


C. B. Tompkins, National Cash Register Company, a 
counting machine division, a two-time winner, expressed 
his pleasure at being present and said that even though 


he was a two time winner, it was his intention to come back 
again. 

In turning over the office of president of the association 
to C. F. Price of the Remington Rand Business Service, 


Inc., John A. Noonan, the retiring president, gave a stimu 


lating and encouraging outline of what had been and could 
complished through the work of the association, sum 
in the organization to do the 


ming up by urging every one 


work now which shall outline the picture of what is to be 
Walter 


pany, new re 


Strain of The American Multigraph Sales Com 
tary and treasurer, pledged his support to 


the organization and said that it was a great privilege to 


be associated with the body 


The new vice-president, A. H. Phillips of the American 


Sales Book Company, Ltd., expressed his high regard fon 
the association and its principles, congratulated the prize 
winners and said that he always got more out of the asso- 


ciation than he put into it. It has always been an inspira- 


tion to him 
( H 


4 omipany, 


of The Office Appliance 
Appliances, spoke 
said, in such a group 


Everly, vice-president 
Othce 
Selling, he 


one big subject of interest. It 


publishers of on the 


power of a new impuls« 

as is gathered here, is the 
was, he said, his hope from year to year that he might be 
able to point out some one thing that will generate the 
new impulse and help build for bigger and better things 
with 


for all Constructive selling must go hand in hand 


means filling the need for items 


Last 


constructive buying It 


year, said the 


may not suspect 


that the 


the buyer himsell 


suggestion salesman can 
hat 


has no headlight on where he 1s 


made the 


spe ake r, he 


never be a lightning bus busy insect can see only 


where he has been but h« 


As salesmen we must look ahead 


rome 


Once upon a time there was much virgin territory and 


many new prospects in this territory Today considerable 


part of sales volume must come from customers who feel 


familiar with the products office equip- 


Much of the present buying in this 


they are already 


ment salesmen sell 
field is not created by salesmanship at all, but by circum- 
involved is that of switching 


By circum- 


stances and the only selling 


the order from one manufacturer to another 


stances the meant the realization on the 


speaker said he 
salesman’s cal! 


different 


part of the buyer of a need prior to the 
He suggested the 


method of 


concentrating on a 
omce 


idea of 


presenting the value ol equipment and 


said the speaker, that we present 


office machines. Suppose, 
a simple distinction in measuring values which easily pic- 
tured and once understood by the buyer pave the way 


for substantial increases in buying. This is being done and 


there is no need to develop new methods. It is accom- 


plished by shortening the intervals between the buying of 


and the replacement of existent equip- 


added equipment 


ment. Suppose, for instance, a machine is bought on an 


average of once in four years. If we shorten the interval to 


once in two years, then four years sales are crowded into 


tw This is being done and the speaker insisted that it 
can be more generally accomplished with resulting benefit 


to sales volume. To justify this, there is the need for a 


new standard of merchandising values in the presentation 
of the The omece 


equipment values these appliances in terms of mechanical 


product average user of machines or 


worth and not commercial value. In the light of that belief 
any machine or equipment is good enough so long as it 
will operate reasonably well If, however, we convert 
these buyers into valuing these same machines or equip- 
ment in commercial terms and feel that they are good 


enough to retain only so long as no other machine or 
equipment will operate at a greater effciency or saving, 
then we have accomplished a long step in the direction of 
The in this is that users 
of office machines and equipment do not save the cost of 
The 


cost is paid out many times on the installment plan instead 


increased sales true significance 


replacement or additional equipment by not buying it. 


of in a lump sum by reason of excess operating costs, 
added office help and other such obvious increased ex- 
pense items which should be easily located and pointed out 
by the salesman who really is equipped for selling. It is 
not a mere question of machines or equipment being out 
Value must be figured on the basis 
Let us sup- 


of date mechanically. 
of earnings, not on the basis of investment. 
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pose, for instance, that A Company invests $250,000 in 
plant and equipment. That is mechanical value. Let the 
company earn six per cent net on $250,000 invested and the 
commercial value will thus equal the mechanical value but 
if it earned only three per cent net, while the mechanical 
value does not change, the commercial value has dropped 
to $125,000. Conversely, let it earn ten per cent net on the 
investment and the commercial value of the plant equals six 
per cent interest on $400,000. Your investment of $250,000 
mechanical value is returning six per cent on $400,000 meas- 
ured from the commercial value standpoint. The question 
is not one of operation mechanically, but it is whether the 
equipment is commercially efficient or not 

If the prospective customer can with other equipment 
vet better returns with the same effort, then he pays 
whether he buys or not, and the salesman can prove it 
Machinery and equipment are created not to save labor 
but to save time, for labor is bought on a time basis. If 
one can turn out $1000 worth of work with 1000 time hours 
of labor, he has done one thing: if, however, he can turn 
out $1000 worth of work with 500 time hours, he has more 


than doubled his earnings, other factors remaining con 
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torian and essayist, Thomas Babbington Macauley, made 
in the trying times of 1830—one hundred years ago. 

Following the address of Mr. Everly, Retiring President 
Noonan introduced C. F. Price, president-elect, as a true 
executive. 

Mr. Price, responding, expressed regret at the absence 
of a number of the past presidents who had expected to be 
present. These included Charles H. Reed, Ernest J. Ferris 
and Charles A. Snyder, all of whom sent messages regret- 
ting their inability to be present. President Price ex- 
pressed his regret at the retirement of Mr. Perkins from 
the organization, but congratulated him on his rapid ad- 
vancement in the organization with which he is connected. 
Mr. Price referred to the job of 1931 as being a selling job 
and suggested carrying to the executives of the organiza- 
tion the slogan, a salesman’s year. He forecast a year of 
successful reconstruction and said that to accomplish the 
real aim and purpose of the organization he would require 
the full support of the members at every meeting. 

Mr. Price then introduced James H. Rand, Jr., chair- 
man of the board of directors of Remington Rand, Inc. He 
said that Mr. Rand has a two-fold interest in the associa- 
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NEW YORK OFFICE APPLIANCE MANAGERS AND WINNERS 


OF SALES PRIZES DINE JANUARY 12 AT NEW YORK. ATH- 


LETIC CLUB Likenesses of the following gentlemen will be observed at the head table: John A. Noonan, center, president during 
1930; at his left is C. H. Everly of Office Appliances; on Mr. Everly’s left is Walter Strain of The American Multigraph Sales Com- 


pany, and secretary-treasurer of the New York Office Appliance 


Managers Association; at the left end of the table is C. R. Fox 


of the Dictaphone Sales Corporation. At Mr. Noonan’s right is James H. Rand, Jr., Chairman of the Board of Directors of Reming- 
ton Rand Inc. To the right of Mr. Rand is A. H. Phillips of The American Salesbook Company, Ltd., and at the right end of the 


table is Carol Lyttle of the 


stant. Let us stop trying to argue men into buying new 
equipment and new machines because the new is better 
than the old, simply because it is new. But let us sell the 
commercially efficient idea based on the ground that the 
time of securing final results is shortened and a saving 
is effected that means returns for the expenditure in ex- 
cess of the expenditure itself. 

Buyers without the proper presentation do not know 
the things we know from our knowledge and experience 
and will not credit the facts until we present them force- 
fully and logically. The construction of a presentation 
from the commercially efficient standpoint will always in- 
ject a new impulse into sales, afford an increase of volume 
through creating sales, and there will be found less com- 
petition from this angle than from the price angle used to 
switch an order from one company to another. The quick- 
est way to go down hill is to accept the methods of yester- 
day as good enough for today. 

The speaker concluded by quoting some remarkable 
Statements in a prophetic vein by the great English his- 


Dictaphone Sales Corporation 


tion. First, because of his connection with the office appli- 
ance industry and second, because of his interest in New 
York City and his sympathy with the New York managers 
because Mr. Rand himself was a New York manager some 
twenty years ago. Mr. Price then gave a brief review of 
Mr. Rand’s success and his achievements. 

In response, Mr. Rand expressed in pleasing terms his 
pleasure in being in contact not only with the New York 
managers but with the most successful salesmen of the 
year. He told a bit of history concerning his coining of 
the Kardex name which is associated with his original per- 
sonal venture in this field. He paid a graceful tribute to 
the 1930 prize winners particularly because the year 1930 
was a tough one in which to make records. The speaker 
forecast an uphill climb in 1931 but said if the men engaged 
in selling would work intelligently and industriously, then 
the Christmas checks of 1931 will be such as to bring them 
joy and happiness. Mr. Rand pointed out that we reached 
the top in the business world in 1929 and that what he 
could foresee from the light of past experience, he believed 




















52 OFFICE APPLIANCES 
that toward the end of this year we will be well on the the arrangements for the dinner and the evening’s enter- 
next climb upward. He paid a handsome tribute to his tainment, was called upon. Associated with him on the 
personal friend, the president of the United States, recom- committee were James T. Stewart of the W. S. Gilkey 
mending that we all eliminate gossip and face facts in Printing Company, Mr. Eismann, and C. E. Cyphers of the 
judging conditions. Business will be as good as we make Brandt Automatic Cashier Company The committee had 
it. Intensive cultivation is needed. Let us pull our coats purchased attractive leather portfolios for the high quota 
off and go to work and by fall of 1931 business will be salesmen, on which their names were embossed in gold. 
coming as we want it The winners were as follows: L. G. Norgren, Addresso- 
In closing, Mr. Rand said that we will all succeed in graph Company; K. K. Graham, Brandt Automatic Cashier 
proportion to the intensity of our desire to succeed Company; N. E. Fugate, Dictaphone Sales Corporation; L 
: : > \. Petit, W. S. Gilkey Printing Company; K. B. Peters, 
Chicago Office Appliance Managers Have Annual Marchant Calculating Machine Company; R. W. Richards, 
Dinner Nelson-Eismann Company; A. Muesing, The Postage 
On Friday evening, January 9, the Chicago Office Appli- Meter Company; Ned Leighte, Sunstrand Adding Machine 
ance Manawers’ Association met at the Medinah Athletic Company; H. J. Brown, International Business Machines 
Club for a dinner, which is expected to become an annual Company; G. W. Hayes, The Todd Company; S. J. Duffy, 
event. In effect, it was a dinner and party to the salesmen Underwood Typewriter Company, and F. B. Schrader, 
who had established the highest percentages of quota dur Visible Records Equipment Company 
ing the last three months of 1930 An interesting contest was put on after the dinner, the 
After an elaborate meal, President Ray Drum addressed following articles being presented in the order and to the 
the group briefly, telling of the founding of the association persons named: Telechron clock, to K. K. Graham of the 
in October, 1923, by A. E. Blackstone of the Dictaphone 3randt Automatic Cashier Company; electric two-waffle 
\NNUAL DINNER OF THE CHICAGO OFFICE APPLIANCE MANAGERS ASSOCIATION TO TOP SALESMEN OF LAST THREE 
MONTHS OF 1930 This event took place at the Medinah Athletic Club on the evening of January 9 Following are the names and 
mnections of those whose likenesses appear in the picture. Beginning at the left and reading around the table to the right: R. B 
Drum and G. W. Hayes, The Todd Company; J. T. Stewart and L. A. Petit, The W. 8S. Gilkey Printing Company; K. B. Peters and 
D. R. Cooke, Marchant Calculating Machine Company; C. L. Hayes and H. J. Brown, International Business Machines Company 
(Tabulating Machine Division) ; L. G. Norgren and A. W. Bauer, Addressograph Company; F. P. McCarthy, Vivid, In« A. Geddis, 
Bircher Company; A. F. Trevor, Visible Records Equipment Company; J. A. Gilbert, Office Appliances; A. Muesing and W. A 
Dixson, Postage Meter Company; 8. J. Duffy and G. W. McClellan, Sr., Underwood Typewriter Company ; Ned Leighte and Philip N 
Sea, Sundstrand Adding Machine Cémpany; K. K. Graham and C. E. Cyphers, Brandt Automatic Cashier Company; R. W. Rich 
ards and W. Ei ann, Nelson-Eismann Company; N. E. Fugate and A. E. Blackstone, Dictaphone Sales Corporation 
Sales ¢ ition: E. A. Kalkhurst, at that time Chicago iron, to Mr. Stewart; gentleman’s traveling case, to Mr 
manager for the Burroughs Adding Machine Company; Drum; five-dollar gold pieces, one each to R. W. Richards 
Frank M. Boughton, American Multigraph Sales Com-_ of the Nelson-Eismann Company, and W. A. Dixson of The 
pany; John R. Scherm, formerly western district manager Postage Meter Company. 
for Amberg File & Index Company, and the late C. D The dinner and the party which followed made up a 
Worthington, who for many years served as Chicago man most enjoyable evening. The program committee received 
ager | the Addressograph Company Mr. Drum was _ the cordial thanks of the association for devoted effort and 
elected membership a few weeks later. He related the successful achievement 
purposes of the association, which are to elevate the ethics a 
f the industry as opportunities are presented: the discussion 
f problems of mutual interest, and the promotion of fel- New Orleans Stationers Plan for Work of 1931 
lowship among the members. Mr. Drum listed the presi At a meeting of the executive committee of the Sta- 
dents e association who, besides himself, include Mr tioners Association of New Orleans held on January 12, 
Blackstone, the first president; Mr. Kalkhurst, Mr. Bough plans were discussed about organizing sub-committees 
ton, Daniel Payne, formerly with Line-a-time Company; under the general convention committees 
William | inn of Nelson-Eismann Company, and C. L. It was decided to hold a big dinner meeting later on, 
Haye International Business Machines Corporation. In inviting the ladies, who will be expected to serve on com 
closing he explained the reason for the dinner and the con mittees. Plans will be submitted by Chairman Leftwich 
test wl eded it and presented to the executive committee at a near date. 
Mr. Blackstone, chairman of the committee which made The January meeting was held at Alfred’s restaurant, 
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DINNER GIVEN TO DR. GUSTAV MEZ AND MR. ERICH MEZ OF THE MERCEDES BUROMASCHINEN-WERKE A. G. OF GER- 


MANY BY MR. P. D. WAGONER, PRESIDENT OF THE UNDERWOOD ELLIOTT FISHER COMPANY, AT THE METROPOLITAN 


CLUB, NEW YORK CITY, ON MONDAY EVENING, JANUARY 


12.—Beginning with Mr. Wagoner, who is seated at the left of the 


fireplace between the guests of honor, and reading around the table counter clockwise we observe that the following were present: 


P. D. Wagoner, Dr. Gustav Mez, M. 8. Eylar, G. W. Campbell, 
Lynch, S. A. Neidich, L. E. Lentz, O. Sundstrand, A. R. King, W 


H. A. Foothorap, L. G. Julihn, F. U. Conard, C. Stevenson, H. 


F. Helmond, C. R. Strohm, 0. Thieme, C. 8S. Duncan, E. R. 


Baines and Erich Mez 


228 Bourbon street, on January 13. There were sixteen 
present. 

Mr. and Mrs. James Campbell of the National Blank 
Book Company of Boston, and Mr. Norris, Southern sales 
representative of the same company, were the guests of 
the association 

The meeting was largely devoted to discussing the com- 
ing National Stationers convention 

wet 
Chicago Woodstock Branch Fetes Managers 

January 7 members of the Chicago branch staff of the 
Woodstock Typewriter Company, home office executives 
and members of the general sales staff met at Hotel 
LaSalle, and partook of a fine dinner. The meeting was in 
the nature of a farewell to F. H. Morse, manager of the 
branch organization eight years, and a welcome to W. A 
Mooers, who has succeeded Mr. Morse 

Mr. Morse returns to Detroit, where he has become 
manager for the Royal Typewriter Company, Inc. This 
is a homecoming, for Mr. Morse had been manager at 
Detroit in the past. His splendid record with that organiza- 





tion includes service abroad as managing director of the 
Royal interests at London. 

Mr. Mooers joined the Woodstock organization in July, 
1930, as assistant sales manager. He has spent more than 
twenty-five years in the typewriter field; twenty years of 
that time he was connected with another typewriter manu- 
facturer in various capacities, including the management 
of several important branches. His managerial ability has 
been demonstrated on many occasions, and it is expected 
confidently that the onward march of the Chicago Wood- 
stock branch will continue in quickening cadence. 


ee 


Rocky Mountain Travelers Elect Officers 

The Rocky Mountain Travelers Club, with headquarters 
at the Albany hotel in Denver, has elected the following 
officers for 1931: President, Charles E. Robinson of The 
Wahl Company; vice-president, A. V. Crush of F. S. Web- 
ster Company; treasurer, Hugh Allan Shields of The Rust- 
craft Company, and secretary, George A. Thompson of 
the P. F. Volland Company. 


READING AROUND THE FESTIVE BOARD AT THE DINNER OF THE CHICAGO BRANCH, WOODSTOCK 
TYPEWRITER COMPANY.—Left foreground, Edward Dean, W. J. Spence, H. J. Long, Harry Hodder, Geo 
Gunnison, Arthur Williams, Geo. M. Hubbard, F. H. Morse, 8. D. Wakefield, J. M. Hackney, W. A. Mooers, 
J. F. Swahlstedt, Wm. Cooper, Carl Youngberg, W. J. Fish, E. J. Boland, G. C. Marley; Standing at Right- 


Reginald Crane, A. V. Grove, Harry 


Temple, Jas. Koca, M. M. Bailey 
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Conklin Salesmen Make Ready for Nineteen 
Thirty-One 


he Conklin Pen Company f Toledo, Ohio, is entering 
t! f 1 tl vear with an augmented sales force, a new 
ind i ~ p c ntended vreatly to extend 
rl Conklin annual sales convention held in Toled 
st week lecember brought salesmen and 
from all parts of the United States. Over 
irkets were represented by the dominant factors in 
Conklit extensive export sales organization. New prod 
u wert esented, one being a new type of fountain pen, 
( Enduragraph, featuring a new and entirely 
att aevi1 
l I EK mers n, sales manawver, introduced rour new 
(Conklin salesmen, wl have joined the Conklin domesti 
iles staff. William R. Pitts, Jr., will represent the com 
iny in New York state; E. J. Bradley in Chicago; A. E 
n Montana, and Harold E. Madden, who has been 
’ Conklin salesmen in various territories has been 
promoted to a regular territory and will be permanently 
iated in lowa and southern Illinois 
Cor n 1930 business was described as eminently en 
iragi by ( B Mathes Vice president and general 
naw ¢e 
oa 


hicago Typewriter Dealers Talk Advertising 
gular monthly meeting of the Chicago Typewritet 


A sso k place in the 


Che re 


lation to Old Town room of 


CONKLIN SALESMEN DINE Mem 
bers of the organization of the 
Conklin Pen Company of Toledo, O., 


followed a recent sales conference 

with a dinner on the occasion of 

which the accompanying photograph 
was taken 


t Kline offered to 


1f advertising in certain media, Presider 


make further investigation and report his findings at the 
next meeting \ plan to bring the association and its 
members before the public was submitted It was sug- 
vested that blotters be used with the code of ethics and 


association emblem imprinted on them, also the individual 


dealer’s business card imprinted thereon. Sample blotters 


will be sent by Secretary Kinnisten with the price pet 


thousand and dealers are requested to order whatever thei 


requirements may be. The plan will tie up nicely with the 
association emblem displayed by dealer members 


Mr. Terry 


expressed the 


Underwood portable representative for Chi- 
cago, regrets of Jack Wolle who is ill in a 
hospital at Des Moines, Ia. Mr. Wolle’s illness prevented 
the holding of a special meeting at which he was to be host, 
on Friday, January 9. The members expressed sympathy 


and best wishes for Mr. Wolle’s 


voiced the hope that he will be able to meet with the asso- 


speedy recovery and 


date It is understood that his physi- 


able to be out the 


ciation at an early 


cians expect him to be first week in 
February. 

The next meeting will be a gala affair sponsored by th« 
Woodstock Typewriter Company 


The meeting adjourned at 9:10 P. M 


i 


Sales Conference of Royal Typewriter Men 
During the 1931, the 


gers and special representatives of the Royal Typewriter 


week of January 5, district mana 


Company dealer organization met in the home office in 
New York City to lay plans for the coming year. 

included A. J. Newlands, 
England states and Eastern Canada; W. W 
Middle Atlantic 


uutheastern states; 


district manager 


The group 
wr the New 
district 


Joseph York, 


Ramet manager of the states; 


district manager of the S 








the Sherman hotel, Chicago, on January 20. President 
Kline occupied the chai After the reading and approval 
f the minutes of the previous meeting, the secretary pr 
nted thi de of ethics of the National Association which 
vere there upon idopted as the ethical code of the Chicago 
\ss ation \fter some general discussion on the value 
ROYAL TYPEWRITER COMPANY'S 
DEALER EXECUTIVES AND FIELD 
MEN MEET IN NEW YORK CITY 
Left t right standing William 
Frat } stant to W Ss Mont 
gome Mr. Rudnick, District Man 
ager for Branches; Field Men 
Ramer, Pal and 


Messrs. Parker 
, Strohbecker, assistant to 

Mr. Mont ery: W A. Metzger, Ad 

vertising Manager 

eated Bilderback and 

Newlands, Field Men; J. H. Forshay 

‘ tant Secretary WwW S Mont 
t r Sales Manager; M. V 
Sales Manager \ 

W. Barlow, Western Sales Manag 

W. J. Christie, Credit Manager; Mr 

McDor gh, Field Mar 
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J. L. McDonough, district manager of the Middle Western 
states and Central Canada; Tom W. Parker, district man- 
ager of the Southwestern states, and M. E. Palm and 
Boyce Bilderback, special representatives. F. W. Hustedt, 
district manager of the Western states and Western 
Canada could not be present due to an urgent business 
schedule 

The men met with W. J. Montgomery, dealers sales 
manager, in a series of conferences lasting a full week 
The group was addressed by A. W. Barlow, Western sales 
manager of the company and M. VY. Miller, Eastern sales 
manager. Conferences were held with Mr. Christie, credit 
manager; Mr. Metzger, advertising manager, and Mr 
Stonehouse, manager of the school department 

All territories were considered in detail and plans were 
laid for a considerable increase in sales for 1931. The 
scheduled increase is a compliment to Royal dealers and a 
challenge to their ability to carry on the good work. 

One day was spent at the factory at Hartford, Conn., 
where the men were shown the methods and procedure in 
the manufacture of both the standard and portable Royal 


machines. They were entertained at the plant by C. B 
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House of Higgins Gives Golden Jubilee Dinner 

On Thursday evening, January 8, Charles M. Higgins 
& Company, Inc., of New York City, gave a golden jubilee 
dinner on the occasion of the completion of a half century 
of successful business. This dinner was given in honor 
of the members of their business family whose loyalty 
has made the success of the company possible. 

The event occurred in the Grand Salon of the Hotel St. 
George, New York City. During the dinner and through- 
out the evening, a fine orchestra played for dancing. The 
menu was done in red and gold. On one page it showed a 
letter-head of the company fifty years ago and below one 
of the present letter-heads of the company. Another page 
gave the stockholders of the company, legal counsel, ad- 
vertising counsel, financial counsel and subsidiary corpora- 
tions and the employees in order of their seniority, headed 
by John E. Gavin, general manager, who began employ- 
ment in 1880 and has since retired. The oldest employee 
in point of service is Mary Mullaney, superintendent of 
the filing department, who began her work with the com- 
pany on October 6, 1888. The oldest person among the 











F | 





DINNER IN CELEBRATION OF THE GOLDEN ANNIVERSARY OF CHARLES M. HIGGINS & COMPANY, INC., IN THE GRAND SALON OF THE 
HOTEL ST. GEORGE, NEW YORK CITY, JANUARY 8, 1931 


Cook, vice-president in charge of production, and other 
factory executives 

\ full day was devoted to the company’s advertising 
plans for 1931. The discussion included ways and means 
of assisting dealers to take the best advantage of the Royal 
advertising both over the radio and in publications. Sev- 
eral demonstrations of the standard Royal typewriter wer« 
made for the benefit of the district managers so that they 
in turn would be better able to assist dealers to properly 


show the machine to customers 
—_ “a 


Commercial Stationers of Toronto 

The Commercial Stationers Association of Toronto, 
Canada, held an interesting meeting on Thursday, January 
15. The meeting resolved itself into a round table discus- 
sion on various subjects of interest to the members 

This meeting was followed by a luncheon meeting on 
Thursday, January 22, in Room G of the King Edward 
hotel. This meeting was addressed by P. J. Cherry, secre- 
tary and assistant manager of the Might Directories, Ltd., 
who spoke on the subject of Business and Advertising 
Mr. Cherry is recognized as an authority on his subject 
and gave some worth-while information to members of 
the association. 


There was a good attendance at the meeting 


men still active as an employee is A. C. Helfenstein, west- 
ern sales representative, who began his work on January 1, 
1900 as a very young man. 

All of the stockholders, directors and officers of the 
Higgins Company, together with all employees with one 
or two exceptions, were present. 

A. C. Helfenstein, western traveling representative of 
the ink line, made the trip from Chicago with Mrs. Helfen- 
stein, especially for the occasion. 

—_——@——— 
San Francisco Typewriter Men Meet 

The January meeting of the San Francisco Typéwriter 
Dealers Association was held on Wednesday, January 7, 
instead of on the third Wednesday of the month, which 
is the time prescribed for holding monthly meetings. It 
was decided that the association may take any action it 
wishes regarding rental cuts made by non-members. It 
was unanimously voted not only to meet the cut, but to 
advertise a lower rental rate to the end that those who 
cut rates may see the error of their ways. 

The topic was discussed in a lively fashion and there was 
no time for any other business at the meeting. 

The next meeting of the association will be held on Feb- 
ruary 18. 

(Turn to page 128, please, for more Meetings and 
Dinners News) 
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NATIONAL ASSOCIATION NEWS 


Information Concerning the Activities of The National Stationers Association 








OFFICERS: 
E. Clifton Wilson, Houston, Tex., president; C. B. Mathes, Toledo, Ohio, first vice-president; C. A. Netzhammer, Milwaukee, 
Wisc., second vice-president; V illiam E. Ward, New York, N. Y.. third vice-president; Phil Webster, San Antonio, Tex., 
fourth vice-president; C. A. Stott, Washington, D. C., treasurer; Fletcher B. Gibbs, Oak Park, Ill., auditor: Charles P. Garvin, 


W ashington, D. C.., secretary-general manager. 


Regional Governors and Retail Directors 


No. 1 George W. Pratt, Miami, Fla; Sidney B 
J. L. Fairbanks Company, Gassenheimer, Mercantile 
Boston, Mass.; D. D. Mac Paper Company, Mont- 


donald, Bradley & Scoville, gomery, Ala. 
Inc., New Haven, Conn. No. 5. William R. Diehl. 
No. 2 Clarke L. Hunger- Diehl Office Equipment 
ford, Hungerford & Card, Company, Columbus, 
Binghamton, N. Y.; C. V. Ohio; Harry J. Koehn, 
Sinisgalli, Utica Office Gregory, Mayer & Thom 
Supply Company, Utica, Company, Detroit, Mich. 
N. Y 


No. 6. August Hunn, H. H 
No. 3 Charles W. Honey- — B yg Bye 


well, Deemer & Company, 
Wilkes-Barre, Penna.; 
Oken H. Spencer, Spencer 
Stationery Company, Ches 
ter, Penna 


No 4 
seth Stationery 


Stevens, Stevens, Maloney 

& Company, Chicago, Il. 
No. 7. . O. Davis, Miller- 

Davis Company, Minne- 

apolis, Minn.; B. J. Bris- 
Arne Skagseth, Skag tol Koch Bros., Des 
Company, Moines, lowa. 


General Office and Information Bureau 


Place of the Next Annual Convention 


Dates of Meetings Scheduled 
Che National Stationers Association has given out the 
following dates of scheduled meetings for February, March 


April. 


and early 


Meeting of Regional Governors and Retail Regional Di- 
rectors, Washington, D. C., February 6 and 7 
Meeting of Executive Committee, Washington, D. C 


February 7 


First Regional District, National Stationers Association, 
Pratt, governor, 


Boston, Mass., February 9 and 10; G. W 
and D. D. Macdonald, retail regional director. 

Boston Stationers Association and banquet of the Con 
necticut Valley Stationers Association at Springfield, Mass., 


February 11 


Annual banquet of the Capital District Stationers Asso 
ciation, Albany, N. Y., February 12 
Regional District No. 13 will hold a meeting at Mon- 


treal, Canada, on February 16; W. Ed 

and P. F. Grand, retail director. 
Regional District No. 9, Dallas, Texas, March 19 and 20; 

Lee Coleman, governor, and Henry Dorsey, retail director 
Regional District No. 8, Lincoln, Nebr., March 23 and 24 


George Hausam, governor, and William Schmiederer, re- 


tail director. 

Fifth District Toledo, 
March 26 and 27; William R. Diehl, governor, and Harry J 
Koehn, retail director. 

Third Regional District, March 30 and 31, Wilkes-Barre, 
Charles W 
Spencer, retail director 

Second Regional District at Binghamton, N. Y., April 
1; Clark L 
tail director 

Regional District No. 14, New York City, April 6; W. L 
Jaques, governor. 

Regional District No 


Stationers will meet at 


Penna., Honeywell, governor, and Owen H 


Hungerford, governor, and C. V. Sinisgalli, re- 


4, Miami, Fla., April 8 and 9; Arne 


Skagseth, governor, and Sidney B. Gassenheimer, retail 
director 

Sixth Regional District at Milwaukee, Wisc., June 15 
and 16; August Hunn, governor, and George O. Stevens, 
retail director 

Regional District No. 7, Minneapolis, Minn., June 18 





Dawson, governor, 


Ohio, 


No. 8. George Hausam, lamy Company, Denver, 
Hutchinson Office Supply Colo. 
& Printing Company, No. 11. 
Hutchinson, Kas.; William born-Niles-Armstrong, Ta- 
Schmiederer, Buxton & coma, Wash. 

Skinner Printing & Sta- No. 12. Charles R. Barry 
tionery Company, St. Charles R. Barry Com- 
Louis, Mo. pany, ae y rametece. 

No. 9. Lee Coleman, E. L. Calif.; Howell D. Melvin, 
White & Company, Fort yy pO eae 
Worth, Tex.; Henry Dor- , — ‘ 


Irving Niles, Lam- 


sey, The Dorsey Company, No. 13. W. Ed. Dawson, 

Dallas, Tex. Dawson Bros., Montreal, 

Canada; P. F. Grand, 

No. 10. William Mason, Grand & Toy, Ltd., To- 
Out West Printing & Sta- ronto, Ont., Canada. 


Colo- No. 14. W. L. Jaques, 
Jaques & Company, Inc., 
New York, N. Y. 


tionery Company, 
rado Springs, Colo.; L. R. 
Kendrick, Kendrick-Bel 


525 Investment Building, Washington, D. C. 


New Orleans, La. 


Pp: & governor, and B. J. Bristol, retail 


director. 
Regional 


and Davis, 
District No. 11, Seattle, Wash., June 25, 26 
and 27; Irving Niles, governor. 

Dates have not yet been set for Regional District No. 
Francisco, nor for Regional 


12, which will meet in San 


District No. 10, which will meet in Denver 
i 


Eighth Regional District 
In another item announcement is made that the eighth 
regional district will hold its meeting at Lincoln, Nebr., on 
March 23 and 24. Headquarters will be at the Hotel Lincoln. 

Governor George Hausam informs us that the meeting 
will really start on Sunday, March 22, which date will be 
devoted to a golf tournament, a tea for the ladies, a buffet 
luncheon, etc. The work of the convention will begin on 
Monday morning. 

R. D. Latsch of Latsch Brothers, Inc., Lincoln, lieutenant 
governor and host chairman, has held meetings with the 
stationers of Lincoln, who, with the Chamber of Commerce, 
the Shrine Club, golf clubs and various other civic clubs, 
are giving fine cooperation. 

Governor Hausam and his associates extend a cordial 
invitation to all manufacturers, members of the Midwest 
Travelers and all dealers and others, whether members of 
the N. S. A. or not, to attend the convention. 

The eighth district 
Nebraska, Missouri and Arkansas. 

—__—=<>——— 


comprises the states of Kansas 


Regional District 13 

As announced in another item, the meeting of the thir- 
teenth regional district of the National Stationers Associa- 
tion will take place on Monday, February 16, at Montreal, 
under the leadership of W. Ed Dawson of Dawson Broth- 
ers, Ltd., regional governor. It is expected that President 
Clif Wilson of the National Association and General Man- 
ager Charles P. Garvin will be present 

Governor Dawson says that the dealers in the thirteenth 
district are getting together in good shape and he feels 
confident that the sixteenth of February will be a red letter 
day in the annals of Canadian association activities. 
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| MIGHTIER THAN THE PEN 




































































Ideas that can be turned into sales are at top pre- 



















































































mium today. One of the speediest means of turning 




















thought into action is this greatest of all Mimeographs. 
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Duplication, swiftest and most accurate duplication, that 








makes available copious thousands of copies of letters, 
bulletins, market data, illustrated folders, charts, etc., 
within the hour, is a need of the hour. Here is industry’s 
quickest known method of putting your idea in the hands 
of the man it must work with. Mightier than a thousand 
pens! No moment lost, no delays later to be regretted. What- 
ever can be typed, written or line-drawn this new model easily 
completes in record time—and privately. Let us show you how 
it will save and sell for you. Write A. B. Dick Company, 
Chicago, today or ‘phone branch office in any principal city. 


See the Mimeograph trademark heading in classified directory. 
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SAMSON 
TABLES ere 
rigid they are 
built to serve a long life 
of hard usage. But there are 
other points of superiority 


Let us tell you how other 


many 

others. 
dealers have built successfully and profit- 

ibly with them .. let us send you 


Write Mutschler Brothers 
Nappanee, 


our catalog. 
502 Madison 


Co 


Indiana 


Street 
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It is interesting to note that the thirteenth district is the 
largest district of any in the National 


Mountains to tl 


\ssociation, extend- 


e Atlantic Ocean and 


ing from the Rocky 


from the International Boundary to somewhere in _ the 
vicinity of the North Pole. Mr. Dawson assures readers 
that they must not run away with the idea that most of 
the stationers’ business in that district is done with Indians 
or Eskimos, although the products of the industry do find 
their way into the most remote places. He extends a 
cordial invitation to stationers south of the line to attend 
the meeting. 
> 
Boston Stationers to Dine 
[The Boston Stationers Association will hold its forty- 


third annual banquet on Monday evening, February 9, at 
the Hotel Statler, Boston, at 6:30 P. M. Members, guests 
and their ladies are invited to attend this interesting dinner. 


Dancing will be a feature of the evenine’s entertainment. 
> 
New York Stationers Association Celebrates an 
Anniversary 


completion of sixth 


the 
the 


Commemorating the twenty 


their activity as an organization, members ol 
York Stationers Association dined and danced at 
Astor, New York on Wednesday evening, 


The chef outdid himself even by Hotel Astor 
in the spirit of which all 


year ol 
the New 
the Hotel 
January 21 
standards, and the entertainment, 


City, 


the diners joined, was no less delightful than the meal. 
Louis C. Geils, president of the association and toast- 
master for the evening, “sang his swan song” as president 


of the organization. He expressed his appreciation of the 


privilege he had enjoyed of having served his fellow sta- 
tioners for the last three years The position, he said, 
had brought him into personal contact with the members 
of the association and had been the source of lasting 


inspiration to him 

As the principal speaker of the evening the toastmaster 
introduced the Hon. A Moore, 
New Jersey, who received a ovation 
e challenged 


Harry former governor of 


hearty In his stir- 


member to 
To 


seve ral 


each 


inspirational address | 
exhaust the 
thought, he 
Americans, who, of lowly 


ring, 


opportunities of his business illustrate 


cited the successful 


examples ot 
birth and limited education, ex- 


the 


hausted the opportunities ot their original iobs and became 


leaders in their respective lines of endeavor. Mr. Moore’s 
message was timely and encouraging, and was received 
with enthusiasm. 

Charles P. Garvin, general manager of the National 


Stationers Association, referred to his contact with the 


at the national capital, and cautioned the men in this 
their for 


life 


industry to maintain and advanc« organizations 


the protection of the industry and of individual busi- 


their 


nesses, and not to wait for legislation to achieve ameliora- 


tion of all evils. 
William E. Ward, 


Associa- 


made by 


National 


Appropriate remarks wer 


third vice-president of the Stationers 


tion; Jack Appelbaum, president of the Retail Stationers 
Association of New York, and W. L. Jaques, regional 
governor of the Fourteenth District of the National Sta- 


Association. 


tioners 
Whenever the course of events took a too serious turn, 
the ready humor and flashing wit of Mr. Baker of Bay 


relieved the tension 
the 


Ridge, L. L, 
followed and the reporter heard 


entertainment 


Dancing speeches, 


many comments in praise of the evening’s 

and the fine work of the association officers and the En- 
tertainment Committee headed by that veteran in the 
work, Edward Gash, and assisted by Messrs. Hanna, Stein, 


Rogers, Van Alst and O'Connell 
As the members and their ladies filed into the dining 
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Two views of Corona’s new combina- 

tion case—above, Coronafilled, a neat 

companion for fine luggage; below, 
packed for the week-end. 


“{/ “ORONA’S new case has created a stir in a quiet type- 


writer market’...“It is a real sales booster”...these and 
similar reports are coming from dealers all over the country. 
This good-looking bag, which has to a large extent re- 
placed the little black box which formerly carried Corona, 
has a triple sales appeal—its appearance, its usefulness, 
and, of course, the fact that it carries Corona—a machine with 
an unmatched record of 22 years of leadership in the 
“portable” field. 


As a carrying case for Corona it makes an appropriate 
companion for the finest luggage; when Corona is left home, 
the new Corona combination case makes a splendid light- 
weight, neat, overnight bag. 

Join the rank of sales getters! Display Corona’s new case 
conspicuously! Get your share of Corona profits! 


L C SMITH & CORONA TYPEWRITERS 


DEPT. 328 


51 MADISON AVENUE, NEW YORK CITY 
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Nowhere Else! 


There are TWO especially interesting lines, available 

through Shaw-Walker, which you can get nowhere 

else. Both are profit-makers; both distinguish you 
from the ordinary office equipment retailer. 


1. 


The new Skyscraper Desk is so entirely new that your 
customers will nearly always prefer it against any wood 
desk or ordinary steel desk. It is a steel-foundation, or- 
ganized desk with a roll-edge top. A trial order will con- 


vince you that it sells! 
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» Built Like a 
eemaper’ 


» 





The Fire-File is the only safe-insulated filing cabinet available 
to the retail trade. It is a super-file, with all insert combinations, 
insulated exactly like the famous Shaw-Walker line of Executive 


Safes. 





Surely it is worth your while to investigate these 
two money-making lines, which you can get nowhere 
else in the industry. Write us, or send the coupon. 
We will send you a complete explanation of the Shaw- 
Walker franchise,—how you can make money selling 
Shaw-Walker to the business public of your city. 


GHAW-WALKER 


TO SHAW-WALKER COMPANY, 
Muskegon, Mich. 

Please send me complete information on the Shaw-Walker franchise, with no 
obligation to me. 
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room and took their places they discovered at every plate 
a handsome bronze medallion, presented by Charles M. 
Higgins & Co., in commemoration of the fiftieth anniver- 
sary of the founding of the company. 
—  —— —— 
Columbia Executive Florida-Bound by Plane 

W. E. Drake, a director of the Columbia Ribbon & Car- 
bon Manufacturing Company, Inc., with headquarters at 
the New York office, 305 East Forty-fifth street, chartered 
a private airplane to fly to Clearwater, Florida. 











MR. AND MRS. W. E. DRAKE OF THE 

COLUMBIA RIBBON & CARBON MANU- 

FACTURING COMPANY, AND PART OF 

THE AIRPLANE THAT CARRIED THEM 

TO CLEARWATER, FLA., ARRIVING JAN- 
UARY 7 


Mr. Drake, accompanied by Mrs. Drake, spent a two 
weeks’ holiday at the Florida resort. The Drakes plan to 
return to New York by the same plane. 

3 EE 

Alvah Bushnell Company Takes New Quarters 

in New York 

The Alvah Bushnell Company, manufacturers of red 
rope envelopes and Vertex file pockets, announce the re- 
moval of their New York office and stockroom from 31] 
to 434 Broadway, corner Howard street, one half block 
above Canal street. 

Complete office facilities have been provided for visiting 
Stationers. Larger stocks will be carried for the benefit of 
New York City trade. 

ee 
Carlisle Calendar a Utility 

The annual calendar of A. Carlisle & Company, Upham 
& Rutledge, Inc., San Francisco, Calif., is distinctively a 
utility. It is printed on light board, with the calendar for 
1931 on one side, and that for 1932 on the other. The days 
of the week appear in black, while the serial for each year 
is indicated by a smaller number in red. This type of cal- 
endar is defended vigorously by the bookkeeper for the 
convenience it affords. 

ss 
McWilliams to Represent Carter’s at Chicago 

John A. McWilliams had been appointed representative 
at Chicago, Evanston and Milwaukee by The Carter’s Ink 
Company. He succeeds George Slater, who has been 
transferred to a southern territory. Mr. McWilliams had 


been representing the Robinson Reminder line. 
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SPEED#FASTENERS ARE PERPETUALLY GUARANTEED 








FASTENER 


REGISTERED U. S. PAT. OFF. 





Close These Sales! 


People in your vicinity know 
Speed Fasteners. Some are 
experiencing the satisfactory 
perfection of mechanical per- 
formance in their use. The 
smart eye-taking design har- 
monizes with their office 
furnishings. You have but to 
show Speed Fasteners and 
demonstrate their many 
points of superiority to pro- 
duce a highly profitable re- 
turn. 

And to help you sell them— 
the new Speed Fastener 
counter display offers a 
scintillating and striking color 
background for the new No. 
9 which gives 250 staples at 
one loading, and the “Babe.” 
Prominently displayed in 
your window or on your 
counter it will multiply turn- 
over and profits. 

Put this new combination to 
work for you—it's FREE 
with an initial order of the 
No. 9 Speed Fastener. Write 
for complete information. 
We have a real money mak- 
ing proposition for you. 


“Babe” $3.00— 


$3.50 west of Mississippi. 












Temporary and 
permanent 
Fastening. 





Model 13 
$6.50 


with half-inch 
staples. 





‘(PARROT 


SPEED FASTENER 


CORPORATION 
388 Broadway 


NEW YORK 





SPEED FASTENERS ARE PERPETUALLY GUARANTEED 
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PASSED AWAY 
The 


Captain Owen Alexander Burtner 


a 
| n A st %y t U r 4 t Captain Owen Alexander Burtner, for a number of years 
J in the typewriter business, died in Pomona, Calif., last 


month 











For many years Captain Burtner conducted a typewriter 


office ele eine | nea ne en See 


also agent for the Royal. Ten years ago the Captain and 





. — ] Mrs. Burtner moved to Pomona, Calif., where he engaged 


in the same business 











THE LATE CAPTAIN OWEN ALEXANDER 
BURTNER, from a photograph taken sev 


eral years ago 


...and every 


Captain Burtner is survived by Mrs. Burtner, one son, 
ffi s A * W. L. Burtner of New York City; four grandchildren and 
@ ice in merica two sisters. He was born in Muscatine, la., in 1861 He 


was a member of the Elks Lodge and of Knights of 


Pythias, having been on the roster of the latter for nearly 


- 
hfity years His military title came through service in 
the Oklahoma State Militia 


. : . , . For the past six years Captain Burtner had been in 
Walk into any office and you walk into a lucrative, 
potential market for rugged, easy-rolling, easy-turning | |... ...., 

Bassick office chair casters. W hen you overlook Bassick = 


poor health, being confined to his bed since February of 


floor protection equipment, you overlook steady new =_— : ; O. 4. Br er 
. . . ; i He passmg if Captam . 4. Huriner, we lose that whic 
profits. Add it to your stock and youadd mew business. | *. Sord to | ; 
° ° ° © ° ione cana wd to tose, a Jriend, 
Bassick double-action ball-bearing casters never rege : 
° - . m e eee Just twice we met ( aptam Burtner. Once, enroute to Cal 
stick, bind or fall out. They provide easy mobility and =eay nog 
. “we. i . ° ruta fifteen years ago, when by prearrangement he shower 
floor protection. They give years of enduring service. ~yt . ” a bolt I = , 
- < . nt . . us 1OouNguerque m twenty miinuics uring 1 hal wur sto 
Take advantage of this attractive opportunity for ergs Pha pd 
° a ry . a tere ! thrilling ride in an auto, through and around the little 
new business and profits. When you sell Bassick Cast- gap tage in Hil es 
. . cuy. <1 dash ot ic rhe i wWnway for a vict yy tmipressive 
ers, NoMar Rests and Desk Cups, you sell yourselfand ‘°° _ 2a wea ae ee n 
¢ ¢ andscape vcturn just m time for the conductor's call of “. 
your concern more strongly to your customers. Be my! : sagt oe 
23 aboard And again a few years later for a pleasant hour in 
Write today for information on ue eum bene 


this complete line. 
But our real acquaintance with Captain Burtner was through 


Ss " ~~“ Cae 4 ‘: . . ’ . ° 
THE BASSICK COMPANY correspondence started some years before. In which his letters 
Bridgeport, Conn. disclosed his attitude toward life and revealed his appreciation of 
He cherished the sentiments from which have 





Branch Offices in New York City, N. Y.. frue values a 
Grand Rapids, Mich., Evansville, Ind.. sprung some of life’s sweetest illusions. We are grateful for 
» Iphia, Pa., Atlanta, Ga., Chicago , : . ae 
rolneagae . " having had his friendship. 
NoMAR RESTS BASSICK Desk Cups a ‘ 

For the legs of chair and Both round and square Pax vobiscum—Captain—E. J. 

tables. They dr nm like = models. Protects floors 

an Spread ght of from sharp edge f desk re ls rl 

frm ture pro OF $ or table legs. Anide 1S- 

and carpet va aaatih teteeaataien J. P. Duncan 


“For 35 years the buy-word for fine casters and furniture rests’ James P. Duncan, age 75, retired St. Louis stationer, died 
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Put your 


eustomers’ 
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eves to work... for yout 


YOU'VE got countless items in your store. If you 
tried to put on a sales talk about even a tenth of 
them to every customer you'd have to double your 
sales force, and you’d be as unpopular as the 
traditional long-winded barber. 

But you can put your customers’ eyes to work 
for you! You can buy goods packed in cartons of 
top-notch display value. You can arrange them so 
that a customer, intending to buy one or two items, 
will be attracted to — and buy — four or five! 

For many years Oakville has realized that a 


OAKVILLE-AMERICAN PIN DIVISION 
SCOVILL MANUFACTURING COMPANY, WATERBURY, CONNECTICUT 
Thumbtacks, Tak-a-pin, Etc. 


Pins, Clips, Fasteners, 
NEW YORK CHICAGO 


Oakville 


retailing problem as difficult and complex as that 
of the stationer requires a// the help the manufac- 
turer can give. So every Oakville product is pack- 
aged to sell itself as far as possible. Every Oak- 
ville product is a live item in your store. And the 
line is featured by such outstanding novelties as 
the patented Tak-a-pin, which sells like wild-fire. 

The Oakville line of pins, clips, fasteners, 
thumbtacks and kindred products is complete. 
Write for prices and samples, and descriptions 
of Oakville’s unequaled merchandising assistance. 


OAKVILLE -AMER!CAN 
PIN DIVISION 





SAN FRANCISCO 


wes 77 
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tj 
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BETTER CABINETS MAKE FORK BIGGER SALES—AND PROFITS 





Full Accessibility 


Not only does A-S-E offer you one of the most complete 
lines of steel cabinets, lockers and unit shelving on the 
market—but consider the strong selling points which 
these construction features give to you—and what they 
mean to your customers in the way of permanent satis- 
faction. 


1—Full length, panel reinforced doors hung on hinges which 
swing them entirely clear of the frame, as shown above. 
Facilitates putting in and removing of supplies. 

2—AIll cabinets constructed of selected steel throughout. 

3—Rabbet strips around the door frame and between the doors 
make A-S-E cabinets dust and vermin proof. 

4—tThree point latching device with strong cabinet lock. 

5—Sliding domes on base to permit easy moving. 

6—Shelves adjustable on 11/2” centers without the use of tools. 

7—Durable hand sprayed lacquer finish over baked enamel base. 

8—Available in a wide variety of colors. Dark Green standard. 





These are a few of the many advantages detailed in the 
new catalog showing the complete A-S-E line. Write 


“4 


Janitor’s Cabinet 

for your copy today. 

Electrotype Cabinet 

All-Steel-Equip Com pany 
Incorporated 


600 GRIFFITH AVE. AURORA, ILL. 









Tabulating Ma- 
chine Card Cabinet 


Competitively Priced 


Unqualified Guarantee 
Liberal Discounts 


Desk High Cabinet Prompt Shipments 
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suddenly on January 6, in his apartment at Stoneleigh 
Court in Dallas, Texas. Mr. Duncan and his wife came to 
Dallas .in the fall to live in the same city with their 
daughter, Mrs. John D. Mitchell, Jr. Besides his wife, Mr. 
Duncan is survived by three sons, Robert Duncan of St. 
Louis, and Andrew and James Duncan of New York City, 
and a daughter Mrs. Mitchell. The body was sent to St. 
Louis for burial. 
Hk oh 
Geo. A. Eakins 

The Atlanta stationery and office appliance trade has 
been saddened by the death of George A. Eakins, manager 
of the Atlanta office of the Burroughs Adding Machine 


Company. 


Mr. Eakins was born in Warrenton, Va., and was a 


graduate of the University of Pennsylvania. He was 
accounted an authority on the accounting machine industry. 
He was forty-six years old and a member of the Masonic 


| 
| 


Order, Rotary International and the Atlanta Athletic Club. | 


—J.H.R. 
rs re Be 
Carl H. L. Flintermann 

Old timers in the adding machine field will recall with 
interest the name of Carl H. L. 
gret his untimely death, which occurred at Jackson, Mich., 
on January 18. Mr. Flintermann was fifty-four years old. 
At the time of his death he was president of the Wilcox- 
Rich Corporation. He resided at Birmingham, a suburb of 
Detroit, and went to Jackson the previous day, where he 
registered at the Hayes hotel. His body was found the fol- 
lowing morning. 

Mr. Flintermann was chairman of the pressed steel divi- 
sion of the war industries board during the World War. 

In 1905 Mr. Flintermann joined the staff of the Universal 
Adding Machine Company, where he did good work for the 
organization. As general manager of the company he was 
instrumental in building up an efficient sales personnel. 
Under his direction the business grew and he remained as 
general manager until the company was taken over by the 
Burroughs Adding Machine Company several years later. 
His more recent activities have been in other fields. 

He was apparently in good health, and his demise came 
as a great shock to relatives and friends. 

Tm 
Edwin L. Burroughs 


Burroughs, son of the founder of the Bur- 


Y 
> 
r 


Edwin L 
roughs Adding Machine Company, passed away at his 
home, Los Angeles, Calif., January 8. Ten years ago he 
retired from active business, and moved from his home at 
LaCrosse, Wis., to Los Angeles. He was sixty-five years 
old. Surviving are his widow; a son, Frederick S. Bur- 
roughs; his mother, Mrs. W. S. Burroughs; a sister, Mrs 
J. C. McLachlin; and a brother, Herbert S. Burroughs. 


Y Y 


« « 7) 
s 


Lewis D. Woodruff 

Lewis D. Woodruff passed away at St. Petersburg, Fla., 
in January. He was the father of Miss Cora Woodruff, 
secretary of the Chicago branch of the American Number- 
ing Machine Company. Survivors in addition to Miss Cora 
are Harry, George, Florence, Pearl Ringland and Eliza- 
beth Lamb 

Interment was at Chicago, with Masonic services by 
Lincoln Park Lodge No. 611 

= a — 
A Calendar with Football Motif 

A poster calendar, showing the national champions of 
1930 in football, has been received from the Reliable Type- 
writer and Adding Machine Corporation of Chicago. This 
gives pictures of all the members of Notre Dame football 
team in action, beginning with Coach Rockne himself. In 
the center panel is a poem by Grantland Rice, entitled, 


Flintermann and will re- | 
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Your business can STARVE 


on this hand-to-mouth feeding 


if you don’t BALANCE 


the diet! 





You can work like Hell 
and be Johnny-on-the-spot 
But you can’t make money 


on the goods you haven't got 


DON’T REDUCE STOCKS too strenuously in an effort 
to keep them slim. Being “out of stock” induces busi- 
ness anemia. Merchandise on the shelves is the nour- 
ishment of which sales are built. 

Customers come in and ask for a specific item. “Sorry, 
we haven't just that. But this is practically the same 
thing...or I can order it and get it to you this week...” 

Excuses! They irritate customers. They slow up sales. 
They lose business. 

Slim, alert, active stocks—that meet demands instant- 
ly—are what you need. In pens, penholders, and a few 
fast-moving specialties, Esterbrook will gladly size up 
your needs, prescribe balanced stocks, help you cut 
overhead and increase business. 

Make a point, now, of looking up your pen situation. 
Keep a balanced stock of Esterbrook Pens with styles 
to meet demands. Concentrate on this standard line 
for rapid turnover. The basic idea is—get a small stock, 
and keep it up, of the numbers you’re now wasting time 
on by ordering RUSH. Booklet on Pen Merchan- 
dising is available free to help you increase your sales. 
Just ask us for it! 


ESTERBROOK PEN COMPANY, CAMDEN, N. J. 


Gstertiook 


PENS 


KEEP A BALANCED STOCK OF THEMI 

















Sell Your Customers 


SANO 


Typewriter Pads 


Every office with one or 
more typewriters is an imme- 
diate prospect for Sano Type- 
writer Pads. They promote 
office quiet, increase efficiency of 
operator and save the machine 
itself. 

Every typist who uses a Sano 
Typewriter Pad is most en- 
thusiastic in praise of its merits. 
Office heads declare it invaluable 
in reducing noise and increasing 
office efficiency. 


Sano Typewriter Pads have a 
metal surface with felt cushion 
one-half inch thick, absolutely 
sanitary—readily cleaned. 


Kasily installed, fits every type 
of desk and all makes of Type- 
writers. Special type for noise- 
less machines. Thousands al- 
ready in use. Sano Typewriter 
Pads sell on sight—generous 
profits for you. Pad for stand- 
ard typewriter retails at $2.50; 
noiseless pad at $3.00. 


Write for Dealer Proposition 


SANO Typewriter Pad Co. 
2nd National Bank Bldg. 
Wilkes-Barre, Pa. 


Dpt. 36 
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“The South Bend Simoon.” Below that is a cartoon by 
Howard Richey and Homer Newell, showing “Krazy Kat,” 
as Notre Dame, conducting a full orchestra of birds repre- 
senting defeated colleges. 

The calendar part is at the extreme lower end 

a en 
Thal Celebrates Fifteenth Anniversary 

Ellis M. Thal, district manager for the Dictaphone Cor- 
poration at Detroit, was the recipient of congratulations 
from his many friends throughout the country in the Dic- 





E. M. THAL 


taphone organization on his fifteenth anniversary with the 
company 

Mr. Thal began as salesman in Detroit in 1916 and later 
was made western Michigan manager and district man- 
ager at Buffalo, going to Detroit in 1922 

Archie Gibson Arranges Cruising Trophy 

Archie Gibson, a Chicago salesman many years for The 
Oliver Typewriter Company, and later with Holbrook & 
Gibson, was the leading spirit in the donation of a racing 
trophy as a memorial to the late George O. Clinch, promi- 
nent yachtsman, Commodore Clinch was a pioneer advo- 
cate of cruising among Chicago yachtsmen, holding that 
after a windjammer knew his Lake Michigan, he should 
explore further into Lakes Superior and Huron. 

During the last seventeen of the forty years that Com- 
modore Clinch cruised the Great Lakes, Archie Gibson 
was his sailing partner on the steel yawl, “Arcadia.” The 
commodore passed away late last year, and his friends, 
under the guidance of Archie Gibson, arranged a memorial 
in the form of a perpetual cruising trophy. This is a per- 
petual trophy, to be sailed for by the cruising division of 
the Chicago Yacht club’s long distance regattas. It is to 
be kept in continuous competition 

The trophy was designed by O. J. Wallace, and executed 
under the direction of Emil Zettler, of the Art Institute 
Conventional ideas of the design of such a trophy were 
abandoned. The Clinch trophy represents the designer's 
interpretation of the “Arcadia” cruising the waters of the 
western lakes; the four winds, the sea and the science of 
navigation. These themes are worked out in the substruc- 
ture. On the top is a model of the “Arcadia,” close hauled 
on the starboard tack. The trophy is of silver through- 
out, with the burgee of the Chicago Yacht club on one side 
and Mr. Clinch’s private yacht signal on the other 

acai 
Kirch Affiliates with R. A. Fife Corporation 

Joseph Kirch has joined the R. A. Fife Corporation, 
Mamaroneck, N. Y., as manager of a special office appli- 
ance department, recently organized to sell equipment di- 
rect to users. Mr. Kirch has had a broad experience in 
the field, calling on the trade for the Yawman and Erbe 
Manufacturing Company, Rochester, N. Y 
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Stand By the Good 
They Will Stand 


A summary of the past year’s business in 
the office supply field discloses some highly 
interesting and pertinent facts. 








It reveals that there was a marked tendency 
on the part of consumers to purchase only 
such items of equipment and supplies as 
were essential to the smooth and economical 
operation of offices. 


Over-the-counter items such as_ folders, 
guides, transfers, box files, trays and card 
index supplies were in much stronger de- 
TtITT mand than high-priced specialties. 


TT ; “- 
— Luxurious Chinese rugs, with all the 
Rell trimmings, tor the president’s suite, sold 
in greatly diminished volume. 


Departments handling the ‘‘robots’’ of busi- 
ness at no time found it necessary to put 
in extra hours to fill orders, so far as we 
have been able to learn. In other words, 
dealers who stood by the good old stand- 
bys found that these good old stand-bys 
were faithful to them. 




















This bears out a contention that we have 
made time and time again during the past 
five years; namely, that by far the most 
profitable merchandise a dealer can handle, 
in good years or bad, is merchandise that 
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By You? 


has “‘use appeal’’ and sells readily over the 
counter, without huge stock investment 
or elaborate demonstration. 


Such merchandise will be found in the new 
Weis Catalog for 1931, a directory of bus- 
iness needs that is chock-full of “‘use ap- 
peal’’ and in constant demand with business 
and professional offices, large and small, 
throughout the land. 


Such merchandise will help you forcibly 
to meet any unlooked-for condition that 
may present itself during the months ahead. 
It is merchandise that meets the quality 
demand at low prices, with a good net 
profit to the dealer. 


It takes up but little room in the store, 
and, owing to large reserve stocks at the 
factory, can be handled with a reasonable 
investment. 


Most important, it is merchandise that you 
can sell without competing with the factory 
or any factory-owned retail store. 


The Weis Manufacturing Company 
162 Union Street - Monroe, Mich. 


New York:—A. H. Denny, Inc. Chicago:— Associated Stationers Supply Co 


566 Broadway Quincy and Jefferson Sts 











Points 


of 
Weis 
Service 





A complete line of wood, 
fibre board and paper 
supplies. 


Merchandise backed by 
liberal dealer-helps. 


A well made line moder- 
ately priced because of 
large production and wide 
distribution. 


A line sold through legiti- 
mate independent dealers 
only. 


~- VN = 


A centrally-located factory 
adjacent to 20 great rail- 
way systems. 


yi 


Most orders shipped from 
reserve stocks within 24 

0 hours of the time they are 
received. 


7 No minimum requirements 
on orders. 














Wis 


STATIONERS 
CATALOG 


31 


Will Soon Be Ready! 





A complete index to quick-selling, profitable office sup- 
plies and equipment. A revised edition, containing 
many new items recently added to the line. 
Attractively illustrated, with many pages in color. 
Even though you are not handling Weis Products 
you are more than welcome to a copy when ready. 


The Weis Manufacturing Company 


Monroe, Michigan 
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» + « « « @s Others See Us 
This advertisement is No. 6 in a series of testimonials from America’s Leading Dealers 








Located in Los Angeles and San 
Francisco, Schwabacher-Frey are 
known as an outstanding office 
equipment house, not only on the 
Coast but by the trade generally 


throughout the country. The fact 
thal a firm so large and progressive ee ber) 
should appreciate fully the possi- 
bilities in ribbon and carbon 
business, should suggest to other 
4 3 
4 x 
CHWABACHER-Frey Co. say: 
> e 


dealers the serious consideration 
and study of this all-important 
rE 


class of merchandise. 


















STATIONERY Co, 


736 SOUTH BROADWAY 





LOS ANGELES, CALIFORNIA 


August 2nd, 19 


















Mr. A. B. Ho 
Columbie_ Ribbon & Carbon Mfg. Co., 
Glen Cc eS, L. Ze N. Ye 









Holmes: 









We feel that the Columbia plan of sales 
cooperation as evidenced by the assistance which 
you have given us in building our carbon and 
ribbon business is one of the most definitely con- 
structive plans used by any of the manufacturers 
who are our sources of supply. 


Comme ndation of Columbia 
Sales Coo pe ration and Co- 
lumbia Merchandise is N A- 
TION-WIDE in Scope. 









Your willingness to cooperate in every 
way to meet the requirements of our trade and to 
assist our personnel in acquiring greater knowledge 
of your products and its sale, impresses us as being 
a definite contribution by a manufacturer to a 
retailer, and we congratulate you upon this service 
and your splendid attitude. 


TO store is too large or 
| Ntoo small to use the 
flexible, profitable Colum- 
bia Sales Plan—to sell 
Columbia quality typewriter 
ribbons and carbon papers 

to reap the gratifying 
profits which they create 
and increase. 

Write, NOW, for details 


of this unique plan, and for 
actual proof of its worth. 















Yours very truly, 





SCHWABACHERCEREY COMPANY, 







WF I/bdm 















COLI | MBI TYPEWRITER RIBBONS 
AND CARBON PAPERS 

~ = g COLUMBIA RIBBON & CARBON MFG. CO., Inc., Main Office and Factory, Glen Cove, L. L.,N. Y. 
\\Giarenen) V/ Branches and agencies in all principal cities of the United 
PT Tara States; also Toronto, Mexico City, London, Madrid and Milan. 
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THERE US a DIFFERENCE IN TYPEWRITER RIBBONS AND CARBON PAPERS 


Leading Dealers Everywhere Will Tell You! 
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. all find the Remington Portable 
exactly suited to their requirements. 
Special characters for every professional 
and business need. Keyboards are avail- 
able in almost every foreign language or 
in combinations of English and other 
languages. 





It’s this many-sided utility plus dura- 
bility and easy, efficient operation that 
makes the Remington Portable the ac- 





cepted leader ... and it’s what creates 
new business. . . new profits for you. 
Investigate available dealer franchises 
today. 


Portable Typewriter Division 


Remington Rand 


BUSINESS SERVICE 


BUFFALO, NEW YORK 
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SALM AG UN D 
The Field in Retrospect 


Paragraphic Bits About the Office Equip- 
ment and Supply Activities of the United 
States in Years Past 





[From The American Stationer, February, 1881 
Absorbed by Office Appliances) 
Fifty Years Ago 

A Baltimore stationer had received the contract for im- 
pression copy books from the Baltimore and Ohio Rail- 
road Company. 

The National Blank Book Company expected to be in 
possession of its new building at Holyoke, Mass., by May 1 

Thefts from stationery stores in those days were gen- 
erally of steel pens. Nowadays the fountain pen and me- 
chanical pencil stock is the subject of attack. 

{From The American Stationer, February, 1906 
Absorbed by Office Appliances] 
Twenty-five Years Ago 

The Marshall-Jackson Company, Chicago, laid plans to 
move from Monroe street to Clark street. A lease had | 
been signed for the location at 26 South Clark street, be- 
ginning May 1, 1909. 

Ralph B. Wilson, of the C. S. & R. B. Company, was | 
married at Burlington, Iowa, to Miss Bessie Dibble, of Los 
Angeles. 

The Ellis Adding Typewriter Company was preparing to 
build a factory at Jersey City, N. J. 

The Schooley Stationery Company, Kansas City, Mo., 
had increased its capital stock from $20,000 to $30,000. 

{From Office Appliances, February, 1916] 
Fifteen Years Ago 

“Place of Rebuilt Typewriter in Business” discussed the 

relative position of this merchandise in the typewriter field, 


and considered the elements which constitute a rebuilt 
machine. 
“Farmer Future Buyer of Office Appliances” suggested 


the sales possibilities in farming communities. The pro- 
gressive farmer is businesslike, and can use business ma- 
chines effectively. 
It required six pages to tell of the usual grist of annual 
dinners the 
throughout the United States. 
The story of the House of Eberhard Faber was narrated, 


given by various stationers’ associations 


with illustrations of its several factories. 

Roy Simpson, who had been with the Marshall-Jackson 
Company at Chicago, had joined the Sanford Manufactur- 
He was assigned to the Florida territory. | 
—~o—__—_ 

Dictating Machine Flew to Governor 

The the Mississippi 
modeled and redecorated on the advent of the new gov- 
ernor, Theodore G. Bilbo. A Dictaphone had been in-| 
stalled previously, finished in black. Mrs. Lulu Wimberly, 
private secretary to Governor Bilbo, declared that the 


ing Company. 





offices of governor of were re- 


black was incongruous in an office finished in blue, so a| 
Dictaphone finished in blue was ordered from the Atlanta 
branch, and dispatched by airplane. 
viasnineialiliaaiaiaciiil 
Unorthodox Heraldry 
The last municipal election at Chicago brought into of- 
fice a number of new judges. A Democratic committee- 
man ordered fountain pen desk sets for the victors on his 
ticket from a State street department store. Unfortunately, 
the clerk who filled the order picked sets with elephant 
Statuettes. 
until the committeeman could replace the Republican sym- 
bol with the donkey associated with Democratic prowess. | 


Some caustic comment issued from chambers, | 
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More Than 35,000 Leading 
Banks and Business Firms Use 
LIBERTY FILES 


BOVE are shown five representa- 

tive vaults equipped _ with 
LIBERTY Storage Files. The complete 
list of LIBERTY users includes a large 
percentage of the largest banks and busi- 
ness organizations in the country. Here 
are the reasons why they have selected 
LIBERTY Files for their storage filing 
and transfer work, 





Strongly 
rein forced—they 
give unlimited 

service 


1 Highest quality materials are used 

—water-proofed, corrugated fibre 
board — reinforced with adhesive 
cloth tape. 


Patented structural advantages cov- 
ering methods of reinforcement and 
closing cord and tension button, No 
tying is necessary, Spillage impos- 
sible. 


LIBERTY FILES are shipped fiat. 
They are instantly set up and open 
wide for filing or reference. 


2 


Fasten securely 
no tying 


Standard sizes are in stock for every 
storage filing and transfer need. 


LIBERTY Files cut storage filing 
and transfer costs—many users say 
50% to 75% or more. 


DEALERS WANTED 


Rated stationers or office supply firms 
who are not now handling LIBERTY 
Files are invited to send for a FREE 
sample file and our sales proposition. 
Many who have sold LIBERTY files for 
the past few years are finding them, for 
the capital invested, one of their most 
profitable lines. 


Simply clip and mail the at- 
tached coupon. No obligation. 





Easily labelled 
—strips free 


They are shipped 
to you collapsed 





BANKERS BOX COMPANY. INC. 
536-538 S. Clark St., Chicago, Il. 


Please send FREE sample LIBERTY File and your proposition 


to rated stationers. No obligation. (Bona fide users are also in- 


vited to send for free sample.) 


pil! Perr rire re ° 
ADDRESS 2. nc cccvccscctvccccnccscstessseceeesennes Eoeccedes 
ATTENTION OF .......cccccccccsccccccccccccecscscssceses 
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NEW IDEAS IN 
DESK EQUIPMENT 


measuring up to the Fox 
Standard of high quality 


New merchandise—new designs—are the dealer’s valuable aid in build- 
ing up his sales. The Fox principle of producing high grade office items 
only, makes it simpler to close the sale. 





All Wood 


Desk Trays 


with cover 
The Fox Wood Desk Tray with cover is made of the highest grade ma- 
terial and can be furnished in six different colors: oak, mahogany, blue, 
Finished to represent leather. 


175C Letter Size 
No. 176C Legal Size 


No. 


walnut, green or red. Felt bottom. 





Above, No. 1110 


All Linoleum Desk Pads Below,’No. 1111 


Both styles in two sizes, 20x36 and 24x38 inches, green or brown lino- 
leum, felt bottom. These all linoleum pads have no leather or imitation 
end panels. The embossing on No. 1110 is directly on the linoleum. 
The stripe on No. 1111 is gold tooled. Both styles have the effect of 
end panels, colored in contrasting colors. 





dealers everywhere. 
Send for 


in high standing among 
Long, satisfactory service to customers assures repeat business. 
descriptive folder. 


Fox desk accessories are 


GEO. E. FOX & COMPANY 
319 W. Ohio Street CHICAGO, ILLINOIS 


A. H. Denny, Inc., 356 Broadway, New York, Eastern Wholesale Dis- 

tributor; Western Wholesale Stationers, 228 Los Angeles St., Los 

Angeles, Calif., Pacific Coast; Associated Stationers, Inc., Jefferson and 
Quincy Sts., Chicago 
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“Mimeograph” Dealers Visit A. B. Dick Plant 

A number of dealers and dealers’ salesmen of the A. B. 
Dick Company have visited the “Mimeograph” offices at 
Chicago within recent weeks. 

J. E. Feeley, head of the Springfield Office Supply Com- 
pany, Springfield, Mass., spent a week at Chicago studying 
sales and process. 

Harold Warner, of the Office Equipment Company, Des 
Moines, Iowa, made the rounds at the general offices. He 
was accompanied by H. C. Hadley, of the same retail or- 
ganization. 

Wm. E. 
Company, Marquette, Mich., 


Kepler, of the Upper Peninsula Office Supply 
took a course of training in 
sales and process. 

Mr. Lawton, of Carlson Bros., Moline, Ill, spent 
some time at “Mimeograph” headquarters, absorbing in 


Inc., 


spiration. 

Robert Mould, of Millington Lockwood, Buffalo, N. . 
devoted a week to training in sales and service. 

Mr. O'Toole, of the C. F. Cody Company, Dubuque, 
lowa, visited the general offices of the A. B. Dick Company. 
He had been called to Chicago to attend the funeral of his 
brother. 

— 
What Is War Without a Typewriter 

“The Lancer” is a column of topical comment in The 
Los Angeles Times. Harry Carr, the conductor, who tilts 
a mean lance at times, printed the following a short time 
ago: 


. * * 


Frederick Funston was one of the finest soldiers in the 
history of our army but he never would have gotten to 
first but newspaper 


reporter named John Steele, who afterward was on The 


base for a long, lean, middle-aged 


Times. He made Funston famous. 
There was a bitter and sarcastic joke 
went like this: 
Commanding general: 
attack?” 
Funston: “No, sir.” 


in the Army. It 


“Gen. Funston, are you ready to 


Commanding general: “Anything the matter with the 


infantry?” 
Funston: “No, sir; infantry, cavalry and artillery all 
ready.” 
Commanding general: “What's the matter, then?” 


Funston: “John Steele is changing a typewriter ribbon.” 


> 
Fire Calls Recorded on Dictating Machine 
The Seattle Fire Department has had more or less 


trouble in replying to alarms telephoned to headquarters 


Citizens are not always accurate in giving the location of 
To enable the officers to trace the cause when ap- 


a dictating machine 


the fire 
paratus is sent to the wrong address, 
is placed in circuit with the telephone instrument through 
which the calls reach the department. Thus there is an 
accurate record of the alarm, and in case the wrong address 
was given by the citizen reporting, he can hear for himself 
what he said when telephoning fire department headquar- 


ters 


— —— ~— -- 


American Furniture Mart Governors Elect 
The board of governors of the American Furniture Mart 
held its annual meeting at Chicago, January 13. The late 
George M. Petrie, Cadillac, Mich., was succeeded as chair- 
man of the board by Oscar Klamer, of the Klamar Fur- 
niture Company, Evansville, Ind. Frank O. Huffman, of 
the Drexel Furniture Company, Drexel, N. C., was elected 
vice chairman of the board. 
William H. Wilson, vice president of the American Fur- 
niture Mart, was re-elected secretary and treasurer. 
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MO ... to the N* degree! 


Offices of Eclipse Aviation Corporation, East Orange, N. J. 


wer! 


Business today demands office equipment that will stand the gaff . . . 
and yet be modern . . . efficient and pleasing. 


aoe 


YOU ... as a SECURITY Dealer . . . would represent steel equip- 
ment specialists . . . an organization that is in step with the parade 
of progress. 


Many opportunities are available. Investigate today the SECURITY 
Franchise which may be open in your territory. 


STEEL EQUIPMENT CORPORATION 
AVENEL, N. J. 
. R Branches: NEW YORK, NEWARK, BOSTON, CHICAGO, NEW HAVEN, PHILADELPHIA 
Security 
Steel Products 


Safes O 
Shelving 
Bookcases 

Filing Cabinets 
Desks and Tables 
Storage Cabinets 

Transfer Cases 

Waste Baskets 

Planned Equipment 


Send for 


cn OFFICE EQUIPMENT 


SRS CR LE OE 
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THE WINDOW 
Siekort and Baum Stationery Store, Milwaukee, Wis. 


lay 


i? Three Money Makers _ : 


Stafford Siekert 7 


The Man... the Window...the Machine... are 
three Business Builders. An up and going merchant, 
a well dressed window, and the Automatic Pencil 
Sharpener form a partnership that can't be beat. 





der 


pat 
The big sharpener is a Dexter, the Aristocrat of all fac 
hand-feed sharpeners. The sign on the window floor is 
surrounded by a half gross of sharpened pencils and 
reads: “These Pencils were sharpened in this Automatic 
Sharpener— Every Point Alike— Sharpener Stops Auto- 
matically when pencil has perfect point. No Waste.” 





Results from this concentrated display doubly repaid 
for the time and expense necessary to prepare it. 





S 
Write to the Automatic Pencil Sharpener Co. for details and plans of tint 
this and other windows that have demonstrated strong pulling power. c. , 
In selling all “Apsco”’ models, don't fail to explain -_ 
AUTOMATIC PENCIL SHARPENER COMPANY that ““Apsco”’ Cutters are deeply undercut and ground 
to a razor edge—"’They don't scrape—they cut”’— A 
CHICAGO «+ ILLINOIS and sell each customer a sharpener for use at home. how 


Bra 


arstO : 


AUTOMATIC PENCIL SHARPENERS © cs 
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Direct Mail Display at Chicago 

A traveling display of direct mail advertising campaigns 
was shown at the Hotel LaSalle, Chicago, January 14-16, 
under the direction of the advertising council of the Chi- 
cavo Association of Commerce. Special prominence was 
viven to the elements of campaigns by the Addressograph 
Company and the Autopoint Company. A number of 
other campaigns were shown in portfolio form, including 
contributions by the Art Metal Construction Company, The 
National Cash Register Company, Strathmore Paper Com- 
pany, Rag Content Paper Manufacturers, Globe Register 
Company and United Autographic Register Company. 

Displays of processes and machinery were made by sev- 
eral manufacturers of this field. These included the Ad- 
dressograph Company, The American Multigraph Sales 
Company, A. B. Dick Company, Hooven Typewriters, and 
the Multicolor Sales Company, Chicago. The latter dis- 
play included the Auto-Typist, Multicolor press, Set-O- 
Type machine and Serv-O-Type supplies 

noseliiitiiianinah 
Pan-American Trade Mark Treaty Adopted 

The Pan-American trade mark treaty has been ratified 
by the United States Senate. This treaty, which provides 
for mutual protection of registered trade marks, was 
drafted at the Inter-American Trade Mark convention held 
at Washington, D. C., in February, 1929 

The treaty provides for the establishment and mainte- 
nance of an international trade mark bureau. The opera- 
tions of the bureau will aid in abolishing the unauthorized 
registration of the trade marks of one national in other 
countries without his consent and assistance. Cases oc- 
curred rather frequently in which the trade mark of a 
United States manufacturer, not protected by registration 
in some one of the Latin American countries, would be 
registered by a citizen of the latter country. Unless the 
lawful owner of the mark could interfere in this registra- 
tion, he was helpless in the country in question, and in 
order to enjoy the use of his mark, he would have to make 
his peace with the individual who had caused it to be reg- 
istered in his own country. 

House Organ Philosophy 

A stock of sympathy for others’ feelings pays big divi- 
dends.—The Coach (published cooperatively by the 
Boorum & Pease Company, Eberhard Faber Pencil Com- 
pany, C. Howard Hunt Pen Company and Sanford Manu- 
facturing Company). 

2 ¢ 8 

In nearly every field of business enterprise the first man 
on the scene has a great advantage over his competitors 

The “Y and E” Idea (Yawman and Erbe Manufacturing 
Company) 

* * * 

And now they’re telling the one about the Scotchman 
who saw a sign, “Free Air,” and blew out all his tires 
It’s Said and Done (Dictaphone Sales Corporation) 

* * * 

Some people are born great, others make themselves 
great, and the rest of ’em grate upon others.—Smith-Corona 
Sales News (L. C. Smith & Corona Typewriters Inc.). 

* * * 

An interesting and popular form of solitaire is figuring 
how rich you'd be if you'd stayed single—Bramwords (The 
Bramwood Press). 

* * «* 

Advice given in the midst of a crowd is loathsome.— 
Uncle Dick in the Berloyalist (The Berger Manufacturing 
Company) 

* * * 

The best way to fix a flat tire is to leave her home.—The 

Office Cat (The Richmond & Backus Company) 
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Better Business Aids 


TATIONERS who are striving to 

simplify their buying, and thus 
reduce their overhead—turn with re- 
lief to the ‘‘M&V’’ line because of 
its completeness. 





Each ‘‘M&V’”’ brand of Typewriter 
ribbons and carbon paper is Stand- 
ard in its elass, representing the 
highest quality possible to furnish at 
the price. ‘‘M&V’’ products are the 
most outstanding on the market and 
are proven best aids in establishing 
a profitable and permanent type- 
writer supply business. 


A new illustrated catalog is now 
ready for distribution. It is an ex- 
cellent guide for all dealers who are 
eager to sell their customers only se- 
lected ribbons and earbons that will 
produce best results and give great- 
est service. Every condition can be 
met and every requirement filled 
from the ‘‘M&V’”’ line. 

Write today and receive with the 
eatalog and price list, complete in- 
formation regarding the tested and 
practical ‘‘M&V”’ direct-by-mail ad- 
vertising plan. 


MITTAG & VOLGER, INC. 


Principal Office and Factories, PARK RIDGE, N. J. 
Agencies Throughout the World 
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SUPERBRAND 


SUPERBRAND folders are distinctly superior 


SYSTEM 
FOLDERS 
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and much stronger than the ordinary file folder. 


PARK BRAND folders are priced unusually low 


and will help you to win some of those big orders 


that so frequently go elsewhere. 


Hundreds of dealers are selling these two grades 
and developing a larger and more profitable folder 


business. 


Why not do likewise? Send for samples and quo- 


tation. 


Imperial Methods Co. 


Western Wholecale Stationers, Ltd. Gerard D. White Ear! H. Prentzel 
228 S. Los Angeles 580 Market St 1859 Greenwood 123 S. Broad St. 


St 
Los Angeles 


FOREST PARK, ILLINOIS 


San Francisce Ave.. Far Rocka- 
way, N. Y. 


Philadelphia 
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P. O. D. Makes Changes in Stamped Envelopes 

Business houses using stationery approximately 74x10%4 
inches, a size which has come into favor, can secure 
stamped envelopes to fit from the post office department. 
The new size is No. 7%, 374x7™% inches, in extra quality 
or standard quality, with or without corner card. 

Precanceled one cent envelopes with window are now 
available in sizes, 5, 8 and 13; the present issue of this 
denomination and size in solid face is also available. These 
envelopes will be supplied either printed or unprinted in 
accordance with the department rules applying to solid 
face precanceled envy elop Ss. 

Effective January 1 the post office department will fur- 
nish solid face precanceled envelopes in “high back” only, 


and users will have to pay a slight increase in price 


eiinetediielied 
Crown Ribbons and Carbons in Ecuador 

Sr. L. A. Castagneto, Guayaquil, Ecuador, has been ap- 

pointed exclusive. representative in that country by the 

Crown Ribbon & Carbon Manufacturing Company, Roch- 


ester, N. Y. 
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STORE FIXTURE DISPLAY OF LYON METAL PRODUCTS, INCOR- 
PORATED, AT THE MERCHANDISE MART, CHICAGO.—The view shows 
the store fixture displays. In the right foreground is a merchandise coun- 
ter with glass dividers. At the left is the Lyon service counter, and in the 
center background is the regular glass display case. The background is 
made up of wall display cases and units. The Lyon space in the Mer- 
chandise Mart also shows the complete line of automotive, engineering 
sales—-shelving, lockers, boxes, etc. ; “‘Steelart’” chairs and tables, waste 
baskets and desk trays 








Benton Harbor House’s Tenth Birthday 

The Calhoun Office Supply Store, West Main street and 
Colfax avenue, Benton Harbor, Mich., celebrated the tenth 
anniversary of its founding January 1. It had an unpre- 
tentious start in a small store on Oak street, and has been 
built up to be one of the largest office supply houses on 
the east coast. This business was started by Edward N. 
Calhoun. His son, Everett, joined him in the store several 
years later 

In addition to complete lines of office supplies, the store 
handles adding and addressing machines, typewriters, and 


conducts a repair service. 


Composition Book Practice to Continue 

The standing committee of the composition books in- 
dustry has reaffirmed the existing Simplified Practice Rec- 
ommendation No. 84 for another year. This recommenda- 
tion was adopted originally through the co-operation of 
the simplified practice division of the United States Bureau 
of Standards. In carrying out the recommendation the 
trade has effected a reduction of fifty-two per cent in the 
variety of composition books—from eighty-six to forty 
one 

Reports from seven manufacturers, in reply to a survey 
of production conducted prior to the revision meeting, in- 
dicated their degree of adherence to the recommendation 


to be approximately ninety-eight per cent. 
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MARCHANT 
sets the 


STANDARD @@ tie 

















In a class by itself! 


No other calculator is in the same class with the 
Marchant for speed and ease of operation. Absolute 
accuracy with less work. A complete line of electric, 
hand operated and portable models— a calculator for 
every figuring need—and each superior to all other 
machines of its type. 


For 17 years our corps of engineering and mathe- 
matical specialists have been devoting their entire time 
to designing and improving Marchant Calculators. 


As a result, Marchant leads the World! 


Whatever your figuring problems, the Marchant will 
solve them better and quicker than any other method 


of figuring. 





Write today for complete infor- 
mation. Sales and service offices 
the world over. 


MARCHANT CALCULATING 
MACHINE CO. 
Dept. 211 


Oakland, California, U. S. A, 


~ 


A MARCHANT ro, 


EVERY PREPOS 


MARCHANT Calculators 


ELECTRIC—HAND OPERATED and PORTABLE = 
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OFFICES OF 
TOMORROW 


M ie Ey 


e ompany, 


GRAND RAPIDS, MICHIGAN 


NEW YORK: 
545 FIFTH AVE. WHERE NOT EXCLUSIVELY 
REPRESENTED WE ARE 


CHICAGO: INTERESTED IN RESPONSI- 
610 SO. MICHIGAN AVE. BLE CONNECTIONS: 
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Conditions and Prospects for 1931 


A Statement by Robert P. Lamont, Secretary of Commerce 
1929 a world-wide decline in raw 


Prior to the close of 
values ushered 


material prices, and a. collapse of security 
in a period of general business unsettlement. In the latter 
months of the year production was curtailed, building fell 
off, and industrial employment was reduced 3ut many 
evidences of business improvement appeared in the early 
months of 1930. Building construction increased and there 
was an upturn in the production of automobiles, steel and 
other basic products. Security prices swung upward and 
commodity prices were temporarily halted in their decline 
Toward the middle of the year, however, it became cleat 
that production in certain raw material areas had been set- 
ting too rapid a pace and that economic disturbances in 
several quarters of the world would enforce further declines 
and lessen still more the purchasing power of important 
world markets. At home the early evidences of stability 
gradually began to disappear beneath the currents of world- 
wide depression, while a period of severe drought gave 
still greater momentum to those cumulative forces which 
were bringing heavy losses of purchasing power to a sub- 
stantial portion of our people. 

As the rate of decline in raw material prices became more 
highly accelerated industry confined its purchases more 
and more to current needs. The universal drop in industrial 
production was followed by increasing unemployment and 
a decline in consumers’ demand in both foreign and do- 
mestic markets. Toward the end of the year these cumu 
lative forces were rapidly running their course and the 
apparent retardation in the rate of downward movement 
in several basic indexes of business supports the belief that 
the elements of recession have now spent most of their 
torce. Changes in Industrial Index 

The effect produced by the world-wide depression can be 
seen in the year’s indexes of business. The Federal Re- 
serve Board’s index of industrial production, which com- 
prises all the basic mineral products and all important 
groups of manufactured goods and which, therefore, is the 
most comprehensive single measure of industrial activity, 
fell approximately twenty per cent below the level of the 
preceding peak year. Compared with the highly pros- 
perous year of 1928, however, the decline in production is 
slightly less than thirteen per cent. 

Exports of manufactured goods as well as total exports 
declined in value approximately twenty-five per cent, re- 
flecting lower prices and the marked shrinkage in purchas- 
ing power abroad which followed upon the rapidly weak- 
ening price levels and the universal contraction in industry. 
\lso significant in this connection is the fact that our capi- 
tal exports during the second half of this year have shrunk 
to negligible proportions 

On the basis of quantity our exports for the current year 
have declined about twenty per cent from last year’s high 
levels. Imports, which fell off approximately thirty per 
cent in value from 1929, showed a drop in quantity of only 
fifteen per cent. Thus our purchases and consumption of 
foreign goods have fallen but little below the levels of 
previous normal years. This great disparity between the 
value and quantity of our imports reflects the drastic price 
declines in raw materials, semi-manufactured products, 
and foodstuffs, which constitute approximately two-thirds 
of our total import volume. 

Stop Gaps 

While the forces of contraction were running their 
course the severity of the movement was happily tem- 
pered by certain ameliorative factors. Last year, imme- 
diately after the stock market crash, the President called 
a conference of business and labor leaders with a view t 
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A line which has both 
quality and individuality, 
variety enough for every 
requirement and manu- 
factured with the greatest 
care. 


MANIFOLD 
SUPPLIES 
COMPANY 


188 Third Avenue 
BROOKLYN <Stationt 2 N, Y., U. S. A. 
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Genuine 
“Challenge” 


Eyelets 


now sell to the 





Retailer 


at heretofore 


Jobbing 
Discounts 


If you haven’t received our 
latest schedule, please send 
for it. 


Edw. L. Sibley Mfg. Co. 


Since 1886 


Bennington Vermont 
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effecting the greatest possible degree of co-operation dur- 
ing the period of readjustment. The successful outcome 
of this and of later conferences is reflected in the almost 
total absence of industrial disputes during the present year 
and in the maintenance of existing wage levels. Disturb- 
ances such as characterized previous periods of depression 
have not arisen this year, although the contraction of pur- 
chasing power and declining price levels have resulted in 
the curtailment of industrial operations and the consequent 
discharge of many workers. For the year as a whole 
factory employment was about fifteen per cent below the 
high levels of the preceding year, but the decline in the 
number employed during the current year has been rela- 
tively far less than in similar preceding periods of depres- 
sion. Employers have evidenced a conscious determination, 
so far as possible, to maintain their working forces by 
distributing available work through part time. 

Building operations generally have been sharply cur- 
tailed along with the contraction of industrial activity, but 
the effects of this shrinkage in building have been tempered 
by a more than ordinary volume of construction on the 
part of public utilities and Federal, state, and local gov- 
ernments. In accordance with the plans brought to fruition 
by the White House conferences, railroads and utilities 
set out on an expansion program which called for the ex- 
penditure of nearly $3,500,000,000. At the same time public 
works and highway construction undertaken during the 
year aggregated a similar additional amount. The increase 
in such projects, it is estimated, has provided employment 
for about 200,000 additional workers who would otherwise 
be unemployed. 

Total new capital issues during 1930 declined approxi- 
mately twenty-five per cent as compared with the previous 
year. Foreign issues were confined almost entirely to the 
first half of the year and their later decline has closely 
reflected rapid price recessions and attendant economic 
disturbances abroad. Furthermore, the year’s decline in 
construction, amounting to approximately twenty per cent, 
was an important factor in the lower level of capital issues. 
rhe initiation of an extensive public works program during 
the last few months has led to a marked increase in state 
and municipal issues during the closing months of the year. 


Market Changes 

In the financial markets the past year has been featured 
by a substantial decline in security prices from the rela- 
tively high levels to which they recovered last spring. 
Brokers’ loans have been liquidated since the beginning of 
the year by approximately forty per cent. The Federal 
Reserve member banks have diminished their indebtedness 
to the Reserve Banks by almost eighty per cent, as com- 
pared with 1929. Although the effect of falling security 
price levels and unliquid portfolios have led to bank sus- 
pensions in certain localities, the banks of the country 
generally are in a strong position. 

Considerable encouragement is afforded by the fact that 
consumer buying has held up to relatively stable levels. 
Sales of department and other retail stores for the year 
have fallen only seven to ten per cent below the large 
volume of 1929. About half of this decline in dollar volume 
is attributable to the lower price levels for retail goods, so 
that the quantity of goods purchased by consumers has 
probably been only four or five per cent less than in the 
preceding prosperous year. Wholesale commodity prices, 
particularly prices of raw materials and agricultural prod- 
ucts, have declined sharply during the past year and for 
the year as a whole averaged about ten per cent under the 
1929 level. Accompanying this decline the cost of living 
index has also fallen so that it is now about six per cent 
below the level of a year ago. Earlier periods of depression, 
such as those of 1893 and 1921, were characterized in their 
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Deck of every 


Slobe-Wernicke 
installation 





. is Globe-Wernicke Service . . . the culmination of fifty years experience . . . conducted 
by experts who work with dealers to see that the buyer of office equipment obtains what will 
answer his requirements best. 


This outside opinion in the 1. out of an office, as furnished by Globe-Wernicke experts and 


Globe-Wernicke Authorized Dealers, is of vital importance to prevent overlapping of work 
and future inefficiency. Furthermore, the advice of experts who have employed equipment 
under many conditions and in many capacities is extremely valuable to both dealer pa ps 


Cooperation of this kind means more business “ : 
afforded all Globe-Wernicke Authorized Dealers. Write today 


tories where the Globe-Wernicke Franchise is available. 


ye installations . . . and is 
or complete details and terri- 


The Globe-Wernicke Co. 


Cincinnati 


Canadian Representatives, Preston-Noelting, Ltd. 
Stratford, Ontario, Canada 


GlobeWerniceke 
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Sl ete 
CONKLIN 
ENDURA-GRAPH 
... A NEW 
TYPE OF 
FOUNTAIN 

PEN 


One size. Black only 
The retail price is $6.00 
Made in the Conklin Symet 


~ e ERE is the long wanted, long expected and eagerly awaited 
Service unconditionally and new type of fountain pen. It is as new—as different—as 


perpetually gueranteed, 


was the self-filling fountain pen, first brought to trade and public 
years ago by Conklin when the rest of the industry was making 
dropper-filled pens. 

The Conklin Endura-graph is sac-less. It draws the ink directly 
into the barrel of the pen by a new filling device and method 
operated by simply turning the knurled end of the barrel—like 
The user simply turns the yOu Wind a watch. The complete elimination of the conventional 
smuried ene ot ive Sarre’ © rubber sac greatly increases the ink capacity of the Conklin 

Endura-graph. 
All operating perts are made 


Endura-graph. The action is 
of special materials, drastically There is nothing complicated or fragile about the sensational new 





easy, smooth and positiv e 


tested, rigidly inspected «nd 

fully guerenteed Conklin Endura-graph. As evidence of its practical operating 
on-leakable construction — ° «f- ° ° ° ° 

aon i ap mbber se~e qualities, and as assurance of its ability to give entire satisfaction 

wit in ownership, this pen is sold under the well known—and uni- 


versally respected—Conklin Endura unconditional and perpetual 
service guarantee. 


The Conklin Endura-graph will create a new interest in writing 
instruments and make a new and still larger market for all Conklin 
pens. It is the new thing in any pen case today. It will produce 
new profits and greater profits for the pen merchant who displays 
it. Deliveries are now being made. Be the first in your market 
to show and sell the new Conklin Endura-graph and other 
remarkable new Conklin numbers. 





THE CONKLIN PEN COMPANY » TOLEDO, OHIO 
CHICAGO SAN FRANCISCO 





8,500,000 consumer advertise- 
ments will tell the world about 
Conklin pens in February. 


wees ENDURA-GRAPH 


SERVICE UNCONDITIONALLY AND PERPETUALLY GUARANTEED 
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later phases by the reaccumulation of savings which had 
been expended in the preceding boom period and by the 
wearing out of previously purchased goods, which caused 
a general buying movement on the part of the consuming 
public. That we are now approaching such a period 1s 
indicated by several significant facts. On the one hand 
savings deposits have been progressively accumulating 
while business written by life insurance companies has been 
maintaining a fairly even pace and has reached a total for 
the year almost equal to the high level of 1929 and above 
the total for 1928. At the same time stocks of department 
stores have been sharply reduced and there are some evi 
dences of recent expansion of retail buying. While it is 
impossible to forecast at what time unmistakable evidences 
of improvement in business will occur, it is clear that we 
have reached a point where cessation of further declines 
and beginmng of recovery may reasonably be expected. 

In a review of business activity in 1929, which was issued 
a year ago, attention was called to the high level of indus- 
trial output for the year as a whole and to the fact that 
during the closing months activity in some lines of business 
was in recession. “It is impossible, of course,” the statement 
concluded, “to forecast what temporary ups and downs 
may occur, but the nature of the economic development 
of the United States is such that one may confidently pre- 
dict for the long run a continuance of prosperity and 
progress.” Despite the sharp curtailment of economic 
activity during the past year, no evidences have appeared 
which would justify a revision of this statement. There 
can be no doubt that the inherent strength of our economic 
structure will enable our country to lead the world in a 
vigorous recovery from the present depression as we have 
done in the past. 

EE 


Valuable Catalogue of “Faultless’” Loose Leaf 

The Stationers Loose Leaf Company of Milwaukee, New 
York City and Chicago, has just issued a new visible rec- 
ord catalogue “R,” which incorporates in descriptive text 
and illustration the many new features which have recently 
been added to the company’s valuable line of visible record 
equipment. These lines are sold by dealers exclusively, as 
are all the other products of the company. 

Catalogue R is substantially bound in flexible covers. It 
contains 36 pages, covering the newest types of visible 
record devices, such as binders, transfer binders, sheet in- 
serters and lifters, racks and stands, pedestal stands, 
checking stands, “Faultless” line finders, indexes, forms, 
etc., with the necessary tabulated information on sizes, 
punchings, and any other necessary information. 

Under New Machines and Devices reference is made to 
the important additions to this line. 

Sicard Now District Manager for Woodstock 
in the South 

Word comes from L. M. Sicard, a typewriter man of 
many years’ standing, to the effect that he is now district 
manager for the Woodstock Typewriter Company in 
Louisiana and Mississippi. His offices are at 1707 South 
Grand street, Monroe, La. 

Mr. Sicard spent almost eleven years with the Under- 
wood Typewriter Company 

Addressograph Stars Gather at Biloxi 

\s this issue goes to press the Hundred Club of the 
Addressograph Company is in annual session at Biloxi, 
Miss. The headliners of the sales organization are mixing 
business and pleasure in healthful doses, and preparing 
themselves for a thorough and successful campaign during 
the year. An account of the convention is to appear in 
our March issue. 

















TYPISTS 


TREASURE 
THESE 


TYPING AIDS! 


YPISTS value these handy, helpful 
Eraser Shields that come with Peerless 
Keys for distribution among your customers. 


Follow the career of one Peerless Eraser 
Shield. It carries your name, your business 
address. It goes to a typist who uses it con- 
stantly—keeps her familiar with your name 
—brings her to your store when typing sup- 
plies are needed. 

a 

Multiply that performance by many and you 
will see that these popular Eraser Shields do 
advertise you, do stimulate bigger sales. 
Reap this bigger profit harvest—by sowing 
the seeds of goodwill with Peerless Eraser 
Shields. 


Just drop Peerless a line—and learn how! 


DEERLESS 


KEY CO.., Inc. 


176 Fulton Street New York City 


PEERLESS KEY COMPANY, Inc. 
176 Fulton Street, New York City 

Kindly send us, without obligation, details of your 
profit-building plan for dealers, together with sample 
Peerless Key dealer helps 
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NY comparison made of today’s desk values re- 

veals at once the generosity of Hoosier value. 
We welcome comparison—thorough, point to point, 
dollar for dollar comparison; because we know it is 
partly responsible for our success. It is selling Hoosier 
products. 
Hoosier builds a diversified line of Suites and series 
covering every office requirement at a wide price range, 
each being today’s greatest values at its price. No 
Hoosier product is ever cheapened to meet a price. 
All are worthy members of the “Built True Clear 
Thru” line. 


Our new catalog showing the com- 
plete Hoosier line and construction 


features will be sent upon request. 





HOOSIER DESK COMPANY 
JASPER, INDIANA 
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Foreign Traders to Meet in New York 

For the first time since its foundation in 1914, the Na- 
tional Foreign Trade Council will hold its annual conven- 
tion of American foreign traders next year in New York 
City. The dates are May 27, 28 and 29, 1931, and the meet- 
ing will be the eighteenth National Foreign Trade con- 
vention. 

The invitation to meet in New York was sponsored by 
[he Merchants’ Association of New York, the Chamber 
‘f Commerce of the State of New York and by other in- 
dustrial and trade associations in New York. Arrange- 
nents are being made for the attendance of more than 
3,000 delegates, the largest meeting for which the council 
las ever planned. 

Headquarters of the convention will be at the Hotel 
Commodore and delegates from more than forty of the 
forty-eight states are anticipated, with representation from 
all lines of industry, and from banks, railroads, steamship 
companies and other foreign traders throughout the United 
States. 

Reduced railroad rates for summer travel go into effect 
a week before the foreign trade convention and will be 
available from all sections of the country. 

A statement, “How We Stand in Foreign Trade,” has 
been prepared by O. K. Davis, secretary of the National 
Foreign Trade Council. 

In common with a general recession in trade the world 
over the foreign trade of the United States dropped off 
measurably last year. The figures for 1930, on the most 
recent estimates, show our exports to be approximately 
33,850,000,000 and our imports about $3,050,000,000, a drop 
of twenty-six per cent and thirty-one per cent, respectively, 
irom the figures of 1929. 

Our foreign trade is still more than thirty per cent 
greater in quantity, however, than before the war. Its re- 
ession in volume during the past year was only between 
twelve and fifteen per cent, as both our export and import 
prices for the year were fully fifteen per cent lower. 

Import prices dropped more sharply than export prices 
because raw products and crude materials, which suffered 
the greatest price declines of all commodities during the 
year, constitute the greater part of our imports. 

Price Reductions Compensate for Export Losses 

This reduction in the prices of our principal imports 
compensated in many cases for losses in our export trade. 
For example, although our exports to Brazil were about 
$45,000,000 less for 1930 than for 1929, the reduced price of 
coffee enabled American buyers to save slightly more than 
that sum on our purchases of Brazil’s chief commodity. 
[In fact, the actual quantity of our imports was within 
slightly more than ninety per cent of our purchases abroad 
last year, denoting an active buying market in the United 
States for the materials entering into our manufacturing 
industry. 

Among the staples which we exported in 1930 in larger 
quantities than in 1929 were tobacco with an increase of 
ten per cent, gasoline and other light oils with an increase 
f twelve per cent, and wheat with an increase of eighteen 


per cent. The unit prices of wheat and cotton, our prin- 








cipal raw material exports, dropped off by approximately 
| forty per cent from last year, accounting to a very large 
degree for the decrease in our export values 

| Among the manufactured goods which we sold abroad 
in larger quantities last year than in 1929 were such im- 
| portant articles as electric batteries, converters and trans- 
| formers, vacuum cleaners, refrigerators and fans; we also 
sold .fifty per cent more radio tubes and fifteen per cent 
more completed radio sets. Our exports of rayon also 
continued to grow, with something like a fifty per cent in- 
crease in yarns, knit goods, ribbons and trimmings. Our 
continued growth, in fact, in many typical items indicated 
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ANDERBILT::::: 


Leather Furniture at a Price 


That Will Build Volume... 


Vanderbilt leather office furniture has devel- 
oped an entirely new selling field for office 
outfitters. Throughout 1930 it has consistently 
built volume and profits. 


This month we introduce the newest addition 
to the famous Vanderbilt line—a suite of real 
distinction and character at a price that is sur- 
prisingly low for furniture of this type. 


When you can give your customers a suite like 
this, Charles of London in design, with custom 
quality in-built in all details, at a real price— 
you can expect and get real sales volume! 


Write for portfolio, sample books of leathers 
and prices. We have an interesting story to 
tell—of a new market, new sales prospects and 
new profits for 1931. 


VANDERBILT 


MANUFACTURING CO. 


General Offices DETROIT 333 State St 


Chicago Show Rooms, Furniture Mart Building 
Factory, Vanderbilt, Michigan 
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a Clean out the cheap fluids 


ad clogaing your profit volume 


HAT profit do you set out of’ trying, to 
compete with five and ten cent store 
outlets handling, ten-cent inks? Those stores 
operate with cheap merchandise... but can you? 


On the other hand, here is Skrip, successor 
to ink, better than ink—a writing, fluid that 
ten cent stores can't sell. You jet quicker 
turnover on Skrip, and better profits because 





Sheaffer's Skrip is not sold in ten cent stores, 
Support the manufacturer who is supporting, 
. you—carry Skrip, and feature it throughout 
; the year. 


Skrip is free-flowing, and non-clogging—the 


specialized fluid for fountain pens. Washable NaN 


Skrip is really washable, and Permanent Skrip rc 
is really permanent. ANY S oP 
In non-leaking, Safety Skrip, Sheaffer sives Y S Xv 
you an opportunity to build volume in writ- eS ip 
ing, fluid profits. Sell the handsome 50c Safety a) 
Skrip for every day use, and the 14-karat sold ee 
mounted, $10 Safety Skrip to harmonize with aaa 
beautiful desk fittings in office or home. Wy, 
Skrip is shown in Sheaffer national adver- ae 
tising, and featured in this four-coloradvertise- <A 
ment appearing in the February 28th Saturday >, 


Evening, Post and other national magazines 


this month. 3 
SHEAFFER'S ke 


PENS-PENCILS- DESK SETS-SKRIP s/s 
W. A. Sheaffer Pen Company - Fort Madison, Iowa, U.S. A. co ~~ 
New York . , Chicago . , San Francisco 4 Je , ~ 
W.A. Sheaffer Pen Co. of Canada, Ltd., 169-173 Fleet St., Toronto,Ont. Q fay 
Wellington, N. Z. - Sydney, Australia - 52 Kin&sway, London, End. Z 


7 Blvd. Haussmann, Paris, France 


Reg. U. S. Pat. Of. © W. A. 5S. P. Co., 1981 
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Sheaffer's, the 
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Blue Cap ; Lifetime® pen 
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| Skrip makes all fountain pens write better and the 2 48 















Lifetime® pen write best. There are two kinds. Rie 
Washable Skrip, for home and school, washes right 
out of clothing, and rugs. Permanent Skrip makes 
imperishable business records. Safety Skrip, in a 
non-leakin?, container, keeps Skrip fresh and safe 
in pocket, desk or lujgagze. Mate Safety Skrip 
and Sheaffer's Special HB Blue Cap Leads with 
the Lifetime® Balance® pens and pencils! That's 
the perfect partnership for pleasant writin}. 


AT BETTER STORES EVERYWHERE 


The ONLY Benuine Lifetime® pen is Sheaffer's; do not be deceived! All pens 
are Buaranteed against defect, but Sheaffer's Lifetime® is Ruaranteed 
ahainst everything excepting loss for your lifetime. Jade Green and Jet Black 
Lifetime® pens, $8.75; Ladies’, $8.25. Marine Green and Black-and-Pearl De 
Luxe, $10; Ladies’, $9.50. Petite Lifetime® pens, $7 up. Pencils, $5. Others lower. 


HEAFFER’S | 


PENS-PENCILS-DESK SETS-SKR 


\ 










Ss - W. A. Sheaffer Pen Company - Fort Madison, Iowa, U.S. A. 
eanere” SAN ae New York . . . Chicago . . - San Francisco 
ps AeSrY SKRIP. SKRIP-FILLED, 50¢ W.A. Sheaffer Pen Co. of Canada, Ltd.,169-173 FleetSt., Toronto, Ont. : 
2 20 510 Every literate person from Wellington, N.Z.: Sydney, Australia: 52 Kingsway, London, Eng. TO $10. Every literate person from 
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HONEST VALUE 


OPENLY ARRIVED AT 


Orkord bad Tals Guides: 

















Sell your customers these guides with the features they will appreciate—these guides wy 
which are— 
fu 
- 1. Economical, because they are of 
~ ° st 
Sizes of 2. Durable in the extreme. 
| OXFORDSTEEL TABS 3. Colorful, giving quick reference. pr 
| Overali Label Space 4. Beautifully finished, velvety, and without glare. 
- ~ . th 
| No.0O—%4"x1l4" 34"x1" 5. Correctly designed; no sharp corners. io 
No. 2—54"x2/4" 49"x13," 6. Made with the Oxford “Clamshell Edge.” se 
No. 3—54"x334" 14"x314" 7. Less Bulky—no eyelets used to fasten tabs to press- ae 
co 
board. wr 
in 
OR these reasons you are serving the guide requirements of your customers 
best when you sell them Oxford Steel Tab Guides. And you make a larger be 
, . We 
sale and greater net profit. os 
. . . . a ti 
For your customers sake—for your own sake, make these Oxford Steel Tab ra 
Guides a “leader item” on every call for guides. 2 
thy 
Send now for convincing samples and prices. po 
7 mz 
Y co 
OXFORD FILING SUPPLY CO. 
500 Driggs Ave. Brooklyn, N. Y. cla 
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that outstanding American contributions to the world’s | 
standard of living can survive a world depression. Thus, | 
we increased our sales in carbons and electrodes for elec- 
tric furnaces, asbestos manufactures, tin cans finished and 
unfinished, aluminum plates, sheets and bars, tissue, crepe 
and toilet paper, boxboard and fibre insulating board for 
wall construction, construction and metalworking ma- 
chinery, track laying tractors, matches, motion picture films 
and coin operated vending machines. Also, a new trade 
was added last year to our export business in the form of 
$7,000,000 worth of shipments abroad of sound equipment 
for motion pictures. 

In looking forward to 1931 American foreign traders are 
analyzing their markets carefully and are preparing for the 
increased volume of business that is sure to develop. The 
resources of our credit, as shown in the development ol 
American foreign banking branches, on the one hand, and 
of the systems initiated by credit departments of our large 
manufacturers, on the other, have been developed to a very 
high point of efficiency. Our services of transportation 
and communication are better than ever before. Our ex- 
port departments are better trained and are more at home 
in foreign trade. In short, we possess advantages over our 
position in the corresponding slump in 1921 that are the 
result of nine years’ hard work. American foreign trade 
has maintained its indispensable position in our general 
commerce throughout the year and with better prospects 
for 1931 it is ready to resume the steady advance it has 
made in all lines since the war. 

anncenniiiagieniiin 
“Uniform Cost Accounting in Trade Associations” 

As a first step in enabling individual business concerns to 
measure the success or failure of their operations and de- 
tect economic ailments which, in the aggregate, might 
herald the approach of an industrial depression, the de- 
partment of manufacture of the Chamber of Commerce of 
the United States has issued a review of the procedure to 
be followed in the development of a uniform cost account- 
ing manual. This has been published under the title: 
“Uniform Cost Accounting in Trade Associations.” 

The pamphlet summarizes in non-technical form the 
fundamental principles to be observed in the preparation 
of a cost accounting manual. It is based upon a careful 
study of a large number of manuals adopted by trade asso- 
ciations which have developed uniform cost accounting 
procedure. 

“The manual,” the department says in its foreword, “is 
the medium through which the industry can be informed 
regarding recommended practices of accounting; it repre- 
sents the culmination of an intensive study of the cost 
accounting requirements of the industry; and it should 
contain the working rules whereby the desired uniformity 
of cost accounting methods may be attained within the 
industry. 

“The adoption of uniform methods of cost accounting has 
been urged upon industry for the purpose of eliminating 
waste, promoting greater efficiency, and improving com- 
petitive conditions through adequate knowledge of produc- 
tion costs. In many industries, markets have been de- 
moralized because only a small percentage of the operators 
in the industry have kept records which revealed to them 
the line separating profit from loss, thereby rendering im- 
possible intelligent competition based upon factual infor- 
mation. This we believe, more than any other factor, ac- 
counts for unprofitable markets.” 

0 

Shaw-Walker Declares Semi-Annual Dividend | 

The Shaw-Walker Company, Muskegon, Mich., has de-| 
clared a semi-annual dividend of 3% per cent on the pre 
ferred stock. This was payable January 5, 1931, to stock-| 
holders of record December 31, 1930. 
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AW. FABER 


ERASERS 


Gor Gvery Purpose 


—PENCIL ERASERS 
—INK ERASERS 
—-TYPE ERASERS 
—COMBINATIONS 


She Highest Possible Quality 
dnévery Wanted Style e Size 
~For School or Office Use 


Made by theMakers of World Renowned 
"CASTELL Pencils 


AW. FABER 


INCORPORATED 


NEWARK, NEW JERSEY, U.S.A. 
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Some Times It Pays To Start 
right from the idea 


AND THAT’S JUST WHAT WE DID when we 
set out to supply a line of chairs to meet practically 
every demand. The New Indiana line is a new 


line in every sense of the word. 


WE STARTED, FROM THE GROUND UP, so 
to speak. A new factory, equipped with the most 
modern facilities for quality chairs at volume 
prices. Our capacity is 500 a day—every one of 


uniform standard. 


THAT IT PAID TO START ALL OVER is at- 
tested by the splendid reception accorded this new 





line. It has proved a life saver for many dealers— 
dealers who were seriously considering a curtail- 
ment of office furniture activities. It has become 
the foundation for a profitable department. Note 
the new Continental design illustrated on this page. 
Write for descriptive matter showing our Bank of 
England numbers and various other models. Com- 


pare the quality! 






New Indiana Chair Co. 


Jasper, Indiana 


| | Orders may be pooled with shipments from Indiana 
| | Desk Company; carload lots require less handling, arrive 
| in first-class shape and cost less per hundredweight than 
| | | | l.c.l, shipments. 
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Why Business Men 


spend money 


BETTER VALUES—much better for the money—and 


a need for better convenience are usually the conditions 
essential. Quality, at right prices, is the answer to most 
sales problems. This is particularly true of office furni- 
ture. 


HERE IN THE INDIANA LINE of choicest Indiana 
oak desks, you'll find a line that will brighten up any 
office furniture department. It will start sales humming 
again. These serviceable, attractive and reasonably 
priced desks won’t gather any cobwebs. They’re modern 
all the way through and any prospective buyer can in- 
stantly recognize the marked value. 


YOU OUGHT TO LOOK INTO THIS NOW—in 
time for the buying which will accompany the usual 
spring moving. Send for full details. 


Indiana Desk Company 


Jasper Indiana 


Orders may be pooled with shipments from New In- 
diana Chair Company. A pool carload makes a con- 
venient stock, easily handled and quickly turned. Ask us. 
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It will pay you to stock and 
prominently display this popu- 
lar Red Rope Linewhich makes 
and holds customers because 
its quality has never varied. 


Alvah Bushnell Company 


Durable Filing Containers 


13th & Wood Sts. Philadelphia, Pa. 


Thefitera ry Digest 
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Summary of Office Machine Exports 

“Our World Trade,” a quarterly issued by the Chamber 
of Commerce of the United States, summarizes exports of 
the United States for the period January-September, 1930. 
In a list of “Fifty Chief Exports According to Value,” 
typewriters rank thirty-third. January-September exports 
are shown for the years 1930 and 1931. Accounting and 
calculating machines were forty-first in the list. 

Typewriters—(1929) $13,235,000; (1929) $17,884,000; de- 
cline of 26.0 per cent. 

Adding and calculating machines—(1930) $9,713,000; 
(1929) $10,682,000; decline of 9.1 per cent. 

Quantity comparisons are given also in “Our World 
Trade,” covering the first three quarters. 

Adding and calculating machines—(1930) 45,317 ma- 
chines; (1929) 53,815 machines; decline of 15.8 per cent. 

Cash registers [value not stated, as while an important 
export item, it is not one of the fifty chief exports re- 
ported, as its value is below the minimum set, $8,214,000, 
although above $3,000,000]—(1930) 25,274 machines; (1929) 
32,425 machines; decline of 22.1 per cent 

[ypewriters—(1930) 252,000 machines; (1929) 330,000 ma- 


chines; decline of 23.6 per cent. 


ae 
Springfield Business House Incorporates 
The Lincoln Business Equipment Company, Inc., has 
succeeded the Lincoln Business Equipment Company at 
Springfield, Ill. The latter concern was organized August 
1, 1929 by G. B. Warren, who had been with the Reming- 
ton-Rand organization. Its growth made incorporation 
necessary 
\ complete line of modern office equipment is displayed 
at 601 Central Illinois Public Service building, Spring- 
field’s most modern skyscraper—called the “Cips” building 
for short. The company does special indexing and con- 
ducts a filing service. Its major lines include Art Metal 
Construction Company’s steel office equipment, Leopold 
desks and accessories, and the chair lines of the Milwaukee 
Chair Company. 


—~>— 
January Issue of Force Price List 
Wm. A. Force & Company, Inc., 105 Worth street, New 
York, N. Y., and 180 North Wacker drive, Chicago, III., 
has distributed its new wholesale price list No. 107W, 
dated January 1, 1931. This lists the complete line of Force 
numbering and dating machines, and hand stamp supplies. 
\ number of new features are embodied in this issue, in- 
cluding retail prices as well as wholesale discounts. An 
extensive list of machine parts, etc., is included, making 
the price list more complete than previous issues. 
[The company has made a change in its annual calendar, 
a heavy celluloid card 34%4x6% inches. Heretofore the cal- 
endar showed the current year only. The calendar for 1931 


bears the 1932 calendar on the reverse 


a ae 
Michigan-Ohio Dictaphone Meeting 

[The Michigan-Ohio district organization of the Dicta- 
phone Sales Corporation met at the Statler hotel, Detroit, 
January 3, and discussed plans for 1931. The meeting was 
in charge of E. M. Thal, district sales manager. Among 
those who participated in the program were R. H. Ham- 
merschmidt, western Michigan manager; George H. In- 
galls, field supervisor; R. Gibson and G. L. Foote, district 
representatives. 

A census was taken to show the length of service of the 
members present. It was found that the total service for 
the twenty-seven individuals connected with the Detroit 
district was 165 years, an average of six years per man. 


. ea 
Chicago Stamp Manufacturers Elect 
The Chicago Stamp Manufacturers’ Club held its annual 


election January 26. 
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DURABILITY 


BEAUTY 


HEN a Customer comes into my 

store, it's my job to make 
my merchandise more attractive 
than that of my competitors. And 
one way to do that selling job is 
to demonstrate, not merely tell, 
the superior points of GF Aluminum Chairs. 


I'll ask my customer to sit ina GF Aluminum Chair 
and suggest how comfortable it is. I'll ask him to 


life it and thus demonstrate its lightness. I'll ask 


. 
aggressive 
him to lean back in one and see for himself how strong it is. a for finish, 
durability, beauty and low up-keep, I'll back GF Alumi Chai i 
erchants —s auty and low up- = . . uminum Chairs against 


Such aggressive merchants are making money, developing new business and 
getting leads which bring them in other orders—for desks, shelving, cabinets 


. . 
think this Way — and files. Are you thinking along these lines, too? 


THE GENERAL FIREPROOFING COMPANY 
YOUNGSTOWN, OHIO TORONTO, CANADA 






LOW 
UPKEEP 


GF ALLSTEEL PRODUCTS 


DESKS, SHELVING, 

SAFES, STORAGE CABINETS, 

FILES, STORE FIXTURES, 
FILING SUPPLIES 





ALUMINUM CHAIRS 
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So NEW 


it's startling... 


A simple turn of the handle 
tightens the bands and holds 


them in perfect 
alignment 
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More Profit 
for YOU 


Here itis...atlast... 
a dater that assures a 
straight, true, clean-cut 
date line at all times. The 


New Regal Line Dater con- 
tains a remarkable new 
principle that CONTROLS 
the bands . . . keeps them f e 
in PERFECT ALIGNMENT. 


No annoying slipping .. . 
no crooked, uneven sloppy- 


looking impressions . . . no 1. A turn of the handle draws up the yoke and tight- 

danger of costly errors. ens the bands. 2. Straight, clean-cut date line assured 

oe at all times. 3. Date changed with greater ease and 

Order your supply NOW speed through handle control that permits loosening 

_ randoms Sage wed oe oe of bands. 4. Sharp, clear characters. 5. Heavy, 
packages. nickel plated frame and aluminum wheels. 

R. A. STEWART & COMPANY THE SUPERIOR TYPE COMPANY 


Incorporated 3940 Ravenswood Avenue CHICAGO, ILLINOIS 
80 DUANE STREET NEW YORK CITY Branch Warehouse: 268 Market Street, SAN FRANCISCO, CALIFORNIA 
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Effective Arrangement of Milwaukee Chair Book 


In the compilation and publication of its new catalogue 


of chairs the Milwaukee Chair Company believes that it 
has accomplished something new and helpful in the met 
chandising of business chairs 

This catalogue dispenses with the idea that a business 


should be merely a pictured group of chairs of va 


book 
rious 
that apply to 


families, with cold specifications and code words 


each chair. It is broken down into divisions, 


each one representing a chair family. Each chair family 
is preceded by a complete description so that the three 
all-important characteristics of Milwaukee chairs—Com- 


fort, Design and “Life-time Service” construction—are 


brought out clearly and in an easy-to-understand manner 





REPRODUCTION OF 


THE 


NEW CATALOGUE OF 
CHAIR COMPANY 


THE MILWAUKEE 

Thus an office furniture dealer can secure his customer’s 
appreciation of a design of chair in which he is interested, 
even though he does not have it upon his showroom floor 
for his customer’s inspection. These descriptions are of 
important service to the office furniture dealer’s salesmen. 
They can now be better informed through a study of these 
Milwaukee sell with a 
confidence they could not before experience. 


Lines and they can sureness and 


The new Milwaukee chair catalogue is beautiful in ap- 


pearance. The crimson cover has a rich suede leather finish 


that is distinctive. This is partially blind embossed, as 
well as embossed in silve1 


Many 


colors. 


and printed in black. 


chairs and room scenes are illustrated in four 
— 
Danville Concern Gives Up Furniture 
The Browning Equipment Company, operated by H. H 
Browning at 214 North Vermillion street, Danville, Ill., has 
closed out its Mr. Browning has 


been concentrating his attention on restaurant and store 


office furniture lines. 
fixtures, taking up the entire display space in his store 
> 
Ingenious Clerk 
The Gill-O-Gram (the J Customer: 
“This rubber stamp should have read ‘Jones Company’ 
instead of ‘Jones Company, Inc.’” 
New Clerk: “Why, er—couldn’t you incorporate, and 
then this stamp would be O. K.?” 


K. Gill Company) ] 
















Wuar an im- 


provement making 
copies the Standard way! 
Gone are puttering prep- 
arations—and all the slow 
inefficiency of previous meth- 
ods. Instead, there’s business- 
like snap and precision—a mat- 
ter of seconds to place the “orig- 
inal”—then a stream of cleancut 
copies, at the rate of 50 a minute, 
neatly stacked, absolutely flat (not 
curled), every copy in perfect registra- 
tion. It is no longer necessary to use 
coated paper; the Standard uses bond pa- 
per for both the “original” and the copies. 


Special Features 


Over 200 clear, sharp copies from one orig- 
inal—either typed, written or drawn. Four 
colors reproduced in one operation. Gelatin 
films instantly interchangeable—films can be 
used over and over again, hence the ex- 
tremely low cost. 

May we send complete information appli- 
cable to your own duplicating requirements. 


Write for complete information 


Handard 


MAILING MACHINES COMPANY 


Revere Boulevard Everett, Mass. 





FPOArPH=—F VED <APHOWD DAPUZPHU4 


# 


Offices in Principal Cities 
Service Extended Everywhere 


te ERT cect Nem 
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Twenty Five Years 
of 
Munson Experience 


and 


The Munson Guarantee 
of Every Single Key 


Together with 


Dependable Munson 
Integrity— 
Manufacturing Only 


One Grade Key 


The Best 


Has Made the 
Munson Concave Key 
for Typewriters 
a World-wide 


Product! 


For Interesting Data and Samples 
Write the 


MUNSON SUPPLY 
COMPANY 


348 Hudson Street 
New York, N. Y. 


(Rubber Keys Since 1905) 


MUNSON : 














MUNSON 
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Typewriting Champion Joins Underwood School 
Sales Division 


George L. Hossfield, eight times world’s champion typist, 
has taken over important duties in the School Sales Divi 
sion of the Underwood Typewriter Company, in which 
position he will no doubt make contact with many of his 
friends in the schools throughout the country, where he 
has given demonstrations of his marvellous typewriting 
skill. 

George L. Hossfield started typewriting October 21, 
1913. He took a regular business course at a business col 
lege in Paterson, New Jersey, and after three months at 
tained a speed of 44 net words a minute under the Inter- 
national Contest rules in force at that time, when five words 
were deducted for each error. 

Mr. Hossfield won his first championship in April, 1914, 
at Boston—the Eastern States novice championship— 
which was won at the rate of 74 net words a minute. In 
September, 1914, he won the American novice champion- 





GEO. L. HOSSFIELD 


ship contest, held in Chicago, at the rate of 96 net words 
a minute. In October, 1914, Hossfield won the World’s 
novice championship, writing at the rate of 98 net words 
a minute. 

With the winning of the World’s novice championship, 
he entered the amateur class and in April, 1917, won the 
Eastern States amateur championship at the rate of 135 
net words a minute for 30 minutes of typing. In October, 
1917, Hossfield won the World’s amateur championship, 
writing at the rate of 145 net words a minute. This created 
a new World’s amateur record which still stands as the 
official record in the amateur class. In the following year, 
1918, the ten word penalty was put into effect. In March 
of that year, he missed winning the Eastern States pro- 
fessional championship by a narrow margin of words 
However, on October 21, 1918, Hossfield succeeded in win- 
ning the World’s professional championship, typing at the 
rate of 143 net words a minute for one hour. He won the 
World’s professional championship exactly five years after 
beginning the study of typewriting. In 1919 Hossfield lost 
his title to William F. Oswald, but in the next three 
World’s professional championship contests he succeeded 
in regaining and holding his title of World’s champion 
typist. In 1923 Albert Tangora won the crown and held 
it for three successive years. In 1924 Mr. Hossfield did 
not compete in the International Typewriting Contests, and 
in 1925 he lost the World’s championship by 8/60ths of a 
word per minute, but the following year, in 1926, he suc- 
ceeded in regaining the title. In the interim, the word 
count was displaced by the five stroke count which means 
that each five typewritten strokes and spaces constitute one 
word. In 1927 Hossfield again succeeded in defending his 
title, writing at the rate of 133 net words a minute. In 
1928 Albert Tangora again succeeded in winning the 
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LOOK INTO 
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The growing recognition of the steel desk as an office 
“tool” —the 1931 demand for the utmost in efficiency— 
the imperative need to meet the changed conditions— 
these and other important reasons spell o-p-p-o-r-t-u-n-i-t-y 
for live dealers. 


Look into your customers’ business. Find out the present 
need for Steelcase Desks. No other desk combines so 
well the beauty of natural wood and the strength and 
rigidity of steel. Drawers slide with silky smoothness at 
the lightest touch. They never stick or bind. Every un- 


@ YOUR CUSTOMERS 


BUSINESS 


seen joint is fused with minute accuracy. Handsome 
brushed bronze fittings of chaste design enrich the mellow 
finish. 


Steelcase Desks come in an assortment of styles and sizes 
to meet every need of the modern office. 


Our great plant is your guarantee of adequate stock, prompt 
shipment, and the maintenance of that high quality stand- 
ard that has won national recognition for Steelcase Desks. 
Write for the details now. 


METAL OFFICE FURNITURE COMPANY, Grand Rapids, Mich. 


Save with Steel 








‘STEELCASE 


Business Equipment 














sagem buyers will 


appreciate the beauty of Leopold 
furniture. They will see in the finished 
furniture splendid wood grains and burls 
which Nature created in more than one 
hundred years of effort, beautified by artis- 
tic designs and the skilled, conscientious 
efforts of master craftsmen. 
The wide range of designs, sizes, and 
styles of desks enables you to serve your 
clients successfully with a minimum 


cost lor ollice furniture inventory. 
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WRITE REGARDING REPRESENTATION ~ THE LEOPOLD COMPANY, BURLINGTON, IOWA 


25 ROPES ater 


owe 
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World’s championship and in 1929 the laurels again went 
to Mr. Hossfield. 
defending title at 
ever been attained under 


In this contest, Hossfield succeeded in 

highest rate of speed that has 
the stroke count. Mr. Hossfield’s 
word count was 146 net words a 
minute for In 
the last contest, which was held September 26, 1930, in 
Richmond, Hossfield the titl 
World’s champion typist, winning at the 133 net 
Mr. Hossfield retires as the unde 
of the World, after winning this 


his the 


highest net speed on the 


one hour. This was in the contest of 1923. 


Virginia, again retained 


rate of 
words a minute. Thus 
feated champion typist 
times. 


event eight 


In 


George ix 


the remarkable record made by 


Arthur Brisbane, the noted editorial 


commenting on 
Hossfield, 
[It is difficult to conceive anything mo.. 
remarkable. Young Mr 
daily prayer: ‘I will praise the Lord, for I am fearfully and 
It takes intelligence to do good type 


writer, said 
Hossfield may well include in his 


wonderfully made.’ 


writing; it takes extraordinary adaptability, co-ordination 


of nerves and muscles, steadiness and will power to do 
what this young man did. 

“He deserves praise, as does every man who does A 
USEFUL THING AS WELL AS IT CAN POSSIBLY 
BE DONE.” 


So 
Mr. Sanders Returns from Abroad 

Harry S. Sanders, president of Reiner’s Rotaprint, Inc 

returned the day after Christmas from a trip abroad, during 

spent a considerable time at the factory of the 


which he 


Rotaprint machine, and was entertained royally. He spent 


four consecutive days from morning until late at night dis- 





HARRY 8S. SANDERS 


cussing the wider distribution of Rotaprint equipment with 
He brought back 
facts concerning the wearing 


members of the factory organization 
with him several remarkable 
qualities of the machine, both in the standard and duplex 
models. Mr. Sanders fee 


look, and expects that his sales department will set a new 


s much encouraged over the out- 


record for January, making it the biggest month the com- 
pany has ever had in the history of the organization. 
eicdehasiilimiamseatl 
Todd Products Shown in Rochester Chamber of 
Commerce 
\n interesting display of the Todd Company’s check- 
protecting devices was exhibited during the week of Janu- 
ary 14 in the lounge of the Chamber of Commerce at 
Rochester, N. Y. The display was created by Martin 


Jenter, a noted designer. 

Mr. Jenter, who was commissioned by the Todd Com 
pany to build the display, was recently engaged by the 
U. S. Government to build exhibits in connection with the 
Industrial World’s Fair at Barcelona, Spain. 

Che exhibit presented achievements and developments 
of check protective devices. It was sponsored by the In- 


dustrial Management Council of the Chamber. 
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Write for Combination 
Low Prices at Big 


SPECIALTIES 
Sell NOW 


OU can afford to feature this Personal Letter 

File with superior features and excellent con- 
struction—most attractively priced. It may bring 
you a new customer if you will display it in your 
window. 








Superlative filing equipment 


in stock sizes; all the im- 
provements and refinements 
of a superior line at «4 


modest cost. 


lamestown Mig. Corp. 
Our intermediate quality line; 
a good suspension letter file 
in stock sizes with no sacri- 
fice of special features. An 
| exceptional value. 








| Built to sell at a price where 
cost must be considered. Un- 
usual strength and ease of 
operation in 2-, 3-, and 4- 
drawer units. 





| Have you considered the particular value of this 

line of filing cases attractively low-priced? Catalog 
| and Discount Sheet on request. CORRY-JAMES- 
| TOWN MBG. CORP., Corry, Penna. Cable Ad- 
| dress CORJAM. 


Warehouse Stocks Carried in New York—Chicago—Phila- 
delphia—St. Louis—San Francisco—Los Angeles—Seattle 


ORRY- 


STEEL FURNITURE 
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Cook's 


Sales Display 
No. 660— 


A cabinet that is 
making good 








IXTY percent of these displays which were 
put out two years ago are still working strong. 
Use Sales Display No. 660, a lithographed metal 
cabinet to stir up new business with a minimum 
of effort. It is 
Compact (takes only 4 in. x 16 in. of counter space). 
Convenient (carries colors in separate compart 
ments). 
A Salesman (has actual samples colorfully displayed). 
Sales Display No. 660 is free to Cook Distributors. 


COOK'S FILE SIGNALS 


PATENTED 
Keep track of sales, purchases, credits, 
stock — being specially designed they 
. te iB) 
attach easily yet they ‘‘stay put 
Here is the complete line of stainless steel 
signals recommended by most manufac 
turers of visible and vertical equipment. 
The demand is growing and Cook dealers 
are getting the benefit of a Sales Policy 
which is bringing in new profits every 




















yp day. Write for sample color 
mm 7) ne cards and our Distributors 
ee my proposition. 
py mn TIEN 
===) THE H. C. COOK CO. 
i ANSONIA CONN. 
= * ’ 
—s—— 
+ — — 
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Census of Manufactures: 1929 

The United States Bureau of the Census has released 
for publication summaries by industries of the 1929 Census 
of Manufactures. Several of the complete reports for 
specific industries have been published, in Office Appli- 
ances, and others will appear as soon as the bureau has 
issued its detailed reports. Following are the summaries 
of industries of concern to the office appliance and com- 
mercial furniture and stationery trades 

Wage earners reported in these summaries do not include 


salaried employees. Manufacturers’ profits cannot be calculated 


Jrom the census figures because no data ts ¢ ected for certam 
expense items, such as mterest on wmvestment, rent, deprecia 
lion, taxes, surance and advertising 


Bookbinding and blankbook manu/acturing—1,100 estab- 
lishments; 24,630 wage earners: $31,590,545 in wages: $30,- 
614,507 covering cost of materials, containers for products, 
fuel and purchased electric current; $102,296,412 covering 
value of products; $71,681,902 covering the value added by 
manufacture 

Carbon paper and inked ribbons—49 establishments; 
1,187 wage earners; $1,556,609 in wages; $7,409,876 covering 
cost of materials, containers for products, fuel and pur- 
chased electric current; $16,224,724 covering value of prod- 
ucts; $8,814,848 covering value added by manu/acture. 

Cash registers, adding and calculating machines—43 es- 
tablishments; 16,519 wage earners; $29,033,016 in wages; 
$10,806,133 covering cost of materials, containers for prod- 
ucts, fuel and purchased electric current; $108,515,480 cov- 
ering value of products; $97,709,347 covering value added 
by manufacture. 

Summary for Furniture Industry 

Furniture, including store and office fixtures—3,763 estab 
lishments; 192,057 wage earners; $237,221,900 in wages; 
$423,154,000 covering cost of materials, containers for 
products, fuel and purchased electric current; $940,917,800 
covering value of products; $517,763,800 covering value 
added by manufacture 

Ink, writing—28 establishments; 414 wage earners; $476,- 
095 in wages; $1,980,039 covering cost of materials, con- 
tainers for products, fuel and purchased electric current; 
$4,570,039 covering value of products; $2,590,925 covering 
value added by manufacture 

Mucilage, paste and other adhesives, not including glue 
and rubber cement—91 establishments; 495 wage earners; 
$639,482 in wages: $4,412,150 covering cost of materials, 
containers for products, fuel and purchased electric cur- 
rent; $7,953,762 covering value of products; $3,541,612 cov- 
ering value added by manufacture. 

Pencils, lead, including mechanical—36 establishments; 
5,666 wage earners: $6,280,684 in wages: $10,656,786 covering 
cost of materials, containers for products, fuel and pur- 
chased electric current; $27,692,112 covering value of prod- 
ducts; $17,035,326 covering value added by manufacture. 

Pens, fountain, stylographic, pen points of gold, steel 
and brass—76 establishments; 4,002 wage earners; $5,421,- 
522 in wages; $11,182,850 covering cost of materials, con- 
ainers for products, fuel and purchased electric current; 


3,923,444 covering value of products; $22,740,594 covering 


t 
$ 
value added by manufacture. 

Safes and vaults—27 establishments; 3,039 wage earners; 
$4,429,701 in wages; $6,496,022 covering cost of materials, 
containers for products, fuel and purchased electric cur- 
rent; $19,391,179 covering value of products; $12,895,157 
covering value added by manufacture 

Scales and balances—66 establishments; 3,864 wage earn- 
ers: $5,647,520 in wages: $6,338,824 covering cost of mate- 
rials, containers for products, fuel and purchased electric 
current; $26,252,967 covering value of products; $19,914,143 


covering value added by manufacture. 
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ITH the question of value 
ppermost in the buyer mind 


oday, BERLOY products meet 


he challenge by offering an ex- 





lusive and significant feature .. . 


ontrolled quality. 


FROM ore to finished product this 
ontrol extends. The steel comes 
irom one source only ...a division 
of our own parent Republic Steel 
organization ... famed for its 
standard and special steels, its 
alloy, carbon and stainless steels. 
he uniformity in thickness of 
sheets, in physical and chemical 
{ualities, results in uniformity and 


nerfection of fabrication. 





— le 
a we un 


THUS does the name BERLOY 


on cabinet, shelving, locker or 





irm Name. 


fy Name____ 


INS - SHELVING - LOCKERS - STORAGE CABINETS - DESKS - FILES - BUILDING PRODUCTS 





ONTROLLED QUALITY 


II, <u aitiaitintinenntamsiienestdeall 
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STEEL CORPORATION 







other units take on even greater 
significance. Thus is the crafts- 
manship of 44 years strengthened. 
Thus does the spirit of building a 
better product, which has always 
permeated the Berger organization, 
express itself in higher quality 


than ever before. 


SEE the BERLOY units at your 
dealer. Note their modern appear- 
ance, reflecting expert design, their 
construction, revealing sound engi- 
neering and skillful workmanship. 
Judge for yourself how expertly 
beauty is combined with utility. 


Sense their greater values in keep- 














ing with the demands of today 


and tomorrow. 


The BERGER MANUFACTURING CO. 
Division of 
Republic Steel Corporation 
CANTON, OHIO 
Branches and Dealers in Principal Cities. 
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’ is just as natural for 


good business people to 
place confidence in those 
who exhibit their product 
openly and publicly as it is 


for water to run down hill. 


Meet the interested trade, 
show your product, demon- 


strate its advantages—at the 


NATIONAL BUSINESS SHOW 


New York At the Grand Central Palace 
October 19th to 24th, 1931, inclusive 


Chicago At The Stevens Hotel 
November 9th to 14th, 1931, inclusive 


“Tt’s the personal contact that counts” 


NATIONAL BUSINESS SHOW COMPANY 


Incorporated 


Frank E. Tupper, President 


50 Church Street - NEW YORK 


Chicago: 417 S. Dearborn St. C. H. Hunter, Manager 
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Stationery goods, not elsewhere classified—214 estab- 
lishments; 11,508 wage earners; $12,751,062 in wages; $33,- 
626,192 covering cost of materials, containers for products, 
fuel and purchased electric current; $76,507,641 covering 
value of products; $42,881,449 covering value added by 
manufacture. 


Typewriters and parts—28 establishments; 16,910 wage 
earners; $22,352,443 in wages: $7,265,248 covering cost of 
materials, containers for products, fuel and purchased elec- 
tric current; $66,039,468 covering value of products; $58,- 
774,220 covering value added by manufacture 

Report on Furniture and Store and Office Fixtures 


This report is given in full, although products for business and 
public offices and stores represent but about one-third of the 
output of the general furniture field. It is printed to facilitate 
comparisons and to present a complete record of the entire in- 


dustry Section |I—General 

The United States Bureau of the Census announces that according to a 
preliminary tabulation of data collected in the census of manufactures in 
1929 the total value (at f. o. b. factory prices) of furniture and store and 
office fixtures shipped or delivered in 1929 by establishments in the United 
States amounted to $906,212,100, an increase of 7.4 per cent, as com- 
pared with $843,695,894 reported for 1927, the last preceding census 
year. The total for 1929 is made up as follows: Household furniture, 
$649,482,700; furniture and fixtures for offices and stores, $192,578,300 ; 
furniture for public buildings (schools, theaters, assembly halls and 
churches, and seats for public conveyances), $41,013,800; professional, 
laboratory, hospital, barber shops and beauty parlors, including chairs, 
tables, cots, etc., $13,732,800 furniture, fixtures, etc., undistributed, 
$4,171,600 ; lockers, $5,232,900 

Number of furniture establishments—(1929) 3,763; (1927) 3,222; 16.8 
per cent increase 

Wage earners, average for the year [not including salaried employees 
The average number of employees is based on the numbers reported for 
the several months of the year. This average somewhat exceeds the num- 
ber that would have been required for the work performed if all had 
been employed continuously throughout the year, because of the fact that 
manufacturers report the numbers employed on or about the fifteenth day 
of each month, as shown by the pay rolls, usually taking no account of 
the possibility that some or all of the wage earners may have been on 
part time or for some other reason may actually not have worked the 
entire month. Thus in some cases the number reported for a given month 
exceeds the average for that month] (1929) 192,057; (1927) 186,302; 3.1 
per cent increase. 

Wages [Manufacturers’ costs cannot be calculated from the census fig 
ures because no data is collected for certain expense items, such as in- 
terest on investment, rent, depreciation, taxes, insurance and advertising] 
(1929) $237,221,900; (1927) $236,109,312; increase of 0.5 per cent. 

Products, total value—(1929) $940,917,800; (1927) $879,706,306; in- 
crease of 7.0 per cent. These grand totals include: Furniture and store 
and office fixtures—(1929) $906,212.100 ; (1927) $843,695,894 ; 7.4 per cent 
increase Other products—(1929) $29,178,500; (1927) $31,083,087; 6.1 
per cent decrease 

Receipts for contract work and for custom work, and repairing—(1929) 
$5,527,200; (1927) $4,927,325; 12.2 per cent increase 

Value added by manufacture [value of products less cost of materials, 
fuel and purchased electric current]—(1929) $517,763,800; (1927) $490,- 
316,711; 5.6 per cent increase 

Section 11—Furniture and Store and Office Fixtures Production 
by Class and Value 

Household furniture—(1929) $649,482,700; (1927) $634,003,122 

Furniture and fixtures for offices and stores—(1929) $192,578,300; 
(1927) $159,270,209. 

Furniture for public buildings [schools, theaters, assembly halls and 
churches]—(1929) $192,578,300; (1927) $159,270,209; the value of seats 
for public conveyances is not shown separately to avoid disclosing the 
production of individual establishments. 

Professional. laboratory, hospital, barber shop and beauty parlor 
chairs, cots, tables, etc.—(1929) $13,732,800; (1927) $15,203,791. 

Furniture, fixtures, etc., undistributed—(1929) $4,171,600; (1927) [not 
segregated]. 

Lockers—(1929) $5,232,900; (1927) $4,640,831. 

Grand total of items in Section II—(1929) $906,212,110; (1927) $843,- 
695,894 
Section 111—Production of Store and Office Fixtures by Class, Material 

and Value in 1929 

Household furniture, all types—Wood, $602,493,900 [including fiber, 
rattan, reed and willow kitchen, camp and hall furniture]; household 
furniture of metal, $30,661,300; fiber, rattan, reed and willow, $16,- 
327,500 

Furniture and fixtures for offices and stores, laboratories, and public 
buildings—Wood, $168,326,500 ; metal, $77,510,900; total metal and wood, 


$245,837,400 























BENTSON 


A popular priced line 
for quantity sales 


Bentson 800 line is just what 
most business men have in 
mind as to equipment for 
their files—a strong commer- 
cial grade steel filing cabinet 
neatly constructed. Acetylene 
and electric welding elimi- 
nate danger of parts working 
loose. Simple, easy rolling 
drawer suspension eliminates 
possibility of binding or sag- 
ging. 


Bentson 800 includes four 
drawer (and counter height 3- 
drawer) letter and cap size 
files. These sizes also come 
with the top drawer replaced 
by two card drawers, two 
compartments each in the 
letter size and three each in 
the cap size, for 3 by 5 or 
4 by 6 inch cards. 





Bentson 800 is finished standard 
olive green or grained mahogany or 
walnut at slight additional cost. 
Cabinets can be fitted with general 


locks, controlling all drawers. 


Stationers and office equipment 
dealers are selling this equip- 
ment for many sizable installa- 
tions, every month. IIlustrated 
circular and discounts are sent 


on request. 


BENTSON 


MFG. COMPANY 
Illinois 





Aurora 


Eastern Wholesale Distributors, A. H. Denny, Inc., 
356 Broadway, near Leonard Street, New York 


Michigan and Ohio Representative, Fred C. Funke, 
P. O. Box 244, Detroit, Mich. 


Western Representative, Vernon J. Selfridge, 
800 N. Spring St., Los Angeles, Calif. 
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MES x 


Means “at 


XCELLENT 


SERVICE 








TYPEWRITER PARTS 





TYPEWRITER TOOLS 





RUBBER PLATENS 





Included in these three classes of type- 
writer shop supplies are thousands of 
items, many of them in continual de- 
mand among typewriter dealers. Suc- 
cessful dealers all over the country sat- 
isfy this demand by availing themselves 
of Ames service. By concentrating their 
needs in one order, they save valuable 
time and much trouble and expense. 


Ames branch offices are located con- 
veniently for quick service. Orders for 
tools, platens and parts are shipped 
within twenty-four hours of time re- 
ceived. Our service is for the trade 
only; we leave the retail field entirely 
to our dealers. 


If you buy AMESCO platens, you know 
we give every order utmost attention; 
why not obtain the same service for 
typewriter parts and tools? Remem- 
ber that 





Ames Means Exceccent SERVICE 





\ 


AMES 


Branch Office and Export Dept., 
50 Lispenard St., New York 


SUPPLY , 


COMPANY 


564-572 W. Randolph St., Chicago 


Branch Office, 


Great Britain Office: Longs, Ltd. 
798 and 80 Queen Street, London E. C. 4, England 


583 Market St., San Francisco 





OFFICE APPLIANCES 


Lockers of wood, $8,300 ; of metal, $5,224,600 ; total lockers, $5,232,900. 

Furniture, fixtures, etc., undistributed—Wood, $3,738,300; metal, $148,- 
200; fiber, rattan, reed and willow, $285,100 

a 
January Furniture Market at Chicago 

The January furniture market at the American Furniture 
Mart, Chicago, included representation of a number of 
office items. Among the exhibitors were the following: 

Crocker Chair Company, Sheboygan, Wis., Space 1424, 
displaying photographs of office chairs. The household 
line was shown by a large variety of samples. The exhibit 
was in charge of G. A. Reiman; J. W. Perry, who is in 
charge of office chair sales, was present, provided with 
photographs for the guidance of dealers stocking up on 
office chairs. 

Heywood-Wakefield, Gardner, Mass., Space 326-40. Se- 
lections from the office chair line were displayed in a sec- 
tion of this large exhibit, which gave prominence to house- 
hold items. Raymond Reed, advertising manager, was 
present part of the market period. 

George L. Lamb, Nappanee, Ind., Space 616. This dis- 
play included the Lamb costumer line, and also an exten- 
sive array of screens, the latter including many novelty 
effects. Mr. Lamb was present during a part of the market 
period. 

Milwaukee Chair Company, Milwaukee, Wis., Space 2140. 
\ number of new items in the office chair line was dis- 
played in the tower, including posture chairs of distinctive 
design and character. The posture element is introduced 
without obtruding, giving the chairs handsome appearance. 
G. M. DeBeer was in charge. 

Mutschler Brothers, Nappanee, Ind., displayed household 
tables in Space 1017. Photograph albums were available to 
dealers stocking up on office tables. 

St. John’s Table Company, Cadillac, Mich., Space 1637. 
A splendid array of household tables was shown, in charge 
of H. M. Petrie. The office chair items were selected by 
dealers from photographs. 

Tell City Desk Company, Tell City, Ind., Space 1122. 
Standard items were on display, and also an attractive suite 
of French design, including desk, chairs, table and all usual 
accessory pieces. J. H. O'Toole was in charge. 

Wark-Beacon Company, Chicago, Ill, Space 1125. This 
company’s line of steel folding chairs and collapsible tables 
occupied a large part of the space. A variety of other items 
of wood was on display. W. H. Wark was in charge. 

— 


Gott Heads Association Work of National Chamber 

Philip P. Gott has been made manager of the trade asso- 
ciation department of the Chamber of Commerce of the 
United States, succeeding Hugh P. Baker, who resigned to 
become dean of the New York State College of Forestry. 
Mr. Gott has been acting manager of the department since 
Dr. Baker’s departure September 1. He went to the cham- 
ber as assistant manager in 1928, shortly after the trade 
association department was established. 

The trade association department was created to further 
the chamber’s promotion of trade association work. Mr. 
Gott has been engaged since going to the chamber in this 
effort, carrying on a number of studies and activities in 
this general field. He has had a wide trade association ex- 
perience, having been manager of a number of organiza- 
tions in the building industry. He holds membership in 
the American Statistical Association, the American Acad- 
emy of Political and Social Science, the American Trade 
Association Executives, the Kiwanis club and other organ- 
izations. 

—— 


The mud slinger never has clean hands.—The Office Cat (The Richmond 
& Backus Company). 
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e Announcing 
a New AND RADICALLY DIFFERENT 


If you haven’t a supply of 
these new Staplers in stock, 
write us today for full infor- 
mation, prices, discounts, 
etc. Here’s a chance for real 
profits—every business is a 
prospect for one or many. 


STAPLER 





lanes 


“MAKES ITS OWN STAPLES” 


mg 














Y BATES 











Four years of experimental work by the Company’s engineers, a 
period of careful testing under actual working conditions, a gradual 
nation-wide distribution so that today the entire United States has 
been covered, is the brief history of the new Bates Stapler. 


To the trade, The Bates Manufacturing Company desires to extend 
its congratulations and express its appreciation for the splendid 
success attending the introduction of the new Stapler. Results have 
been notable. The old theory that new items cannot be introduced 
in an off year and that dealers cannot be as effective as direct sales 
organizations in the distribution of Staplers has been exploded. 

The success of this new Stapler, since its first offering in a limited 
territory in May 1930, has justified our faith in the product and our 
faith in the dealers throughout the whole United States. 

Here is a fast selling article, radical in design, efficient in operation, 
economical in use. Liberal and profitable discounts. A new 50-50 
trade-in plan is meeting with marked success and in many instances 
is producing a turnover at the annual rate of from 6 to 10 times. 








———— 


To help you sell 
The New Bates Stapler 



















Here are four proven effective selling aids 
we shall be glad to send you on request. 


(1) An attractive 3 color counter card for 
displaying the Stapler in your windows or (1) 
on your counters. 

(2) A six page envelope stuffer in 3 colors, 
illustrative and descriptive, with a conve- 
nient coupon for your customers. This 
folder will be imprinted with your firm 
name and address. 


(3) A 3 color gummed sticker for attaching 
to letters, invoices, etc. 

(4) A return postcard imprinted with your 
name and address, offering your customers 
a free trial. 












































And don’t forget that every Stapler you sell means a continuous 
source of profit from the sale of refill spools . . . . Yours for a 
prosperous 1931. 


THE BATES MANUFACTURING COMPANY 


ORANGE, NEW JERSEY 
New York Office . . 20 Vesey Street 
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Thieves... 


“—DIEBOLD MEANS 
PROTECTION AGAINST BOTH 


cee pe Py oe ae: 


ante oe 
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DIEBOLD offers whatever type of 
protection your customer wants. 
Four, two, or one hour safes, 
cashgard chests, vault doors . . 

you need not stutter over your 
inability to furnish him whatever 


he asks. 


For seventy years the name 
Diebold has been synonymous 
with protection. Your prospect 
need only ask his banker for 


assurance. 


National advertising features 
and every day acquaints somebody 
else with Diebold service. The 
Diebold line brings you prestige 
and profit. 


DIEBOLD 


SAFE AND LOCK COMPANY 


CANTON . 2 2 3 « 
SEVENTY YEARS OF BANK SERVICE 
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Thar’s Gold in Them Thar Books!” 


INCREASED PROFITS — that’s 
what business is looking for in 
this year of grace, and for the bus- 


iness that is determined to make 


Increasin g profits 
this year are for 
those who go out 


huntin g for them 


MONROE METHODS—Monroe 
short-cuts, first time accuracy, ease 
and simplicity of operation, are 


giving vital, profitable help to a 


MAIL THE COUPON FOR A COPY OF THE INTERESTING BOOKLET “FROM ABACUS TO MONROE’ 


greater profits there can be no 
guesswork. Accurate, prompt knowledge of 
all operating costs—of production, of distri- 
bution, and of sales—must always be had. 

The golden figure facts that can point the 
way to increased profits lie ready at hand in 
your business, and need only the touch of 
quick, accurate, effortless figuring to bring 


them to light. 


thousand and one different bus- 
inesses large and small. 

Your local Monroe representative is ready 
to assist you in your own office to determine 
how Monroe methods and machines can pro- 
duce for you more figures, more accurately, 
with the least expense in time, money, and 
effort. Prospect a bit, grub-stake yourself to 


a telephone call—or write Orange, N. J. 


Monroe Calculating Machine Co., Inc 
Orange, New Jersey 





SERIES 3 
MONROE ADDING 
CALCULATOR 
with full automatic 
division 





MONROE 


HIGH SPEED ADDING-CALCULATOR 
The Machine for Every Desk 


Please send me a copy of “From Abacus to Monroe” 


Name — — — 





Firm— : —_ = - 


Address — SS 
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New Members of Monroe Seven Year Club 

L. B. Taylor, manager of the Northern Sales Division of 
the Monroe Calculating Machine Company, Inc., of Orange, 
New Jersey, who has his headquarters at Cleveland, and 
J. P. Heffernan, division assistant of the Pacific Sales Divi 
sion with headquarters at San Francisco, have just been 
admitted to the Seven Year Club of their company. 

This club is an honorary organization to which only 
those who have been connected with the Monroe Company 
for seven consecutive years are eligible, and its member- 
ship includes over two hundred men and women from sales 
offices in all parts of the country as well as from the com- 
pany’s plant and general offices at Orange. 

Others who recently qualified for membership includ 


District Managers C. L. Sweeney, Worcester, Mass.; 





J. P. HEFFERNAN L. B. TAYLOR 


Wynne D. Hulburt, Charlotte, N. C.; W. R. Gingala, In- 
dianapolis; and B. H. Sawyer, Little Rock, Ark.; W. H. 
Kurtz, representative at Manchester, N. H.; Miss Muriel 
E. McKenna and Miss Josephine V. Clinton, instructors in 
the Boston District; and Kenneth S. Howard, advertising 
manager, Orange. 

The Seven Year Club meets annually at the invitation of 
President J. R. Monroe at the Hotel Suburban, East 
Orange, New Jersey, for a banquet followed by a business 
meeting and an entertainment. Arrangements for the 1931 
meeting, which will be held early in the year, are under 
the direction of C. R. Britten, plant manager, who has been 
a Seven Year Club member since 1927. 

ene 
Hansell & Bro., New Orleans, Issue New Catalogue 

F. F. Hansell & Bro., Ltd., of New Orleans, La., have 
issued a comprehensive 226-page catalogue of office sup- 
plies, loose leaf devices, commercial and social stationery 
and books. The catalogue is 8% by 11% inches, has colored 
ornamental borders on all except insert pages and is richly 
illustrated in black and colored halftones, diagrams, etc. 

The front cover presents a striking series of line pictures 
showing the principal office buildings of the Crescent City. 
The compilers of the book have done a thorough job, and 
the printers have done their part well, with the result that 
the work is one which the company can show with more 
than a little pride and satisfaction. 

At the extreme back of the book, following the index, 
are several combination envelope and order forms for the 
convenience of customers, postage paid by the company. 

—_—~»>—_—_- 

Corona Pacific Coast Man Visits Seattle Dealers 

J. N. Anderson, Corona specialty salesman for Seattle 
and San Francisco, visited the typewriter dealers in Seattle 
during January. He reported increased sales in nearly 
every city on the Pacific Coast, especially at Leland Stan 
ford, Jr., University, Palo Alto, Calif—J.C.J.M. 
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VALUE 


Value is computed on the basis of Quality. Regardless 
of price Quality, not Quantity, is the true gauge. 

Our special offer on the Tybon Ribboner Machine is an 
exceptional Value in Quality Typewriter Ribbons. 

This new and better method brings you:—Reduced 
Cost, better service. Increases Sales through superior 
quality. Greater Efficiency through elimination of super- 
fluous stock. 


READ THE FOLLOWING UNSOLICITED 
TESTIMONIAL. 








Knox County's Only Typewriter Shoo 


UNIVERSAL TYPEWRITER EXCHANGE 
N. E. Cor. Main and Gambier Streets 
Second Floor, Peterman Building. Phone 674 Bice 
Ray mond J. Iden, Mar. 


Mount Vernon. Ohio June 9, 1950, 


Tybon Corporation, 
1026-28 Pilbert $t., 
Philedelohia, Pa. 


Gentlemen :- 


It is with pleasure thet we advise you of the 
receipt of our omer for }] (one) Tybon Ribboner Machine 
and other supplies as ordered. They were in good condition 
and we are very much pleased with the Ribboner - in fect 
it was mich better than we expected at such a bargain price. 
The ribbons look mighty good to us - but will await with 
interest the reports we receive from our many customers es 
to how they like your ribbons. 


the eyelet pliers are mich better made then we 
expected too, as we paid §5.00 for a similar peir some five 
years ego - that you can give such a bargain offer is quite 
@ surprise and should be taken advantage of by eve type- 
writer desler and too, the dealers in ribbons ae well 


Just how you can put out such a bargein is beyond 
us, but the fact that you are doing it - is all that is 
necessary and es said before, every dealer that sells type- 
writer ribbons is passing up @ wonderful money making 
opportunity if they do not take edvantage of your orfer. 

Wishing you al) the success in the world, we are 


Sincerely, 


unI ew er 


Everything For the Office 











On July 26th, Mr. Idem writes: — 


“We are well pleased with the report of your ribbons 
and back it up with the enclosed check and order.” 


TYBON PRODUCTS PRODUCE AND 
REPEAT! 


Send for Our latest booklet, 
“YOUR OPPORTUNITY,” 
and OUR NEW SPECIAL 
OFFER NOW. 








TYBON CORPORATION 
1026 Filbert St. Philadelphia, Pa. 


“Be sure to mention Office Appliances when answering this ad” 
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ACME 
CHAMPION 


- - - A NEW STAPLER 


The Acme Champion is not just a champion in 
name, but in fact. It challenges old standards. 
Because here in the new Acme you have latest 
in beauty and perfect operation. Chromium, 
favored for its beauty, provides a brilliant, 
indestructible finish, good to look at. And the 
Acme Champion is a pleasure to use. That's 
why it has a place even in executive offices. 





Three hundred cohered staples are taken at one 
load. A simple arrangement permits removal of 
the base, making a convenient tacker. Drafts- 
men, architects and shipping clerks find it 
especially convenient and serviceable. 


The Acme group of stapling machines embraces 
a model for every stapling need, from heavy 
duty to light work—for instance our No. 1 
with Lever Action. Full details of the entire 
line will be sent on request. 







ACME 
STAPLE 
COMPANY 


1643 Haddon Ave. 
CAMDEN 
N. J. 


Acme No. 1 
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A New Association Organ 

Trade Topics is the title of Volume One Number One of 
the special publication just gotten out by the Retail Sta- 
tioners’ Association of New York. The present number 
consists of four pages. Bob Reichman contributes a lead- 
ing article to the Trade Topics covering the affair of Sat- 
urday evening, November 29, consisting of a reception and 
ball. The opening is a greeting by the editors, followed 
by an announcement of the next meeting of the association 
following the issue. 

The last page is devoted to miscellaneous matters of 


interest. 











L. C. SMITH-CORONA REPRESENTATIVES AT SAN BERNARDINO AND 
RIVERSIDE, CALIF The Barnum-Flagg Company was established in 
1882 at San Bernardino, and has operated continuously since that time 
The company was organized by the A. W. Barnum Stationery Company 
and has been built up until today under the able direction of J. Harold 
Barnum it is one of the largest houses of its kind in California carrying 
general office equipment, a printing department, wholesale paper house 
and a full line of L. C. Smith and Corona typewriters. The company 
employs nearly fifty persons, some of whom have been with the organiza- 
tion for fifteen years. Mr. and Mrs. Barnum, by reason of their good work 
for disabled war veterans, enjoy the distinction of being honorary life 
members of the Disabled War Veterans Organization 








Detroit Ribbon and Carbon Concern Takes Larger 
Quarters 

The Superior Ribbon & Carbon Company, distributors of 
carbonized papers and inked ribbons, have moved from 
410-411 Empire building, Detroit, to new offices at 803-04 
in the same building. The new offices are twice as large as 
the former quarters the company occupied and will enable 
them to render even better service to their customers than 
heretofore. 

J. Wagenheim is manager of the establishment 


Columbian Art Works’ New Wall Calendar 

A large wall calendar is one of the offerings for 1931 
of the Columbian Art Works, 1024-36 West Juneau avenue, 
Milwaukee, Wis. This calendar is done in colors and pre- 
sents three months to the sheet beginning with December, 
1930, and ending with January, 1932. The middle month 
of each sheet is in red and black on white with yellow 
dividing lines. The other months are in black on yellow 
with white dividing lines. This calendar is one of several 
of the types of calendars issued by the Columbian Art 


Works 
— el —S 


Toronto Stationer Erecting New Building 
The six-story building of Stainton & Evis, commercial 
stationers of Toronto, Canada, is progressing rapidly to- 
ward completion and promises to be one of the finest 
structures employed by any stationer in the Dominion. 
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Made of extremely tough gummed fabric, tne new “Y and E”’ Visi- 
ble Index hinges have great strength and hang to the card with 
dogged tenacity. Since the hinges are of fabric, the cards will readily 
pass through the typewriter. Hence—Records may be typed after the 
system is set up. Each of the two hinges on each card, drops into 
one of the slots formed on the aluminum card holder illustrated 
below and locks itself into position. No threading or fumbling. 
The action is quick and positive. 


2.The Aluminum Card Holderts) 


2 ———————— —< ————< | 


This strong everlasting Card Holder is immune to rust and un- 
affected by heat or cold. Self adjusting. Nothing to get out of 
order. Fool proof and trouble free. Will last the life of cabinet 
without replacement. 

The “‘Y and E”’ Visible Index Line still further increases the value 
of the ““Y and E”’ Dealer Franchise. Write for complete details and 
learn what this famed franchise can mean to your business. 


FOREMOST FOR FIFTY YEARS” 
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YAWMAN 4‘ FRBE MFG(O. 





Steel and Wood Fili 5 JAY STREET :: :: s: ROCHESTER, N. Y. Saf 
Cabinets... ‘Steel Desks ed _Export Department: 368 Broadway, New York, N. Y., U. U.S. “AL oad Seles Sys ar 
Steel Shelvi TIMNB-ee -++-6 Cable Address: “Yawmanerbe,” New York and Library Equipment 
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OESN’T look much like a mint, the Model 
150—but it sure enough produces the green- 
backs. Right on your own counter, too. 
Doesn’t turn out a fistful of banknotes at a push of 
the handle, of course. But it is mighty good at 
getting people to hand over honest-to-treasury 
money for it. And that’s just as effective. 
There’s no trick to this selling power. The 150 
simply gives the customer more for his money than 
he expects. Look at the half-dozen expensive 
features he gets for only $8.50. You know what it 
costs to get ’em in other machines. So do customers. 
And that’s why they’re buying so many 150’s. 
What’s more, they’ll buy more this year. Every- 
body’s looking for a whopping big value at a give 
away price ...and the Model 150 gives it to 
them—plus! 
Gives you a fat profit per machine, too—besides 
the benefits from fast sales. So stock up with this 
moneymaker . . . and watch the cartwheels come 
rolling in. 


WILLIAM A. FORCE & COMPANY, Inc. 


105 Worth Street. . NEW YORK 
180 No. Wacker Drive CHICAGO 
573 Mission St. SAN FRANCISCO 
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Solving Gymnasium Storage Problems 

D. V. Trapp of the Durabilt Steel Locker Company of 
Aurora, Ill., contributed to a recent issue of the Journal of 
Health and Physical Education an article under the above 
caption. Emphasis was laid in the article on the value of 
steel storage cabinets with different interior arrangements 
to accommodate the various items, clothing, apparatus, etc., 
stored in and used by the average gymnasium. 

rhe article presented illustrations of the different lockers 
which, by the way, are furnished with protected ventilator 
openings, and also showed a diagram of installation. The 
data included locker sizes, types of door perforations, 
locks, sloping top lockers, rustproof hardware, finish, ven- 
tilation, anchoring, single and double tier lockers, multiple 
tier box lockers, gymnasium basket racks and trucks, wire 
baskets, bench tops and pedestals, key cabinets and the 
like. A final word was presented on the erection of lockers. 

The complete text of this article may be obtained with- 
out obligation by addressing the Durabilt Steel “Locker 
Company of Aurora, III 

ees te 

Novel Window Card for “Colorbrite” Rubber Bands 

The new rubber bands made by the Eberhard Faber 
Pencil Company, and called “Colorbrite” because of their 
vivid pastel shades, enable purchasers to obtain the size of 
band they want by reference to its color. The blue band 


= ~~ 


Colorbrite 


RUBBER BANDS 
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HANDSOMELY COLORED NEW EASEL DISPLAY DEVICE FOR 
E. FABER’S “COLORBRITE” RUBBER BANDS 


is the largest, and then in the order of size come the red, 
green and yellow bands. 

On an easel-back display card there has been fitted a 
shallow box with a transparent celluloid cover through 
which the different sizes and colors of “Colorbrite” bands 
are visible. The card itself is richly colored, and the en- 
semble produces a striking display. 

aes 
Marshall Takes Y. M. C. A. Chairmanship 

Charles M. Marshall, vice-president of the Ivan Allen- 
Marshall Company, and former president of the National 
Stationers Association, has been named as chairman of 
the Board of Directors of the Y. M. C. A. at Atlanta, Ga.— 
J. H. R 
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945 W. Jackson Blvd. 





$359° 


COMPLETELY 
EQUIPPED 





Written or Drawn 


Guaranteed to satisfy. Here's a 
money maker for live dealers who 
are willing to put in a little time 
pushing sales. The Lettergraph is 
now used in thousands of offices, 
schools and churches. Copies any- 
thing in one or more colors, from 
postcard size to 9x15 sheet (max- 
imum printing surface 71x11 in.). 

Every sale means a satisfied cus- 
tomer and a demand for supplies at 
a liberal profit for you. Write for full 


details of our dealers’ proposition. 


HEYER DUPLICATOR CO., Ine. 


CHICAGO, ILL. 


Established 1903 


Cleartype Dry Stencils and 
Supplies for ALL Duplicators 
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Newark Wildcats Win Smith-Corona President’s 
Cup 

At the beginning of the last half of 1930 Fowler Manning, 

president and general manager of L. C. Smith & Corona 








['ypewriters, Inc., offered a cup as a sales trophy to each 
NO 9 division of the Smith Corona sales organization. 
° ee e @ ®@ The cup is known as the President’s Cup. It was given 


to the branch in each division that made the highest per 





cent of quota during the month. 
If the branch manager followed certain rules and regu- ' 





lations, he received a cash bonus with the cup. The name ' 





H. E. COMISKEY, star L. C. Smith 
& Corona salesman in Newark, N. J., 
holding President’s Cup. We are told 


¢ that the cat in the cup is the ‘“‘New 
ark Wild Cat.” 
<< of each branch manager who won the cup was engraved on 
a —ae a vg it. The branch manager winning the cup the most times 

Sau during the period became its permanent possessor. 
SS PN H. E. Pogue, branch manager, Newark, N. J., having 
» 2 won the cup four times out of six, becomes the permanent 
possessor of his division’s President’s Cup. The Newark 
INTO TH o¢ branch has made a good sales record during the past year. 


They have won every contest that they entered. Ina re- 

















cent contest with the Baltimore Orioles they were nick- 
MAKE one resolution in 1931! Solemnly named the Newark Wild Cats. = eee 
resolve that wherever you can secure the oppor- vue os Newark s es salesmen, a. - 3 omiskey, #4 
tunity you will look into the files of your customers. shown holding the Newark I resident s Cup with their mas- 
In these files you will find many orders—a very cot, a “Newark Wild Cat” resting very peacefully therein. 


gold mine of tes prospects The Washington branch, that was one of a group known 


as the Metropolitan Group, also becomes the permanent 


You should know how an efficient file is properly possessor of their division’s cup. Branch Manager Charles 
equipped, and if you do you will recognize in al- J. Rogers won the cup four times out of six. 

most any office filing system the need for extra a me 

folders, chronological folders or new and better Prominent Atlanta Men Organize Baylis Stationery 
methods which you can sell by suggesting. Often Company 


Formation of the Baylis Stationery Company at Atlanta, 


it is just as easy as that. 
Ga., with Ivan Allen as president; A. P. Baylis as vice- 


Study the Wabash Catalog carefully and you will president; and Charles M. Marshall as secretary and treas- 
learn of many items that will simplify office rou- urer, has just been announced by Ivan Allen. 

tine which your customers will be glad to know The company has secured a lease on the four-story Dahl 
about. Use the coupon if you haven't our literature. Building, occupying some 25 by 100 feet at 72 North Broad 


street, which it is extensively remodelling and which it 
plans to occupy on or about February 15, 1931. 


THe 4 ‘ The Baylis Stationery Company will handle Globe-Wer- 
nicke filing cases, book cases and office equipment; Stand- 

(1 (1S ard desks; Wilson-Jones equipment; Hoosier office furni- 

ture; Ediphone products and a number of other well-known 


lines 


WABASH ~ INDIANA 2 





MAIL 





3aylis will have a temporary office in the Ivan Allen- 





@THIS®e % Marshall Building, at 40 Marietta street, until the new store 
RENT | THE WABASH CABINET Co. iS aly 4c eee ek 
NOW Please send us samples of your Sales Stimulators and ST a 
copies of your literature New Sample Book of Linen Papers 
Name An attractive new sample book of Advance Linen 


Ledger, a 100 per cent white rag record paper, made by 
the L. L. Brown Paper Company of Adams, Mass., is 


iddress rae being issued to agents for this grade. Copies may be 
\_ A_A_A_A_A.% ~~ 4.4 had upon request. 


Firm 
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| Lifetime Guaranty Bond 


Sy ya eer 
for life In case 
as 






of faubure, return the to your 





Flexi-Post Features 
Guaranteed for Life 


HAT other binder bears a lifetime guaranty on 

its mechanism? None. What other binder offers 
such a combination of quick operation, unlimited ca- 
pacity, positive grip of sheets, non-protruding posts, 
and time-proved dependability? None. 
Price is no obstacle. In Flexi-Post you sell a service, 
not just a binder. The Flexi-Post user actually saves 
money, and never goes back to ordinary binders. 
Are you showing Flexi-Post to your customers? 
Demonstration is the sure way to sell this binder. 
Let your prospect operate one and he wants it/ 













Mail Coupon for Exclusive Franchise facts, 
and illustrated folder. 


STATIONERS LOOSE LEAF COMPANY, Milwaukee, Wis. 










REG.U.S.PATOFF 
anteed Binder - a Unit of the FAULTLEss Line 


t STATIONERS LOOSE LEAF CO., Dept. C-2, Milwaukee, Wis. 
Is my territory open for Flexi-Post? 
Send catalog and Lifetime Guaranty facts. 









‘ 
' 
' 
' 
' 
' 
' 
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Strength 
and Variety 





Strength and variety are two outstand- 


ing features of the Columbia line. 


The strength of Columbia files was dem- 
onstrated recently by the test here illus- 
trated. A letter size Columbia file was 
used, and over 325 Ibs. of brass parts were 
placed in each of the four drawers. Then 
3030 Ibs. of pig iron bars were piled on top 
of the file—a total load of 4330 Ibs. or well 


over two tons. While loaded in this way, 





the drawers operated freely, and there was 


no buckling or swaying in any part of the 


cabinet. 


The surprising variety of the Columbia 
line will be evident to anyone who looks 
thru the new and greatly enlarged catalog. 
There are five drawer, four drawer, coun- 
ter and desk height files; wide and half 
sections, card indexes, short depth files and 
transfers; posting trays, ledger desks, check 
sorting desks, cross files, etc. No matter 
what filing equipment is desired, Columbia 
has it in stock or can make it quickly on 


special order. 


Write today for the new catalog. It de- 


scribes Columbia heavy-duty construction, ¢ . 


~OPYRIGHT 1930 
a ~ . 
~Xx.UmBIA Stee. Equie.Co 


and presents a line that will meet the varied 


needs of your customers. 





This cut was made from an unretouched photograph 


Columbia Steel Equipment Company 


Office and Showreom P. 0. Bex 2244 
Chestnut Street at 18th Philadelphia, Pa. 


COLUMBIA 


The Super-Quality Line of Office Equipment 
WE ALSO MANUFACTURE THE “ATLAS” AND “APEX” LOW-PRICED LINES. 





ihe Pe Ph nce © © fb fcr 8 © | 2 Pee Fee ee ese 
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Rag Paper Organization Maintains Extensive 
Laboratory 

Late last fall The Springfield Republican of Springfield, 
Mass., published an interesting illustrated story concerning 
the Springfield laboratory of the Writing Paper Manufac- 
turers’ Association. This laboratory is responsible for the 
testing of different grades of paper and the association 
through the results achieved by the laboratory is promoting 
the use of finer papers. This laboratory is in close touch 
with other research organizations of like kind and with 
various interests concerned with the quality and perma- 
nence of paper. About one-third of its correspondence is 
with foreign countries and its operations are the means of 
widely diffusing facts deduced respecting differences be- 
tween the various types and grades of papers in use. 

Public attention was recently drawn to the work that is 
being done by the Rag Content Paper Division through 
the Direct Mail Advertising Association and the Graphic 
Arts Institute decisions rating the division’s publicity cam- 
paign carried on during the last three years as among the 
most fruitful in results among similar programs in this 
country. The campaign, which is still in progress, is in- 
tended to promote better knowledge concerning the results 
derived from various materials and processes in paper 
making. The division believes that there was a trend too 
far in the direction of cheaper papers and it set out to 
exert a positive influence for quality in certain lines of 
consumption. 

The laboratory is in charge of Dr. Jessie E. Minor, who 
is chairman of the Fibrous Committee of the Technical 
Association of the Paper Mills and meets frequently with 
mill chemists for conference and discussions, once a year 
presiding at general open meeting for broader discussions. 
Dr. Minor, a Ph.D., of Bryn Mawr University, was a 
teacher of chemistry and a chemist for several paper mills 
including that of the Collins Manufacturing Company in 
North Wilbraham, Mass. 

A similar laboratory is maintained at the Institute of 
Paper Chemistry at Lawrence College, Appleton, Wisc., 
for use in the training of paper makers. 

The work of these laboratories has to do with funda- 
mental research problems of the paper industry and with 
the testing of finished papers to arrive at exact knowledge 
of their quality and to establish better understanding be- 
tween manufacturers and buyers. Many of the tests are to 
determine the effects of time on the wearing qualities and 
appearance of paper. Maintenance of the original color, 
strength and flexibility is largely dependent on skill in 
manufacturing. Many modern papers do not deteriorate 
so readily as did many of the old time products. The 
effects of heat, light, air impurities, moisture, repeated 
folding, etc., 2re carefully investigated. 

limipaiililtaaamees 
Esterbrook Issues New Catalogue Insert 

Che Esterbrook Steel Pen Manufacturing Company of 
Camden, N. J., has just issued a new catalogue insert which 
includes the several items added to the Esterbrook line 
since the publication of the main catalogue, bringing the 
line up to date. These inserts have been sent to stationers 
on the company’s books, but if there are any stationers 
who haven't the insert, or who wish additional copies, a 
simple request to the company will bring them. 

The new catalogue insert includes six new styles of pens; 
two new types of Drawlet pens; Drawlet ink; a book on 
Pen Lettering Simplified; pen lettering set; Esterbrook 
compasses and other drawing equipment; ball-bearing clips 
in radiant colors; radio pen assortment No. 916 in revolving 
display case; Drawlet pen assortment No. 119 in counter 
case; typical penholder carded assortment; twenty new 
styles of penholders; assortments in 50 series; in 70 series, 
pen and penholder assortment, etc. 


119 





TYCOON 
.. the CHAIR 
for MEN 


RICHLY UPHOLSTERED WITH TOP.- 
GRAIN, HAND-BUFFED LEATHER. 


BEAUTIFULLY FINISHED IN GRAIN 
WALNUT OR MAHOGANY. 


IT’S A METAL CHAIR—NO METAL 
PARTS TOUCH THE DESK. 


JUST A TWIST OF THE WRIST, A 
SLIGHT PULL OR PUSH AND IT’S 
COMPLETELY ADJUSTED FOR YOUR 
OWN HEALTH AND COMFORT. 


ALL ADJUSTMENT MECHANISM IS 
ENCLOSED. 


and for their 
SECRETARY 


the. > 


TY-KET 


—for detailed information prior to formal 
announcement write to 
BOX AX 29—OFFICE APPLIANCES 
CHICAGO 
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CADCO 


FLEXION 
Chain-Binders 


for 
GENERAL 
LEDGERS 





” 
a ~ 


The ‘‘BEACON”’ 


Full Wine Colored Leather 
Full Brown Colored Leather 
Full Black Adcofabrik 
Metal Parts Nickel Finish 





The **FUTURA”’ 





Full Brown Adcofabrik 
Metal Parts Oxidized Copper 
Finish 

THERE IS 
NO SUBSTITUTE 


With (DCO General Ledger 
Forms B8032 and B8132 


W. G. LLOYD COMPANY 


Accounting Devices Company Consolidated 


626 SOUTH CLARK STREET, CHICAGO, ILL. 








YOUR STATIONER CAN SUPPLY YOU— 
ASK FOR SAMPLES GENERAL LEDGER 
FORMS 





OFFICE APPLIANCES 


Office Appliance Men Back Advertising Drive 

Several of the foremost office equipment dealers of Se- 
attle recently came forward in support of the half million 
dollar civic advertising drive to be launched during the next 
two years by business interests of Seattle. 

Karl R. Terry, head of the Seattle Office Equipment 
Company, and chairman of the executive committee of the 
Retail Trade Bureau of the Seattle Chamber of Commerce, 
placed the executive committee at the disposal of the com- 
mittee of fifty-niners and other business leaders in sup- 
port of the campaign to expand the sum mentioned on 
community development by means of advertising in 1931 
and 1932 

O. D. Trick, head of the house of Trick & Murray, sta- 
tioners, printers and office equipment dealers, was a prom- 











~ 


L. C. SMITH AND CORONA DEALERS AT EASTON, PENNA 

The above group presents the likenesses of the personnel of 
the H. L. Heymann Company of Easton, Penna. Left to right, 
front row: Kathryn Manners, Evelyn Yetter, Hazel Hawk and 
Anna Coxe. Back row: C. A. Mehne, A. C. Heymann, H. L 
Heymann, Robert Golden, Walter Serfas and Frank Storm 
These people are able and efficient handlers of L. C. Smith and 

Corona machines 








inent participant in the challenge dinner of the fifty-niners 
of Seattle, who are to inaugurate the national campaign to 
bring new business to the city and augment foreign com- 
merce through the port of Seattle. The means is to be 
advertising in publications of intense reader interest, filling 
the space with factual messages of the great Northwest, 
telling of the resources of that section. 

The advertising plan includes the passage of enabling 
legislation to tax all property in King county for the en- 
larged advertising campaign of 1932. The cost of the 1931 
campaign will be borne by the. business interests. 

Serving with Mr. Terry on the executive committee is 
J. E. MacPherson of Lowman and Hanford, who with Mr. 
Terry represents office supply dealers. J. L. Hoyt and D 
H. Johnson represent the typewriter dealers of Seattle — 
C. M. L. 

—— 


Eberhard Faber Offers Interesting Cash Prizes 

Users of Mongol colored indelible pencils made by the 
Eberhard Faber Pencil Company of 37 Greenpoint avenue, 
Brooklyn, N. Y., have discovered many new and unusual 
ways to utilize these products beside the conventional and 
customary uses of them. The marks of these pencils, when 
gone over with a brush, moistened with water produce 
wash effects 

To center attention on these pencils and on the Mongol 
black graphite pencil No. 482 the Eberhard Faber Pencil 
Company announces monthly contests during 1931. Each 
One prize of $50 will 


month two prizes will be awarded. 


be for a sketch which may represent any branch of the fine 
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Showing Eight Files of a Big 
Line. 5, 4,312 Drawers high 


New 


ONE-PIECE Files— 





Concealed Sa és 


Lo Match Desks 


The new Desk Cabinet Model 
Concealed Safe is designed to 
match Period style desks. There 
is a drawer for telephone direc- 
tory, cigars, etc. The safe of 
extremely sturdy construction 1s 
concealed by a false front identi- 
cal to the pedestal front of the 
desks. Display and sell this at- 
tractive model with desks and in- 
crease your sales without addi- 
tional costs. 


PERIOD TYPE Desks 


by 







EW files and desks of sterling quality match beautifully. The files of 
ONE-PIECE construction. eliminate vertical seams and case welding, 
thus providing distinctive design and marvelous finishes. 


A separate interior structure carries all locking and operating mechanism, insuring 


the utmost accuracy and permanent operating efficiency in every detail. 


New, 


advanced type progressive drawer suspension, silent operating features and most 
compact follower give the dealer talking points beyond comparison. 


Period type steel desks of exquisite de- 
sign bring new refinements to the com- 
mercial type desk field. Rounded cor- 
ner posts with handsome solid cast feet 
and steel mouldings on the base of 
each panel faithfully interpret period 
Matched graining or 
linoleum tops combine 
beauty with efficiency. Special type 
drawer features mark new operating 


style in steel. 


monotone 


advancements that enable effective sales 
demonstrations. 


The modern Invincible display out- 
rivals commercial equipment on the 
showroom floor, yet prices are lower 
than most buyers expect to pay for this 
high quality. To capitalize new sales 
opportunities look to the new Invinci- 
ble equipment that anticipates the de- 
mands of the future. Restock with the 
new line now! 


INVINCIBLE METAL FURNITURE CO. 


2600 Franklin St., Manitowoc, Wisconsin 


New York 


Chicago 


Los Angeles 
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LOCK LABEL 
GUIDE 





TOP-O-GRAPH GUIDES 


Celluloid = reinforced. Removable 

strip labels may be changed easily. 

Longer wear-—larger label aream 
complete visibility. 


ROLL-TOP GUIDES 


Steel reinforced—the strongest per- 

manent printed guide made 

makes good where other guides 
have broken down. 


BI-FOCAL GUIDES 


Transparent tabs for 2-line remov- 
able labele—instantaneous legi- 
bility for top- ing or front- 


Famous Guide-Tab Inventions 


found ONLY in the 
SN 


A_ sf 
F.E.BeeLine 
ee 


Here are four of our own exclusive guides—each 











one a most successful improvement—invented, 
patented and produced exclusively by the 
F. E. B. organization. 


These, in themselves, are important contribu- 
tions to modern filing equipment and office 
efficiency, but they represent also the constant 
and practical alertness of this organization in 
search of new and better ideas. You may always 
rely on the F, E. B. Line for the best of filing 
equipment—both in standard merchandise and 


innovation items. 


Filing Equipment Bureau 


Manufacturers of the Widest Line of Filing Supplies in the World 


F. E. B. Building > 27 Melcher Street . Boston, Mass. 
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or technical arts—a drawing, plan, diagram, portrait, land- 
scape, etc.—which will be judged from the standpoint of 
originality, interesting application, or use. The other prize 
of $50 will be for a suggestion indicating new uses in 
business, industry, engineering or the technical or fine 
arts. 

The first of the 1931 series of Saturday Evening Post 
announcements has been enlarged, mounted on cardboard 
with an easel back and is available for dealers’ use in win- 
dow displays, together with a bright colored window 
streamer. A novel folder giving details of the contest is 
also available for direct mail distribution or enclosure with 
packages. 

onnsiniuaitiiineiidiaiasdl 
Ivan Allen-Marshall Building Bears Woodrow 
Wilson Plaque 

With the unveiling in Atlanta on December 28 of the 
Woodrow Wilson plaque, the building of the Ivan Allen- 
Marshall Company is one of the few stationery stores in 
the country to bear a historical marker. 

The plaque was unveiled on the occasion of the seventy- 
fourth anniversary of Woodrow Wilson’s birth, and was 
presented by the Central Marietta Street Association. It 
reads as follows: 

“On the second floor of This Very Building Woodrow 
Wilson established his Law Office in 1882.” 

Woodrow Wilson, then only twenty-six years old, 
passed a perfect bar examination, it is stated, and shortly 
afterward opened an office on the second floor of the 
Ivan Allen-Marshall building, then known as Concordia 
Hall. 

Here, at the corner of Marietta and Forsyth streets, he 
practiced law for a number of years. The plaque stands 
directly under a window in his former office—J. H. R. 

—— 


Florida Music Shop Adds Office Machines and 
Equipment 

Miller’s Music Shoppe, a leading musical merchandise 
store in Gainesville, seat of the University of Florida, is 
about to enlarge its field by adding a department for the 
sale of typewriters and office supplies. They will also 
feature sporting goods with special reference to fishermen’s 
requirements. 

The Miller organization also operates a thriving branch 
store in Ocala, the metropolis of Central Florida. 


——— 
Baylis Office Equipment Company Sold 
The Baylis Office Equipment Company, of 76 Marietta 
street, N. W., Atlanta, Ga., was sold at auction on Friday, 
January 9, purchasers being H. P. Dillon, of the law firm 
of Dillon, Calhoun and Dillon, and Lee W. Thornton. The 
purchase price, it is understood, was in the neighborhood 
of sixteen thousand dollars. W. A. Horne, of the Horne 
Desk and Fixture Company, is at present in charge of the 
store, and the stock will be sold out.—J.H.R. 
eR 
Retail Stationer Distributes Single Sheet Wall 
Calendar 
The Siekert & Baum Stationery Company of 617 North 
Water street, Milwaukee, Wis., present an attractive wall 
calendar, giving all twelve months on one card, which is 
11% by 14 inches. The background is white. Names and 
numbers are in black and red. At the bottom are the 
last three months of 1930 and the first three months of 
1932. 


————E 

Former Columbus Man Takes Position in Dayton 

Alfred Taylor, formerly with The John F. Rees Com- 

pany, has accepted an executive position with Charles W. 

Bieser, proprietor of Everybody’s Book Shop at Dayton, 
Ohio. 
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SEND FOR THIS 
NEW CATALOG ON 





PRESSTEEL 


VERTICAL and VISIBLE 
INTER-LOCKING FILES 


Sell Pressteel Interlocking Units 
for increased profits. For each 
unit sold, others will follow. 
The interlocking rod makes 
available many combinations 
of like and different sizes. 
Units can be bought as the 
need arises and easily joined to 
previously purchased units to 
form compact, uniform, 
assembled cabinets. 





Dcuble Drawer Assembly 


1931 CATALOG IS A NEW SELLING GUIDE 


Pressteel Visibles are also 
interlocking and can be 
easily and economically 
expanded as records in- 
crease. Provides a con- 
venient, accurate and 
highly efficient file which 
will handle more cards in 
less space. The 17” depth 
permits placing on desks 
and storage in any stand- 
ard safe for fire protection. 





Write at Once for This New Complete Catalog No. 30 


The Pressteel Engineering Corp. 
DERBY, CONNECTICUT 
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SUNSET ERE ENENENE EERE Ee eee eee ee eee Be 


SENENANE NEGO NGNGNBNONENBNNEHBNONGNG GGG: ONGNONSNSNSNSNSNSNENSHEENENENEIENENENEHENGHENeNeHeNeNeNeNsHensnensnsneNSNENeHeHeHeHeNenenenenenenenes 


Mr. Dealer 
In 1931 


YOU WILL HARVEST THE 
CROP YOU SOW-WILL IT 
BE CABBAGE OR GOLD? 





Tue same soil may yield either 
a crop of cabbage, or a rich treasure of gold. 
Will you risk your labor in the relatively small 
returns to be expected from cabbage or will 
you dig more deeply into the merchandising 
soil for the gold profits which await you there? 


The stationery business offers both 
possibilities. Pitifully small profits from ordi- 
nary staples are striven for at tremendous 
competitive effort, while increasing volume and 
substantial gold profits are within your reach 


from the sale of quick turnover specialties . 


Such as 


SUNRUCO 


Sponge Rubber Chair Cushions 
Desk Pads 
Desk Guards 
Desk Shoes 
Finger Pads 
Moistener Cups 
Pin or Clip Trays 
Rubber Sponges, 


etc. 


v 


THE SUN 
RUBBER COMPANY 


BARBERTON, OHIO, U. S. A. 


Write today for illustrated and descriptive broadside 


with new 1931 prices on complete “SUNRUCO” 


line. 
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New Globe-Wernicke Library Equipment Catalogue 

The Globe-Wernicke Company of Cincinnati, Ohio, has 
This 
catalogue illustrates and describes the complete line of 
Globe-Wernicke library equipment which includes charging 
office desks 


issued a new 82-page library equipment catalogue. 


desks, chairs, bookshelving, card index units, 





Ae F 





Oe ee ee 





Globe “Wernie 


L J 


NEW LIBRARY EQUIPMENT 
CATALOGUE OF THE GLOBE 
WERNICKE CO 





and accessories, magazine and newspaper racks, book 


trucks, etc. 

In addition to the complete line of library equipment the 
illustrated and described: stationers 
Prices f.o.b. desti 


following lines are 
products, bookcases and steel shelving 


nation are shown on all items. 


— 
Class Instruction on Selling Portable Typewriters 

Selling portable typewriters has taken a startling modern 
trend in Seattle 

Instead of typewriter dealers learning the fine points of 
various portables from books published by the various 
manufacturers, advertisements, and special broadsides, the 
are being “taught to sell.” 

A special sales course in selling Remington portables 
has been started for the dealers by Manager Bottomley of 
the Seattle Remington-Rand Business Service, Inc. 

The first meeting was held during the Christmas holidays 
and every dealer present agreed to attend a sales lecturé 
of two hours one night a month. Mr. Bottomley outlined 
the plan of the lectures and gave a sales demonstration cov- 
ering only three principal features of the Remington port- 
able. Additional points, sales demonstrations by specialty 
salesmen of the organization, demonstrations on selling the 
machine by dealers in Seattle, and a definite plan to meet 
all objections will be taken up in full at the future gather 


—J.C.J.M. 
—- ~~ - 


New York House Issues Attractive Calendar 
stock with a 


ings of the group 


A very attractive calendar on high-grade 
black border design on white and lettering and figures in 
black is presented by C. R. Gibson & Company, 118-120 
East Sixteenth street, New York City. The calendar itseli 
is an attractive example of the work done by this com 
pany, which includes lithographing of all kinds. Eacl 
sheet bears the calendar of the current month and at the 
bottom is a calendar of the preceding month and of the« 
following month, a distinct convenience in looking up past 
or future dates. 

eanigliitieeasai 
Atlanta Stationer Takes New Position 

R. L. Goodman, for years associated with the 
Baylis Office Equipment Marietta 
Atlanta, Ga., has joined the organization of the Carithers- 


many 


Company, 76 street, 


Wallace-Courtenay Company of that city—J. H. R. 
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MONEY TALKS. . . . AND NEVER LOUDER THAN NOW..! 


This new material ties-in your 


store with the Eberhard Faber 
$1200.°° PRIZE CONTEST 


| MONGOL PENGIL BANK | 
| New Youn, igigg SRM 7 _ 











| A 








Poassnor = ft ’ TIDE EL . : . 
The Pigs Wieeea DURING 1992 SURE-FIRE business stimulator—the Eberhard 
Dusln } j EBERBARD FABER OFFERS Faber $1200.00 Prize Contest! Two prizes every 





month. $50.00 for a sketch. $50.00 for a suggestion. 
$100.00 a month in 1931! 


















Advertisements running monthly in the Saturday Eve- 
ning Post keep your customers’ interest at fever heat. 


Each advertisement announces new prizes for the 
month. Shows how everyone—old or young—men 
or women—has a chance to win. Features the Mongol 
Colored Indelible and the Mongol Black Graphite 


Pencil. 













Two Prizes Every Month. 
by the makers of the MoNGot 
Colored Pencil . . . $50 for a 
sketch .. $50 for a suggestion 











And now here’s the material that ties-in your store 
with this profitable contest. Large sized reproductions 
of the first Saturday Evening Post advertisement—a 
window streamer—clever folders with the contest 
rules—all are ready for you. Just mail the coupon 
and this material will be sent to you free. 


I LOL OME p43: 


MONGOL PENCIL CONTESTS 


EBERHARD FABER 
<> 









fe came of © Ge euch of the rine 
coereseoe © h recerve me fet 












With a thin lead unbreakable in normal use—with colors that 
may be washed into fine water color work—the Mongol Col- 
ored Indelible Pencil’s unusual features make for an interest- 
ing and unusual contest. 


D FABER 


EBERHARD FABER PENCIL CO. 
Dept. OA 31-2, 37 Greenpoint Ave., Brooklyn, N. Y. 
Please send me your special contest display material and folders. 

















SEND FOR THIS’ SPECIAL 
PRIZE CONTEST MATERIAL 
TODAY ... it will help you make 
your store the local headquarters for a 
the Mongol Colored Indelible Pencil NAME ceccc ees e reser seers eee eee eee ee reese ESSE SEs eEeeeEeeEeesE 
Prize Contest. 

DERE os cecedvccieus 

















To Sell (,oods 
You Need Stoce 


Who likes to lose a sale? Yet sale after 
sale of Sengbusch office appliances is lost 
every day, simply because dealers’ stocks 
of wanted items are not up to standard. 


The first axiom of retailing was never 
truer than it is today — to sell goods you 
need stock. 

Fill your stocks of appliances wanted 
by your customers year in and year out, 
and you will sell them. They are needed. 
Consumer buying has not been normal. 
The time is here when more appliances 
must be purchased to fill immediate re- 
quirements. 


The call for action cannot be denied. 
Sales and profits are being made now by 
dealers who keep stocks complete. More 
sales and more profits will be made by more 
dealers as soon as their stocks are ready. 


Pictured on the right are some of the 
proved- quality, consumer - preferred 
items in the complete Sengbusch line. 
How are your stocks of these numbers? 
Are you ready to sell them, ready to 
profit on them? If not, why not send 
your complete-stock order now. 
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Dipaday Desk Set—Pen 
adjustable to any posi- 
tion; socket adjustable; 
many beautiful stvles 
and co'or combinations. 





No-Over-Flo Sponge Cup 

Just what the name 
implies; inner chamber 
takes care of overflow; in 
white, green and brown 
porcelain and maroon 
and green composition, 





Senabusch Self- 
Closina Inkstand 

fir-tight;non- ~ 
eraporating; sup- =, 
plies clean fre sh ° 
ink to the pen. 


Ideal Sanitary 
Moistener — For 
finger moisten- 
ing and general 
office use; will 
last a lifetime. 













Kleradesk i 

piace for every 
paper and every 
paper in its place, 


Sengbusch 


SELF-CLOSING INKSTAND CO. 
215 Sengbusch Bidg. Milwaukee, Wis. 
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Hamm Joins Standard Office Supply Co. 

O. L. Hamm, who has represented the General Fire- 
proofing Company of Youngstown, O., as district sales 
manager in Oklahoma and Texas for the past five years, 
became associated with the Standard Office Supply Com- 





0. L. HAMM 


pany of Oklahoma City on January 1 as secretary, and 
manager of the office furniture and filing equipment de- 
partment. 

The officers of the Standard Office Supply Company are: 
Frank M. Hughes, president and treasurer; Welton D. 
Cook, vice-president, and O. L. Hamm, secretary. 

acocinntiiliieteiiial 
Winners of Monroe District Pennants for 1930 Sales 

The Monroe Calculating Machine Company, Inc., of 
Orange, New Jersey, has just awarded its yearly banners 
to the district offices which led their respective sales groups 
in percentage of quota sold for the year 1930. These were 
won by the following districts: 

Washington, D. C., S. L. Shanks, manager. 

Richmond, Virginia, W. V. Moore, manager. 

Houston, Texas, E. D. Barnes, manager. 

Brooklyn, N. Y., F. M. Zelinski, manager. 

The Washington district ranked highest, and not only 
led its own group, but sold the greatest percentage of 
quota of any district in the country. In addition to winning 
the yearly banner, Mr. Shanks also won the December 
sales pennant, the seventh monthly pennant awarded to the 
Washington district during the year 

The Force Timetable for 1931-32 

Wm. A. Force & Company, Inc., 105 Worth street, New 
York, N. Y., has distributed its convenient annual calendar 
to its friends. This is lithographed on a heavy sheet of 
celluloid, showing the 1931 calendar on one side and the 
1932 dates on the other. It is of convenient size, 3%4x6% 
inches, finding place under the glass desk top, in a pigeon- 
hole or other convenient location. 

cunenensiiiieminialas 
Crepe Paper Company Declares Dividend 

The C. A. Reed Company, Williamsport, Penna., manu- 
facturers of crepe paper, recently announced an initial 
dividend of 12% cents a share quarterly on its Class B 
stock. 

SO 

Goss Assistant Manager of University Book Store 

Lyle E. Goss has been appointed assistant manager of the 
University Book Store of the University district, Seattle, 
Wash. He was formerly manager of the commercial de- 
partment on University Way.—C. M. L. 
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No. 8500 “Postur-Chair” 


Office and 
Factory 


EQUIPMENT 


swarming with 
possibilities 


Mec of the growth 
of the UHL idea is 
to be credited to the pro- 
gressive dealer, the sales- 
man in the field—the man 
with initiative and enter- 
prise that gets him to the 
root of his customer's 
problem and with busi- 
ness acumen and knowl- 
edge of availables that 
lead the way to improve- 
ment, 

For UHL is a most ver- 
satile line. It was de- 
signed to improve health 
and comfort conditions of 
certain workers and kinds 
of work in office, factory 
and school. But almost 
every day we are in- 
formed of someone some- 
where selling UHL equip- 
ment who has found a 
new application—some 
especial way UHL figures 
in getting the better re- 
sult. The particular fune- 
tion of UHL “Postur- 
Chairs” in fostering and 
developing alertness and 
constant care is constantly 
extending their field of 
usefulness, and new uses 
for other UHL equipment 
are constantly coming to 
light. 

Dealers and salesmen inter- 
ested in the UHL profit op- 
portunities can obtain detailed 
proposition by writing 


The Toledo 
Metal Furniture 
Company 


1472 Hastings St., Toledo, Ohio, U.S. A. 





No. 7800T.S. 





The No. 50-56 
File Stool 
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(Meetings and Dinners News—Continued from a forward 
section) 


Atlanta Office Appliancers Elect Officers 

At the recent annual meeting of the Atlanta (Ga.) Office 
Appliances Association the following officers were elected 
tor 1931 

President, Everett N. Brown, district manager, The Dic- 
taphone Sales Corporation; vice-president, F. R. Wood, 
division manager, Felt & Tarrant Manufacturing Company 
(Comptometer), and secretary and treasurer, E. Guy 
Cheek, manager, Kee Lox Manufacturing Company’s At- 
lanta branch. 

E. F. Valentine, manager of the Atlanta office of the 
General Ofhce Equipment Corporation, and S. B. Cheet- 
ham, manager of the Atlanta branch of the Shaw-Walker 





OFFICERS OF THE ATLANTA OFFICE APPLIANCE ASSOCIATION FOR 
1931 Left to right: E. Guy Cheek, Secretary-Treasurer; Everett N. 
Brown, President, and F. R. Wood, Vice-President. 


Company, were elected members of the Board of Directors 
to serve in conjunction with the newly elected officers, 
constituting a board of five men to manage the affairs of 
the Association this year. 

[he Association holds luncheon meetings at the Ansley 
hotel every Monday at 12:30 p. m., and any office appliance 
men visiting Atlanta are welcome at these luncheons. 

During the year each member is permitted to demon- 

strate the machine, system or device he sells. Then there 
are round table discussions for the good of the industry, 
and at other times prominent speakers address the meet- 
ings. 
Che Association is now planning its annual dinner to be 
held at the Atlanta Athletic Club in February. The occa- 
sion will be a dinner dance, attended by members, their 
guests, their wives, sisters, cousins and sweethearts. 

The members are looking forward to a successful and 
a profitable year. 

a eee 


Philadelphia Stationers Meet to Hear Sales Talk 

The Philadelphia Stationers’ Association met Thursday, 
January 8, at the Bellevue-Stratford hotel, at 8:00 P. M., 
varying the usual procedure by omitting the regular order 
1f business and proceeding at once to the address of the 


evening 

Sixty-six stationery salesmen, one firm sending seven, 
were present when President Connell introduced Irving 
Fellner, publishing director of “System,” as the guest 
speaker 

Mr. Fellner outlined some of the results of a survey of 
twenty-eight stationery stores made by two investigators 
posing as prospective buyers. These men found that where 
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Note these features: 
(Right) Patented new type filler causes 
complete deflation of sack. Increases 
ink capacity. 
(Left) Long life! Self-locking filler 


keeps bar from riding on sack. 





ountain Pen 


by Autopoint 


that overcomes the single greatest 
shortcoming of present pens by 
increasing ink capacity. 


Mail coupon below and we 
will see you get opportunity —— 














The “Better Pencil” Made of Bakelite 


Autopoint Company, 1801-37 Foster Ave., Chicago, IIl. 


to look over this new line. 


OW-—for 1931—Autopoint has matched its famous 
pencil with a fountain pen. Not just “another pen” 
but a revolutionary new invention that increases ink capacity. 


Think what this means! Thus, what is commonly 
acknowledged to be the single greatest shortcoming of 
present-day fountain pen manufacture has been overcome. 


Soon, your customers by tens, then hundreds, then 
thousands, will come to demand this pen because it 
gives them the more ink they want! 


Autopoint Pen barrels are of beautiful pyroxylin. 
Iridium-tipped nibs are in 3 sizes only. In style and 
design this modern Autopoint creation is the newest of 
the new . . . 1931 models in every sense. 


As companion to the Autopoint Pen you are offered 
the Autopoint Pencil in designs to match. Thus, 
matched Autopoint Sets—for more sales in 1931. Pen prices 
range from $4.50 to $7.50. Pencils from $2.50 to $3.50. 


See this new pen! Mail coupon below for sample 


assortment, or for salesman to call. 


OA-2-31 
Autopoint Company, 1801 Foster Ave., Chicago, IIL. 





a 
I want to see the new Autopoint Pen. Send sample H 
assortment... Have salesman call. ____. (check which). : 
i | 
1 Signed : 
I 
Street 
! 
! 
1 City State : 
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-JONESTEEL: OFFERS: YOU: 
*-MORE:FOR: THE:MONEY: 





The Most Advanced Complete 


Line in America! 


Be a step ahead; 
offer the newest. 





In a remarkably short time JoneSteel Metal Filing Equipment and Desks 
have forged to the top ... due to IMPROVED DESIGN AND 
FINISH. Files with the Dust-proof Lip and full Ball-bearing Rollers 
have created a NEW HIGH STANDARD! 

The Junior Executive Desk WHICH YOU CAN RETAIL AT $75 
to $85 (and make a handsome profit) has put new life into dealers’ desk 
sales. You can offer beautiful grained Mahogany and Walnut at these 


prices! 
Let the “JoneSteel" line show you the way to 
BIGGER PROFITS in 1931. Write or wire for full 
particulars of EXCLUSIVE REPRESENTATION. 


JINTStwei- 


METAL DESKS AND FILE 
EQUIPMENT 








\ 4 THE “JUNIOR EXECUTIVE” . 


Jamestown Metal Desk Co. Inc. Jamestown, f.U. 
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the selling is good the store display and illumination are 
good, and where the selling is poor, the stock is limited, 
and the store is dingy and backward. Good selling accom- 
panies good management and vice versa. Men must be 
trained to sell and those who don’t learn must be elimi- 
nated. Non-progression is retrogression. “Nothing is per- 
manent but change.” 

The stationer should keep himself so well informed on 
his stock and the products of the industry that he will be 
everywhere relied upon to be the counsellor of his cus- 
tomers. The stationer is the logical outlet for office equip- 
ment, but he cannot reach his full growth until he has a 
trained sales force capable of doing justice to the field. 

In 1880 there were approximately 176,000 clerical workers 
in the United States, said the speaker. In 1920 there were 
about 3,000,000; in 1930, 5,000,000 and at the same rate there 
will be 125,000,000 in 1980. 

The American business man must be as efficient in his 
office as he is in his factory. It is up to this industry to 
supply systems, machines and equipment to bring this 
about. 

After thanking Mr. Fellner for his address, President 
Connell announced the reappointment of the same standing 
committees who served last year. 

Mr. Brooks and Mr. Irwin expressed appreciation of the 
remarks of the speaker of the evening, who acknowledged 
the compliment and divulged the location of what he re- 
garded as the four ideal stationery stores—one each in 
Detroit, Harrisburg, Boston and Philadelphia.—C. H. 

ae ee 


Toronto Commercial Stationers Active 

At a recent meeting of the Commercial Stationers’ Asso- 
ciation of Toronto, Canada, W. Ralph Salter of Salter, 
Stapell & Sewell, barristers, was the speaker of the evening. 
He advised members to keep away from litigation. His 
remarks were entertaining and instructive and the president 
at the conclusion of his remarks, tendered the thanks of 
the association. 

At a luncheon meeting held on January 15 at the King 
Edward hotel, Walter Dickinson of Walter Dickinson & 
Company, Ltd., gave a classification talk covering the lines 
of goods which his company handles. Mr. Dickinson gave 
some interesting information which is calculated to be of 
value to buyers. 

The secretary-treasurer of the Toronto Association 
states that the Montreal organization has also started a 
credit bureau and have about seven thousand names, com- 
prising a complete list covering all accounts, good, bad and 
indifferent. The secretary of the Toronto organization re- 
quests members to send to his office a list of all stock 
which they would like to move in order that the exchange 
bureau may get busy with the matter. 

oe 
Kansans Making Ready for Book Dealers 
Convention 

The Kansas Book Dealers Association, headed by Phil 
M. Anderson of Newton, Kas., is preparing for the fifteenth 
annual convention of that association—a convention which, 
its officers hope, will be the best one the organization has 
ever held. Many inquiries have already come in from manu- 
facturers and publishers for display space, and it is re- 
quested that all displays and souvenirs, freight or express 
paid, be sent to Phil M. Anderson, care Crane & Company, 
for K. B. D. A. Convention, Topeka, Kas. 

The convention will be held at Topeka in the Hotel Kan- 
san roof garden on February 16 and 17. 

The Eaton, Crane & Pike Company plan to bring their 
moving picture of the manufacture of high-grade station- 
ery. A special display space has been reserved by the 
Dennison Manufacturing Company. Other display spaces 





131 








Your 
MONEY MAKER 


for 1931 


IMPROVED 
RENTAL 


NDERWOODS! 


Shipman-Ward Improved Rental 
Underwoods are the fastest sell- 
ing machines on the market to- 
day. They enable you to beat 
competition. The prices are right 
—the quality is high—they look 
and work like Rebuilts. 





A SAMPLE WILL CONVINCE YOU. 


Other Shipman-Ward 
MONEYMAKERS 


100% Rebuilt Underwoods 
90% Rebuilt Underwoods 


Blue Ribbon 
Rough Underwoods 


Underwood Parts 


Write Today for Our 1931 Price List. 


SHIPMAN-WARD 
MFG. CO. 


1772 Shipman Bldg. 
4401 Ravenswood Ave., Chicago, Hl. 





Foreign Representatives 


Consolidated Machine & Supply Co. 


48-54 West 25th St. “i “i New York, N. Y. 














1931 BUYERS 


will be more careful buyers 


**The big boss”’’ will decide even small 
purchases that were formerly a mere 
matter of routine. 

The dealer who can supply the best 
values at the lowest price in 1931 is 
the one who will make the profits. 
The American “‘5-in-1”’ is the obvious choice 
of careful buyers. ,It pays the dealer a 
handsome profit and 
fills all numbering 
needs with only a 
single model to stock. 






Retail Prices: 
Model 110 
(5 wheel) 


$750 


Model 111 
(6 wheel) 


$850 


(Slightly higher in 
Canada) 


5 Movements 


Consecutive, 
Duplicate, 
Triplicate, 
Quadruplicate 
and Repeat 
Rich crackle finish, 


black and red, with 
colorful handle 


ALL STEEL 





12345 


Fac-Simile Impression 


FAMOUS 


AMERICAN VISIBLE 


Its unique, patented feature 
that prevents mistakes, puts 
this machine beyond com- 
petition in the quality field. 
6 wheel, 3 movement, model 
41 retails for $12.00. 
Slightly higher in Canada. 
IEW?) «Ready-inked pads on self sell- 
NEW * ing display easel. Send for 
prices on this big repeat profit maker. 


AMERICAN NUMBERING MACHINE CO. 
224 Shepherd Avenue Brooklyn, N. Y. 


CHICAGO—LOS ANGELES—LONDON—PARIS 
Pacific Coast Representatives: N. L. & K. W. Zeagler 
408 South Spring St., Los Angeles, Cal. 
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have been taken by other prominent companies in this field 
and it is suggested that those desiring space should take 
immediate action. 

The big subject for discussion this year will be a move 
for free school books for the state. Chain store competi- 
tion, store arrangement and many other matters of impor- 
tance will be discussed. 

The display tables will be arranged around the big room 
and the meeting will be held in the center. 

On Monday evening, February 16, the annual banquet 
will take place at which, it is said, speeches will be elimi- 
nated and dinner and entertainment only will be provided 
for the members after their long day of convention. No 
charge will be made to manufacturers or publishers for dis- 
play space up to eight feet. If more space is required, it 
can be had at the rate of $5 per eight-foot table. There 
will be no registration charge to dealers or company 
The only charge will be for the banquet 

—__———_ 
Typewriter Dealers of Oregon Organize 

Organizing to advance their mutual welfare and carry 
typewriter merchandising in the state of Oregon to new 
high levels, the typewriter dealers of that state have formed 
a new association, with Earl Kessler of the Typewriter In 
spection Company, Portland, Ore., as the first president. 

Plans for the new association were perfected at the re- 
cent banquet of managers of Portland, Ore., typewriter 
firms, and specially invited guests, in the ballroom of the 
Multnomah hotel in that city. Maurice Friedland of the 
Portland Typewriter Company was made vice-president, 
and D. Bart Doane of the Office Shop, secretary and 
treasurer. 

Charter members of the new typewriter organization 
which will play its part in the business advancement of the 
city during 1931, as well as throughout the state of Oregon, 
and those comprising the original membership roll are 
M. Segal of the Typewriter Sales & Service Company; M. 
Pullen of the Office Supply Company; A. Barnett of the 
Acme Typewriter Company; the Rebuilt Typewriter Com- 
pany, Andrew Jaksha, manager; the Oregon Typewriter 
Company, A. B. Cole and H. B. Maxwell; the Typewriter 
Inspection Company, Earl Kessler; Wholesale Typewriter 
Company, B. E. Hamlin and R. J. Williams; the Office 
Shop, D. Bart Doane; Superior Typewriter Service, |. ] 
Backman; Portland Typewriter Company, Maurice Fried 
land; Conrad J. Sieberts, Inc., Conrad Sieberts; Doane 
Guaranteed Typewriter Service, Inc., J. B. Doane; H. I. 
Robinson of the company of that name; and Leon J. Dar- 


representatives. 


ling of the Sunset Typewriter Company. 

A new spirit of cooperation among the typewriter dealers 
of Portland, Ore., is manifest in the formation of this new 
society whose members will interchange business informa- 
tion, trade statistics, hold meetings and generally advance 
the use and distribution of typewriters.—C. M. L. 

—.-—<6@ -——- - 


Seattle Typewriter Dealers Discuss Statewide 
Activities 

Discussion with reference to extending membership in 
the Typewriter Dealers Association of Seattle to type 
writer and ribbon dealers in other cities in the state of 
Washington was the main topic taken up at the first 
meeting of the year, January 6, by President-elect Roper. 
No definite action was taken, but all members were asked 
to present their views on the subject during the weekly 
meetings throughout January. 

Mr. Moore of the Adding Machine and Typewriter Com- 
pany of Seattle announced that a Remington Standard No. 
73569 was missing from his store. 

Notice was received from Portland announcing the or- 
ganization on December 30, 1930, of an association of Port- 
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ANIDEX 


PATENTED AND PATENTS APPLIED FOR 


—a sensation 
in the visible 
equipment field! 


UTOMATIC VANDEX, the only basic improvement in visible 
card records in the last 20 years, combines all the advan- 
tages of all existing card records with the greatest flexibility 
and compactness. And best of all it can be purchased at 
extremely low cost. 





























Reference is 
instantaneous 


Think of it! As many as 76000 cards, completely visible to the 
eye of the operator, can be grouped within reach of her hand 
without moving her chair — without pulling out a drawer — 
without searching through bulky equipment. Reference is in- 
stantaneous! Never has such capacity been offered before! 


The Automatic expanding feature provides 9 inches of working 
space. Each panel riding on a ball bearing mounting can be 
moved with minimum effort or removed entirely on the instant. 
It saves time! Conserves space! Reduces clerical labor! And 
is adaptable to all classes of records. 


Write at once for our illustrated folder describing this new 
sensation. 



















Hinged rollerbearing 
loops (patent applied 
for) on the bottom of 
each spacer quide 
enable the guide and 
panels to tilt forward 
and backward with 
freedom and ease. 
See wide V opening 


A bottery handling over 
56000 cords. Any num- 
The Automatic ber of units may be 


. grouped to meet re- 
Vandex Unit cota 


AUTOMATIC FILE & INDEX CO. 
General Sales Offices 


900 Butler Bidg., 427 W. Randolph St., Chicago, Ill. 
Factory: Green Bay, Wisconsin OA2-Gray 
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OF ABILITY ** 


“Dress well and succeed,” is simply another way of saying that 
confidence is bred of appearance. The measure of a man's ability is 
reflected in his surroundings—personal and material. Myrtle Desks 
establish a correct atmosphere of dignity, judgment and good taste. 
They present a true measure of ability whether encountered in the 


private office or larger general offices. Dealers stock them in principal 


cities. Names sent on request. 
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MYRTLE DESK COMPANY, O. A. 1-31 
FOR 22 High Point, N. C. 
YEARS Gentlemen 


kad 
Please send copy of your latest catalog and price list ; 
a a 
. a 37: 
— = 
~S 3 


¢ 

















FEBRUARY, 1931 


land typewriter dealers, as well as dealers in Oregon, fol- 

lowing more than a year of cut-rate price wars. The asso- 

ciation has a membership of seventeen. It has asked for 

co-operation from the Seattle body and has outlined a 

tentative program to better the typewriter industry. 

The Seattle Association held its second January meet- 
ing at the Spring Apartment Coffee Shop, Sixth avenue 
and Spring street, instead of at the Seattle Chamber of 
Commerce building. 

Secretary G. F. Johnson, at the request of President 
Roper, sent the following “Nineteen Ways to Kill Your 
Association” to the members: 

1. Don’t attend meetings, but if you do, arrive late 

2. Be sure to leave before the meeting is closed 

3. Never have anything to say at the meetings; wait until 
you get outside. 

4. When at the meetings, vote to do everything, then go 
home and do nothing. 

5. The next day, find fault with the officers and your 
brother association members. 

6. Take no part in the association’s affairs 

7. Don’t tell the association how it can help you, but if it 
doesn’t, resign. 

8. Be sure to sit in the back so you can talk it over with 
a brother member. 

9. When asked for information, don’t give any 

10. Get all the association will give you, but don’t give the 
association anything. 

11. Never ask anyone to join the association. 

12. Talk co-operating but don’t co-operate. 

13. At every opportunity, threaten to resign and try to get 
others to resign. 

14. If asked to help, always say that you haven’t time. 

15. Never read anything pertaining to the association; you 
may become too enlightened. 

16. Never accept an office, as it is easier to criticise than 

to do things. 

If appointed to a committee, never give any time or 

service to the committee. 

18. If you receive a bill for your dues, ignore it. 

19. Don’t do any more than you have to and when the 
others, willingly and unselfishly, use their ability to help 
the good cause along, then howl, because the associa- 
tion is run by a clique.—J.C.J.M. 


—_—<>>__—__- 


Victor Holds Sales Meetings 
Traveling representatives of the Victor Safe & Equip- 
ment Company recently got together at the home office of 
the company in Marietta, Ohio, for a series of sales meet- 

















SALESMEN OF THE VICTOR SAFE & EQUIPMENT COMPANY AT A 
RECENT SALES CONVENTION HELD AT MARIETTA, OHIO 


ings at which plans were laid to make 1931 a more success- 
ful and profitable year. 

The meetings lasted for over a week and were chiefly 
devoted to a discussion of the problems of the dealer and 
methods by which the company and its representatives 


1931 


Y the improved quality 

of many details in con- 
struction, Alma desks are 
now offering greater values 
than are ordinarily expected 
or found in merchandise of 
equal grade. 


This fact, together with a 
scale of prices lower than 
ever before, has boosted the 
dollar value contained in 
Alma Desks into a class by 
itself. 


Alma Desks are a price line 
with many quality talking 
points. 


ALMA DESK 
COMPANY 


HIGH POINT, N. C. 
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SERVICE LATELY ? 





Pat. Pending 


Our big new stock-room is now ready 
with its greatly increased stock of all stand- 


ard supply items. 


Thousands of sets of guides and hun- 
dreds of thousands of folders in each num- 
ber are ready for immediate shipment on 


your orders. 


And remember that service of another 


kind is insured by Wagemaker quality. 


Try us on your next supply order. 


Write us regarding agency. 


WAGEMAKER COMPANY 
GRAND RAPIDS, MICH. 
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could cooperate more fully with him to promote the profit- 
able sale of Rand and Victor products. 

Plans that proved successful during the depression of 
1930 were given a prominent part in the discussion which 
resulted in a very comprehensive program that should be 
of mutual benefit to the company and its many dealer 
representatives. 

The illustration shows a group of Victor sales and ad- 
vertising representatives in front of the company offices. 

—_—__<@——_— 

Stationers 12:30 Club Holds Christmas Dinner 

On Saturday, December 27, the Stationers 12:30 Club of 
New York held their annual Christmas dinner at the Su- 
preme Grill in East Thirty-first street, New York. About 
fifty members and guests enjoyed an excellent steak dinner. 
It was a merry and enjoyable party. 

During the course of the dinner, President 
and 


Nathaniel 
among 
Tavernier, 


Kremer called on several members guests, 
Roger Underwood and Louis H 


Harry Lynn, past-presi- 


whom were 
of the Fulton Specialty Company; 
dent of the Stationers Square Club; George Nitschke, in- 
coming president, and a number of others, all of whom 
spoke in a very optimistic tone about the future of the 
business. 
So 

Boston Stationers and New England Travelers Dine 

On Monday evening, January 12, at the Chamber of 
Commerce building, Boston, the Boston Stationers Asso- 
ciation and the New England Travelers’ Club held a suc- 
cessful and enjoyable joint meeting and dinner. There 
was an of 228 The dinner was 
delicious and satisfying. It was followed by entertainment 
features presented by Wade Booth, assisted by Miss Davis 
Mr. Booth gave songs and jokes, and kept 
The travelers were warmly con- 


attendance persons. 


at the piano. 
everybody interested. 
gratulated upon the entertainment provided. 

Interesting and instructive talks illustrated by moving 
pictures were given by Fletcher Wood Taft of The Carter’s 
Ink Company on “The History of Writing,” by Harrie E. 
Copeland, sales manager, the Boorum & Pease Company 
on “Loose Leaf,” and by Robert W. Myers of the Eaton, 
Crane & Pike Company on “The Manufacture of Paper.” 

The meeting scheduled for Hartford on January 14 was 
postponed. 

— >--—UlUlt—™” 
Northwestern Stationers Dine 

The fourteenth annual dinner of the Northwestern sta- 
tioners was held on Saturday evening, January 31, at 6:30 
o'clock at the Nicollet hotel, Minneapolis. Further infor 
mation about this event is expected for the next issue. 

— 
Addressograph Sales Meeting at Chicago 

A group of seventy-five sales agents and officials of the 
Addressograph Company attended a sales meeting held at 
the Drake hotel, Chicago, in December. The personnel 
present totaled a combined experience in the Addresso- 
graph business of more than 1,000 years. The meeting was 
a “clinic” of methods and policies pertaining to the opera- 
tions of the field organization. The program topics and 
discussions were conducted personally by Messrs. Rogers, 
Ward and Avery. After an appraisal of the facilities of 
the sales organization the assembled sales agents and home 
office management formulated a comprehensive program 
of methods, plans and policies for 1931. 

Fuel to stimulate ambition for more business was pre- 
sented in a “Twelve Point Success Schedule for 1931.” 
Transmitted from the convention to the field through sales 
agents, this schedule should make new achievements for 
Addressograph sales. 

One day of the convention was spent on advertising top- 
ics, during which the past and present advertising of the 
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Also Black and Gold 
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As well as Plain Black 
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$1.00 Pen Buyers Now 
Swinging to $3.50 
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show— is at last conquering the low-price, low- 
profit, $1 to $2.50 price class. 

Parker's sales at $3.50 have jumped amazingly 
—without cutting into higher priced volume. To 
further attract this new trend from cheaper pens 
—new styles and new colors were imperative. So 
Parker did the job right. Look! 


Straw Vote Taken 


One of these new Pens is Ivory and Gold Perma- 
nite. Think of it! One of the most beautiful combi- 
nations ever devised. Anotheris Jet Black andGold 
—a sure sale to conservative prospects who want 
beauty plus dignity. Another is the popular Jade 
Green, the color that sells like hot cakes at $7. 

Men and women picked these colors from a 
dozen different specimen Pens. Stocking them, 
you are sure of demand. For, as always, Parker 
tests every new item in advance. 

These new Parkers in your window and case 
displays will attract instant attention. Don’t be 
without. Order at once. Be the first to show 
them to your trade. All $3.50 Pen orders apply 
on Parker contract and help you earn rebates. 


THE PARKER PEN COMPANY, Janesville, Wis. 
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EYE-APPEAL! 


O clumsy projecting parts mar the 

appearance of the Royal Portable 
Typewriter. No open ribbon spools offer 
a harbor to dust and dirt. A beautiful 
metal shell finished in cheerful Duotone 
colors covers the entire frame. So trim, 
so attractive, it immediately attracts and 
delights the eye. Quite naturally, custom- 


ers prefer the Royal Portable for 





their home — and dealers find 








it many times easier to sell. 


6tTA Be 


Beauty, while important, is only an inci- 
dental feature of the Royal Portable. Its 
marvelous ease and simplicity of operation 
are in themselves enough to distinguish it 
as the finest of home typewriters. And the 
new “Vogue” type exclusively Royal, and 
created expressly for personal correspond- 
ence instantly identifies it as the smartest 


of home writing machines. Concen- 





trate your selling efforts on the 
¢ Royal Portable Typewriter. 


TYPEWRITERS 











ROYAL TYPEWRITER COMPANY, INC. 
2 Park Avenue, New York City 
More than 2000 Royal Portable Dealers in United States 
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company was reviewed by C. C. Younggreen, of Dunham- 
Younggreen-Lesan, Inc., the advertising 
the company’s publication advertising. He 
the 1931 schedule, that Addressograph salesmen 
were backed up by and direct mail promotion 
the 


agency directing 
also portrayed 
revealing 
advertising 
which was exceeded by only four manufacturers in 
United States. 

The list of field men ; 
the of Addressog 
territories: 

J E. Rogers, 
E. J. Ferris, New Y: 
[ll.; A. L. Davis, Bosto 
R. L.; R. H. Littlefield, 


Chicago; H. C 


ittending this convention indicates 


raph coverage of national sales 


scope 


BN. 3. 


Peoria, 


Mullin, 
Ubbelk 


Syracuse, 
yhde, 
Providence, 

A Wicke, 


Chicago; 


Chicago; J. J. 
rk, N. Y; T H 
n, Mass.; C. F. Rounds, 
Greensboro, N. C.; W 
Chicago; A. F. Knauer, 


Avery, 


|. B. Ward, Chicago; L. P. Rossiter, St. Louis, Mo.; H. C 
DeCourcy, Hartford, Conn.; W. L. Buckman, Albany, 
N. Y.; C. S. Booz, Memphis, Tenn.; C. E. Trinite, Rich- 
mond, Va.; D. A. Thompson, Youngstown, Ohio; G. D 
Sample, Birmingham, Ala.; R. M. Winger, Multigraph or 
ganization: H. R. Schultz, Portland, Maine; E. A. Turner 
Houston, Texas; T. L. Abbott, San Antonio, Texas; C. E 
Thorne, Milwaukee, Wis.; I. T. Kepperley, Minneapolis 
Minn.; C. F. Ogden, Altoona, Penna.; W. G. Ryan, Cleve 
land, Ohio; J. L. Harrington, Cincinnati, Ohio; C. 
Younggreen, Chicago; J. F. Robbins, Tampa, Fla.; C. E 
Ellis, Pittsburgh, Penna.; W. F. Milburn, Atlanta, Ga.; 
L. J. Taylor, Toledo, Ohio; R. V. Belina, Omaha, Nebr.; 
W. R. Rockhold, Trenton, N. J.; E. E. Matthews, Reading, 
Penna.; J. P. Jackson, Chicago. 

G. C. Berner, Chicago; A. F. Carlson, Duluth, Minn.; 
Roy Mack, Salt Lake City, Utah; F. K. Forrest, Balti- 
more, Md.; F. M. Reeder, Washington, D. C.; C. F. Farrar, 
Scranton, Penna.; F. J. Ackerman, Grand Rapids, Mich.; 
B. H. Parks, Indianapolis, Ind.; A. W. Bauer, Chicago; F. 
S. Brugger, Montreal, Canada; D. E. Bissell, Toronto; B. B 
Mercer, Dallas, Texas; L. D. Hamilton, Oklahoma City, 
Okla.; F. Kremp, St. Paul, Minn.; L. B. Conn, Rochester, 
N. Y.; L. K. Murrill, Detroit, Mich.; L. M. Osborne, Butte, 


America; P. V. Ward, 
Ohio; G. R. Stucker, 


Wash.; E. R. 


Leighton, South 
Fenner, Columbus, 
Howell, Seattle, 
Fellows, Toronto, Canada; C. M. 
New Orleans; R. W. Cassell, South Bend, Ind.; 
Newark, N. J.; A. K. Ansty, Portland, Ore.; 
Buffalo, N. Y.; J. K. Foster, 
Fuller, Chicago; L. R. Varner, 


Belgium; J. W. 


Montana; E. I. 
Chicago; L. B 
Louisville, Ky.; R. P. 
Colo.: R. N. 


Spier, 
Denver, 

Williams, 
H. B. Phillips, 
E. B. Osgood, 
W. Va.; W. G 
lowa; A. H 


Huntington, 
Des Moines, 
W olc« tt, 


Longini, Brussels, 


Chicago; T. F. Lynch, Dayton, Ohio; B. F. Garvin, Los 
Angeles, Calif.; K. MacGregor, Philadelphia, Penna.; A. W. 
Wollerman, Chicago; O. M. Caleson, Chicago; C. H. Getz, 
Chicago; C. L. Comegys, Chicago; W. J. Evans, Chicago; 
E. L. Brady, Kansas City, Mo.; C. E. L. Shaw, San Fran- 
cisco, Calif.; E. R. Richter, Chicago. 


~~ ——_ 


Brief Items from the Northwest 

\ three day sales conference was recently held by John 
W. Graham & Co. of Spokane, Wash., where the satisfac- 
tory sales volume of 1930 was reviewed, and plans launched 
to make 1931 a year of larger sales volume. About thirty 
salesmen and department managers attended the 
conferences at which John W. himself, 
in the auditorium of the Spokane store. The meeting was 


traveling 


Graham, presided 


brought to a close with the annual banquet of the com- 
pany’s staff 
s&s 
Ralph E. Winn is again with Lowman & Hanford in 


Seattle. Their process man for years, Mr. Winn, after an 








NUMBERING 
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Cinvestwe Topay, to get you more 
business and better profits, QUICK, Roberts 
has paraphrased this old saying into: 


“LITTLE INVESTMENT— 
GREAT PROFITS” 


NOW! 


ROM the profit proved Roberts “Big 8”’ group, 
including the famous ‘49,’ the world’s largest 
selling, lowest priced numbering machine, you 
select your own stock, as much or as little as you 
please, exactly the models you want. You get 





THE GREATEST DISCOUNTS EVER GIVEN 
ON ANY LINE of NUMBERING MACHINES 


We will be glad to suggest a grouping of models which 
experience has proved will sell quickest for the average 
dealer. We will also furnish you with our 


LIBERAL TRADE IN ALLOWANCES 


and our efficient sales outline 
which 
stationers to immediate profits— 
profits which they never thought 
were possible on numbering ma- 
chines. Write for this valuable 
information today. 


Vv 


THE ROBERTS NUMBERING 
MACHINE CO. 


694-710 Jamaica Ave., Brooklyn, N. Y. 
Western Distributors 


LOUIS MELIND COMPANY 
362-64 W. Chicago Ave., Chicago 
93 Market St., San Francisco, California 


ROBERTS 


Ss . Included is the Roberts 
is now helping many 49," the World's largest 
selling, lowest priced num- 
bering machine. Now 
available in §& actions, 
with A or H figures, as 
well as in the usual 3 and 
4 action models. 





MACHINES 
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AN EXCLUSIVE 
FEATURE 


No lifting the carriage when you shift on the 
Barr . . . That's why the Barr's carriage runs 
so smoothly . . . It's substantial .. . It runs 
on rails that are bolted to the frame. And 
there is no jouncing while you are writing, 
for the segment is locked in position andcan- 
not be moved...save by pressing a shift key. 


BARR-MORSE 


CORPORATION 


174 Fifth Avenue New York City 
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absence of about a twelvemonth, has returned to take 
charge of the Mimeograph sales and process work of the 
Lowman & Hanford organization. 


. oo 


Stationery and printing sales in Seattle amount to well 
over a million dollars a year. Grouped together in 1929, 
they formed a volume of retail sales of $1,360,105 according 
to the 1930 report of the Federal census bureau just re- 
leased. The book stores of Seattle fall just outside of the 
million mark with sales totaling $971,569.—C. M. L. 

ocitedaiiacs teat 
Technical Notes of Forest Products Lab 

The December issue of Technical Notes, published by the 
United States Forest Products Laboratory, Madison, Wis., 
contains among other studies several of interest to wood- 
working plants. The contents for December comprise: 

No. 230—Moisture Content for Aircraft Wood. 

No. 231—Storax from Red Gum. 

No. 232—Chemical Treatment of Surfaces Improves Glue 
Joints in Certain Woods. 

No. 233—Approximate Air Seasoning and Kiln Drying 
Periods for Inch Lumber. 

No. 234—Longitudinal Shrinkage of Wood. 

These Notes are available in quantity at reasonable 
prices 

-_ — ~~  - 
Some News Notes in the Evansville Furniture Field 

O. A. Klamer has been elected chairman of the board 
of directors of the American Furniture Mart of Chicago. 
Mr. Klamer is president of the Klamer Furniture Cor- 
poration and the Monitor Furniture Company, Evansville, 
Ind. This recognition of his abilities and position in the 
otice furniture field is gratifying to his associates in 
Evansville. 

* . « 

All Evansville furniture factories are busy with inven- 

tories and other work incident to the close of the year. 


ss 8 *s 


Manufacturers report fair business at the Chicago mar- 
ket, which closed on January 17. A spirit of optimism pre- 
vails and it is hoped that 1931 will show a marked im- 
provement over 1930. 

The foregoing notes came from the Furniture Manufac- 
turers Association of Evansville 

ee 
National Cash Register Changes 

[The New York Times of January 16 announced that 
George D. Whitefort, who has been associated with the Na- 
tional Cash Register Company twenty years, has been ap- 
pointed manager of the northeastern sales division, suc- 
ceeding D. R. Pierson, who has been made manager of the 
New York City office. The northeastern sales division 
embraces New York State, New England and that part of 
New Jersey included in the metropolitan area. Headquar- 
ters are in New York. 

—___<g>——_— 
Higgins’ Prices and Discounts Revised 

[rade prices and discounts of the Higgins line have 
recently been revised and readjusted. Those dealers who 
have not seen a copy of the new price list may find it ad- 
visable to write in and familiarize themselves with the 
changes. These changes are especially intended to facili- 
tate the distribution of the Higgins line. 

sotcanuinlliidialanions 
Thornton Estate Probated at Indianapolis 

The estate of the late Henry C. Thornton, Indianapolis 
stationer, has been probated. The estate, the value of 
which was not disclosed, is divided equally between Mrs. 
H. Emma Thornton, the widow, and Henry C. Thornton, 


a son, 
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FINE WORDS 


Do Not Make Fine Chairs— 
But Rich Experience Does 
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— 
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UR right to use fine words is premised 
upon over half a century of rich experi- 
ence based upon a determination to give the 
business world the finest chairs it is possible to 


build. 


patetitars 


ike 





Milwaukee chair building experience is deep- 
rooted in the hearts of many skilled workmen 
who have contributed years of enthusiasm in the 
perfection of their particular art. 


Milwaukee experience is the result of knowing 
the minds of many buyers. We have worked 
with the designer, the architect, the layman, the 
purchasing agent and the men who have special- 
ized in office management. We have listened to 
their criticism and their praises, and profited by 
both. 


Through Milwaukee experience you can 
have every confidence that Milwaukee Chairs 
are the last word in Richness of Design, 
Desired Comfort and “Life-time Service’ 
Construction. 


The Milwaukee Chair Co. 


Makers of Finer Business Chairs 
for Over Half a Century 
Executive Offices and Factory 

MILWAUKEE, WISCONSIN 





93016 ELL. 





Member of the Wood Furniture Associates, Inc., whose work 
it is to promote better offices through the use of wood. 


BUY YOUR CHAIRS UPSIDE DOWN 
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3,000,000 people read about them 
every month in THE SATURDAY 
EVENING POST. 

Mineral towers prove Thy How many are your customers? 


Toe th ott cage, cxprting Gas cout 
write was a pencil to me. If it squeaked 


—you expected that. If « scratched— 





all pencils dic. If ut broke —well, after mort rT. . . 

er nee —— Lots can be. Will be, if you tie 
oe ae what i rug! 4 — . . , ‘ o 

iebtenbehoueeane fare +“ heinge” comer up your store with this most 


fost, strong lead that makes writing a 
pleasure, thinking « pastime, and 


Sunapee tn gigantic of pencil advertising 


‘peper-work! 4 cinch 








Ly = r~ there's a difference wm i asacara, campaigns. 
price. AVenus Pencil costs Sc more than Another smooth seach . 
aa angle, eye pty — Paste the reprint of ad we send 
Man mane you get a a — Row, Vouk end Chisagp, hen ofitnd 
your To —see Mo wor “ o arecthacs 1 as . . . 
Ghat niche! difesonce toch prouyemall.” Ome Voce enema you in your window. Display 
For Craftremen— 17 shades of black oe 7 Zz 
Pc mets ——— Venus, Velvet and Unique on 
Goran tanectinetiemeninict » te, 
dhaden of binst invented before erasers were needed. This your counters. 
re + =A , r 
L a ees ar wong vere Show people you sell Venus, 
degre o | pencil." ¢ chpamunt vey 7 4 
AMERICAN PENCIL COMPANY 1 Coa ses penal wads es © oad Velvet and Unique. 
nerve aaa ~~~ It’s the way to get the pencil 
business in your neighborhood. 
And pencil business brings 








other business. 





AMERICAN PENCIL COMPANY 
VENUS BLDG., HOBOKEN, N., J. 
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NEW—VENUS COLORING PENCILS IN 12 COLORS. These pencils come in attractive box of £n., © an. 
12 colors, or in individual dozens. Round in shape, and have the famous crackled finish in 4 
the color of the lead. With or without mouthpiece. Send for illustrated folder. Ask our 


salesman about these new coloring pencils next time he calls. 
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New Advertising and Sales Promotion Manager for 
Reiner’s Rotaprint, Inc. 

On January 1, 1931, E. Leavitt took over the duties of 
advertising and sales promotion manager of Reiner’s Rota- 
print, Inc., 1 Park avenue, New York City. 

Before taking on his new duties, Mr. Leavitt spent two 
months in studying the Rotaprint through sales and service 


work. 


Previous to going with the Rotaprint, Mr. Leavitt was | 


actively connected with the advertising of the Ruberoid 





E. LEAVITT 


of New York, and the Tirrell Gas Machine 
Corporation of the same city. 
As already stated, he has recently been identified with 


Company, Inc., 


sales promotion work and plans to strengthen the sales 
promotion program of Reiner’s Rotaprint. As advertising 
manager, it is his intention to enlarge upon dealer coop- 
eration and to bring about a new general advertising and 
sales promotion program in anticipation of a growing 
organization. 

Mr. Leavitt succeeded John A. Rhea as advertising man- 
ager. Mr. Rhea, prior to January 1, announced his intention 
to enter upon new work. 

a ee 
Wenatchee Houses Form Merger 

On January 14 at Wenatchee, Wash., the Dickson Print- 
ing Company and the Johnson Typewriter and Equipment 
Service merged their interests. All of the Johnson Com- 
pany’s stock has been moved into the remodeled building 
at 23 South Mission street, which has housed the Dickson 


Printing Company for the last four years 


The new firm, to be known as Johnson, Doell & DeVos, | 


Inc., will employ a staff of about 11 persons in all its de- 
partments. C. G. Johnson will be in charge of the office 
equipment department, which will handle the Remington- 
Rand line of office machines, supplies and furniture, while 
Frank DeVos and W. D. “Bill” Doell, of the Dickson 
Printing company, will be in charge of the printing de- 
partment. 

In renovating the old building in which the printing 
company was located, the entire basement has been put 
order for salesmen’s offices and furniture display 
A new front gives the building a metropolitan ap- 
pearance. The cost of remodeling was $2,000 

The Dickson Printing company was formed in March, 


into 
rooms. 


1925, at which time the Johnson Typewriter service also 
was started, and the two were located in the Harlin build- 
ing. For lack of sufficient space, the typewriter company 
soon sought out a new location, and in line with a steady 
growth, the firm has had to move to larger quarters four 
times during the past five years. Today the new firm has 
more floor space than the former combined capacity of the 
two firms. 

Four years ago Frank DeVos, former publisher of the 


Your OWN 
Stenographer 
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PROVES it! 














One sure way to convince yourself 
that Grand Prize Carbons and Rib- 
bons are going to sell—and sell big 
—is to furnish them to your own 
stenographer, now. Note the copies 
she makes, and the clear, sharp im- 
pressions of her typewriter. Then 
later on, watch her come back for 
more! 

Multiply that stenographer of yours 
many times, and you'll have a good 
idea of what is going to happen 
when you stock the Grand Prize line 
in your store. 











Write for samples—and the 
Grand Prize Sales Plan. 
We'll be glad to send you both. 


Super-Write 


A new line of Carbons 
and Ribbons for those 
who demand the finest. 
Write for samples. 


GRAND PRIZE 





‘CARBONS and RIBBONS 


PaAciFic CARBON AND RIBBON Mpc. Co. 


J. Francis O’Connor, President 
Head Office and Factory 
1451 HARRISON ST. SAN FRANCISCO, CALIF. 


Chicago Office: 

608 S. Dearborn St. 

San Francisco Office: New York Office: Los Angeles Office: 
149 New Montgomery St. 149 Church St. 406 S. Main St. 


Boston Office: 
93 Federal St. 


1030 1sth St. Melbourne, Australia 























Denver Office: 396 Flinders Lane, 
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SEMI-HEX 





Have you noticed the 
trend toward Semi-Hex? 
There must be a reason 
why so many business 
houses and so many 
thousands of men and 
women and boys and 
girls are switching to 


this pencil. 


Are you riding in on this 


wave of popularity? 


GENERAL PENCIL COMPANY 
Jersey City, N. J. 


OFFICE APPLIANCES 
Omak Chronicle, 
the Dickson Printing company, and has been associated 
Dickson has been con- 


purchased William Dickson’s interest in 


with the firm since then, while Mr 
nected with the firm as pressman. A steady growth in the 
printing department has caused new machinery to be added 
and with the present expansion program 


| be added later 


rom time to time, 
f the new firm more modern machinery wil 
this year 

Che building being occupied by Johnson, Doell & DeVos, 
housed the Wenatchee Daily World, from 
whose columns the foregoing report was taken 

Helping Cripples Help Themselves 

Watkins, president of the Typewriter Inspec- 
Toledo, 


the employment of crippled boys that is de 


Inc., formerly 


James B 
on Company, Ohio, has started something for 
idedly worth- 
while He is helping cripples help themselves 

In Toledo, Mr. Watkins tried out the idea of using one 
of the Feilbach 
School as a typewriter repair mechanic, 
trade. It worked. He then took another lad and had the 
Rotary Clubs in Fort Wayne, Ind., and Lima and Findlay, 


graduates of the Crippled Children’s 


teaching him the 


Ohio, each furnish one crippled boy for his offices in those 
This also worked. Then he got real ambitious. “If 
this plan works for me, why not have others try it too,” 
hy 


ities 
e reasoned. The result was that at the 1930 convention 
f the National Association of 
iddressed more than 300 dealers from all over the country, 


Typewriter Dealers, h« 


talking about his plan for training crippled boys to be- 
come first class bench mechanics and suggesting that the 
unanimously 


nationally The plan was 


Watkins’ speech was recorded in the Sep 


plan be tried 
adopted. Mr 
tember, 1930, issue of Office Appliances 
During the coming year, Mr. Watkins expects that prac- 
tically all of the 


will try out the plan, giving hundreds of crippled 


dealers present at the convention and 
others, 
opportunity to learn a worthwhile trade. 

The first ninety days that the boys 
They 
$5.00 


receiving $1.00 


boys an 
Here is the plan: 
are learning the trade they are paid $3.00 a week 
receive $4.00 a week during the next thirty days; 
a week during the next thirty days, etc., 
raises each month until at the end of a year they are earn- 
ing $12.00 a week. After thirty-six months’ 
have become first class bench mechanics with 
of from $25.00 to $27.50 a week 
do outside work, it becomes possible for them to earn 
$45.00 a week 
tianlian 
Dennison Manufacturing Company Enlarges 
Denver District 
district of the 


training they 
an earning 
power If they are able to 


from $30.00 to 


Dennison Manufac- 
turing Company has taken over southeastern Idaho, the 
Black Hills, Nebraska, New Mexico, El Paso, 


Tex., and Arizona, in addition to the territory already 


Che Denver, Colo., 
western 
covered. It is stated that this additional territory will be 
cared for without adding any more salesmen 

Bob Mitchell of the Denver office reports that the first 
solid carload of Dennison crepe paper ever shipped into 
on January 2 

> — 

Bramwell Takes Partnership in Provo House 


Word comes from the west to the effect that Lawrence 


Denver I ft the tactory 


Bramwell of Bramwell’s, Ogden, Utah, has become a part 


ner in the Utah Office Supply Company, which is a new 
concern in an old location at Provo, Utah 
iiieanne 
Mr. Bellamy Recovering from Illness 
Kendrick-Bellamy 


has been ill, is reported to be well on 


Harry Bellamy of the Company, 


Denver, Colo., who 
return to his desk 


the way to recovery and is expected t 


by St. Valentine’s Day 
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A “CLEMCO”™ Da Vinci Suite as installed in the private office of Mr. A. E. Buhrke, President of 
the R. H. Buhrke Company, Chicago. Installation made by Marshall Field & Company, Chicago 


This Is Possible 


In Your Territory 


Through the beautiful new Book of Reproductions of 

“CCLEMCO” Fine Office Suites, you can make an im- 

pressive presentation that will greatly aid you in 

making sales. We will furnish catalogs where we are 
not represented exclusively. 


THE CLEMETSEN CO. 


Makers of a Complete and Exceptional Line of Desks and Fine Office Suites 


for Business, Bank and Professional Use 





AX 
nas (OLEME® 

3403 Division Street BES Member. ot the Wood 
CHICAGO, ILLINOIS e.. Office Associates, Inc. 
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PRESS-TIO 


(PRESTO!) 


The New “MAGIC” Ring Binder 








Consummate 
Kase 


Tremendous 
Power 


Utmost 
Conrcenience 


Unmatched 
Efficiency 


Single Trigger 
Operation 


All at One End 


UNDER CONTROL OF YOUR 


ee ee LC) a 








The First and Only Single Trigger Ring-Binder 





PRESS-TO, something new, something PRICE LIST 
better, a great improvement to help you Subject to Your Regular Discount 
press’ on to a better 1931. Ne. 76 CX Ne. 76 RX 


Place your order for a trial shipment and _‘Full slate canvas, stiff bound Full black Levant grain fab- 
we will include a simple, compact, orig- 11°x842", three 1” rings. rikoid, stiff bound 11°x81’, 


inal display idea full of selling help. Regular spacing; packed four three 1” rings. Regular spac- 
to a box. In lots of 1—11, ing; packed four to a box. 


TRUSSELL MANUFACTURING CO. $1.20 each list. Lots of $1.25 each list. 
23-299 COTTAGE STREET 12 or more, $1.00 ea. list. 
POUGHKEEPSIE, N.Y. Special Net Quotations For Quantity Lots 


PRESS-TO=PRESTO!=PRESTIGE 
Obsoletes All Others 
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Morse Appointed Royal Manager at Detroit 


The Royal Typewriter Company, Inc., has announced 
the appointment of Fred H. Morse as manager of the Royal 
branch at 1249 Griswold street, Detroit, Mich. 

Mr. Morse has had many years’ experience in the type- 
At one time he was manager of Royal’s 


Later he saw 


writer business 
Chicago office, where he made a fine record 





FRED H. MORSE 


service with the Visible Writing Machine Company, Ltd., 
of London, England. On returning to the United States 
he became an assistant sales manager for the Royal Type- 
writer Company. His new position offers Mr. Morse a 
splendid opportunity for expressing his fine ability as a 


salesman and a sales director. 
ee 


Tybon Corporation Perfects Ribbon Chart 

The Tybon Corporation, 1026-28 Filbert street, Phila- 
delphia, Pa., has prepared a complete ribbon chart listing 
the sizes of all types of standard typewriter and adding 
machine ribbons, giving the width and length of 
each. The chart is separated into two parts 
latest machines and the other for old machines. 

This chart should prove to be of great value to type- 


exact 
one for the 


writer repair departments and office supply and typewriter 
dealers who sell typewriter ribbons. 

The Tybon Corporation will supply copies of this chart 
free of charge upon request. 


Business College Publishes Interesting 
“House Organ” 

“Too-Hoo—To-Who” 
cation edited and produced by the students of Howell's 
School of Muskegon, Mich. The Christmas 
issue is particularly interesting. It consists of twenty-four 
pages, letter size, bound on one of the eight and a half 
The subject matter, pertinent to school life, 
In an 


is the name of a fine little publi- 


Business, 


inch edges. 
is written in an interesting and intelligent manner. 
editorial, Miss Dolores LeBeau, editor-in-chief, tackles the 
subject of the basic value of being trained to handle spe- 
cific types of office work, pointing to the sad experiences 
of untrained workers during business depression periods. 
Miss LeBeau and her associates are to be congratulated 
on their publication. 
0 


Purnell Taken Over by H. S. Crocker Company 

The Purnell Stationery Company, Sacramento, Calif., 
has been purchased by the H. S. Crocker Company, 923 
K street, Sacramento. The purchased company has been 
discontinued as a separate organization and been merged 
with the H. S. Crocker Company. 





| 








No. 1667 Desk—The Canterbury 


IMPERIAL, keeping 


abreast of the times, is 


ready with new desks 


that interpret 1931 style 
‘demands. 


... This year, more than 
ever before, an IMPERIAL 
dealer’s franchise is your 
best assurance of substantial 
growth and profits. 


_. . » New lines—new models—a 
_complete coverage in the medium- 
grade field! Traditional IMPERIAL 
| quality at prices that erase sales re- 
sistance. Write today! 





‘IMPERIAL DESK COMPANY 


EVANSVILLE** INDIANA 














eA 
MOVING STOCK 
GATHERS 


GO NO LOSS! 


sellers like Acco Fasteners and Acco 
Be don't “stick” on your shelves 
it into your overhead and tie up 
sell swiftly, surely, steadily and 


to e@ 

] 4 
Capital tney 
put extra profits into your pocket 
Executives and file clerks alike appreciate the 
certain safety Acco Fasteners give to 


all filed papers. This broad-based 


two-pronged Fastener with its 







>. 
Ss 
: 


patented lock compressor 





binds papers securely and 
accurately under vise-like 
compression—makes it im- 
for them to slip or fall from the file 


r™ yssible 
\\ hen inactive.a neat. b« Ok lik esheafof papers in 


original filing position—can be stored away intact 


lhe Acco Punch cuts sharp, clean holes through 


which the Fastener can 









pass. [his sturdy, easily 
operated punch exerts 
terrific pressure with 
only slight wrist 
action will not 
break, even when 
abused never 
rusts—never needs 
servicing of any kind 

[he demand for the Acco Fastener and Punch 
long as business men demand safe 


and more 


will last 
efficient, accurate filing. Its easier 
profitable—to go with this tide of demand than 
against it. For clearer profit sailing add these 


two certain winners to your stock. 


\\ rite for details nou 


ACCO PRODUCTS, Inc. 


AMERICAN CLIP COMPANY 
39th Ave. and 24th St. Long Island City, N. Y. 


\L.ANADA EUROPE 


ARGENTINA 
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Pittsburgh Office Appliancers Conduct 
Special Drive 
[The Pittsburgh Office Appliance Managers Association 
conducted during January a special drive for new mem- 
bers. The club has arranged a very interesting series of 
programs for the balance of the first quarter. The sub- 


jects selected are to be handled by auditors, office man- 


agers and purchasing agents of some of the largest firms 
in the Pittsburgh district, and the association believes that 
these gentlemen will have something to say which will b« 
of great value to their hearers. 
oe 
M. W. Hyer Takes Eastern Territory for Trussell 
Che Trussell Manufacturing Company, Poughkeepsie, N 
Y., announces that the Trussell sales force has been aug- 
mented to include M. W. Hyer, who will cover New York 
City, Long Island and Northern New Jersey 
Mr. Hyer is a comparatively young man, but he is old 


in loose leaf experience, having a background of twenty- 





M. W. HYER 


seven years in the stationery field with the Tengwall File 


& Ledger Company of Chicago and New York. He pos 
sesses a broad knowledge of the stationery business and is 
well qualified to assist the trade in solving problems. 
Headquarters will be maintained by Mr. Hyer at 143 
Liberty street, New York, N. Y 
—~> 


“Management Control Through Business Forms” 

Harper & Brothers, New York, N. Y., are publishers of 
a book under the above title, written by Ladson Butler 
and O. R. Johnson. The book is the result of a survey 
made by the Business Training Corporation of New York 
City at the instigation of the Hammermill Paper Company 
Its two hundred-odd pages contain many illustrations of 
business forms and diagrammatic charts showing the uses 
and possibilities of standard forms. The titles of the eight 
chapters in the book are as follows: Safeguarding Man- 
agerial Time; Getting Things Done; Cutting Down Over- 
head; Saved Pennies Pay Dividends; Facts that Build 
Sales; Quicker Collections with Less Grief; Establishing 
Correct Practice, and Rebuilding the Silent Organization 
\n index at the back of the book provides a convenient 
means of referring to some particular phase of the subject 
covered. 

a 

Marble & Shattuck Catalogue Has Unusual Cover 

Catalogue No. 58, recently published by The Marble & 
Shattuck Chair Company, Cleveland, Ohio, is jacketed 
with a beautiful and unusual cover which is an accurate re- 
production of American black walnut. A large panel on 
the front cover carries the “M & S” trade mark and the 
words, “Fine Office Chairs by Marble & Shattuck. Dis- 
tinctive in Design.” The lettering and trade mark were 
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Your volume will be appreciably increased 


with EDCO DESKS 


Leadership represents quality not commonly found in others nating buyers in the market of today. This should mean in- 
following. Our precedent regarding construction and finish creased business to you. 
P We are interested in reputable connections where not 
represented exclusively. 
The EDCO line meets the exacting requirements of discrimi- A request will bring our catalogue. 


. 2566 


has been rigidly adhered to. 





EVANSVILLE, INDIANA 

















NOTE BOOKS 


Qualities—rulings—bindings—sizes 
to meet all requirements 


STOCK BOOKS—6x9 and 43x9 
60 or 80 leaf—full count 


SPECIAL sizes—bindings—imprints 
promptly to order 





May we submit prices and send catalog showing all grades and rulings? 


ROCKWELL-BARNES COMPANY 


1511 WEST 38TH STREET CHICAGO, ILLINOIS 
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The Finest Platen Made 
is Identified by | 
a RED Lining! 











\V7E firmly believe the “Invincible” of reasons. It is not susceptible to cli- 
NON-HARDENING Platen to matic changes. It varies in density 

be the finest made. Its Red Lining barely three points in the course of a 

serves as a mark of superiority. It vear. It contains no free sulphur . 


positively identifies it as a platen with- 
out equal. It represents the official en- 
dorsement of the American Writing Boe 
Machine Company . . . a widely rec- resiliency after twelve months or more 
ognized manufacturer of the best of of constant use. And, most important 
tvpew riter supplies. of all, THE “INVINCI BLE” WILL 
The “Invincible” is the best for a host NOT HARDEN. 


the cause of blooming. It maintains 
the same paper-gripping qualities and 


A BRe-Covered Platen Free of Charge 


To better acquaint every typewriter many important details about platens 
man in the country with the quality of and their manufacture. And, in addi- 
our products and the standard of work 
being done in our many service stations, 
we would appreciate the opportunity 
to send you a new booklet that covers CHARGE. 


tion, we will tell you how to secure 
a re-covered platen FREE OF 


Mail the Coupon Today! 


American Writing Machine Company 
374 Broadway New York City 
OFFICES in #26 PRINCIPAL CITIES " P , 





AMERICAN WRITING MACHINE COMPANY 
374 BROADWAY, NEW YORK CITY 


Gentlemen: Kindly tell me how I may receive a re-covered platen without cost to me. Also, send me 
your new booklet which contains detailed information about platens and their manufacture. 


I at Fa rh a a ae a a a aids Aids a AE A OEE a Ek Oe eae a ee 
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hand carved on the original piece of wood from which the 
cover plate was made 

The book is end-opening, measures twelve by nine inches 
and contains 112 A fine Marble 
& Shattuck equipped directors room of the Central Trust 
Following 


pages illustration of a 
Company, Chicago, is used as a frontispiece. 
it are illustrations of the 
ports, in the “M & S” line, frequently 
with pictures in color, showing the chairs in appropriate 


various chairs, settees, daven- 


etc., interspe rsed 


surroundings. 
Se 
Woodstock Adds Responsibility for Wakefield 
S. D. Wakefield, who had handled the national accounts 
in the territory of the Woodstock Typewriter Company’s 
He will 
various large centers. The 


Wakefield’s 


Chicago branch, has had his activities expanded. 
care for national accounts in 
fine work done at Chicago has prompted Mr 
advancement. 

The typewriter field acquired Mr. Wakefield by accident. 
He had been a traveler for Park & Tilford, New York 
wholesale house in drug and kindred lines. While at Kansas 





WAKEFIELD 


City he became interested in the typewriter, and joined the 
Royal branch there, serving eight years as associate man- 
a member of the Cleveland sales staff 
He was 


ager. He became 
of the Woodstock Typewriter Company in 1923 
manager at Cincinnati for the Royal Typewriter Company, 
Inc., in 1924-25. In 1926 Mr. Wakefield returned to the 
W oodstock for national accounts in the 
territory of the Chicago branch. His headquarters are at 


service, to care 
Chicago. 
uiaiilidiesadliamis 
Withington Typewriter Company in Larger 
Quarters 
Larger space has been taken by the Withington Type- 
writer Company at 1122 Locust street, St. Louis, Mo. The 
store was formerly located at 1014 Locust street. In the 
new quarters there is a large double show window facing 
the 
of the lobby in the Town Club. 
The new location is particularly advantageous for mak- 


street. Another show window runs the entire length 


ing contacts with the women of St. Louis who use type- 


writers, the Town Club being the women’s civic club of 
St. Louis. 
nn 
New Stationer at La Junta 
Clyde Larsen has taken over the bankrupt stock of the 
La Junta Book & Stationery Company, La Junta, Colo., 


which will hereafter be known as the F & A Book Store. 
—>—_—_—- 
Luckett Company Takes E. Faber Lines 
From and after January 1, 1931, it is stated that the J 
S. Luckett Company of Toronto, have taken over as agents 
the Eberhard Faber lines of pencils and kindred goods. 





water. 





$950 


ee 











relieving the strain of copying. 
able to any height and angle. 
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DIRECT VIEW 


NOTE BOOK STAND 


SIMPLE - ECONOMICAL- PRACTICAL 


TENOGRAPHERS take to The Direct 
View Note Book Stand like ducks to 
It’s so simple and effective in 


Adjust- 


Office managers and pur- 
chasing agents find The Di- 
rect View both efficient and 
economical. It pays for it- 
self in a day or two. 


Dealers enthuse over the 
popular appeal of The Direct 
View. Its simplicity im- 
presses, its low price permits 
them to sell in large quanti- 
ties at a real profit. 


Send a trial order to sound 
out your customers. Your 
regular trade will take to 
this new copyholder readily. 


You can make real money 
with this quick selling spe- 
cialty if you act promptly. 
Write for discounts and full 
information. 








Send for Jaclin’s complete commercial 


stationery Catalog 


JACLIN STATIONERY CO. 


388 Broadway, 


New York, N. Y. 
SOLE DISTRIBUTORS 
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VALUE 


ls the Basis 


of Present Day 


BUYING 


HERE is little “impulsive buying” today 
—there will be little “impulsive buying” 
in the near future. When expenditures are 
restricted the money that is spent is spent 
more wisely—those things that are bought 
are bought on a basis of proven merit 


and definite value. 


Sikes Chairs represent the utmost in value, 
quality, design and practicability. This fact 
is generally known throughout business, 
industrial and institutional America. Natur- 
ally Sikes dealers everywhere will benefit 


accordingly. 


THE SIKES COMPANY 
» PHILADELPHIA « 


Chairmakers for 70 Years 


A 


SHS) 


lessen 
~-SHITADELPHS 





A complete line of matched office suites and 
commercial desks is manufactured by the Sikes- 


Cutler Desk Corporation at Buffalo, New York. 


OFFICE APPLIANCES 
New Machines and Devices—Continued from page 
43) 
up the balance the second time from the original source. 
The blind-locking device for proving the cross-footing 
total is intended to make it impossible for the operator to 
total. 
errors, when it is mechanically out of order, and also the 


read the It causes the machine to detect its own 


errors made by the operator, giving proof that errors are 


corrected correctly. It is said that most errors in mechan- 


ical bookkeeping are those of correcting errors incor- 
rectly. This device puts the burden of proof on the ma- 
chine instead of the operator. The key to the locking 


device is kept by the supervisor of the department, which 
causes errors of operators to be made known immediately 


Mr. 


to leave a 


instead of later when the balance is found to be off. 
Walker intimates that it 
bookkeeping machine unlocked as it would be to leave 
In the 
cash unprotected and in the other leaving accounts un- 


is just as illogical 


a cash register unlocked. one case it is leaving 


protected from errors which take time to correct and are 
consequently costly. 

In its application to a retail or department store, Mr. 
Walker’s method automatically and mechanically 
the footing of the sales check at the same time as the ac- 


pre ves 


count is posted. In addition a line entry proof is given 


before the account is taken out of the machine 

For the Elliott-Fisher machine a special piece of equip- 
ment called the Twin-X double 
was developed by Mr. Walker together with Daniel Bur- 
which can 


or crossfooting device 


ton. Patents are now pending on this device, 
be attached to any model Elliott-Fisher machine. 

“The 
stalled 
various parts of the country, and is apparently 
Mr. Walker, who has been in the mechan- 
ical bookkeeping business for over twenty years, has been 


Positive Proof of Accuracy” system has been in- 


by manufacturers, wholesalers and retailers in 


meeting 


with approval 


working on and developing his system for nearly five 


years Recently he organized the Twin-X Corporation, 
204 Liberty Building, Indianapolis, Ind., to market “The 
Positive Proof of Accuracy” method, including the Elliott 
Fisher Twin-X 
— —~»> 
New Cole Adjustable Drawer Tray 

The Cole Steel Equipment Company of Long Island 

City, N. Y., manufacturers of an extensive line of steel 


cash boxes and other office accessories and equipment in 
steel, have just brought out an ingenious and practical ad- 
This 


tray is suitable for insertion in any standard center drawer 


justable drawer tray which is illustrated herewith 


of a desk. Six scooped bottom compartments are provided 





COLE ADJUSTABLE DRAWER TRAY CONTRACTED AND EXTENDED 


to hold pins, clips, pens, pencils, etc. The adjustable fea- 
ture makes it suitable for different sizes of desk drawers. 


[he particular model illustrated here is known as No. 
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A SURE WAY TO INCREASE YOUR 1931 SALES | 
SELL 


AURORA 800 LINE 


SUSPENSION SLIDE 
FILING CABINETS 


The Aurora 800 Line of files is in constant 
demand and combines a ‘well groomed 
sppearance with a general utility at a medium 
price 

This medium priced file is furnished in two, 
three, four and five drawer heights with 
various combinations of card and document 
inserts 

Also we stock a complete line of high and 


low priced filing cabinets, transfer cases, card 
Blue Print, storage and wardrobe cabinets 





Write for full DETAILS AND PRICES 


























AURORA CABINET 
METAL K co. 
Four Drawer VAURORAJLL USA Letter and Card 
sar see 435 Woodlawn Ave. AURORA, ILL. aa naa 











'NORWAY USES 


~ 








WORLDS 
QUALITY 
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THE POMFRET is an attractive model 
designed to fit into any decorative plan 
and to contribute an air of refinement 
to the setting. The beautiful 18-inch 
globe ball adds color to any room or 


office. 


FRAMED BLACKBOARDS 
The stationer and office supply dealer 
who stocks and lists W. C. Framed 
Blackboards and Bulletin Boards will 
find a ready market for their sale. Send 
for descriptive literature and prices. 


OFFICE APPLIANCES 


“GLOBES SELL THEMSELVES 


WHEN DISPLAYED” 


Say Leading Stationers and Office 
Supply Dealers 


CA ow-avars everyone is so vitally interested in cur- 
rent events, that tracing them on a good globe of the 


world has become habitual. 


Stationers and office supply dealers everywhere tell us that the 
public no longer need be converted to the use of Globes. By 
simply stocking them—and displaying them prominently and 
properly, they sell themselves. 

Weber Costello Home and Library Globes are the best the 
market affords. Attractive, authentic, and reasonably priced, 
they offer you an opportunity for profitable, volume sales. 
Get our Free Booklet—“Globes of the World,” showing the 


many new designs. 


y Weber Costello Co. v 


Dept. G-248 
Chicago Heights, Il. 


Makers of 


GLOBES, MAPS, BLACKBOARDS, ERASERS AND 


CRAYON FOR NEARLY HALF A CENTURY 








| The Cavalier by De Andreis 
(Size 30x 24) 

| FRAMED PICTURES OF 

| DISTINCTION 
Adapted for Office Furnishing 

| Write for full information 
EMERY BLUM, INC. 
Fine Art Publishers and Importers 


225 Fifth Ave. 


Suites 418-420-422-424-426 

















New York, N. Y. 


Insist On 


: sesssnaae 
| ENGLEwWoop 
| 


nee 





ENGLEWOOD 
offers: 


stronger construction 

better finish 

neater appearance 

quicker delivery 

exclusive franchise 
The ENGLEWOOD line will enable you 
to go after business with the assurance that 
you can offer something your competitors 
cannot match. There is none ‘just as good.’ 
You get the ENGLEWOOD features at no extra 
cost—for they cost no more than ordinary desks. 


Write for the new brochure and prices on this more 
profitable line. 


Englewood Desk Co. 


58th and Lowe Avenue 
CHICAGO 
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C-29'4. 


29 inches long. 





Closed it is 1734 inches long and extended it is | 


| 





The width is 4 inches, height is 154 inches 
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and the weight is 2% pounds. 
—_—<>——__—__ 


New Posture Chair Announced by Sturgis 


The latest addition to the chair line made by the Sturgis 
Posture Chair Company, Sturgis, Mich., is the No. 100 





NO. 100 STURGIS SECRETARY 
CHAIR 


secretary chair. 


executive or the private secretary. 


sixteen inch seat upholstered in genuine leather and curled 


hair. The arms are also leather upholstered. 


Oe 


Belgian Firm Brings Out Manifold Bookkeeping 
Apparatus 
Office Appliances learns through a correspondent abroad 
that the house of Duchassis, De Wael & Company of Brus- 
sels have obtained patents in several countries on a mani- 
folding bookkeeping apparatus quite different in construc- 
tion from those known heretofore. 
This apparatus, which is already being marketed by the 
society “L’Appareil a4 Comptabiliser S.A.S.” of Brussels 











Fiche de 
Cample 








Carbone 


SS 





Envelopp: 
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SN 
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“S. A. 8.” MANIFOLD BOOKKEEPING APPARATUS 


has been adopted by some of the larger concerns who 
use it for bookkeeping, stock accounts, payrolls, manufac- 
turing, cost prices, etc. 

The S.A.S., like and 
other accounting devices, uses carbon paper but in other 
features it is entirely different. 


apparatus accounting machines 
for in- 
stance, at one time some 150 leaves loose or bound, alike 
or different in size or rulings, which can be used imme- 
diately without moving any mechanical devices. More- 
over with the apparatus S.A.S. accounts on paper or cards 
can be made whatever their sizes, 


It will receive, 


It is designed for use either by the junior 
It has an eleven by 


Here 


New 1931 Model— 





The Last Word in 


Foolproof Paper Fasteners 


OR 40 years Hotchkiss has enjoyed 

the confidence of business. Hotch- 
kiss Paper Fasteners have been leaders 
—pioneers in developing, improving, 
perfecting the finest machines and 
staples it is possible to produce. 


But Hotchkiss is never satisfied’ with 
success alone. Progress demands con- 
stant experiment, invention, improve- 
ment. And Hotchkiss has always met 
that ideal of progress. This year it is a 
new feature that makes Hotchkiss Wire 
Stapling Machines absolutely foolproof. 


With this new improvement Hotchkiss 
Stapling Machines can't clog—inexpe- 
rienced operators can't get them out of 
order. In perfection, in satisfaction, in 
long life, in economy, in service Hotch- 
kiss 1A and 2A Wire Stapling Machines 
thus maintain their leadership. If you 
haven't yet placed your order for the 
new models do it now! 


Always stress to your customers the importance 
of using genuine Hotchkiss Staples 











Made by the world’s oldest and largest manu- 
facturers of Stapling Machines and Staples 


THE HOTCHKISS SALES COMPANY 
NORWALK, CONNECTICUT, U. S. A. 


Sole Domestic and Foreign Distributors 


HOTCHKISS 


PAPER FASTENING MACHINES 
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Charlie Ames 


U.S. TYPEWRITER PARTS & SUPPLY CO.., Inc 


announces 
THE SMOOTHEST SUEDE FINISH 


PLATEN ROLL 


YOU EVER SAW 


It has required untiring and continuous effort 
to perfect our grinding process. Every platen 
is as smooth as velvet and absolutely true and 
uniform in surface. Our new high grade 
quality rubber is stocked in various grades of 
hardness and softness to meet exacting re- 
quirements. 








Every platen order that comes in, goes out 
the same day and has my personal super- 
vision. You can bank on Charlie Ames’ 
Service. 


These are not idle claims. If you want to see 
the finest platen finishing job you ever saw, 
send me a roll and say, Parag me, Charlie.” 
The roll will come back yew perfectly 


finished. THE COST WILL BE ON ME. 


We carry a complete line of parts, tools and 
supplies. Our quality is always guaranteed. 


U. S. TYPEWRITER 
PARTS & SUPPLY CO., 


NEW YORK, N. Y. 


Inc. 


6 MURRAY STREET 


CHARLES H. AMES, President 











OFFICE APPLIANCES 


Messrs. Duchassis, De Wael & Company intend to dis- 
S.A.S. in foreign countries and will be pleased to 
hear from concerns abroad who may be interested 
a. 
Chairs of Steel Announced by Canadian 
Manufacturer 
The Office Specialty Manufacturing Company, Ltd., 
New Market, Ontario, Canada, has placed on the market 
a new line of office chairs made of furniture steel and 
seamless steel tubing [The chairs are finished in olive 





STRAIGHT AND SWIVEL CHAIRS OF STEEL MADE BY THE 
OFFICE SPECIALTY MANUFACTURING COMPANY OF CANADA 
reen and are made in three models, straight and swivel 
arm chairs (illustrated) and a side chair 
Che manufacturer states that the new steel chairs are 
five pounds lighter than the closest equivalent size and 
design of chair in its wood line The cost of the new 
chairs is slightly more than for wood lines, but less than 
for chairs of other metal 
_— 


Duratex Now Making Non-cellulose Stencil 
The Duratex Stencil Company, Inc., 211 Centre street, 
New York, N. Y., has discontinued its line of cellulose 
stencils and is now offering to the trade a guaranteed non 
cellulose type of stencil for rotary duplicating machines. 


an 


Felt-Lined Metal Pad Reduces Typewriter Noise 


The Sano Typewriter Pad Company of Wilkes-Barre, 


Pennsylvania, has on the market a felt lined metal pad 
that reduces typewriter noise and is said to eliminate ali 





NEW “SANO” TYPEWRITER PAD 


desk vibration, no matter what type of desk or make ot 


typewriter may be in use. 
The pads have a metal surface with a special shock-ab 
‘h 


rbing felt lining one-half inch thick. They are so con 
structed that the weight of the typewriter is evenly dis 


tributed over the entire pad. These pads fit all standard 
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DEALERS HAVE ALWAYS MADE A PROFIT SELLING 


"EVERREADY’ CALENDARS | 


Again They Report None Remaining on Their Shelves 


New Features and Refinements Will Again Make 
‘Ever Readys” the Outstanding Calendar Line | 
for 1932 


SEE NEXT ISSUE OF THIS PUBLICATION 


Typo TRADING COMPANY 


A Subsidiary of Clark Loose Leaf Mfg. Co. 





65-67 DUANE STREET, NEW YORK 


Manufacturers and Distributors of “Ever Ready’’ Calendars—Bridge Pads—Memo Pads. 
































An authority on the subject says--- 


“Science in purchasing is the ability to dif- 
ferentiate between initial and ultimate cost.” 





Science in Carbon Paper and Inked Ribbon making is the ability to pro- 
duce with perfect accuracy a range of qualities to uniformly give the 
exact results desired with all kinds of machines and writing paper. 


“The Line of Lowest Ultimate Cost” meets the requirements of each 
Science. You cannot know what it will do for you until you investigate. 
Without any obligation on your part, we will be glad to send you 
samples for any requirements you describe. 


NEIDICH PROCESS COMPANY 


Manufacturers 


Burlington, N. J., U. S. A. 
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A Matter for the Office 


Furniture Dealer 


‘HAIR irons are the most inconspicuous 
office equipment—as long as they are 
right. And when they are wrong, the whole 
chairs are wrong. Users almost always over- 
look things of this sort until trouble begins. 
Prevent that beginning—see that your chairs 
are C-K equipped. 


C-K irons are all-steel. Even the most stren- 
uous office use cannot cause them breakage, 
wear or wabble. Their design prevents shifting 
of adjustment—keeps the seat always at the 





No. 682 
Ball Bearing 





right height. 


MADE UNDER OUR OWN PATENTS 


COLLIER-~KEYWORTA CO,, 


GARDNER, MAS6&., U.S.A. 























The New Year Will Bring 
NEW PROFIT and INCREASED SALES 


swwith= 
“The Combination” 












/ 

The New Steel Desk | 
with a Wood Top 
| 

| 

| 

| 







Top is genuine oak, mahogany or walnut. 
Every one who has seen it is enthusiastic. 
A wonderful product at an exceptionally 
low price. It ships knocked down at a 
great saving in freight and may be as- 
sembled in a few minutes without tools. 
Absolutely rigid when assembled. Write 
for descriptive circular and prices. You 
Table and Side Pedestal cannot afford to miss the opportunity this 
Typewriter Desk te Match affords. 




















Flat Top 


















STEEL FIXTURE MFG. CO. 
TOPEKA, KANSAS 





THE 
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make typewriters; a specially constructed model is avail-| 
They also fit any type desk 

| 



















able for noiseless machines 
and are easily installed 


Sano typewriter pads are readily cleaned—the felt lining 

is protected by the metal surface, consequently no dust can 

accumulate and become a sinus menace to the typist | 

The use of these pads, the manufacturers state, will bring 

about a material increase in office efficiency 
a 

New Leather Upholstered Suite Announced by 


Vanderbilt 
The Vanderbilt Manufacturing Company, 333 State 
street, Detroit, Mich., offers a new suite of leather covered | 


office furniture in a Charles of London design. It is made | 





€ se RERt atae ar, 








| 
NEW VANDERBILT LEATHER SUITE 


in a wide range of colors, upholstered in Eagle Ottawa 
leather, Dixie grade It may be had in all of the veal- | 
skin finishes as well as top grain leathers, if desired. All | 
cushions are equipped with feather spring units. Portfolio | 
and sample books of leathers, together with detailed spec- | 
ifications and prices will be sent to dealers on request. 
~>——_— 
Voice Culture by Dictaphone at 
Columbia University 


With the aid of the Dictaphone, students at Columbia | -. a. 
University are now hearing their own voices as others | oO | a bay 


hear them. Miss Jane Dorsey, speech instructor at Teach- 


ers’ College, is an advocate of the practice of listening in 
on one’s own speaking voice in order to criticise it and im- @a el Ss a 2 


prove it. She demonstrates her ideas with Dictaphone 





cylinders which have been used by Professors W. Cabell VISIBLE RECORD EQUIPMENT 
Greet and Harry M. Ayres in researches into dialects Two grades—one for the larger installations—the other for 
7 7 . | the smaller units. Both are of the Prong construction con- 
spoken by Columbia students. | cededly the best for Visible work. Over fifty stock forms. 
- Send for Catalog No. 181. 


In the foreign language departments of several universi- 
ties in the United States Dictaphones have been used for NEW FIBRE LINE 
Ledgers, Post Binders and Prong Binders with Vulcanized 


many years to enable the students to listen to their own Fibre Covers. Practically indestructible. Something really 
worth while with instant appeal. Send for Booklet No. 136. 


pronunciation and accents. It has been found that this 


NEW LINE OF PRONG BINDERS 


Five different Grades, from 4%” capacity to 4”. With and 
without Metal Hinges. Fibre, Fabrikoid and Canvas Bind 
ing. Send for Booklet No. 132B. 


readily when they can hear their own voices. 
eee AUTOMATIC TRANSFER BINDERS 
Self Locking Posts, for the permanent filing of completed 


Street Store for Portable Typewriter Shop | sheets. Converts loose sheets into bound volumes. Send 
| or Booklet No. 170. 


method of self-criticism facilitates rapid mastery of lan- 


guages, as the students notice and correct their own faults 


The Portable Typewriter Shop has been opened at 109 








Exclusive Agencies Available 


North Dearborn street, Chicago, by Elmer Young. This . : ‘ 
: ; ey AN : oz é We have a very attractive exclusive agency 
is an important development of his American Typewriter proposition for active dealers in open terri- 


Exchange, which is located in the same building. The tory. Send for details. 

fixtures are mahogany, with all sample machines under 

glass. All makes of portable typewriters are on sale, as | The C. E. SHEPPARD CO. 

is the Portable adding machine. Standard rebuilts are 271 Van Alst Avenue 
LONG ISLAND CITY, N. Y. 


shown. The display window permits mass displays of 














portable typewriters, and permits a comparison of finishes | 
and mechanisms. This feature will be helpful during 


Christmas holidays, as customers will have a conception 
of which machine they prefer before entering the store. 
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Pat. Applied - 





No. 3 


HOGE “Blue Knob” 


The Stapler With a Guarantee 


With every Hoge Stapler comes a written guarantee that 
protects you against defects in material, workmanship 
and operation, The chief value in such a binding guar- 
antee as Hoge’s is not the absolute surety that the stapler 
will be replaced free if it proves defective. That's of 
secondary importance to the knowledge that you can 
push Hoge Staplers knowing they won't ever fail to give 
perfect satisfaction 


Hoge staples 2 to 30 sheets at one time; it 
penetrates wood or fibre with ease. Sta- 
tioners don’t need to carry large stocks— 
Hoge will take care of your wants as needed. 


Order a sample—see this sturdily built Hoge No. 3 in 
action—vou are the sole judge of its superiority. 


Your jobber can supply you. If not, write us. 


THE HOGE MANUFACTURING CO. 
23.25 EAST 21ST STREET, NEW YORK 
USE COUPON BELOW 


THE HOGE MANUFACTURING CO., F 

23-25 East 21st Se., New York. 

Please send me complete description and trade discounts on Hoge 
**Blue Knob’’ Stapler No. 3 and Vitrocoted wire staples. 


SEPP TPC eT eee eee eee eee eee eee eee eee eee eee eee eee 
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C. O. Peterson Appointed New York Manager by 
Corry-Jamestown 


C. O. Peterson, for many years a prominent figure in 
the metal furniture industry in New York and vicinity, has 
taken over the office of the Corry-Jamestown Manufactur- 


ing Corporation, at 50 East Forty-second street, New 





C. O. PETERSON 
York, N. \ An efhicient sales and engineering force will 
be developed and maintained by Mr. Peterson at this office 
to handle stock and special built-to-order equipment for 
the Eastern territory. All Corry-Jamestown stock lines 
will be kept on display and sufficient merchandise will be 


carried to handle all Eastern orders promptly 


SS ae 

Courtney Wall Joins Trussell Sales Force 
Courtney C. Wall recently became connected with the 
sales organization of the Trussell Manufacturing Com- 
pany, Poughkeepsie, N. \ He will cover the 
Kansas, Oklahoma, Texas (except a portion 
west of a line drawn south from Amarillo, not including 


Louis), Arkansas, Louisi- 


following 


territory: 


the latter), Missouri (except St 





COURTNEY C. WALL 


ana and Mississippi. He will make his headquarters at 
4801 Roanoke Parkway, Kansas City, Mo 

Mr. Wall has been in the loose leaf “game” 
and during the last twenty years has traveled a large sec- 
tion of the country. He is a member of the National Trav- 
elers Association, Mid-West Travelers Association and a 
charter member of the Southern Travelers Association and 


the Tex-Okla Travelers. 


since 1909, 


— 

California Ink Company Expands Plant 
Che California Ink Company, Inc., San Francisco, Calif., 
has moved from 426 Battery to 545 Sansome street, where 
the basement, first, second and third floors are occupied in 
a nine story building. About 25,000 square feet of space 


are used in the new location, devoted to the printing ink 
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Ask Any Customer | 


To Try - - 


ld Cnwmn & 
- - Just Once 


Just once will be sufficient to dem- 
onstrate that Old Town carbon 
paper and typewriter ribbons are 
the finest ever made—the cleanest, 
sharpest impressions you ever saw 
from any paper or ribbon. And 
the Hermetic packing of the rib- 
bon guarantees the original fresh- 
ness any time, anywhere. 

Try Old Town yourself. Be con- 
vinced from first-hand information 
and know what you are selling. 
Send for samples now. 








‘Onrtow Rimpows ¢ Carson Co. ine 


General Offices and Factory 
BROOKLYN, NEW YORK 








INCREASING YOUR STOCK WITH 


POLAR ITEMS 


INCREASES YOUR OPPORTUNITY 


WE ILLUSTRATE ONLY ONE ARTICLE OUT 
OF 80 DIFFERENT ITEMS IN OUR LINE 











The Presiden(—oak leaf design 


Keeping down the stock investment is highly desirable if the 
volume can be maintained but when sales and profits can be 
increased the wise retailer does not hesitate. 


Consider the Polar line with respect to the wants of the 


people of your community. heck it over item by item. 
Try it out. Place a stock order or send for individual items; 
Polar cooperates to the utmost. Our new warehouse and 
shipping facilities provide a swift service. 


POLAR MFG. COMPANY 


Terminal Commerce Building 


401 N. Broad Street PHILADELPHIA, PENNA. 































Made of List Price $7.60 
Southern 
Genuine 

Red Cedar- cs 


wood 


A NEW YEARS SUGGESTION: .. . 


We suggest you try the new SWAN 
colored pencil which has made such a 
phenomenal hit and is sold at a very at- 


tractive price to give you a handsome 


PROFIT. 









Trade Discount and Samples on Request 


SWAN PENCIL CO., Inc. 


221 FOURTH AVENUE 
New York ~~ New York 





LINCOLN KEYS 


The Sales Line Proves Their Worth 












New! 


Colored sets to 
match port- 
able color 
schemes 


P the sales curve up ? 
That's the answer to 









whether or not a prod- 
uct is liked. And the 
Lincoln line is up. Sales 
prove that these supe- 
rior typewriter keys are 
generally preferred by 
Send for a 


sample key and make 


every user. 


your own comparisons. 


LINCOLN RUBBER KEY CO. 
27 Thames Street NEW YORK CITY 
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Your Customer Will Want to Give His 
Desk the Time and Worry-Saving— 


ZS ShaSe7z7z22 27 

















RISTLING with ideas! The student 


—= ; of office proc edure and desk efficiency 


VERY SALE means a good profit. Every sale S25 | finds the Tell City line worthy of close ib 
} , uitable > 7 
Le 





dimensions of 


“sy investigation : ‘ 
\ j 
—-* k working and storage space—appearance 


« at once engaging and restrained—con- 5 ; 
=k struction and finish to withstand the ; 
7 $3 wear and tear of modern conditions. A end 4 





mn 


means a pleased customer, with whom desk- 


i 


| 


chaos changes to desk-order. : 


rity 
Li 








at wide variety—from the 66-inch four 

Keeps papers near at hand but uncrumpled and = drawer Executive to the smaller secre- 
= tarial, studio and home desks, all at 

> ° = moderate prices—the line for the pro- 

neatly segregated. Eight to twelve times the ca pom Mn Catala’ Gicweet 


= 


——_ ——-~-——=0 —E 











pacity of trays for the same desk space. Made in 





four sizes. 


IA 


“Order Out of Chaos” 
Stanley R. Bristow West Orange, N. J. 


TELL CITY, EO TATA 





‘Tel CituDeskCompang, 





yy) 
a 











No. 2445'% 





REFLECTIONS 


Business Responsibility 
Prestige and Credit 

These things are business assets all to be fostered 
and built up thru outward appearance. We are 
judged by what we seem to be and it is a pretty 
sound sign of what we are—indicative of our suc- 
cess or failure. Appearance creates confidence—or 
does not. The same principle applies to persons or 
to organizations. 

This is why executives in business offices every- 
where are more and more coming to appreciate the 
good business in well furnished offices. This is 
why Gunlocke dealers find Gunlocke furniture prof- 
itable. 


The W. H. Gunlocke Chair Co. 
Wayland, N. Y. 


SLIN SALES KEEP GOING? 


HERE is no “closed season” on the sale of JOSLIN Eclipse 

Time Stamps. Every day, every week, every month—the year 
through—there is a constant demand for and sale of them. Plenty 
of dealer helps, too, all for the asking: three-color counter and 
window displays, literature, newspaper mats, national advertising in 
TIME, NATION’S BUSINESS and SYSTEM—all these to create 
inquiries, sales for you. 
Guaranteed? Yes—unconditionally for one year! Substantially 
built for hard service, satisfaction and added profits. Order a trial 
lot today of this “Stamp With a Memory.” 


i A. D. JOSLIN MANUFACTURING CO. 
. llth Floor, Merchandise Mart Chicago, Il. 


Right Through theYear:/ 





ECLIPSE TIME STAMP 
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business. The service department, stocks of printing ink 
and supplies and chemicals for photo-engravers occupy 
the first floor. The basement is used for storage. The 
second floor is devoted to the manufacture of printing press 
rollers. The third is occupied entirely by the business 
office, branch offices are located at Los Angeles, Portland, 
Seattle and Salt Lake City Che manufacturing plant ts at 
Berkeley; several ink mills are operated on the first floor 
of the Sansome street building, enabling fast and efficient 


service for San Francisco printers. 





U. S. Pencil Co. to Open Boston Branch 
The United States Pencil Company of Philadelphia, 
manufacturers of the well-known Mohican and Seneca pen- 
cils, takes pleasure in announcing that due to an increasing 
business, and following a plan of regional expansion, they 
will open an office in Boston. 
James R. Armington, for many years connected with the 





JAMES R. ARMINGTON 





Dennison Manufacturing Company, will be in charge of the 
New England district. Mr. Armington extends to his many 
friends in the trade a most cordial invitation to communi- 
cate with him, as he will give personal attention to service 
and sales. 
en 

Some Important Postage Meter Co. Appointments 

The Postage Meter Company of Stamford, Conn., has 
announced its new sales promotion plans for 1931. W. R. 
Greenwood, general sales manager, states that two hundred 





F. A. NUTTALL 


W. R. GREENWOOD 


and fifty salesmen will be added to the present sales organ- 
ization under this new plan. Three assistant sales man- 
agers have been selected from the present organization to 
take charge of this new program. Sales schools will be 
conducted in the principal cities throughout the year. 

This extensive plan of sales expansion is a demonstra- 

















Give the buyer 
a chance to buy 


When a customer looks af office baskets, do 
you give him a real incentive to part with his 
dollars? Is your line diversified, complete —to 
allow him a wide choice? Variety means sales 
in office baskets today. And that’s why, by 
handling the nationally known and diversified 
Canco line of metal office baskets, dealers are 
winning important sales. 

Canco baskets are furnished in rich finishes of 
walnut, oak and mahogany to blend with office 
decorations. There are green ones for general 
use, white for institutions. All are the finest 
materials, fire-proof and wear-resistant. Carry 
the complete line—profit in a substantial way. 


Galvanized Ware Department 


AMERICAN CAN COMPANY 





Toledo, Ohio 
City Park Avenue & Hamilton Street 
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Illustrated here 1s the Canco 
No. 82, 13% x 10‘ x 14%, 
furnished in green, walnut, 
oak or mahogany. We have 
available also the small size 
corrugated basket No. 160, 
12% x 9% x 11%, also No. 
480, 15% x 124 x 18, alarger 
corrugated basket. Both of 
these baskets can be had in 
either green or white. 
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TEEL FURNITURE || 


A Complete Line of 
QUALITY STEEL 
OFFICE FURNITURE 


THE 6200 LINE 
EXECUTIVE 
UPRIGHT CABINETS 


The Executive Line Cabinets are 
equipped with the improved cradle 
type roller and ball bearing suspension 
which permits the drawers to be auto- 
matically disengaged and easily lifted 
out of the cabinet without the neces- 
sity of pressing triggers or catches. 

Durability and beauty of finish are 
unsurpassed, combined with hardware 
of heavy cast bronze. 

They are made in all standard sizes 
of Card Files, Letter, Legal, Ledger, 
Jumbo, ete. 





THE 6600 LINE 
COUNTER HEIGHT 
CABINETS 


The 6600 Line of Cabinets is a 
complete line of uniform size units 
which can be used to form any com- 
bination of counter assemblies con- 
sisting of Letter, Cap and Card 
Files, Knee Space Cupboards and 
other units and come equipped with 
the same cradle type suspension as 


the 6200 Line. 





THE 
1000 LINE 
EXECUTIVE 
DESKS 





The 1000 Line of Desks includes Flat Top, Drophead 
Typewriter, single and double pedestals, Clemco Type- 
writer Desks and Tables in many sizes. 
Line also in- 


The 


cludes Storage Cupboards, Wardrobes, 


Steel Furniture 


Card Files, Transfer Cases, Bank and 
Court House Equipment. 





DEALERS: 


literature, prices and discounts. 


Write us today for descriptive 
Ask for infor- 


mation regarding exclusive dealer arrangement! 




















y{ [STEEL EURNITURE | 


BALDWIN PARK, CALIF. 





OFFICE APPLIANCES 


tion of faith in the future prosperity of America’s business. 


Mr. Greenwood believes that the present is an opportune 
time in 


which to create a sales organization and thereby 


be in a position to take advantage of normal business 
which must surely follow present conditions 
[The company expects to add twelve branch sales and 
vice offices to the twenty-four branches now operating 
n the United States and Canada. These new office will 
be opened as quickly as possible 


| 
F. A. Nuttall, for 





merly branch manager in charge of the 
Chicago office, has been advanced to the position of divi 
n sales manager in charge of the Central West Division 
th headquarters at Chicago 
Robert W Reich, formerly manager n charg f the 
pany’s branch office at Memphis, Tennes has been 
R. W. REICH E. V. LAWRENCE 


appointed division sales manager in charge of the Southern 
Division. Mr. Reich will make his headquarters at Mem 
phis 

E. V. Lawrence, formerly manager in charge of the com- 
pany’s Cincinnati branch office, has been promoted to the 
position of division sales manager in charge of the Pacific 
Coast Division, with headquarters in San Francisco 

The company has adopted the divisional plan of super- 
vision, placing a company sales executive at the head of 


each division. This is part of the very broad sales promo- 
tional plan which has been adopted beginning January 1, 
1931 

In addition to the foregoing appointments, the Postage 


Meter ( 


ompany announces the following: 


L. F. Lawrence, formerly a sales representative, to be 
branch manager in charge of sales and service at Cincin- 
nati; E. M. Davis, formerly a sales representative in a 


Pennsylvania territory, to be branch manager at Minne- 
apolis; B. E 
a new sales and service office at New Orleans, 


Dixson of New York to be branch manager at 


Wassom, former sales representative, now 
manacer ol! 
W.A 


Chicago. 


and 
Prior to his connection with the New York sales 
organization Mr. Dixson was branch manager at San Fran- 
cisco and Cincinnati. 
ne 

Fulton Takes Important Position with Biltwell 

Guy Fulton of Indianapolis, Ind., formerly and for over 
twelve years a sales representative of The Globe-Wernicke 
Company of Cincinnati, later president and general man- 
ager of the Fulton Office Furniture Company of Indianap- 
olis, in which business he was engaged for fifteen years, 
has been appointed director of sales in the United States 
and Canada for the Correct Posture Chair Division of the 
Biltwell Chair & Furniture Company of Denton, N. C 

For the last six years, Mr. Fulton has been active in the 
distribution of metal posture chairs and thoroughly under- 
stands the presentation of these interesting articles. Since 


the inception of posture seating, Office Appliances is in- 
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ATTENTION 











Dealers and Salesmen who 
may beinterested in selling 
our accounting machines 
are invited to correspond 
with us. We are now com- 
pleting a nation wide sales 


organization. 


GENERAL SALES MANAGER 


280 Broadway. New York City 


GARDNER COMPANY 
















UXOq, 


PAPER CLIPS 








HOLD 
BETTER 


Wherever the new Luxon Paper Clip has been introduced it 
has captured the fancy of clip users. It is extremely effective 
holding with a bull-dog tenacity. Yet it slides on and off in 
a jiffy. 

Luxon clips are finished in the new cadium finish. They will 
not rust, neither will they tear paper on removal. 
Attractively boxed 100 to the box and 1000 to the con- 
tainer. An attractive counter display box sells them for you. 
Get the low down on our prices and attractive dealer dis- 
counts. 


ART WIRE & STAMPING CO. 


16-20 BOYDEN PLACE 
NEWARK, N. J. 























300 


NEW ITEMS 
IN A SINGLE YEAR 


In a single year Office Appliances announced 
some 300 items in the section devoted to new 
machines and devices. 


Usually this information is given before the 
items appear on the market and always in 
advance of most sources of such news. It is 
not uncommon for a dealer to tell us that 
some of his best selling lines have been secured 
from seeing the things in Office Appliances. 
Many readers say this section in itself is 
worth the subscription cost, not to mention 
all the other features. 


If you want to keep in touch with the activi- 
ties of the office equipment industry, there is 
no better way to do it than by entering a sub- 
scription to Office Appliances. The rates are 
$2.00 a year, $3.00 for two years; Canada $2.50 
and $4.00; Foreign $3.00 and $5.00. 


The Office Appliance Company 


417 South Dearborn Street 
Chicago, Ill. 


























Comfort is necessary ~ 


in correct posture 


ERE is a posture back 

typewriter chair that is 
also exceedingly comfortable 
and good looking as well. It 
is constructed according to the 
finest standards, insuring its 
durability and continued use- 
fulness over a long period. 
In this chair we are offering 
our dealers many added talk- 
ing points plus an increase 
in the actual dollar value. 
Write for particulars. 




















In Four Fintshes 


Quartered Oak 
(light oak finish) 


American Pecan 


(walnut finish) 


Hard Maple 
(mahogany 
finish ) 


Quartered Oak 
(steel green 


finish) 
HIGH POINT BENDING & CHAIR CO. 


SILER CITY, N. C. 






No. 8314 
Walnut Finish 
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DAVIDS’ 





WHITE PASTE 


5 oz. and 8 oz. Center water well jars 
containing the best quality ADHESIVE 


W rate for Catalogue and Prices 


Thaddeus Davids Ink Co., Inc. 


Makers of Fine Sealing Wax—Inks—Adhesives' 
95.97 VANDAM ST. NEW YORK, U. S. A. 
ESTABLISHED IN 1825 























STEEL FOLDING 
CHAIRS 


in All Finishes 
Wood or Upholstered Seats 


WARK-BEACON 
STEEL FURNITURE CO. 























\ 


1410 S. Wabash Ave. CHICAGO 








40 Browns Race, 
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PEERLESS SANITARY LINE 


PEERLESS 
PRODUCTS PLEASE 


Letter trays and waste paper baskets, all 
sizes, mail and tape baskets, space baskets, 
built up trays, locker baskets, PEERLESS 
paper burners, wire globe guards, office 
partitions, wire guards, etc. SPECIAL 
WIRE GOODS MADE TO ORDER. 


PEERLESS 
WIRE 
GOODS CO. 


2720 Ferry Street 


LAFAYETTE, 
INDIANA 





















for the dealer 


Rochester 
CARBONS and RIBBONS 


B they sell readily. 


the margin profit is 


exceedingly attractive. 
frequency of demand means 
a larger aggregate profit. 


E 
C 
A 
U 
S 
E 


Pin this advertisement to your letterhead and mail 
at once. We will submit representative samples. 


Rochester Ribbon & Carbon 
Co.. Ine. 
ROCHESTER, N. Y., U. S. A. 
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formed that Mr. Fulton has been an active exponent of 
correct posture as a means of reducing fatigue and increas- 
ing harmony and efficiency among seated workers in of- 
fices and factories. By reason of his thorough knowledge 
of the subject, we are informed that he has secured many 
noteworthy results in the form of actual increases in pro- 
duction and reduction of costs through the application of 
posture seating. 

Mr. Fulton believes that the new correct posture chair 
recently introduced by the Biltwell Chair & Furniture 








GUY FULTON 


Company meets practically every condition which is de- 
manded in the art of correct seating. The new Biltwell 
chair is a wood frame posture chair which will be mar- 
keted through an exclusive agency proposition which the 
company believes will be certain to appeal to progressive 
dealers. This policy Mr. Fulton will put into effect and 
will be able to handle it intelligently and effectively by 
reason of his experience as a dealer and as a distributor 
of posture chairs. 
> 

M. J. Gillis to Travel for O. C. S. Olsen Company 

The O. C. S. Olsen Company, 2527 Moffat street, Chi- 
cago, Ill., has appointed Malcolm J. Gillis as representative 
to cover practically the whole of the United States. Mr. 
Gillis is an experienced office furniture man. He has been 
associated with that branch of the office equipment indus- 


try for twenty-three years. He started with the Derby 














MALCOLM J. GILLIS 


Desk Company in Boston. For a time he managed the 
Derby branch in Pittsburgh and later served as assistant 
manager in Chicago. He spent nine years with the con- 
tract department of the Globe-Wernicke Company in Chi- 
cago and finally joined the furniture department of Mar- 
shall Field & Company, a position from which he resigned 


to take up his new work. 





167 








ROM now on, you can count on selling more rebuilt typewriters— 
the right kind of rebuilts—REGAL-ROYALS! 

Beginning with the March issues of the fourteen widely popular 
magazines comprising the powerful All-Fiction Group, which appear 
on the news stands in February, we will tell the 6,000,000 readers of 
these magazines about precision-rebuilt REGAL-ROYALS., 

There will be a new advertisement every month, impressing the qual- 
ity and value of the REGAL-ROYAL upon this vast market! 

We will tell them how the REGAL-ROYAL is a factory-rebuilt 
Model 10 Royal, why it is a better rebuilt for the money, why it pays 
to buy a REGAL-ROYAL. And about the one-year guarantee. 

This campaign is going to bring you more business, more profits. It 
is going to make selling easier for you. It is going to create more satis- 
fied customers and help you build your business on constructive lines. 
Make sure you have enough REGAL- 
Bear in mind: 


Tie up with this campaign! 
ROYALS in stock to take care of your local demand. 


All inquiries received by us will be referred to our dealers—no sales 
Send us your order at once. 


will be made direct. 







REGAL 
TYPEWRITER CO. 
ne. 
524 Broadway 
New York 





TYPEWRITERS 


PRECISION REBUILT © 
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0A. nnouncement— 


This year NEVA-CLOG pliers are 
being sold under an extensive sales 
plan which offers absolute protection 
and unusual profit to the dealer. 


NEVA-CLOG pliers have proven 
their worth to almost every dealer in 
office supplies. Now we are offering 
you a sales plan which is even more 
comprehensive, including special win- 
dow and counter display material 
which will soon be ready for distribu- 
tion. 


Write at once for complete informa- 
tion and details, so that you will be 
on record as the first to receive this 
sales building material and be able to 
get all the benefit and profits that 
NEVA-CLOG offers for 1931. 


Neva-Clog Products Corp. 
BRIDGEPORT, CONN. 
Neva-CLOG Stapling Pliers & Staples 
No-Ring, Loose-Leaf Note Books 
Neo-Clip Binders 














1 im 
lil 


STAPLING PLIERS 


S. aed TOREICN PATENTS 
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I. B. M. Forms New Subsidiary for Novel 
Line of Scales 


cent of the scales used in industry 


Over eighty-five 
are for counting rather than weighing purposes and so 
accounting machines, Thomas J. Watson, president 
of International Business Machines Corporation, stated re- 
a new subsidiary to 


per 
are 


cently in announcing the formation ol 
manufacture industrial weighing and counting scales with 
foundrymen. Production 


Endicott, N \ 


lactory 


a range of uses from jewelers to 


at the plant 


has commenced company’s 


and be 
Dayton, Ohio 

“Manufacturers guard their working capital with sates, 
cash registers and elaborate accounting systems while it is 
in the The rm of in- 
ventory, requires equal safeguarding by means 
Mr. Watson added 


new 


will separate from its computing scale in 


form of cash same money, in the f 


of scales,” 


One entirely type of scale in the line automatically 


of uniform articles, such as washers, 


placed on the weighing plattorm, 


counts any quantity 


screws, piston pins, etc., 
when one of the same article is placed in a small separate 
pan on the scale. A ratio is thus established, enabling the 


number of pieces on the weighing platform to be read di- 


rectly from the indicator 

\nother new type measures the length of a bolt of cloth, 
by setting off the weight of a single vard and then reading 
the scale Or, conversely, it will calculate the weight per 
vard of a given piece,—an important factor in cost control 
on finishing certain types of fabrics which tend to vary 
widely in weight 

—~ 


Territorial Changes by Sheaffer Organization 


[The W. A. Sheaffer Pen Company, Fort Madison, lowa, 
has made changes in sales territories, including the addi- 
tion of new territorial managers A new territory has 
been created in Illinois and Missouri, previously part of 
territories covered by two men, has been assigned to 
W. M. Whitworth. He has been engaged in retail drug 
lines. 

A new territory in Texas and Oklahoma has been placed 
in charge of W. M. Geer, formerly a drug man. Other 
additions to the sales personnel bring E. A. Thompson 


from the jewelry trade to a territory in parts of Kansas 
and Missouri. R. B. Hart, formerly in the tire field, is 
operating in Western Michigan. M. B. Potter will repre- 
sent Sheaffer in territories in Alabama and Mississippi; he 
had been in the stationery W. Hatton, an 
interior decorator in the past, is selling in Indiana. J. S. 
Nichols will cover eastern Michigan; he had been in per- 


business. C. 


fumery lines 


Company officials state that this division of older and 


larger territories, and adding salesmen, forecasts the most 
intensive and extensive sales and advertising campaign 
the organization. 


a 


Atlanta Wins Dictaphone Sales Trophy 


Dictaphone Sales Cor- 


ever conducted by 


The bronze sales trophy of the 
poration was won for 1930 by the Atlanta branch, in close 
competition. The Atlanta office, located in the Western 
Union building at Marietta and Forsyth streets, is under 
the direction of E. N. Brown, branch manager. 

This trophy, which will be held for one year at a time by 
the Dictaphone branch with the best sales record, is similar 
to the former one-year contest trophy—a bronze figure of 
Mercury by the French sculptor, Jean de Bologne. It 
half again as large as the former trophy, standing 42 inches 
high. The names of the branches holding the trophy in 
turn will be engraved on plates at the base. The Atlanta 
branch by its 1930 sales results has won the honor of hav- 


is 


ing “Atlanta” engraved on the first plate. 
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NATIONAL _, 
for the KARYALL 
overnight 


journey 





Here is a combination travel bag and 
brief case especially adapted to the 
needs of a large group of business men. 
Sturdy, serviceable, light in weight, 
convenient in size, it is particularly 
useful for airplane trips or for those 
who prefer to travel light. The com- 
partment for wearing apparel and toilet 
articles is completely separated from 
the brief case section. Karyall retails 
at $15.00 up. Full details and catalog 
of the entire NATIONAL line on re- 
quest. 
















National Brief Case Mfg. Co. 
512-532 S. Peoria Street CHICAGO, ILL. 
















GUIDE HEIGHT 
LETTER HEIGHT 


and 


TABBED 
















































Fine quality of stock . . mod- 
ern specialized methods and 
quantity production enables 
us to market these folders at 
very low prices. They are 
uniform in quality . . better 
scored and have the corners 
rounded. Tabbed folders 
made in 4%, 4, '/; and */; 
cuts. 


Free 
samples 
and price 
list sent 
upon 
request 





THE WARSHAW MFG. CO., Inc. 








35 YORK ST., BROOKLYN, N. Y. 


STRENGTH, durability, and a fine 
writing surface are the qualities which 
sell a superior typewriter paper. Berk- 
shire has them all. Berkshire comes in 
every weight, finish, color, and size that 
you will ever have a call for. It is con- 
veniently packed in oneream boxes, 
each box numbered to make reordering 
easy. We furnish display material and 
newspaper electros. Send for the Berk- 
shire book. Eaton, Crane & Pike Co., 


Pittsfield, Mass. 


BERKSHIRE 


TYPEWRITER PAPERS 
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The use of 
Genuine Woods in Manufacture 
is a strong advantage in selling 


ORPIN 


200 GRADE 


Genuine is a simple word; practically everyone understands 
it. Amn article of furniture constructed of combination woods 
and finished to simulate something else is not nearly so de- 
sirable as “genuine mahogany”—“genuine walnut.” 

There are so many degrees of quality in substitutions that the 
actual worth of such a product is difficult to establish. With 
the genuine, it is not so. The word is a pledge of value and 
it makes the Orpin 200 Grade outstanding. Metal knobs or 
wood pulls are regular equipment There is all over harmony 
of design. The delivered price compares favorably. 

These are powerful advantages. Why not check up our 
complete proposition. Let us send catalog and particulars. 


ORPIN DESK COMPANY 


121 MEDFORD ST.--- CHARLESTOWN, MASS. 
















pen 


Gunn 
Early Colonial 
in Genuine Walnut 


CHARACTER 
STYLE 
REAL DESK COMFORT 


Wood or Lino Tops 


THE GUNN FURNITURE CO. 


Grand Rapids Michigan 


Catalog on Request 
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~ ‘eo 
Bor, 


Ly” Colored 
DRAWING INKS 
Supply This Colorful, 


Profitable Demand! 


CASH IN on this growing demand for COLOR! 
Be sure you can furnish Higgins’ Colored Draw- 
ing Inks to the artists, architects, draftsmen 
and students in your vicinity who are seeing 
Higgins’ Colored Ink advertising every month 
and increasingly reacting to it! 

of 1931 Price List. 

be issued 








Write for copy 
New catalog will shortly 


CHAS. M. HIGGINS & CO., Inc. 


271 NINTH STREET BROOKLYN, N., Y. 














Always a seller 
wherever displayed 


Everybody likes pictures, and when your 
customers see a display of 


Moore Push-Pins 


Glass Heads, Steel Points, 2 Sizes 








Moore Push-less Hangers | 


The Hanger with the Twist, 4 Sizes 
Handy Devices to Hang up Things 


Sales Always Follow 


22 
\ 


Pion i es ee 
See We offer counter or 
Y > AEs t3 at table Displays that will 
> is = Ks bring profits to you. 
ee | ‘« = STYLE “L.” 150 10c 
~ fA = A | Packets Push-Pins and 
= 4 : Hangers 
= to = fF STYLE “F.” 42 10c 
s (3 ra > ,’ Packets Push-Pins and 
> fa oe Hangers 
me Bt STYLE “G.” 48 10c 


Packets Push-Pins only 


" “ 





MOORE PUSH-PIN COMPANY 


Wayne Junction Philadelphia, Pa. 
Established 1900 















No. 8684-2 


SWIVEL TO MATCH 
8684-6 


CROCKER CHAIR COMPANY 
SHEBOYAN, WISCONSIN 
CHICAGO NEW YORK OAKLAND 
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Royal Offers Unique Dealer Help 


As an adjunct to its advertising program of weekly 
radio broadcasts over the Columbia Broadcasting System, 
the Royal Typewriter Company is having transcriptions 
of on electrical transcription discs 
for distribution In this the 
local dealer can have broadcast over his local station the 


Columbia System 


each broadcast made 


among Royal dealers way, 


same program as is sent out over the 


each week 
The original programs are presented direct from New 


York City. 


Electrical transcription discs of each program 





TYPEWRITER 


DISC OF A ROYAL 
BROADCAST 


TRANSCRIPTION 


at Camden, N. 
New 


[he transcription discs are very similar to phono- 


are made in the Victor Recording Studios 
J., as the programs are received over the wire from 
York. 
graph records especially 
Two discs—each with a running time of thirteen and one- 
half Chis halt 
hour program as the dealer desires 

The 
ments with the radio station in his territory 
the 
station, ranging from five to forty dollars a week, depend 


adapted to radio broadcasting. 


minutes—are made permits a quarter or 


dealer’s part consists simply of making arrange- 


for a weekly 
program His only expense is time charge on this 
ing upon the length of his program and the station rates. 
Each disc uses only thirteen and one-half minutes, so as to 
allow for the announcement of the dealer’s name and ad- 
dress over the local broadcast. 

The dealer who takes advantage of this advertising op- 
portunity able te 


artists as Jesse Crawford, Paul Small, Louis Witten and 


» present to his locality such famous 


is 


the “Royal Duotone” orchestra 
be 


manufacturer in the country to offer this kind of a sales 


The Royal Typewriter Company is said to the only 


help free of charge to its dealers. It is reported that a 
dealers have already made arrangements for 
the The of 


the national radio advertising over the Columbia System, 


great many 


broadcasting transcription programs value 


which has as its primary motive the promotion of good 
will, is greatly enhanced by the local radio advertising 
which brings direct results in the form of actual sales. The 
two types of advertising are admirable complements. 
‘anneaililicapnanan 
Trussell Offers Samples of New Ring Book 

The Trussell Manufacturing Company of Poughkeepsie, 
N. Y., not long ago mailed approximately 6,200 announce- 
ments books 
dealers, including reply card, offering free samples of the 


of the company’s new “Press-to” ring to 


new device. This offer was made early in December—a 
poor buying period—yet the company received more than 
a thousand responses each requesting a sample with ful! 





| 
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HERE IS THE NEW 


UNIVERSAL 
SLIP-SHEETER 





ROTARY 
STENCIL 


How Many 


Duplicators in Your 


Territory? 


A very large number no doubt and most of them in con- 
tinual use. Also most of them have not been equipped 
with slip-sheeters because there has been no practical de- 
vice available until the Universal was produced. Thus the 
Universal Slip-Sheeter presents a profitable sales oppor- 
tunity. 

The Universal Slip-Sheeter is extremely simple and very 
sturdy in construction. It is absolutely positive in action. 
Operates automatically with any speed of machine. Easy 
running and quiet. Can be attached or detached like a 
receiving tray in a jiffy. Enables Mimeograph to do clean 
work on any kind of paper. 


DEALERS — AGENTS 


Dealers and agents: There is a general need for Universal 
Slip-Sheeters in your territory. Don't delay to get full 
information about this unusual opportunity at once. Write 
today. 


MODERN MAIL 
EQUIPMENT CO. 


240 Broadway NEW YORK 

















™N 


th 








Let this little 
Cabinet sell 
your Blotters 














A Silent Salesman 


You know, blotters can’t sell themselves when they 
are hidden away on dusty, obscure shelves. But, 
when they are placed in an attractive display cabi- 
net—such as the WRENN SHOWBLOTT—well, 
that’s an entirely different story. You'll notice an 
increase in sales the very first month. 


The WRENN SHOWBLOTT displays 
WRENN’S Blotting Papers to the best advantage 
—the attractive colors, seen through the clear 
glass front, capture customers’ glances and sales 
ring up on the cash register. 


We invite you to inquire about this G. F. All Steel 
Cabinet, which comes fully stocked with a varied 
assortment of WRENN’S Blotters. It is sold on 
a most liberal installation plan—write today. 


The WRENN PAPER COMPANY 
MIDDLETOWN, OHIO 
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particulars. With the announcements leaflets were en- 
closed entitled, “To Aid the Unemployed,” stating that 
the company had decided to use a portion of the funds set 
aside for advertising “Press-to” to pay for the raw mate- 
rials, boxing, postage, etc., of several thousand binders 
which the company purposed to send as a free sample, 
postage paid, to every dealer in the United States who sells 


ring books. 


—_—_—~<>_--— - 
Frank Koch Recovers from Illness 
About eleven weeks ago Frank J. Koch, former governor 


of District No. 7 of the National Stationers Association and 
secretary-treasurer of Koch Brothers of Des Moines, Iowa, 
was stricken with illness and was taken home for observa- 
tion for two or three weeks at the end of which period his 
physicians found a serious sinus infection which they be- 
lieved was contributing to this condition. For this he was 


taken to the hospital and operated upon since which time 





FRANK J. KOCH 


he has been gaining and by the middle of January was 
able to spend a little time at his office on several occasions. 

His recovery however has not been as rapid as his doc- 
tors believed it should be and upon their advice he went to 
Mayo Brothers Clinic in Rochester, Minn., on January 15. 
At this writing no definite reports have been received from 
Rochester, but reliable information from Mr. Koch’s office 
would indicate that he is on the mend and will soon be well 
again. 

— 


Book of Merchandising Inspiration Revised 

“Must the Successful Merchant of Tomorrow Change 
His Business Methods?” 
been revised and a new edition is being distributed to mer- 
chants. The copies already distributed to the trade num- 
ber 150,000, which have gone to stationers, druggists, jew- 
elers, book dealers and department stores with fountain 
pen departments. This booklet takes but four minutes to 
read, in which time the dealer absorbs the highlights of a 


published some months ago, has 


quarter of a century of successful retailing. 

In addition to this booklet, the W. A. Sheaffer Pen Com- 
pany has for distribution a number of other publications 
setting forth sales and merchandising principles of vital 


importance to the retailer 





ENGAGEMENT S 





Miss Pancoe to Wed 
Mr. W. J. Pancoe of Sidney Morris & Company, Chicago, 
and Mrs. Pancoe, announce the engagement of their 
daughter, Florence, to Frank Kamien, of New York, presi- 
dent of the World Wrecking Company. The wedding will 
take place in Chicago in February, and the young couple 


will leave at once for a bridal trip to Europe. 
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More Than Ever Before 


Dore are looking for true 
value in their purchases. Their dollar 
today must buy them one hundred 
cents worth of value. 


And Now—More than ever be- 
fore do they appreciate the **Mun-Kee”’ 
Silent Stamp Pad and Ink. 


Scientifically constructed of 
durable materials, the ‘*Mun-Kee” 
gives the user 100° value and 100% 
satisfaction. 

The dealer’s dollar too, gets 
100°) value here in the form of national 
magazine advertising, display cards 
and cartons for counter and window, 
imprinted circulars and blotters for 
distribution by mail, and electrotypes 
for use in catalog work. 


For profitable details write to 
MUN-KEE PRODUCTS CORP. 
Newark, N. J. 

















and growing bigger every year in the minds of wide- 
awake dealers throughout the nation. Is your stock 
complete for the “spring clean-ups?” Write us today. 


National Vulcanized Fibre Co. 
Wilmington, Delaware 


VUL-COrT 


-the national wastebasket 





as 


in Business 





Even 99 year leases 
are safely written 
with Sanford’s— 





Important 
Records 


are Usually 
Written with, 


7 
7a SANFORD'S 
at RE 






@u? PREMIUM WRITING FLUID 
The Ink That Has Defied Time for 70 Years* 

















“KILIAN” 


Unground Ball Bearings for the 
Metal Office Furniture Industry 
(PATENTS PENDING) 


All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any 
desired shape. (No soft stampings used whatso- 
ever.) 

For cradle slides our ball bearings and rivets are in one 
unit for quick assembly. 

95% of filing cabinet drawer slides in United States 
and Canada operate on “Kilian” unground bear- 
ings. 

Samples made to your specifications. 


KILIAN MANUFACTURING CORPORATION 


107 North Franklin Street Syracuse, New York 
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DEFIANCE 
EYELET PUNCH 





\ combination Punch and Eyelet set Thoroughly 
reliable, fully guaranteed, and constantly in stock 


Now made from new tools. Handles brought nearer 
together, so that it may be easily operated with one 
hand Improved finish 


ev wi iv 


Defiance Brass Eyelets, silvered. Made in three sizes 


B or No. 1, JN or No. 2, and CZ or No. 3; also De 
fiance Zine Eyelets for No. 180 and Solidhed punches 
Highest quality 

Eyelet boxes may be imprinted in lots of one gross 
it a size 


TRADE PRICES ON REQUEST 


“The House of Service” 





| 2 SALES CORPORATION 


Stationers’ Glassware, Hardware and Specialties 


72 SPRING STREET NEW YORK 


























PENDING MATTER FILE 


‘‘All active matter at your finger tips’’ 


This Kohlhaas File eliminates the drudgery of 
searching through thousands of letters in “gen- 
eral correspondence files” to locate live material. 
It segregates pending matter and holds it avail- 
able for instant reference. This file (like other 
Kohlhaas devices) is practically indestructible. 
Light in weight and easy to handle. Indexed to 
fit the individual needs of user. 1, 2 or 3 inch 
tabs. 
Sectional 
Write for full particulars 
stating your requirements. 


THE KOHLHAAS COMPANY 


183 N. Dearborn St. Chicago, IIl. 


Portable 








1228 Intervale Ave. 
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OSTON 


(0) 9) 3 Pip 
PENCIL, SHARPENERS 
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Sou can sell at a profit 


this nationally advertised product embodi 
the the Chasers other pas pons 


with prec fers t performance riemanct ond oe vo 
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= Hunt PEN Co: — nak 





























Ready 


Reference 





to transferred records 
is provided at low cost by the F. B. Loose Leaf Holder. 


Thousands of the largest business concerns in the U. S 
are steady users. F. B. is economically and efficiently 
used for any size of business papers. It is adjustable to 
size of records and distance of centers. The capacity 
is regulated by interchangeable posts. Retails at $3.50 
per dozen sets F. O. B. New York. Ask for samples. 


The F. B. Manufacturing Co. 


New York 


The LooseLeat 
k by I oun): R 
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Baton Rouge, La.—-The Royal Typewriter Company, Inc New York, 
N. ¥ has been chartered in this state; capital employed in Louisiana 
$13,600 

Bradford, Penna.—-The Barnsdal! Printing Company has become a type 
writer dealer, operating through tl Buffalo branch of the L. C. Smith & 
Corona Typewriters In 

Buffalo, N. Y.—-Besser’s, I: 
in the Corona typewriter 

Chicago, tll.—-Ja P. Ward, Ji f the Shipman-Ward Manufacturing 


Company, has returned from a business trip to Texas and intermediate 


ind Ulbrich’s, In have become dealers 


points 

Chicago, Ill The Manufacturers Typewriter Clearing House, 191 North 
Dearborn street, has leased the store at 70-78 West Lake street, and will 
be established there in a short time The building occupied many years is 
to be razed 

Chicago, Il!._-The Portable Typewriter Shop has been opened at 109 
North Dearborn street This is one of the activities of Elmer Young, and 
displays complete lines of portable typewriters, rebuilt correspondence 
machines and adding machines 

Chicago, I!!._-Due to the pending 
born and Lake streets, the American Writing Machine Company will 
merge the facilities at 177 North Dearborn street with the stores at 229 


North Wabash avenue, and at 329 South Dearborn street 


Cleveland, Ohio.—Carl F. Priday has joined the local sales organiza- 
tion of the Woodstock Typewriter Company He has had a varied ex- 


demolition of the building at Dear 


perience in the field 

Detroit, Mich.—The local branch of the Woodstock Typewriter Company 
has moved to the Francis Palms building on Woodward avenue—A. W 
Keller has returned to the Woodstock service after a connection with an- 
other typewriter manufacture! 

East St. Louis, tll Arthur H. Farrier is a prospective candidate for 
the position of mayor of this ty His bread-and-butter job is selling 
Woodstock typewriters 

Hartford, Conn.—-The National Typewriter Company has moved from 
186 Pearl street to 273 Asylu treet, where increased space is occupied 

Jamestown, N. Y¥.—George C. Hauptman has opened an office at 21% 
North Main street, selling the Smith-Corona lines He had been con 
nected with the L. C. Smith organization heretofore, but has been away 
from the fleld the past ten years 

Kansas City, Mo.—J. M. Killian has been transferred to the Los An- 
geles branch of the Woodstock Typewriter Company 

Kansas City, Mo.—P. H. Martin, formerly of Omaha, has joined the 
local sales organization of the Royal Typewriter Company, Inc 

Little Rock, Ark.—Barney Kelleher has been appointed district manager 
for the Woodstock Typewriter Company He had spent twenty years in 
the service of another manufacturer 

Los Angeles, Calif.—William C. Silver has joined the local sales staff 
of the Woodstock Typewriter Company 

Mobile, Ala.—The Mobile Fixture & Equipment Company, 10 North 
Water street, has been appointed Woodstock distributor for the city and 
county of Mobile. Eari H. Johnson is in charge of typewriter sales 

Monroe, La.—-L. M. Sickard has been appointed district manager by the 
Woodstock Typewriter Company, covering Louisiana and Mississippi 

Montpelier, Vt..-The Maunsell Office Supply Company has placed Ar 
thur Hoag in charge of Woodstock sales in western Vermont The type 
writer business is operated as the Woodstock Typewriter Sales Company, 
with offices at Rutland, Burlington, St. Albans and Brattleboro 

Newport News, Va.—-A sub-office of the J. A. Moore business at Nor 
folk has been opened here by R. P. Carpenter, selling the L. C. Smith & 
Corona Typewriters In¢ lines 

New York, N. ¥.—-Frank L. Keyser and Walter G. Hanson, recent grad 
uates of a local sales class of the Woodstock Typewriter Company, have 
been assigned to territories 

New York, N. Y¥.—The New York office of the L. C. Smith & Corona 
Typewriters Inc. has added B. M. Housel and T. M. Argo to the sales 
staff The former had sold typewriters at Wilmington, Del., and the 
latter was with the company at Asheville, N. C 

Philadelphia, Penna.—The local branch of the Woodstock Typewriter 


Company has been moved to 1001 Market street; the former location was 


at 908 Chestnut street Increased space is occupied at the new address 
Richmond, Va.—-The Royal Typewriter Company, Inc., New York, N. Y 

has been chartered in this state maximum capital, 269,704 shares com 
on without par and $4,771,700 shares preferred James E. Gardner, 


state corporate agent, Richi 

St. Louis, Mo.—-Some promising sales material has been taken on by 
the local branch of the Woodstock Typewriter Company These men are 
Frank Marhanka, Sam Cleghorn and 8S. Mitchell 

St. Louis, Mo.—The Withington Typewriter Company has moved from 
1014 Locust street to 1122 Locust street, where increased space is occu 


pied 
St. Paul, Minn.—M. O. Banks, a new salesman here for the Royal 
Typewriter Company, Inc has been assigned to the Midway territory. 
(Continued on Page 179) 








CANODE 





The office supply dealer intent upon a program of 
“Everything for the office” welcomes & Canode 
line of SUPERFINE office supplies. Inks for 
every purpose are included in this broad line, every 
kind of supplies for rotary duplicating devices, paste, 
typewriter brushes, ribbons—carbon paper. 


IMMACULATE carbon made on a fine Crompton 
tissue is a high grade correspondence carbon meeting 
favor in competition with the best of the others. 
SUPERFINE offers a new standard of service in 
the general office—a carbon affording complete sat- 
isfaction to average users. 


CANODE carbon is a popular price grade—the 
happy medium combining price oe quality answers 
the demand of the great majority of the trade. By 
concentrating on the most popular weight and color 
and selling in volume, we can provide an attractive 
package and put quality in it, and Canode pencil 


carbon provides excellent quality. 


We shall be pleased to send full information with 
price list and complete line discounts. 


Canode Ink and 
Office Supply Co., Inc. 


4534-38 W. North Ave. Chicago 
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Profits ::.-:: 


Are Easier 
to Get 


P ROFITS always 
come easier on items 
of outstanding merit 
and value to your cus- 
tomers. 


If you want real sales 
turn-over, real profits— 
stock the Sanymetal 
Steel Costumer. 


Compare Sanymetal 
Steel Costumers — their 
strength, finish, rigidity, 
balance and even their 
price—with wood cos- 
tumers. You'll find 
them more durable, 
more economical, more 
attractive. 


It’s their extra serv- 

iceability and attractive 
modern design and fin- 
ishes that make Sany- 
metal Costumers so 
popular in up-to-date 
offices. 
Make sure of your 
share of costumer prof- 
its. Write for the Sany- 
metal folder today. 


Si 


TRatt Maen U5 REG 




















THE SANYMETAL PRODUCTS 
COMPANY 


1695 Urbana Rd. Cleveland, Ohio 


COSTUMER 











DESK PAD 


The Stationer's and Office Outfitter's 
Steady Seller 


QUALITY 


The Most Profitable Brand 


A fresh, mew desk pad is appreciated by every office 
worker. Desk pads are in steady demand. . But just be- 
cause almost any make of desk pad can be sold is no reason 
for getting less than the best results—in customer satisfac- 
tion and in profits—from this department. ELSANE Desk 
Pads, Desk Sets and accessories include the popular modern 
designs as well as the standard numbers. They are all of 
the finest quality, will give full measure of service and are 





guaranteed 100% 
Stationers are invited to get our booklet “Beautifying the 


Office” and full information of ELSANE products. 


Sainberg & Company, Inc. 
Manufecturers of Desk Pads and Office Accessories 
37-43 West 26th St., New York, N. Y. 
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A. Winegard is now wearing the diamond pin of the 


FURN I 


Albany, N. Y.—G 
‘Y and E’’ 100 Per Cent Plus club 

Boston, Mass.—-Gilbert H. Durston, 
Mills, Amsterdam, N. Y., has become sales development manager for Hey- 
wood-Wakefield. He will make headquarters here, 
tion to the introduction of 

Camden, N. J.--The Darby 
to manufacture furniture ; 





formerly with the Mohawk Carpet 


and give special atten- 


styled products 


Steel Products Company has been chartered 


steel capital stock, $100,000 ; Raymond J. Siris, 


charter representative, Camden 
Camden, N. J.—The Camden Office Equipment Company 


tered to deal in office equipment and supplies; capital stock, 


been char- 
1.000 


has 
shares 


no par value; Bleakly, Stockwell and Burling, charter representatives, 
Camden 

Chicago, tl!..-The Kohlhaas Company, 183 North Dearborn street, will 
arrange a new location in a short time The present store, office and 
plant is in the Northwestern University building, which is to be razed 
after March 1 

Chicago, It1..-The Lothrop Angle Steel Equipment Company, which has 
distributed the products of the Angle Steel Company in this vicinity many 
years, has had its territory expanded to include the entire state of Illinois 

Chicago, tll.-George E. Vinton, manager here for the Yawman and 
Erbe Manufacturing Company, has assigned J. H. O'Connell to the visible 
system department Mr. O'Connell had been with the Remington Rand 
Business Service Inc., and International Visible Systems, Inc 

Los Angeles, Calif._-The Corry-Jamestown Manufacturing Company has 


opened an office at East Sixth street, in charge of E. M. Enstrom 
Marion, Ind.—-The Business Furniture Company, Indianapolis, 
awarded the contract to supply installation in the 
hall 
Philadelphia, Penna.--B 
ing Company, has received the first 
Rochester, N. Y.--R. A. Furlong 


salesmen of the Yawman and Erbe Manufacturing Company 


1600 
has been 
new city 


furniture for 


Yawman and Erbe Manufactur- 


the 100 Per Cent 


Marcy, of the 
pin of Plus club 
for 


handling the 


is conducting a series of schools 


new visible filing system 
San Francisco, Calif.._Emil T 


perience in the office furniture field, has joined the Rucker-Fuller Company 


Diveccio, who has had an extended ex 


San Francisco, Calif.—-An office furniture and filing cabinet display has 
been established by Neal, Stratford & Kerr on the second floor of the 
Underwood building, 521 Market street 

Springfield, t1!._-The Lincoln Business Equipment Company, Inc., 601 
Cips building, has been chartered to deal in furniture, fixtures, machinery, 
et capital stock, $20,000; incorpora‘tors—-George B. and Anna B. War- 
ren, R. J. and Mary Wilson 

Washington, D. C.—B. J. Ford has been awarded the diamond pin of 


the Yawman and Erbe Manufacturing Company's 100 Per Cent Plus club 








AND PENCILS 





Boston, Mass.—Fountain pens valued at $10,000 were stolen from the 
store of The Thorp & Martin Company several weeks ago 

Chicago, Hl. E. J. Bradley has been appointed manager of the local 
branch of The Conklin Pen Company M. A. Fountain, who had been 
manager here many years, has resigned 

Chicago, tll._-C. G. Considine has been appointed manager of the Chi 
cago territory for the Wallace Pencil Company He had been connected 
with the Eberhard Faber Pencil Company 

Chicago, I!.—Joe E. Hildreth of the Esterbrook Steel Pen Manufacturing 
Company left in mid December on a business trip which will bring him to 


the Twin Cities in time for the annual stationers’ dinner January 31. The 
cities included in his tour include St. Louis, Kansas City, St. Joseph, 
Omaha, Minneapolis, St. Paul and Duluth 

San Francisco, Calif...0. E. Frankenthal has been enlarging his show 


rooms at 301 Hobart building, San Francisco. He carries the Swan pencil 


line Besides this he represents several gift and art card lines, of which 
he will make an elaborate display at the greeting card fair which will open 
on the first of February at the Palace hotel 

San Francisco, Calif._-A. Carlisle & Co., Upham & Rutledge, Ltd., 135 
Post street, is pleased to report an excellent holiday trade last year It 
came late but with more of a rush than usual Especially good was the 
trade of the gift, art, and game sections Fountain pens sold big, and the 
surprising part was the large number of high-priced desk sets that were 


sold 
Toronto, Canada.—-The T 
includes a fountain pen specialty 


Eaton Company's new department store here 
shop 

—— 
Commerce Department Circular on Fiji Islands 


The division of regional information, United States Department of Com- 


merce, Washington, D. C., has issued Special Circular No. 221 on the Fiji 
Islands. This is a mimeographed publication of eighteen pages, setting 
forth the salient geographical and econemic facts Fiji is a colony of 


Great Britain, which is self sustaining and receives po subsidy or financial 
assistance from the mother country 
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Complete 


CO-OPERATION 


With the establishment of the Imperial line more 
than a quarter of a century ago, a policy of com- 
plete co-operation was formulated. It remains un. 
changed to this day. 

Imperial built-in steel furniture for banks, court 
houses, public utility offices, stores, buildings of all 
kinds is one line that offers a full margin of 
profit on every sale. No losses occur from bad 
stock because no stock is carried. For the same 
reason there are no sacrifices because of special 
sales. Every bit of equipment sold is on special 
order and carries a full margin of profit. 

Imperial installations are not high priced—the price 
is comparable to stock units. For full details write 
us today. 


Imperial 


Steel Cabinet 


Company 


2130-2152 Fulton Street, Chicago, Ill. 














As pioneer desk makers of New No. 800 Series Chairs in 
Jasper, Indiana, we can offer Solid American Walnut: A 
you the best in high quality 


desks, time tried and quality Pleasing Design, with a Deep, 


tested for fifty-two years. Rich, Durable Finish. 
The JASPER _ The JASPER 
DESK CO. CHAIR CO. 


Desks and chairs can be purchased from us in pool 
cars at carload discounts, lower freight rates and 
the assurance that goods arrive in first class con- 
dition, without damage. We solicit your inqusries. 


JASPER, INDIANA 





VAsPER, Nm 





JOHN W. MESSIMORE, Chicago Representative, Telephone Longbeach 4821, 1467 Catalpa Avenue, CHICAGO, ILL. 
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FILEX 
Mr. Dealer 7° 


What have you to 
offer your customers in FILING 
FOLDERS that has a soothing effect 
on the eyes, does not show dirt 
and finger prints readily, will not 
“dog-ear" easily, but still has 
strength, wearing ability and is 
reasonable in price for quality and 
service rendered? Nothing, 
unless you carry, and show 


KRAFTEX 


That Superior Filing Folder 


MAIL COUPON for samples of KRAFTEX folde-s 
THE DUNLEAVY  o. 
167 OLIVER ST. BOSTON, MASS. 


NAME 


ADDRE 





CITY 











No Doubt About it! 


If you are an ASCO dealer you know that every 
article of steel office equipment bearing our 
trademark is the best on the market for the money 
. . « you know each item is a profitable and steady 
seller a - know our prompt and courteous 
service puts money in your pocket... you 
know the ASCO Line is a steady and sealant 
source of profit. 

If you are not an ASCO dealer you will want to 
be shown. Send a trial order from our catalog 
and we will rest our entire case on your judgment. 


But DO IT NOW! 
ART STEEL COMPANY, Inc. 


300 E. 145th St., New York City 






























Rie CX _ Ne 
The Famous Argus L 


Calendar Clasps, 
Typewriter Erasers, 
With or without Brush, 
Paper Clips, (3 Sizes), 
Pen and Pencil Clasps, 
Argus Sanitary Moisteners 


ine 


Ask your jobber for Prices and Discounts, or write 


ARGUS MANUFACTURING COMPANY 


1134-44 North Kilbourn Avenue 
Chicago, Ill. 


DEALERS: Write for beautiful counter easel 











Lear DEVICE 








4 
t a = — 
| _ 


++ + + ++ 


RINTED FORMS 
SEND FOR SAMPLES 


In addition to better Binders we manufacture ruled 
and printed forms. Complete stock always on hand 
Priced to give a satisfactory profit. Send for samples 
and prices. Get estimates on special forms. 


GRAND RAPIDS LOOSE LEAF BINDER CO. 
GRAND RAPIDS MICHIGAN 
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(Typewriters—Continued from Page 175) 

San Francisco, Calif.—J. N. Anderson, who has been acting as assistant 
manager in the San Francisco office of the L. C. Smith Company, is now 
on the road in the northwest territory 

Santa Barbara, Calif.—The Typewriter Exchange and Stationery Store 
at 914 State street is one of the local business organizations bragging on 
good business. They are good advertisers. The business was launched 
by A. E. Banks in 1925. They are the authorized agents for the Corona 
and L. C. Smith typewriters; but also carry other makes of portables and 
the Victor adding machines In addition to their sales service, they main 
tain a repair and service department which commands the business for 
miles around because of the fact that only experienced and skillful assist 
ants are engaged The reputation gained by this department has been 
largely responsible for the increase of business during 1930 

Tamaqua, Penna.—-Seligman & Company has been appointed local dealer 
by the L. C. Smith & Corona Typewriters Inc 

Tuscaloosa, Alabama.—-The Hanley Store Fixture Company has been 
made a distributor for the Woodstock Typewriter Company, covering the 
city and county of Tuscaloosa 

Watsonville, Calif.—The Office Supply Company has opened a branch at 
511 Main street, in charge of Mr. L W. Wilson. This is intended to 
supply the entire Monterey bay region Mr. Wilson has had many years’ 
experience in the business. The store will retail typewriters, addressing 
machines, multigraphs, adding and calculating machines, in fact all office 
machines and appliances In addition the store is prepared to service all 
such machines A manufacturing feature will be the making of type- 
writer and adding machine ribbons, stencils, inks of all descriptions, and 
in the near future, rubber stamps 

Wausau, Wis.—The Office Supply Company has become dealer here for 
the L. C, Smith & Corona Typewriters Inc. The local concern was organ 


ized by the Rhinelander Office Supply Company. 








ACCOUNTING MACHINES 


Saginaw, Mich.—The American Banking Machine, Inc., has been char 
tered to manufacture machinery and equipment; capital stock, 10,625 





shares no par value. 











ADDING MACHINES 


Philadelphia, Penna.—The National Cash Register Company has leased 
space on the seventh floor of the Public Ledger building, which will be 





occupied as local sales offices for the adding machine division 

San Francisco, Calif.—-Edward Englehardt has been appointed Pacific 
coast representative by the Gardner Company His offices are at 55 New 
Montgomery street. He has had an extended experience in the office ma- 
chine field, with the Elliott-Fisher Company and the Burroughs Adding 
Machine Company. 








OTHER MACHINES 


Cleveland, Ohio.—R. M. Winger, of the Multigraph division, made a 
western trip in January 

New York, N. Y.—The International Business Machines Corporation has 
appointed L. S. Harrison sales manager of the Time Recording division 
His assistant is R. A. Bush 

Philadelphia, Penna.—The Markwell Philadelphia Company, Ninth and 
Chestnut streets, stapling devices, etc., has been registered as a com- 





mercial title in the the common pleas court by Irving D. Johnson. 

Seattle, Wash.—Ralph E. Winn has returned to the Lowman & Hanford 
Company, with direction of the ‘‘Mimeograph’’ department 

Westport, Conn.—The Compo Manufacturing & Sales Company is now 
distributing its products direct to the wholesale and retail trade. The 
A. H. Irvin Company, Inc., continues to handle sales in the metropolitan 
territory 

Opportunity for Business 

East Orange, N. J.—-The Graphic Business Service, Inc., has been incor- 
porated to do a multigraphing business; capital stock, 150 shares no par 
value ; New Jersey Registration & Trust Company, East Orange, charter 


representative 





MARKING DEVICE §S 
Los Angeles, Calif.—The Crescent Rubber Stamp Company, an estab- 
lished business, has been chartered ; capital stock, 2,500 shares at $10,000 
each ; directors—Charles E. Cook, Virginia Moffitt and Walter P. Kaiser. 
New York, N. Y¥Y.—The New York Stencil Works, 46 Vesey street, has 


been obliged to seek a new home, as the store is on the block to be occu- 
pied by the new post office—bounded by Church, Greenwich, Barclay and 





Vesey streets 
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HOW IMPORTANT IS 
A BUSINESS LETTER 


Beautiful letterheads—and still more 
beautiful. Finer quality of paper—and 
still finer. The recipient must be duly 
and favorably impressed. 


But the body of the letter—the message 
itself; the only part that can accomplish 
the purposes for which the letter is sent 
nothing to relieve its deadly sameness 
in fifty years 
But now comes the Varityper Idea—giving to 
the body of the letter the beauty and strength, 
the personality and distinction which the 
ordinary typewritten letter lacks—yet which a 
modern, up-to-date business letter should and 
must have to be fully effective. 


That's why business is adopting the Varityper. 
Sooner or later every business will utilize ex- 
clusively the Varityper Idea. 





Varityper Incorporated, 

2 Lafayette Street, 

New York. 
How does the Varityper Idea affect my business 
letters and how can it increase their effectiveness? 


Name.. 
Address 


City and State cape bastatasen 
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Old Fashioned Quality~ 
Every Modern Facility 


Jackson Desks are old fashioned in quality only. 
They are thoroly modern in respect to comfort 
and convenience. And they incorporate the ster- 
ling qualities of goodness one naturally associates 
with “Stonewall” Jackson. 


You'll like the line—and the prices, too. 


Jasper, Ind. 


eas 


jasper Office Furniture Co. 
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WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 





TYPEWRITER 
RIBBONS 


EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 


Allen & Company 


11-13-15 Vandewater Street 
New York 
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The Large Capacity 


INKSTAND 


Assures adequate supply of fresh ink, always in- 
stantly available; appeals particularly to those who 
have much pen writing to do. Protects against dust 
and evaporation but opens at a touch of the pen. 
Attractive looking, carefully packed, reasonably 
priced. STATIONERS who have Gem Inkstands 
always in stock and display, increase their inkstand 
business. Write for descriptive matter of the dif- 
ferent styles, prices and discounts. 





Atlas Stationery Corp. 


Distributors for Cushman @& Denison Miz. Co. 


109-111 Leonard St. New York, N. Y. 


Middle West and Western Distributors: Associated Sta- 
tioners Supply Company, Jefferson & Quincy Sts., Chicago. 














RIBBONS AND CARBONS 





New Orleans, La.—The Miller-Bryant-Pierce Company, Aurora, Ill., has 
been chartered to do business in Louisiana 

Wenatchee, Wash.—The Johnson Typewriter and Equipment Service and 
the Dickson Printing Company have merged. The new organization oper- 
ates as Johnson, Doell & DeVoe, Inc. 


————<f__ 


Poland Increases Duties on Blotting Paper 
Commerce Reports] The Polish government issued a decree in Decem- 
ber increasing duties on various items. Ink blotting paper is included. 
Full details on the new rates can be secured from the division of foreign 
tariffs, United States Department of Commerce, Washington, D. C 


———_ =< 
Porto Rico Office Equipment and Appliance Market 


Commerce Reports] Porto Rico, which constitutes a customs district of 
the United States, affords a considerable market for office equipment and 
appliances notwithstanding the fact that it is primarily an agricultural 
rather than an industrial community. Practically the entire demand in 
this field is supplied by manufacturers on the mainland of the United 
States. Some eighteen months ago there was an effort to sell typewriters 
of a German make in Porto Rico, but it met with little or no success 

Following are statistics on shipments of office appliances from the main- 
land of the United States to Porto Rico during the years ending June 30, 
1928, 1929 and 1930 

Safes and vaults-—-(1928) $8,051; (1929) $10,959; (1930) $13,293 

Other metal furniture and fixtures [not exclusively office equipment, as 
this classification includes also considerable metal household furniture] 

(1928) $148,631; (1929) $314,191; (1930) $204,676 

Accounting and calculating machines—-(1928) 331 machines @ $36,103; 
(1929) 537 machines @ $60,874; (1930) 197 machines @ $28,501 

Cash registers——(1928) 140 machines @ $16,459; (1929) 247 machines @ 
$41,915; (1930) 106 machines @ $22,175 

Typewriters—-(1928) 563 machines @ $34,743; (1929) 1,417 machines @ 
$88,687; (1930) 860 machines @ $49,447 

Other office appliances—-(1928) $13,888 ; (1929) $16,477; (1930) $15,367 

The decreased demand during the fiscal year 1930 was due to the 
generally depressed economic condition of the island, which was partly in 
sympathy with that of the rest of the world, but intensified as a result of 
storm damages suffered late in 1928 

Present prospects are for a somewhat better condition during the calen- 
dar year 1931, and there should be an increased demand for equipment of 
this kind, not only to meet expansions in business but to replace wornout 
equipment which has been kept in service during the period of hard 
times 


——— 


South African Steel Furniture Production 


Commerce Reports] While there is a certain amount of the well made 
metal furniture of foreign manufacture being purchased by the up-to-date 
business houses in South Africa, considerable competition is to be met 
by American producers from the domestic industry, which has been 
making rapid strides in recent years One plant manufacturing steel 
products, such as filing cases, desks and steel shelving, is a subsidiary of 
one of the larger engineering houses in the Union, maintaining branch 
offices in practically all of the important population centers of South 
Africa and the Rhodesias. These branch offices, besides distributing and 
selling the regular lines handled by the engineering firm, also constitute 
important sales connections for the disposition of the steel office furniture 
manufactured by the local industry 

The Johannesburg factory is producing a wide range of articles, includ- 
ing desks, tables, filing cabinets, shelving, lockers, filing baskets and 
waste paper baskets. The facilities of the plant are such as to allow for 
the fabrication of any of these articles, though in recent months the pro- 
duction of filing cabinets represents about twenty-five per cent of the 
total output, and lockers account for approximately twenty per cent of the 
entire production A little over six months ago the Southern Rhodesian 
government placed an order for about $15,000 worth of shelving and, while 
the completion of this contract is said to be near at hand, the facilities of 
the plant are said to have been so strained as to have temporarily sus- 
pended, to a very large degree, the production of desks, tables, etc 

Special Work Encouraged 

The local factory, besides making standard articles, welcomes all orders 
for unusual designs that cannot be found in the stocks of the imported 
equipment Whereas oversea equipment is generally received at the 
coastal ports, particularly Cape Town, in a “knocked down’’ condition, 
being set up with nuts and screws, the domestic manufacture has all sec- 
tions and joints welded in the course of production 

The Johannesburg factory is, at the moment, consuming approximately 
ten tons of sheet steel per month, bright finish, of a gauge ranging from 16 
to 22. This material has been bought in England from Sheffield interests 
heretofore, but it is said that the local purchaser has had some difficulty 
in securing prompt delivery of supplies. The locks used on the cabinets, 
tables and desks are bought in England, while the fittings are purchased 
in the United States 

The present organization provides employment for some twenty-four 
white laborers and twenty native workmen. Every step of the production 
activity, from the crimping of the metal sheets to the spraying of paint, is 
handled in the comparatively small factory. With a sales area which em- 
braces the Union of South Africa and the Rhodesias, and with a high pro- 
tective duty on not only the finished product but on inland transportation 
of raw materials and the domestically fabricated equipment, it is no small 
wonder that the plant is working at full capacity 








Loos 8 LEAP 





New York, N. ¥Y.—M. W. Heyer has joined the Trussell Manufacturing 
Company. He will cover New York City, Long Island and southern New 
Jersey, with headquarters at 143 Liberty street. Mr. Heyer spent twenty- 


seven years with the Tengwall File & Ledger Company 
Philadelphia, Penna.—-Arthur T. Thompson has rejoined Lefax, Inc., 
and is traveling that line again 
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The good reputation that Metal-Bilt Cuspidors 
have enjoyed for the past 40 years is the best 
evidence of the satisfaction they will give to 
your customers and the increased business they 
will create for you. 


Send for Catalog Dept. 12-8 


DETROIT METAL SPECIALTY CORP. 
DETROIT 


METAL-BILT 


CUSPIDORS 
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Sparkling Metallic 
CHRISTMAS SEALS 


add brilliance to the Gift Parcel. 
Be prepared for the demand al- 
ready created for next season. 
If you prefer to place orders be- 
fore our salesman calls, we will 
gladly send samples and include 
the new Metallic Currency and 
Coin Containers. 


National FiberstoK 
Envelope Company 
. 429-447 Moyer St. 


Philadelphia 
Penna. 

















To Retail 
at l0e 
for Twelve 

















For that Sales Manual, Catalog, 
Book of Regulations, etc. 


PERFECTION METALS 


Our service is particularly designed for stationers 
who operate their own printing and binding plants. 
Many different types and sizes of ring and post 
binder metals are now being used and because we 

specialize in their production, frequently bringing 
| out new metals embodying latest developments and 

improvements, this service is exceptionally valuable 


in its field. 


If you do not have our catalog, send for a copy. 
Besides specifying and illustrating our many stock 
metals, it is a veritable compendium of useful in- 
formation on the subject. 


Loose Leaf Metals Co. 


INCORPORATED 
6816-6824 Arsenal St. 





ST. LOUIS, MO. 

















“K.B.” BLANKS 


The steel engraved blanks that look and feel like money 
and are engraved and printed in exactly the same manner 
in which United States Bank Notes are produced. 

They are admirably adapted for the uction of high 
class Bonds, Stock Certificates, Short Time Notes, Mort- 
gages, Interims, Guarantees, Warrants, Licenses, Merchan- 
dise Certificates, Membership Certificates, Letters of 
Credit, Checks, Drafts, Securities and all papers of value. 

A great variety of designs in six colors is carried in stock 
to meet the needs of every fiduciary requirement. 

When these blanks are overprinted from type or by lithog- 
raphy they have the appearance and quality of high grade 
securities and prove most attractive to the dealer and the 
investor. Thus providing an unusually profitable source of 
business for the printer. 





Samples on Request. 





KIHN BROTHERS 


BANK NOTE ENGRAVERS 
205-209 West 19th Street, 
New York City 
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INK 


VIVID AS AUTUMN FOLIAGE— 
“ SMOOTH AS A STREAM! 


INKLETS (ink in tablet form) 
need only the addition of clean water to 
make smooth—vivid ink! To fit every 
need—there are six flashing colors; Red 
—Blue—Violet—Green—Blue Black—Jet 
Black. Simply fill your inkwell with water 
—add Inklets (they dissolve instantly and 
permanently) and it is ready for use. The 
compact packages are stored easier—and 
in smaller space—than bulky odd-shaped 
bottles. By actual trial—they have often 
cut ink bills 50% and more. Especially 
recommended to large 
users of ink. Try them 
on your next order. 


Attractive Dealer Offer. 


GENERAL ECLIPSE 
COMPANY 
Dept. A 


Danielson — 


DANDY 


Conn. 


VVVVVVVVVVVVVVVVVVVVY 


ENVELOPE 
SEALER 


PRICE $12. S552: 
“SAVES TIME WHEN MOST NEEDED” 


THE DANDY SEALER is a practical, efficient and 
economical machine which business houses, public 
offices, colleges, labor unions, fraternal organizations, 
letter shops and similar organizations buy readily 
when brought to tHeir attention. 


We co-operate by furnishing free, attractive circulars 
and order blanks which help to get the business. 


Liberal proposition to established dealers. 


THE OFFICE APPLIANCE CO. 


191-195 Devonshire St. Boston, Mass. 
(Sole Selling Agents Dandy Sealer Corp.) 
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You Can't Find One Office in a 1000 
That is not a prospect for the Sale of a 


Costumer 
Telephone Table 
Wardrobe 


Bookcase 
Reception Room Table 
Magazine Stand 
Hat and Coat Rack 
Umbrella Rack 
Check Desks 
Long Narrow Tables 


That will pave the way for a Sale of 
Suite Furniture 
Commercial Desks 
Directors & Conference Tables 


A golden opportunity for Creative Sales 


The Quigley Furniture Company 
WHITESBORO, N. Y. 
New York Office, 130 W. 42nd St., Room 414 


Member of the Wood Office Furniture Associates. 














The talk of the coun- 
try. Combining fea- 
tures found in no 
other make. Any one 
can work it. Simple 
as A. B.C. Several 
(patents applied) 
features, taking the 
bother and guess 
work out of Gold- 


stam ping. 









A New and 
Better Goldstamping Machine 
—THE GOLDPRESS 


Will Imprint om Large Variety of Articles 
Monograms, emblems, trade-marks, or letters up to one inch in height, four 
lines of type at one time, may be imprinted on leather, imitation leather, 
celluloid, hard rubber, wood, paper, silks, etc. Books, suitcases, handbags, 
pens and pencils and thousands of other articles. 


A Money Maker 
Unsurpassed for window display. Very productive as an advertising medium, 
unequaled for sales power in the store; sells goods regardless of brand or 
price; moves slow sellers; stamps a variety of articles; stimulates the gift 
buying habit; offers non-competitive service; earns a cash revenue daily; 
establishes prestige for the merchant and pays for itself in a very short time. 
Lowest Price Machine 

Machine complete, with pen holder, squaring device, clamp spring, heater 
cord, two heating units, one full font of hard special type for leather work, 
one font of the finest BRASS type for pens and pencils, 10 sheets of real 
23 karat gold 3%" x4". nothing else to buy, all for $79.50. 

A lifetime guarantee. Write for our catalog, fully describing machine. 


The Goldpress Company. 
Bellaire, Ohio. Cable Address—Goldpress 
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Mich. 


was 


has been char- 
Office 


founder, 


Benton Harbor, Calhoun 
This 
The 
Calhoun 


Office Supplies, Inc., 
formerly as the Calhoun 
Edward Calhoun, the 

treasurer; Byron E 


tered business known Supply 


Store incorporators are president ; 


Everett Calhoun, St. Paul, 
Minn., a member of the corpor 
Chicago, Ill.--E. E. Bat 


business trip to the 


secretary and 
ition 
Park Envelope Com 
southwest in January 

Horder’s, Inc., 
the Chicago Advertising council 


sales director, Quality 


pany, made a 
Chicago, lt!._-F. P. Seymour f 


a two year 


has been re-elected for 


term as a director of 


Chicago, tl.—-The Dandy Supply Company made a special drive on 
stenographers’ note books in January and did a fine volume of business 
Cleveland, Ohio.—-Paul V. Jones has purchased The Universal Specialties 


Corporation, and contemplate idding several office items to the specialty 
line He had been with The Cleveland Folding Machine Company twelve 
years 

Dallas, Texas.—-Horace Hamilton, of the Oakville-American division, 


visited the factory at Waterbury, Conn., 
He is now covering Texas (exclusive of El Paso), Louis 
iana, Oklahoma Arkansas for the Oakville-American 
Los Angeles, Calif.—The Office Company, Ltd., 
tered to deal in office supplies; capital stock, 10,000 shares preferred and 
15,000 shares directors—C. E. Shanks, F. H 
Shanks and W. W 
Manchester, N. H. 
half a 
stationery He is eighty-three 
Milwaukee, Wis. Buffin 


Stationery printing 


Scovill Manufacturing Company, 
a short time ago 
and line 


Supply has been char- 


common no par value 
Shanks 
William P 


serving the local 


Goodman has retired from business, after 


century of citizens with their requirements for 


vears old 
l’rinters, Inc., has been chartered to conduct a 


stock, 500 preferred at 


shares 


incorporators E. Mil 


and business 
$100 each and 
Heimick and H. R 


N. Y. The 


capital 


1,000 shares common no par value 


ton Jones, J Robertson 


New York, Edgewater Manufacturing Company has been 


chartered to manufacture stationers’ supplies; capital stock, $20,000; A 
Allenberg, charter representative ) Church street 

Philadelphia, Penna.._The Watson Ink Company, 3310 East Thompson 
street, has been registered as a commercial title in the common pleas 
court by Jack Watson, Elkins Park, Penna 

Philadelphia, Penna._-Frank Howley, who had been a designer and 
copywriter for the Strathmore Paper Company at West Springfield, Mass., 


has joined Jerome B. Gray, 
Pittsburgh, Penna.Th« 


amendment to its 


advertising agency 
filed an 
Stencil 


has 


Arlac 


Puplicating Supplies Company 


corporate charter, changing the name to 
Corporation 
San Francisco, Calif.—Th« 


Strathmore Paper Company has opened an 


office at Room 1015, Balboa street, 593 Market street Otto A. Holstrom, 
who is in charge, will cover the territory west of the Rocky Mountains 
San Francisco, Calif..-The San Francisco branch management of the 


Eaton, Crane & Pike Company is feeling that business is not so bad. The 


branch has been awarded the capital prize for the firm’s sales contest 
during the final quarter of the past year This carries a cash prize to 
each salesman in the western division, besides the special prize for the 
one leading the division 

San Francisco, Calif.._W. E. Wilbur has associated himself with Chas 
H. Hyatt, manufacturers’ representative Mr. Wilbur had been manager 
of the Crocker stores in southern California The Hyatt organization han 
dies the tines of Acco, Inc Defiance Sales Company and The Hanson 
Company, in the territory west of Denver 











CATAL GOGUES 
Paragraphic reviews of current issues from 


the catalogue and allied fields, classified for 
convenient reference. 





Manufacturer 
The Stationers Loose Leaf Company, 348 Broadway, Milwaukee, Wis., has 
distributed Catalogue ‘‘R,’’ descriptive of its line of visible record de- 


vices 


Catalogue sheets devoted to the ‘“‘Liftlock’’ sectional loose leaf binder 
have been circulated by Federbush Brothers Loose Leaf Company, 160 
Varick street, New York, N. ¥ 

From Wm. A. Force & Company, 105 Worth street, New York, N. Y., 
comes Wholesale Price List No. 107W, covering numbering and doting 
machines, and hand stamp supplies This gives January 1 prices on 
General Catalogue No. 104 

The Milwaukee Chair Company, Milwaukee, Wis., has issued a new 


in which the items shown are classified by 
selection of suitable chairs for a specific 
its details, and contains much 


catalogue of chairs, 
facilitating the 
catalogue is complete in 
ful to the dealer 
From the Angle Steel Stool Company, Plainwell, Mich., comes Catalogue 
No. M-S, depicting and describing the company’s complete lines for fac 
tory, shop and office use The office equipment lines include posture 
chairs, filing typewriter stands and tables, vault steps. counter 
cabinets, duplicating machine stands, mail tables and vauit trucks 
Direct Mail—Manufacturer 
The Oxford Filing Supply Company, Brooklyn, N. ¥ four page 
picture letter to the trade explaining how dealers can secure the new 
steel dispensing display for the company’s red-fiber expanding envelopes 
Typewriter Practice Material 


*‘families,’’ 
customer. The 
information he p- 


stools, 


sent a 


The January test arranged by the school department of the L. C. Smith 
& Corona Typewriters Inc., was ‘‘An Expert in Values.”’ The text sug- 
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STAB COLUMNAR 
PADS 


High grade materials foster accuracy. Point 
out the quality of WESTAB Pads, the clean 
erasing, the uniform line space, the variety 
which affords just the right sheet size for the 
purpose. Two colors, white and buff, and two 
color ruling. Sizes from two to twenty-eight 
columns. 

The American Line includes many printed 
and ruled business forms. Send for catalog of 
commercial stationery items. 


Kalamazoo Stationery Company 
Division of Western Tablet & Stationery Corporation 
Kalamazoo, Michigan 
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Serviceable PRODUCTS 


Higher quality, meeting 
the present day demand 


in the line of filing, 
carrying and _ mailing 
containers, 








Based on sixty years of success- 
ful service to the business public, 
the Diemer line serves every 
strong envelope of modern busi- 
ness. Catalog No. 30 and 


samples on request. 


John F. Diemer Co. 


Established 1869 
519 Broadway 
New York 
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Your trade 
is different 


Quite true—b ut 
every office can 
profitably use 
these convenient, 
easily moved 
stands and stools. 
An extra typist, a 
special writer or 
many other types 
of office worker 
can be accommo- 
dated. Factories 
and stores use 





them also to good 
effect. 


Descriptive mat- 
ter and prices on 
request. 


ii 
a 


SEARLES 


ELECTRIC WELDING WORKS 


Manufacturers 


1850 Fulton St., Chicago, Ill., U. S. A. 
































Another Well Made 
SUPERIOR Desk Pad 


that lies flat on desk at all times. Write for spe- 
cial price on our new 19x24 stiff desk pads made 
with genuine leather padded corners of assorted 
colors. Yes! We make flexible desk pads also. 
Have you received our new catalogue and price 
list ? Many new items. Mail coupon today for 
more profits. 
Superior Office Specialty Co. 
Manufacturers of Desk Pads, Lineleum Tops and Chair Cushions 
544 W. Lake St., Chicago, Ill. 





OFFICE APPLIANCES 


gested a human appraisal to determine what qualities in the individual 
measure up to the responsibilities for which he is preparing. In addition 
to the typing test this material included a paragraph of corrective drill on 
reaching the letter ‘‘p’’ and an unusual alphabetic sequence 
Absorbing Advertising 

The Angle Steel Stool Company, Plainwell, Mich., uses blotters for 
envelope enclosures. One specimen shows a variety of shop utilities made 
of steel 

The Ohmer Fare Register Company distributes a blotter featuring a new 
cash register. Part of the register is die cut, to project above the upper 
edge of the blotter, giving an effect similar to that of a register in place 
on a store counter. 








HOUSE ORGANS 








SUPERIOR OFFICE SPECIALTY CO. 
544 W. Lake St., Chicago, Il. 


Gentlemen: 
Kindly mail us your new catalogue and price list. 


Thank you. 


Ue TORE ccccccccesccccceccccccess 


bn enancnenananananananananenenanesenesenaner ene ewaewad 


Paragraphic reviews of current issues from 
the house organ field, classified for convenient 
reference. 


Manufacturer 

Bates Brevities (The Bates Manufacturing Company) showed the young 
ladies of the company basketball team, who look as though they could 
keep the ball moving in any kind of going 

Occasional tables for the office were illustrated and described in The 
Leopold News (The Leopold Company). They are installed as convenience 
accessories, as well as to balance the arrangement of desks, etc 

Remarked It’s Said and Done (Dictaphone Sales Corporation) quoting 
a user “I have found that some of my best thoughts come while away 
from the office, and with a Dictaphone handy they never escape.” 

Some catalogue binders made by the National Blank Book Manufacturing 
Company were shown in The Du Pont Magazine (E. I. du Pont de Ne- 
mours & Company) The binders illustrated were covered with 
**Fabrikoid.’’ 

The Addressograph-er (Addressograph Company) reported a momentous 
convention at Chicago attended by more than 1,000 years’ Addressograph 
experience, consisting of sales agents and home office officials. Plans and 
policies were laid down for a rousing year of business in 1931 

The Leopold News (Leopold Desk Company), depicted the “‘Cambridge’’ 
suite, displaying lines of the design of early New England days. This 
suite is complete in its appointments, and the various sizes of the major 
pieces adapt it to offices of practically any dimension 

The “‘Y and E”’ Idea reported a radio talk by F. J. Yawman giving the 
history of the Yawman and Erbe Manufacturing Company. The Lincoln- 
Alliance bank, of Rochester, has a weekly program over WHAM, and each 
week the program is given over to some Rochester institution 

Steel fixtures in bakery stores were described in The Lyon Standard 
(Lyon Metal Products, Incorporated). An illustration of one of a chain 
of bakeries in the east showed how appetizingly bakery products can be 
displayed on steel counters and shelving—and how easily kept immaculate 

The Scovill Standard (Scovill Manufacturing Company) told of the 
manufacture of mesh bags. Special machines stamp tiny circles and 
crosses from strip metal, and others weave these units into mesh, which is 
later formed into a bag; then fitted. The pearl luster is made from the 
scales of herring. 

Retailers Review (W. A. Sheaffer Pen Company) announced the “‘loaner’s 
pen’’ plan, enabling the dealer to provide a pen temporarily for the cus- 
tomer whose pen has been sent to Fort Madison for repair. This plan 
furnishes Sheaffer pens to the dealer at a very low price, so that he can 
give a genuine service to his customers without tying up much money in a 
stock of ‘‘Loaners.”’ 

Business depressions always bring anecdotes about how some salesman 
does the old time barter stuff if his prospect cannot pay cash, or prove 
his right to credit Smith-Corona Sales News (L. C. Smith & Corona 
Typewriters Inc.) says a Buffalo typewriter man traded a live one for a 
dead one—a typewriter for a _ coffin The salesman wasn't able to 
realize on his collateral for some time, owing to the selfishly healthy 
population 

A brief discussion about prices appeared in The Crown Tattler (Crown 
Ribbon & Carbon Manufacturing Company) A customer complimented 
the company on the quality of Crown products, but said that prices were 
higher than the line then used. The Tattler explained how quality sup- 
plies are sold as reasonably as consistent with high standards. Time and 
again shoppers for low prices have learned that the dealer or the manu- 
facturer cannot give good appearance and quality at prices which are out 
of line with the production costs 

Association 

Rags in Paper (Rag Content Paper Manufacturers) offered a resolution 

handsome typographically—-for the business man He is to start out 
the new year, and continue world without end, with a finely designed 
letterhead, on fine paper, and these elements blended with adequate let- 
terpress, lithography, copper plate or die stamping. 

Dealer 

A page in Ideas (Ream’s, Inc.) depicted the new line of Art Metal trans- 
fer cases, showing the various sizes and telling of their advantages as 
modern office equipment 

Stationery Suggestions (Springfield Office Supply Company) offered a 
double spread of the old reliables—blank books and post binders, as fit 
equipment to help the bookkeeper start the new year right. 

The Honolulu Item (Mercantile Printing Company, Ltd.) commented on 
the “‘melting pot’’ of Hawaii In one school was found twenty-seven 
distinct nationalities and their blends. Educators face the task of amal- 
gamating these—Americanizing the different racial representatives 

A hotel office fitted with Browne-Morse steel counter heights, provided 
with cupboards, card files and a special arrangement for the Elliott- 
Fisher machine was shown in Stationery Suggestions (A. Carlisle & Com- 
pany, Upham & Rutledge, Inc.). This modern office, finished in walnut, 
is in the Hotel del Monte. 

Stationery Suggestions (Graham-Chisholm Company) reported an aggre- 
gate of 200 different steel pen points in stock. Readers uncertain as to 
the type of steel nib reqvired for their work were offered the services of 
a selection engineer who would send the right nibs on learning of the pur- 
pose intended 

The Paragraf (Pacific Coast Stamp Works) called attention to the neces- 
sity of changing year bands on dating stamps. The company is equipped 
to handle this work for customers, and in case the stamp could not be 
spared during working hours, the shop would make the change at night, 
and have the stamp all ready and steamed up for the morning work. 

“‘Wish Your Carbon Worries Onto Us” said The Office Co-efficient (Chas 
G. Stott & Company, Inc.). The article announced that the company had 
secured distribution rights on Columbia ribbons and carbons, and was 
equipped to analyze the user’s requirements for inked ribbons and carbon 
paper, and to furnish just the thing for his individual requirements from 
stock. 
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Ingento Cutters 


for CARD AND PAPER CUTTING 





NOW MADE IN 7 SIZES 





A SIZE FOR EVERY NEED 


No. 1. 61% inch blade. No. 4. 12!% inch blade. 

No. 2. 81% inch blade. No. 5. 15 inch blade. 

No. 3. 101% inch blade. No. 5%. 18 inch blade. 
No. 6. 24 inch blade. 





Manufactured Only by 
IDEAL SCHOOL SUPPLY CO. 
8316-8340 Birkhoff Ave. 
Chicago, Illinois 











The — 
* ut osern 
FASTENER Company 


La Crosse, Wis., U.S.A. 










No. 2 Paper 
Fastener and 
round hole 
punch. . . $3.50 





The New No. 3 
Super-Mecdel 
Ties from 2 to 16 sheets Bond 
; Paper—Binds 
| Heavier Pieces 
$5. 





Bump Serves 
All Over the 


World. Satisfied 
Users reveal Re- 
liability and 


Economy. The 
Bump fastens 
important papers 
for mailing and 
filing. 


Dealer’s 
information 
on request. 











Always 
Ready 
Insures 
Flat Filing 
No Staples, 
Pins or Clips 
to Rust or Catch 








185 









OOO aAN® 


“Pelouze” Postal Scales 


‘io tell automatically the exact amount 
of postage, in cents, required on all mail 
matter, including parcel post rates by zones. 
Warranted accurate. Beautifully finished in 
French gray or gold bronze enamel. 


Made in Several Styles 


Intended for 
tition individual 
BE |i desk, library, 
Se office or ship- 
ping room. 
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Dealers Supplied by 
Leading Jobbers 


ASK FOR 
PELOUZE SCALES 


ny Wan 










W/ Wes Vi 






vey 


fax 










Nation al 


Pelouze Manufacturing Co. 
232-242 East Ohio Street, Chicago, Ill. 


Original Manufacturers Reliable Automatic Postal Sales 
“The Best Scales to Use Are Made by Pelouze™ 


RIEU RUMOMOMOM OM OT OM EO a 


Trax 





Wy 














TAXI YaN ant vaxtven! 








VOMOR 





YOUR CUSTOMERS 
for SEYMOUR PRODUCTS include: 


—every factory 
—every office 
—every retail store 
—every bank 


No other line offers more opportunity for rapid turnover. 


The complete line includes: 






Banker's Moistener 


—roller bearing sur- 
face 





New Adams 

Memo Pad 

—convenient pen or 
pencil holder 











Parsul Sealer 


—for retail store and of- —takes standard wide a 
fice use _ roll of adding ma- / 
—takes tape up to 1% chine paper. 
wide. —furnished in 5 col- 





ors, 


Ryco Sealer 


—for shipping rooms 
—takes tape up to 3” 
wide. 


Ryco Book Ends 





Send for complete information 


THE SEYMOUR PRODUCTS COMPANY 
General Offices and Factory 
SEYMOUR, CONN. 
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Letter Trays 
Letter Baskets 
Waste Baskets 
Mail Baskets 

Filing Hooks 





No. 62 Letter I ray 


Worcester Wire Novelty Co., Inc. 
540 Hearst Tower Bldg., 


Baltimore, Md. 


Baskets and 
Trays retinned 


after making. 


All Trays come 
with rubber 
feet attached. 


Write pent wal, 7 
for Catalogue 5 


zs) 


7 


ay —) i) Fhe 
Hs yg Fs 














No 00 Baskat 














OFFICE APPLIANCES 


CHECK WRITER 
MENS 


Have you seen SPEEDRITE? 


Anyway, it’s just the figure, set-up ma- 
chine you have been waiting for. In- 
deed, it makes the whole world VIR- 
GIN territory again! 


Striking colors—unquestionably the 
most beautiful device in whole ap- 
pliance field. Two color imprint with 
ink reservoirs. Novel payee name pro- 
tection. Sturdy construction, easy 
quiet action. 

AND, for all its quality, beauty and 
value. SPEEDRITE carries the LOW- 
EST distributor cost! 

A collect wire from any REAL check 
writer man will bring mighty interest- 
ing details. 


HALL-WELTER COMPANY 


INCORPORATED 
180 St. Paul St. Rochester, N. Y. 














a guide 
to more 
profit— 








Ina S Con 
centrating on the GUSSCO line of 
tiling supplies is QO0OG0 sense for the 
Gussco line is complete with folders 
cards and guides of every descrip- 
tion We take price in making 
every GUS SCO number the best we 
know how The GUSSCO line 
iS priced § YOU In meet 9mpetition 
and show a good profit GUSS- 
CO sticks to the trace ana we ao not 
sell oirect » 6 
The GUSSCO trademark is a sure fire 
gQquiace ¢t more profit Send for 
samples, prices and catalog and prove 


f reall Bis cle if none 
But do 


GulIDE SYSTEM & SupPLy Co. 


335 CANAL ST. NEW YORK 
“THE HOUSE THAT STICKS TO THE TRADE” 

















TRINER AIR MAIL SCALE 


Selected on Competitive Bids by U. S. 
Post Office Department Using 
30,000 No. 9 Scales 





EQUIPPING THE 
SERVICE WITH THIS 
SCALE IS THE GOVERNMENT'S 
MARK OF APPROVAL AND JUDGMENT 


It is entirely built of steel, with a brass beam and poise 
Each half ounce is clearly cut in beam with deep “V" shape 
notch—attaining easy and accurate weight. 

Price moderate for FAST SELLING. Write your Jobber for 
Triner No. 9 Alr Mail Scale. 


TRINER SCALE & MFG. CO. 


2714 W. 21st Street Chicago, IIl. 


We also manufacture Parcel Post and Mail 
Automatic Scales used by the Post Office Service 
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FEBRUARY, 1931 
Internal 
The “Y and E’’ News (Yawman and Erbe Manufacturing Company) re- 
ported that January and February meetings of the “Y and E’’ club would 
be skipped. The money which would have been spent for those meetings 


was diverted to welfare work 

The Gill-O-Gram (The J. K. Gill Company) announced its new staff for 
the first six months of 1931, comprising: Misses Edna Keeney, Irene 
Laughlin, Beth Price, Esther Karol, Laura Meier and May Muir; Messrs 
Sol Fox and J. F. McLeod 

A cheerful prophecy for 1931 was contributed to the Strathmorean 
(Strathmore Paper Company) by Col. B. A. Franklin, vice-president of 
the company He foresees an America cured of its 1930 ills, marching 
quickstep to improved conditions for those who think, work, enthuse, 
devise, plan, serve and co operate 
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Typewriters 





United States exports of typewriters by countries during October, 1930 
In exports under this classification where the machine is driven by an 
electric motor, the value of the motor is included with the machine By 














the Division of Statistics, United States Department of Commerce 
Standard, New Portable, New Used & Rebuilt Parts of 

Countries Ne No 0 
Austria Senses 6 $3,530 61 $2,199 362 $7,532 $334 
Belgium . : 272 16,980 189 6,675 57 1,787 1,221 
Czechoslovakia 397 25,281 209 7,804 40 1,876 340 
Denmark o4 3,971 81 2,931 36 1,280 383 
Estonia .... oe 20 1,447 26 936 . ° . 
Finland . , 53 3. 834 53 1,953 6 2,423 209 
France ... . 1,450 105,210 713 28,068 R36 15,620 1 
Germany 133 397 S87 14,901 113 s,485 2 
Greece ... oa ll 952 ° sane 26 255 
Hungary ... ; 3 ae oe imme 230 O02 
Iceland . 6 234 
Irish Free Sta 27 1,890 — aba 
_ Bee , 701 45,272 25 21,555 85 2,563 2,328 
SO =e 25 1,805 10 360 30 609 : 
Lithuania . , 5 BB cece atte ebe8 snot 5 
Malta, Gozo and 

Cyprus . _ Ss ee 33 1,307 wa Ge 
Netherlands 182 13,800 103 3,804 303 7,497 2,198 
DT Sebesecane 124 7,744 63 2,277 ; : 359 
Poland and Danzig 114 6,674 38 1,359 104 3.072 1,683 
Portugal ...... 65 S875 ane Sia 
Rumania ... os ol 3,744 6 240 } 140 113 
Soviet Russia in 

Europe 10 . , ° 160 
Spain 105 303 6,794 270 
Sweden . 449 552 2.025 2,797 
Switzerland Tr 81 75 aan 861 
United Kingdom 3,107 193 891 24,657 16,893 
Yugoslavia ‘and 

Albania 115 7,783 75 562 sone 
Canada . s< 373 24,544 216 13,092 25,599 
British Hondur: Dsus 6 
Costa Rica ... ‘ , 20 
Guatemala ........ ) as “ 
Honduras .... : 12 1,055 32 1 ,227 : 
Nicaragua . : . 6 139 " ' j 96 
Panama ' 27 1,978 15 540 3 27 
Salvador : 11 626 25 900. ‘i — 
Mexico .. — 297 18,787 160 16,890 35 1,199 1,446 
Newfoundl: and and 

Labrador : ° 16 1,094 ~— 13 475 95 
Bermudas ... -" 2 160 l 45 l 58 
Barbados ; ‘ 4 144 
Jamaica ; 6 440 8 288 ) 192 —_ 
Trinidad and Tobago 10 667 14 492 . 21 
Other Br. W. Indies 3 215 6 241 l 15 40 
ae 77 6,108 0 1,800 2 &5 228 
Dominican Republic ; 02 nae 
Netherland W. Indies 1 227 55 1,980 : 14 
Haiti, Republic of.. 11 915 6 200 i 134 
Virgin Is. of U. 8S l x0 5 180 . e06e 
Argentina ... shes 824 6,342 498 18,649 17 6,838 831 
DOE eeenss ‘ 15 1,240 1 45 ine 
Brazil .. 78 7,209 oa . : 1,053 
Chile . , . 83 5,965 199 7,705 9 545 2,099 
Colombia ’ 61 1.309 i 1,865 12 1x0 121 
Ecuador ‘ 10 800 10 390 
French Guinea : 6 234 
Paraguay ... , 3 210 «©6240 i [ae ‘ ates 
Peru 106 3,916 2 110 16 
Uruguay ‘ 144 10,264 in) 180 5 226 10 
Venezuela aveee 70 »,279 53 Bae” ccee oes 90 
Aden ...... asedie 1 $20 2 90 
Arabia ; teen 3 205 1 45 : an 
British India ..... 337 23,991 375 13,866 21 546 1,301 
British Malaya .... 16 1,100 37 Rae dec pees 65 
Ceylon .... owes 3 185 3 117 : 288 
Gn wecoeecaesand 50 $054 16 607 65 1,640 856 
Java and Madura 309 21,777 304 12,351 ; 145 39 
Other Netherland 

East Indies i 309 6 ee seas ownn 60 
French Indo-C hina. i 280 ; : buns 
Hong Kong ....... 18 1,440 22 941 20 745 12 
a seevvecens ee 4 1 32 1,465 
SUE. ceccsccocver 12 895 7 251 11 431 340 
Palestine 2 140 2 60 
Persia .... 12 840 as ceed caae 
Philippine Islands. 114 7,421 332 12,432 3 1,391 68 
EMD cccccce : ‘ ee 1 ik 9 325 
BUND ccccece see 6 27 1 144 asee vee 
Australia ......... 4 3,515 194 6,711 17 607 3,750 
British Oceania.... ; 310 1 49 nee _ 
New Zealand ..... 134 9,346 45 1,620 11 411 853 
Belgian Congo ° 4 234 56 1,937 
British E. Africa... .... sae 20 810 21 
Union of South 

ALTICA ccccccccs 348 25,061 55 2,161 8 213 48 
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_ Clean Way 
to Clean Type 


No longer is it necessary to fuss 
with cleaning fluids for cleaning type- 
writer type. This brush will thoroughly 
remove all dirt particles from the surface 
of typewriter type, leaving a clean surface that 
will give the desired clear impressions. 


Shallcross Dri-Kleen Wire Type Brushes 


are made from soft brass wire held firmly.together for strength 

and durability, and yet pliable enough to discover and remove 

dirt from the finely-cut type faces found on typewriters. They 
| positively will not injure the face of the type and are ideal for 
type cleaning in connection with dry stencils. 

Style |. 
on Underwood, 
Woodstock, and 
chines. 

Both styles retail for 50c apiece A 
one dozen assorted and suitable for 
ready for distribution to retailers and jobbers. 
to the trade quoted upon request. 


The: SHALLCROSS COMPANY 


Manufacturers of 


whe Ribbon-- Stencils-Papaty 


FORTY GIGHTH and GRAYS FERRY ROAD 
PHILMDELPIWIA,U.S.7. 


pictured above, is for use 
Remington, 
ma- c 


Style 2, is especially made for L 


Noiseless Smith and Royal machines. 


carton, containing 
counter display, is 
Discounts 
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Every Retail Merchant can 
profit by improving his dis- 
play with show cards pro- 
duced with COIT’S PENS 


The more they tell, the more they sell—grocers, drug- 
gists, drygoods stores, real estate men, etc. A supply of 
cards, ink and COIT’S PENS is all anyone needs. 
A few minutes’ practice and the user will turn out good 
looking, quickly read cards. To improve your neigh- 
bor’s business is to help build up your community. 
Coit’s Pens add to your profit both now and later. 
Write for sales trial assortment sent prepaid. 


TheBridgeport PenCompany 


239 John Street Bridgepert, Conn. 
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PL BDACO 


Dry 


Stencils 


Duplicating 
Inks 


For 


VEALER S 


The New tipace Stencil is 
packed in a most attrac 
tive, substantial box 








Beautiful Packages with Sales Appeal 
Uniform High Quality of Materials 
Attractive Prices 


lipaco No. 1400 Intensely 


Liberal Discounts black, free flowing; the finest 
| nk for fountain duplicators 
Free dealer sales he ps Medium consistency, dries 


Prompt service juickly. Guaranteed not to 
harden on the pad 


Customer satisfaction 








For enclosed onde machines 


No. 1700 ILPACO Ink 


Full information request 
or an initial stock order will be 
shipped on approval 


FLLEINTOS 
PAPER 


COMPANY 


516 W. Jackson Blvd. 
CHICAGO 







upon 














Feature the clear, lasting impressions 


VICTORY STAMP PADS 


Your trade will appreciate the extra quali 


Victory Stamp Pads. Made of high grade, long 
wearing materials, inks of brilliant hue and fast 
color. Six sizes, from 2 x 334 inches to 4x9 
inches. 


Duk | i rhs 4 ae OO 








YOUR OWN BRAND 


oe Se and 0 ep > suse ane mane ¢ AiP er 
ment and to advertise your entire business. 

items can be put up under your imprint. 
price-list (sent om request) includes many = 


tionery items: 
INKS MUCILAGE 


STAMP PADS 
PASTE SEALING WAX 


Luther Ink and Stamp Pad Co. 


55-57 EAST PARK ST. NEWARK, NEW JERSEY 



































OFFICE APPLIANCES 
Standard, New Portabl New Used & I lt Pa f 
Countries N Ne 
Gold Coast ....... 2 160 14 28 
Nigeria ..... sene ll 764 13 195 
Egypt ..... ‘ 28 2,098 35 1.260 . ee 
Algeria & Tunisia i8 +360 0 1,800 2 i2 168 
Other French Africa 7 945 20 728 l is 
DE sudscens ue l 16 
Morocco ° eeee 50 1,000 30 1.300 
Mozambique ... l 101 25 900 
Other Spanish Afric a l SO 
Total 11,857 $795,945 8,122 $310,229 4,461 $119,306 $75,470 
oe a from the antes States: 

Hawaii . ceeeues 2 $2,532 $992 61 $2,326 $145 
Porto Rico ..... ‘ 5 5,401 36 990 6 180 21 
Adding—Calculating—Billing—Tabulating 
Machine Exports 
United States exports of adding, calculating, bookkeeping and billing 


1930. In exports under this 
classification where the machine is driven by an electric motor the value 
of the motor is included with the machine. Parts of adding and calculat 
ing machines are not shown separately. They are included under a general 
classification, “Other machinery and parts of,” rregated 


which is not seg 
for publication By the Division of Statistics, U. S. Department of 
Commerce 


machines, etc., by countries, in October, 





Listing Typewriter, 
adding bookkeeping Non -listing Listing 
bookkeeping billing adding adding 
machines machines machines nachines, 
( ntries N No N Ni 
Austria ........ , sede we cen — 76 s,111 
Belgium - ‘ wens i $3,589. 16 1,900 
Czechoslovakia... 3 1,509 ' 93 6,911 
Denmark .... l $615 4 2,023 , , 70 5,050 
Finland : ; tae ‘ 35 2,925 
France ... —- @& 34,514 12 23,993 ‘ 183 22,147 
Germany coco 25,149 16 13,468 : 102 9,948 
Dy sdeeneded : : 2 1,190 én 
Hungary a0 ° bens 2 150 
Iceland .... oe ees . 8 189 
a! eéeevseene 7 6,760 14 8,400 27 2,436 
Latvia nes . hig 7 120 
Netherlands .... 2 2,235 7 2,852 17 1,543 
Norway .. : 20 11,193 10 $523 72 5,386 
Poland & Danzig ° . in) Dan ses cs 12 1,522 
Rumania ‘ eas a Sees 16 1,093 
Spain pececeecs l 1,233 9 2,918 ... nee 35 3,045 
Sweden .... ° l 831 13 B,795 8.00 eee 216 14,593 
Switzerland ne : 3 1,296 71 10,140 
U. Kingdom ° 17 18,938 114 54,410 . Seon 71 13,243 
Yugo & Albania nde ses : 6 450 
Canada ... 6 1,628 20 6,436 ... . ° 139 7,687 
Honduras ...... 1 831 1 606 ‘ 3 174 
 dcceess <6 ae , 8 950 
Mexico .. 2 1,992 3 1,696 23 1,454 73 5,811 
Newf. & L abrador ‘ioe ie i eke , 10 747 
Trin. & Tobago. ... , ‘ 2 a ; ; F . > 375 
Haiti, Rep. of. i ame ‘ 2 240 
Argentina ...... 9 10,329 11 3,360 15 61,230 148 11,056 
Bolivia ‘ l lo; » . “e 
Fe : i 1,284 l 1,238 ‘ it) 3,933 
Chile , ' ‘ : - ais , , 102 7.066 
Colombia .. . : sed : ; : 6 681 
MOCURGOE 2 occccs l 906 ... , , ian 
B. Guiana...... ' : =e l 90 
Peru : ‘ ‘ re : . 2 180 
Uruguay .. ‘ l Ge see ‘ 12 1,221 
Venezuela ‘ : , eee 1 4 
i Micce cos ‘ : 2 128 . , 
China , ‘ bees in) 1,944 ‘ ot) 585 
Java & Mi: adur: ai . sone ee high ‘ : 22 1,645 
Other Neth. E 
Indies onde ; 201 
F. Indo-China... ... ee ‘ l 100 
SE Det caa cnc in) 3,807 ‘ : 1 370 
Japan ois . one ave = 12 2,733 
Phili. Islands... 3 2 808 l 1,029 6 330 50 2 67 
Australia - 39 27,543 l > anal i 79 7,574 
New Zealand ‘ 3 2,421 8 2,459 ‘ 33 3,696 
Union of So. Afr 2 Lee see l 75 13 2,110 
Nigeria ; : l 200 : , 
Egypt ‘ ; ‘ ‘ , l 100 
Morocco ‘< . 3 2,440 ‘ . 
Mozambique ‘ : ; : 2 202 
Total 159 $148,285 319 $161,521 55 $3,612 1,919 $169,037 
Shipments from the United States to: 
Hawali néen $3,220 ... ‘ 23 $2,216 
Porto Rico... oee : ° cee soot ace oeee 9 715 
Card 
punching, sorting Other 
Calculating and tabulating including used 
machines machines. and rebuilt 
Countries No No No 
Austria Sedeces - 6 
Azores & Mad. Is , . I 
Belgium ia . a 
¢ zechoslovakia ° » ‘ ‘ ses ee 
Denmark ...... ’ : 6 7 $5,600 3 $232 
PE. osucé oes « pees 1 , : 12 677 
France ° ‘ . : oc On 1 562 8 3,109 
Germany . , 13 3 1 12,145 76 5,725 
Italy ates rescue 9,793 10 6,500 32 1.515 
Latvia Sdse ‘ - . sen onee 2 36 
Netherlands 23 2.107 . 
Norway 24 }, 769 ; bes esas 
Poland & Danzig 3Y 3,135 3 3.841 7) 196 
Rumania . it) 2,000 Re 
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SALES LETTERS 


Need the Support of 
SALES LETTERHEADS 


Your letterhead frequently is all that 
| your prospective customer sees or knows 
of your business. In appearance, it ought 
to be on a par with your best dressed 
salesman. 


In context, it should give the important 
facts of your business; its general im- 
pression should reflect the character of 
your business; should suggest the prin- 
ciples of action which have directed the 
progress. 

We make good letterheads. We can 
make one that will represent you worth- 
ily, every business day of the year. If 
you are interested, we should like to ask 
you some pertinent questions and make 
some valuable recommendations. 





American Embossing Company 
192-96 SENECA ST. BuFFALO, N. Y. 








YANKEE. 
VA sere 





ADDING MACHINE 
PAPER 


NEW LOWER 
PRICES’ 


Send for revised 
listings and 
save money. 















NO 
LINT 


to “gum up” your rib- 
bons or makefiguresilleg- 
ible. VAL-U-ROL is 
made from a clean fin- 
ished, serviceable bond pa- 
per which has a good tear 
test. Two sizes, four grades 
ranging from the best to me- 
dium priced. 250 ft. guaranteed! 


YANKEE PAPER\ & 


SPECIALTY CO. wisce 
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26Years) 


of SS 
Hard Work 


have resulted in the 
production of the 
present perfected, 
lower priced line of 
Sherman-Manson 
Tubular Steel Stands; 
adaptable to scores of 
office and factory 
uses. 
Use the coupon to se- 
cure further full in- 
formation and prices. Style 23-B 
SHERMAN-MANSON MBG. CO. 
621-31 S. Kolmar Ave., Chicago 








@ 


Please send folder with full information regarding your new, lower prices. 





Name 











is the safe, economical storage file. And 
saves 90% over steel files without loss 
of efficiency or convenience. 


files are collapsible and consequently 


QUIK-LOK 
QUIK-LOK 


take up little room. Customers can 
easily carry a few extra on hand and 
set them up when needed. 

has an exclusive automatic lock that pre- 
vents accidental opening of the file. The 
steel re-inforcement, 3-ply bottom, handy 
pull strap, sag-proof lid, bulge-proof ends 
and smooth surfaces, both inside and 
out, make Quik-Lok ideal for storage. 
is unconditionally guaranteed—satisfac- 
tion or money back. That's the way you 


QUIK-LOK 
sell them and we back you up. 
KAY-DEE COMPANY ZixcocNet: 


mercer 


QUIK-LOK 
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CERTIFIED 


TRADE MARK REG. U. S. PAT. OFF. 


ADDING MACHINE ROLLS 


Ne, 
Ye) 


The increasing popularity of 
the tally roll builds oppor- 
tunity in every business office 
for the commercial stationer. 
Certified’ effects improve- 
ment in adding machine serv- 
ice and greater economies of 
time and money. The secret is 
in the quality—full length, 
accurately slit, uniform 
smooth surface and strong 
texture. Furnished in cartons 
of 12, 50 and 100 rolls each. 
Write for samples and prices. 


Y 


163 UNION AVE. BROOKLYN, 








OFFICE APPLIANCES 








CROWN PRODUCTS, for more than a 
quarter century, have been making ‘*Good 
Impressions”’ and afford: 


1: Exceptional durability. 


2: Excellent opportunity for energetic and 
capable distributors. 


3: A large percentage of repeat orders. 


They are backed by nearly thirty years 
of manufacturing experience. Samples 
and exclusive sales proposition upon 
request. 


| Crown Ribbon & Carbon Mfg. Co. 


Rochester, N. Y. 
U. S. A. 




















i 









One Hand Operation Means 
TWICE THE SPEED with 
HALF THE EFFORT 


That's the great advantage about this binder. Leaving 


one hand free permits simultaneous movements, 
makes it easier to insert carbon sheets in register 
and prevents waste of printed forms. The Free Hand 
Binder is inexpensive, has many uses and is a splendid 
seller. Write for descriptive matter and prices. 


FREE HAND BINDER CO. 
74-76 BEEKMAN STREET NEW YORK, N. Y. 








When you slip a Graffco VISE Clip on a 
bunch of papers—they are held 
firmly by smooth metal fingers at 
two separate points. In addition to 
the rounded metal tips—a patent- 
ed inner tongue grips them from the 
back—forming an additional safe- 
guard against slipping in any direc- 
tion. Graffco VISE Clips are made 

» from plated spring steel—and may 
be used over and over again. 


— There are three sizes—made to 
Ratt hold from two to sixty papers 


firmly. Ask your stationer to show 
GEORGE B. them in their natty little 


GRA F F orangeand black container. | 


Eee 
+ 
1 


iat li 
iy 


COMPANY bee 
64 Washburn Ave. ESoaTR 
Cambridge, Mass. 
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Countries 
Sov. Rus. in Eur... . 
Spain 
Sweden 
Switzerland 
I Kingdom 
Canada 
Guatemala 
Honduras 
Nicaragua 
Panama 
Salvador 
Mexico 
Cuba 
Argentina 
Brazil 
Chile 
Colombia 
Ecuador 
Uruguay 
B. India 
B. Malaya 
China : 
Java & Madura 
Japan ....... 
Phili. Islands 
New Zealand 
Union of So. Aft 
Liberia .... 
Canary Islands 


Total 


Hawaii . 
Porto Rico 


Card 


punching, sorting 


ig and 


tabulating 


machine 


No 


> 845 10 


Za 


“0 
-i¢ 


984 $114,412 93 


Shipments from the United St 


$350 


ooo 


1,013 


$49,169 


ates to: 


S386 


Metal Office Furniture Exports 


United States exports of 


1930 By the Division 


Countries 


Belgium 
Czechoslovakia 
Denmark 

Estonia 

Finland 

France 

Germany 

Greece 

Hungary 

Irish Free State 
Italy 

Latvia ‘ ; . 
Malta, Gozo & Cyprus 
Netherlands 
Norway , 
Poland and Danzig 
Rumania 

Spain 

Sweden 
Switzerland 

U. Kingdom 
Canada 

B. Honduras 
Costa Rica 
Guatemala 
Honduras 
Nicaragua 

Panama 

Salvador 

Mexico . ° 
Miq. & St. Pierre Is 
Newf. & Labrador 
Bermudas er 
Barbados 

Jamaica 

Trin. & Tobago 
Other B. W. Indies 
Cuba . con eeb es 
Dom. Republic 
Neth. W. Indies 

F. W. Indies 
Haiti, Rep. of 
Virgin Islands 
Argentina 

Bolivia 

Brazil 

Chile 

Colombia 

Ecuador 

Paraguay 

Peru 

Uruguay 

Venezuela 

B. India 

B. Malaya 

Ceylon 

China seneeue 
Java and Madura 
Other Neth. E. Indies 
Hong Kong . . 
Iraq . 


Japan . Meeadaanetd 


of Statistics, 


metal furniture by 


— ete 
~1 


wre & 
% 


Department of Commerce 


Ho 


Safes and 
cabinets, 


1,194 


1,470 


“62 
115 
1,548 


266 


Bank and 


$30 
4,828 


9 868 


108 


2 150 
6,806 
l 92° 


27,732 


countries during 


Onher 
office 
furn 
und fix 
$1,226 
90 
1,699 
1.379 
sO8 
1,050 
3 308 
1.548 
206 
15 
36 
356 
R58 
19 
10,597 
8.019 
24 
284 
1,254 
641 
5,484 
324 
23 
1,501 
2 935 
1,387 
1,220 
1,901 
59 
257 
621 
177 
1,012 
99 


1.800 
178 
736 

2,588 

1,131 


$19,010 


October, 


Other 

metal 
furni 

ture 


42 


896 
2,717 
80 
066 
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CURMANCO 
Sorting Tray 


a 


DOUBLE PROFITS 


You have Guides tag-board, press-board, plain and metal 
tipped All prices, all kinds, A-Z alphabetical, 1-31 monthly 
and plain folders. 


ALL EATING UP INTEREST 


Sell the CURMANCO SORTING TRAY and move this inven- 
tory Others do, so can you This strong. durable tray is 
made of 24 gauge Art-Steel electrically welded together, fin- 
ished in Olive Green Lacquer, made to bring repeat business 


NOTHING BETTER FOR THE POSTING MACHINE 


LETTER SIZE WITHOUT INDEX, $3.50 
CAP SIZE WITHOUT INDEX, $4.50 


CURRIER MANUFACTURING COMPANY 
14 N. W. Terminal Minneapolis, Minn., U. S. A. 
Western Wholesale Stationers, Ltd. 


228 S. Los Angeles St., 580 Market St. 
Los Angeles, Calif. San Francisco, Calif. 


New profits for 1931 


are waiting for you at the 


LEIPZIG TRADE FAIRS 


For 700 years the world’s greatest markets 


HIS SPRING 200,000 business men— 

from 70 different countries—will visit 
Leipzig, Germany. There they will view the products 
of 10,000 exhibitors from 22 countries, assembled at 
the Spring Fair for 1931. 

Among these exhibitors there are 900 firms show- 
ing the newest developments in office appliances 
and equipment, stationery, books and bookmaking, 
the graphic arts; 275 exhibitors of advertising, 
packaging and packing materials; 675 manufacturers 
of furniture and lighting fixtures. 

Of the American buyers who once visit a Leipzig 
Trade Fair, 95% repeat their visits. This is strong 
evidence that your firm should be represented. You 
can shop all the important markets of Europe and 
Asia in one week’s time! 

Every convenience is provided for your trip—both 
en route and in Leipzig. Use the coupon below to 
secure more detailed information. Kindly indicate 
which lines interest you most. 


THE GENERAL MERCHANDISE FAIR—March Ist to 7th 
THE ENGINEERING & EQUIPMENT FAIR — March Ist to llth 


LEIPZIG TRADE FAIR, INC., 11 West 42nd Street, New York City. 


5 amen pastieeieniiy GaererGels Ti. 0 occ 0:0 6005 65466006 bebe bebo ae eecenbhen 
FRING. oc cite ns 0hQbedodewhadonsawe eeundadiinen eh ohne eee 
og a ee ee ee er A re 
? | TTITITTTT TT TL TT ert (N-3) 
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The “Aluminum” Pocket Seal 
and other MARKING DEVICES 





SPECIMEN IMPRESSION LEVER SEALS 


POCKET SEALS 


Te! 


Self - inking 
Rubber Stamps 


Numbering 
Machines 





5 Tees 





NAME PLATES 





BADGES METAL CHECKS 


MANUFACTURED BY 


MEYER & WENTHE - CHICAGO 


OFFICE & FACTORY - 24to30 S. Jefferson St. 
LOOP STORE - 31 North Clark Street 
WEST SIDE STORE - 30 S. Jefferson St. 


Catalogue of Complete Line will be sent upon request 

















The cards that detach from 
tabs with perfect edges 





Build Business With 
Book Form Cards! 


They are working for hundreds of other 
printers — why not let them work for you? 


require no binding or stitching. We will 
supply you with these leather cases, in 
different styles and grades, in which the 
cards are kept crisp and fresh. 

Profit on these cards and 
cases will average you 50 
per cent. Capitalize on the 
demand for them! The field 
we have been cultivating 
for you during the past 
years is unlimited! 


THE PRINTER who prints nothing but 
ordinary business cards is only an ordinary 
printer—and the printer who can furnish the 
cards that detach from tabs with perfect edges 
is a long step ahead of him. PRINTERS’ SPECIAL GRADE 
You can obtain these SAMPLE ASSORTMENT LOTS 
blank scored cards direct 200 Cards, Cusiness Size $1 
from us, ready for print- . ont a ty ea 
ing and inserting in Patent . . 2 @ 
Rapes Binder Cases hold oe pape 


2,500 Cards, 4 Sizes « + $10 
ing 15 of more, which 1S Lever Binder Cases 


Write today for sample assortment of cards and cases 


The John B. Wiggins Company 


Established 1857 


1152 Fullerton Avenue, CHICAGO 


WIGGINS 


Peerless Book 


P4262 








aastos” <== 





Countries 


Kwaniung 


Filing cases 


61 


283 $16,936 $53,262 $55, 


OFFICE 


Safes and 
cabinets, 


fire 
and 


burglar 
proof. 


1,644 


SO 


35 


118 


Bank and 


safety 


deposit 


vaults 
and 


equip- 


ment, 


Shipments from the United States to: 
3 


Palestine ” 156 
Phili. Islands 101 3.597 
Siam .. 11 597 
Sov. Rus Asia 
an séees 2 jl 
Turkey 2 160 
Australia 7 359 
B. Oceania ; 60 
New Zealand oe 7 2,628 
Union of So. Africa. 149 3,640 
Other B. 8S. Africa... 12 287 
Gold Coest 
Nigeria cow . 
Egypt , 149 3,591 
Alg. & Tunisia 2 112 
Morocco 
Canary Islands l 37 
Total 4,476 $155,060 
Hawaii 194 $6,096 
Porto Rico 65 1,872 


Countries 


United States exports of writing instruments during October, 


the Division of Statistics, 1. a States Department of Commerce. 


$84 
113 


$2,718 


197 


Writing Instrument Exports 


tefilla ble 
pencils and 
refill 


leads Dozen 


Shipments from the United States to: 
i $2, 


pees os 
DT piensenane 6. ~ 24 
Czechoslovakia 879 ees 
DE s600¢6666 4,27 168 
go ae a 300 
cena x 9,291 : 
Te cKsmseees 1,452 3,038 
a a 30 sale 
Netherlands 2.305 240 
Norway ..... 60 48 
Rumania &3 
Spain ..... ' 28 S4 
ee 272 2.914 
Switzerland 860 120 
United Kingdom 50,896 48,006 
Yugoslavia and 

Albania 104 taiae 
GEOG  aseceocs 18,352 93,969 
British Honduras 897 
Costa Rica 207 612 
Guatemala 171 2,099 
Honduras 84 545 
Nicaragua 3,974 
Panama ...... 344 9.817 
Salvador 101 29,431 
Mexico errr 1,163 58,491 
Newfoundland and 

Labrador i 93 3,176 
Bermudas 180 
Jamaica 679 
Trinidad & Tobago 5 1,824 
CE veccécsecece 130 632,971 
Dom. Kepublic 9 1,124 
Neth. W. Indies 284 300 
Haiti, Republic of. 16 a6 
Argentina 5,388 20,450 
Bolivia 26 . 
Brazil 1,789 2,249 
Chile 2,745 1,470 
Colombia 186 5517 
Ecuador 299 900 
Surinam 26 : 
Peru 19h «(10,511 
Uruguay 1,662 300 
Venezuela .... 39 5,827 
British India 2,104 
British Malaya 23 
Ceylon . 22 
China sans , 1,186 774 
Java and Madura 2,057 120 
Other Netherland 

East Indies. 353 
Hong Kong 153 6,600 
Iraq 82 
Japan 57 1,862 
Palestine 399 
Persia nes ) ; 
Philippine Is 1.654 16.868 
Siam : 779 
Syria 26 
Turkey 437 
Australia 8,198 27,932 
French Oceania. 12 
New Zealand. 1,069 1,390 
Belgian Congo 88 
Br. East Africa , 362 . 
Union of 8. Africa 249 +589 
Other Br. 8S. Af 39 
Other Br. W. Afr 

Total $135,707 

Hawaii $474 7,802 
a PD scocdees 343 17,603 


mY 


= 


Other pencils 


“$13 


106 


68 


399 


880 


444 


H09 


437 


2,464 


Gross 


“100 


4100 
716 
208 


60 
54 


30 


18 


104 


Metallic pens, 
except gold 


“$75 


398 


"30 


28 
65 


506 


568 


$69 


Other 
office 
furni- 


ture 


and fix 
tures 


1,884 


S76 


139 
S47 


689 
49 
31 


S18 


$5,609 


1,092 





APPLIANCES 


Other 

metal 
furni 

ture 


69 


5,980 


"486 


5.652 


7,949 


9,062 
3,357 


Fountain pens 


Dozen 


— 


— 


405,881 $65,479 8,964 $5,944 16, 


137 
250 
406 
899 
13 
SSO 
49 
3 
570 


16 
58 
57 
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3,715 


11 
110 


650 


287 
88 


1930. 


$1,216 





3,906 


680 
846 
693 
073 
9,920 


617 


960 
595 
112 

O19 
171 
8,997 


Stl 
28 


= 


'% 


6,849 
11,082 


$192 


619 


$3,793 
1,872 
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“The top closes itself” 


PRESTO 


AUTOMATIC SELF-CLOSING INKSTAND 
Your customers will appreciate the ad- 
vantagesof THE PRESTO INKSTAND 
automatic closing, instantly ready. Pre- moan Retails 
vents evaporation and blotting. Does ———— —— eee $3.00 
not spurt the ink. . 

Liberal discount to dealers. 
Write for catalog. 


BACHRACH SPECIALTY CO. ia 
2275 Third Avenue New York = 





































CANT=SLID 


FINDS A READY MARKET 


Cant-Slip is selling rapidly from dealers’ counters because it ful- 
fills an office need many years old. Cant-Slip ends paper skid- 
ding—a common nuisance on ageing typewriters and other office 
machines. This may not seem impor- 
tant to you but it is very important to 
the stenographer. It is a necessary aid 
in every office Cant-Slip renews the life 
of the worn rubber roller (platen) and 
makes it grip the paper firmly. That's why 
Cant-Slip sells. And it repeats too. Write 
for our interesting brochure which fully de- 

aie this worthy product. You will find 
c ant-Slip is as staple an item as Clarotype 
—and it gives you the profit of a specialty. 


TYPEWRITER 
RIBBONS 


CARBON 
PAPERS 


An Opportunity 


for Stationers 


One of the functions marking a leadin 
stationer is the exclusive merchandising o 
quality lines. More than a mere symbol 
of position, such arrangement is evidence 
of recognition by the manufacturer and is 
frequently an aid to greater profits. 
Bucki supreme typewriter ribbons and 
carbon paper have been sold thru dealers 
for over thirty yeare—always high grade, 





THE CLAROTYPE COMPANY, Inc. 
16-B Hudson St. New York 











duced b developed in life- 
H. H. COLLINS long etudy of available materiale and of 





business requirements—conceded by com- 
INK ERADICATOR petent authorities to be among the best 
— the market. fans a P 
The Original n certain cities Bucki ribbons and car- 
8 bons are now handled by the leading 
Best By Test dealer on an exclusive basis. If you are 
interested in establishing a Carbon and 
Small size retails for 25 cents Large size retails for 35 cents Ribbon department, specializing in the sale 
Attractive display cards with every dozen of these products, and building a prohit- 
At all Jobbers or . . 
; : able business, better write us; we may 
H. H. COLLINS INK ERADICATOR Co. have a proposition to offer in your terri- 
1325 GRAND STREET HOBOKEN, N. J. tory. 


sig at" Ne | || The BUCKEYE 
7 Pa ; a , RIBBON & CARBON CO. 
Collins Ink Eradicator 1458-1468 East 55th Street Cleveland, Ohio 


























BALTIMORE INDEX MFG. CO. 


(Specialists in Metal Tab Guides) 
AN ASSORTMENT OF FIVE COLORS 


RED BLUE - ORANGE - GREEN BLACK 


Your Name Can be Stamped in the Metal Tab 


WRITE FOR 112-114 S. Calvert St., 
PARTICULARS Baltimore, Md. 
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OFFICE APPLIANCES 








RIBBONS 


Dealers 


Sansom at Tenth Street 


U.S. SEPEWRITER, BIDSON MEG. Co. 





ESTABLISHED 1895 


Inquiries Solicited 


CARBONS 





Philadelphia, Penna. 











EASILY DISPLAYED 


Put Beach's “Common Sense’ 
Expense Books out on 
your counter or in your 
window and they will sell 
themselves. We will send 
you a display carton with- 
out charge if you will 
just say the word, 



















BEACH 'S 


“comMON SE nse” 





a... 





BEACH PUBLISHING CO. 
1351 Book Bldg. Detroit, Mich. 




















~~ eellZ 


is (WE BRCUUN 


NS 

SILVERGLO LAMPS are stand- 
ard equipment in some of the 
largest business ofhces in the 
country. 


Establish vour accounts and 
watch for repeat orders. 
The booklet “Light by Silwergle”’ x 
gests proper light at point « 
Write for it now 
; A very profitable line with small in 
G = vestment for you 


SILVERGLO LAMPS, Inc. 


300 E. Federal St. Baltimore, Md. 

















**Steel-Strong”’ 


4 Styles Coin Wrappers 
2 Styles Bill Straps 
Coin Bags—Coin Storage Trays 
Seal Presses 


Coin Bag Seals 


Manual Coin Counters 


Currency Racks — Tellers Moisteners 
Handy Wrapper Cabinets 


Nationally advertised i Bank J 
a E peat a nee we eer yl | wn oh ournals, 
Write for Catalog an Selene’ s Sample Case 


The C. L. Downey Co., 943 Clark St., Cincinnati, 0. 








The Quality Line of Coin Handling Supplies. 





5,000 Staples in 
(1) Loading 


N° wobbly tin gadget, 
+ this Eveready Stapler. 
No, sir! It’s built to 
work right, and finished 
to do credit to any desk 
Makes its own staples 
cannot clog or jam. In 
attractive enamel Olive 
Green finish. 


“The Result of Long 
Experience and Knowl- 
edge of Requirements” 


EVEREADY MFG. CO. of BOSTON 


34 Southbridge Street, Worcester, Mass. | 
GENERAL SALES OFFICE: 50 Church Street, New York, N.¥. | 





MODEL A 




















SELL HARTER 


HANDISTANDS 


for greater efficiency with all 
office machines. They pro- 
vide extra desk space when 
and where it is needed. 


THE HARTER CORPORATION 
STURGIS, MICH. 











PRINTER 


SIGN 


POLYTYPE 






Gitncainn an 
a Ny 
ie Le 






A Word 


or two 


with 
each 


impression 


Single characters or letters, or complete words or phrases up to 8 inches 
long (an inch high) easily and clearly printed. The superior method for 
window and counter display. STATIONERS: Order one today for 
demonstration. It will sell many others. Illustrated folder and prices on 


request 
HANS H. HELLESOE, 2444 AINSLIE ST., CHICAGO 











eS 
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SIMONSON 


For Vertical Letter Files, Ledger 
Check Files, Are 








NONE GENUINE UNLESS STAMPED U. S. 
PATENT NO. 794,749 ON METAL TIP. 


Roger A. Simonson & Co. 










Manufacturers 


PATENTED 

METAL TIP GUID ES 
Posting Trays, Card Systems and 
Indestructible 








Send for Free Semete and 
Dealers’ Discount 


122 S. Michigan Ave., Chicago 








Gardner’s Pull Tab Leather Lines 


Card Cases, Bill Folds, 
Playing Card and Cig- 
arette Cases. Keep 
contents absolutely 
clean. Easy to get at. 








GARDNER’S HOT 
JOLD LETTERING 
MACHINES 





Write for Samples and 
Prices 


P. A. GARDNER 














LISTO Choice of a Million Users 


.... The Friendly BUSINESS PENCIL 
for Every Pocket—for Every Desk 


IN the Listo exclusive center-turn with the locked-in mech- 
anism—here is perfect balance. Its slender, aristocratic 
barrel of non-metallic material, such as fine fountain pens are 
made of, giv ae weight. The “easy-grip” of its knurled 
lower barrel completes positive assurance of the ut- 
most comfort — relaxation—greater writing ease PRICED 
than can be obtained in any other mechanical pencil. LOWAT 
Made in a variety of colors and color combinations. 50c 
Leads all colors. Address Dept. G. 


LISTO PENCIL CORPORATION 


ALAMEDA, CALIFORNIA 
Eastern Distributor: C. P. Willems, 202 S. State St., 





















placement, are large. Write for prices 
and discounts. 


AZORA RUBBER CO. 


54th and 20th Streets 
CICERO, ILLINOIS 


Above Below 


THE AZORA THE AZORA 
TWIRLER AIR CUSHION 
RING (Cross-Section View) 








PAT. DECEMBER 21, 1915 














REBUILT 
MIMEOGRAPHS 


Every Mimeograph we rebuild is 
absolutely guaranteed. 
twenty-six years of experience we 


have learned how. All models 


Investigate 


In our 


completel y rebuilt. 
y 
now ! 


MIMEO SERVICE BUREAU 


132 Nassau Street NEW YORK, N. Y. 










LEATHER WORKS Chicago, 
709 Pine St. "Sule, Mo EASY-GRIP - - - - CENTER-TURN 
AZORA LOOK @ip TH 20" 
FOR THE ToP. TRADE-MARK 

Azora air cushions and twirlers, two 3 sizes 
highly practical accessories, are — Gi 
ing typewriting easier for thousands ws : t > 
of users. Sales, both new and re- ime Gus 60 Gam Le 


ity in paper clips 


NO. o4 
: Precision made r 
brass or nickel finish. bb 
* 
SZ 
NO.1 
Your Jobber 
or direct from 
factory. ‘8 
NO. 2 





THE TIP TOP MFG. CO., Inc., Syracuse, N. Y. 


Canadian Agents: Brown Bros., Ltd., Toronto 


_o—-—-oeeoeoeeeeeeeeeeeeeeeeeee 








STURGIS 


POSTURE CHAIRS 


Speedy adjustments. 
Genuine Leather 


and DuPont Duco 


Sold exclusively through Office 
Furniture Dealers 






Sturgis Posture Chair Co. 


No. 500 STURGIS, MICH. 











196 





OFFICE APPLIANCES 





for a patented typewriter 

cushion key, with advan- 

tages and merits no other 

key possesses. You'll get 

MORE key business by 
selling 


The Master Key 


(No Rubber to wear out) 
Write for Samples 
and Prices. 


Speed Key Mfg. Co. Inc., 
29 Columbus Place 
Brooklyn N. ¥. 








QUICK AS A FLASH! 


End mistakes — Double speed with precalculated, verified answers 
Meilicke makes devices for cal- 
culating interest, savings, time, 
payroll, bonus, unit and dozen 
basis, freight, express, lumber, 
coal, butter-fat, yardgoods, dis- 
counts, etc., also water and elec- 
tric bill extenders, price check- 
ers, vertical cataloging, phone 
indexes and Dictaform for let- 
ters, paragraphs and all data. 
Meilicke ready-made answers to 


routine problems save »* 
time for Western Union, West- 
ern Electric and many others. 


Anyone can use; no keys to 
punch, no levers to pull; just 
turn the card and copy the an- 
swer. Dealers, send for catalog. 


Meilicke. Systems, Inc. 
3471 No.Clark St. Chicago, Illinois 



































Framed or 
Unframed one 
18x24 in. 
to 
Frames 4x6 
Are Oak feet 





Finished 

















Dealers write for catalogue 


N. Y. SILICATE BOOK SLATE CO. 


20 VESEY STREET NEW YORK CITY 


LYON 
OFFERS— 





@ Full cabinet line 
@) Wide price range 
@) Variety of finishes 
@) Known toconsumers 
©) Small dealer stock 
© Good profit margin 


For complete information write 


Lyon Metal Products, Incorporated 
Aurora, Illinois 








' YOUR QUESTIONS | 
| ANSWERED FREE 





- 





Subscribers to Office Appliances have free 
access to a competent service bureau which 
is prepared to answer almost any question 
relative to office equipment. 


A considerable number of our readers have 
found that this service in itself is worth 
many times the subscription price. 








The Office Appliance Company, 417 South 
Dearborn Street, Chicago, U.S. A. :::::3 


a 





























LYON 


| STEEL CABINETS 


MEET THE DEMAND 
Profitably 


In Apex, Summit, and Xtragood, the dealer has 
three qualities of ribbons and carbons to offer 
customers which cover the whole gamut of 
demand. In the supreme test of use, Union 
Ribbons and Carbons are in the front ranks, 
continually creating profitable business for 
Union dealers. Do you wish to meet the 
demand—profitably? Write us. 


UNION RIBBON & CARBON CO. 


and Laurel Streets 
PHILADELPHIA, PA. 


Front 








Consumer demand for DATERS 
and STAMP PADS is greatest | 
in the first three months of the | 
year. Send in your orders now | 
and cash in on this demand. 


‘“ SERVICE 99 The world’s fin- | 


est dater. In in- 

dividual boxes. Duralumin non-skid- | 
ding wheels. 

‘6 99 Unusually good 

FULTON to meet the de- 


mand for a iower priced dater. Excel- 
lent profits. 


FULTON SPECIALTY CO. 
ELIZABETH, N. J. 































s-A-Memo 


G L A S S 
DESK PAD 
for 


charts, data, 
maps display. 


= 
Le Every user 

face to face 

d with facts. 


Ravenswood Office Specialties Co. 
1800 Newport Ave., Chicago 


ROSCO Desk Necessities 














FEBRUARY, 1931 














NEW AUTOMATIC PENCILS 
One a Combination Pencil 
(Beautiful Colors) and Letter Opener 








Pens — Pesbolden~~-Giaal Ink Erasers 


MILLER BROS. PEN CO. 


305 Broadway, NEW YORK CITY MERIDEN, CONN, 








Quick Sellers— Big Money Makers 


‘Instant’ Desk 
and Handy Files 
Pocket pages keep papers in or- 
der but instantly accessible, in- 
dexed A to Z, 1 to 31, or specially 
classified by celluloid covered re- 
movable index tabs. 
Idea —— 


with pasteless pocket for 
news clippings. criktos ef advts.. 
ly accessible. 


Albums Ly Every Purpose 


Auto) Camera, Portrait, 
Pos >. Record, Greeting 
Card, Memory. A Boo 


ddresa 
Handsomely illustrated School 
Girl Diaries. 
Backgammon, Scrap Books, 
Games, Double Dummy Bridge 


Board 
Write for Prices = Special Discounts. 


W. C. Horn Bro. & Co., it: 200 5th Ave., New York 
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MAR KILO 


CELLULOID 
ENVELOPES 


have the welded 
reinforced flexible 
edge seams. Ex- 
ve strong and 















in appear- 
— (Patented 
processes.) 





MARKILO Eanvelo; say in all 
SS ER ty See ) readycocut 
ransparent signals, car c Sam u 
The Dosen System vs. Decimals, Be Booklet Mathamerica 25c 


Markilo Co., Mfrs., 936c W. 63d St., Chicago, U.S.A. 


The“WHISPER-IT” 


sanitary telephone mouthpiece | 


ards 4 request will t 


SS 
THE COLYTT LABORATORIES 





XTRA—Just out! 


NEW WHOLESALE CATALOG 
AND REFERENCE BOOK No. 700 





50 pages of information including illustrations of all types of office ma- 
chines——specimens of typewriter type—how to test adding machines for 
accuracy, etc.—at a nominal price of only 25c. 


Send for your copy today! 











This 


A bathroom or health scale 
that can be sold for $12. At- 
tractive, with appealing 
lines. Colors:  six-spring 
mechanism—250 lbs. capac- 
ity. This scale cannot tip. 
Write for prices on this 
popular item. 


Hanson Scale Co. 


525 N. Ada St., Chicago 



















BOEHNER 


Improved 


CARD HOLDER 


Stationers and printers 


use it to build up their 
volume on business and 
personal cards. It takes 
the regular loose cards, 
holds them firm, keeps 
them clean. Holds 

one as securely as a 


full case. Imported morocco binding—metal parts highly 
nickeled—28 different sizes. 
We manufacture leather novelties only—we do not compete 
with engravers or printers. Please mention size in asking 
for prices. 

Address, Department OA, 


mproved Boehner Binder Co. 


1 am 1 Fox Street Aurora, fllinois 














GRAPHIC 


ROLLS 
Have for 20 years 


satisfied user and 
dealer. Cloth or 
Fiber Back, 15 feet 
long; 8% in. to 20% 
in. wide; on spindles 








GELATINE to fit All makes of 
ra ] ROLLS Duplicators. 
FOR ALL Domestic and Ex- 
DUPLICATORS sash, 
GRAPHIC DUPLICATOR CO. =e 
270A Lafayette St. NEW YORK, WN. Y. We also make the 
SEP il Graphic Duplicator, 


Hektographs, Gela- 
tine Sheets. 


Write for samples. 
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OWA 


say O.BK.A. 


Progress wit ies Progress 








Traditions grow, traditions ‘ 
I and a natur t progre 
we car fy th an the al telegrapft telet ne nd 
te w t me are dreaming f Mars 
Hold Fast the Good, Re ac ” For the New 
et f progress trample n ce and break 
tra r tion 

2 ounce Ar Inde ata mbination cleans pi. > swage type in 
tantiy and adds a ire-grip to the yer roller No 

bottle muss, no €3s-—spec ial dealer's liscount 

50c 0. K. A. COMPANY 








Monadnock Building San Francisco, Calif. 





Rapid Service 


IFR 


ADJUSTABLE 


DESK RACK 


Holds all city telephone direct- 
ries; numerous other uses— 
books, folders, catalogs, sheet 
music, ete Lacquered wood 
base, seven bronze finished 
steel Suppurts. Price in olive 
green, $1.50; in mahogany or 


w alnut $1 ze Dealers; Write 
IMPROVED 2 
FILE & RACK 


COMPANY 
86 Park Pl., New York 


TS) 














MH ZOLlomerma 


















































z ‘ ie mu ] 


Loose Leaf Rings 


No Large Brass 
Joint to Tear Nickel Plated | 
Paper FIVE SIZES 

Inside Diameters 
i "—1.35 Per 100 

yy! '—1.50 
i“—1.75 “ « 

1%"—2.65 “ “ 
2°—3.50 “ “ 


Open Easily, 
Close 


Securely 


For loose leaf books, binding reports, blueprints, etc. 


Write for ~~ ERS Loose Leaf Metals 


on our line of 


|The E. W. Carpenter Mfg. Co. 


Bridgeport, Conn. 




















. 





SELF I NKING 
STAM P PAD 


a a 






SR ARRE PA 















Recommend Ss L, oO ho r be rfe ct rubber stamp impressions at 
t Canno ‘ e flooded—insures first-class service 
~ ym rubber stamps ler any atmospher conditions, Not 
a felt pad- the secret is in the self-inking ribbon 
PEERLESS CARBON & RIBBON MFG. CO. 
176-478 Broome Street, N. Y. 


ee ee ee 








(} “AbJUSTIT 
fi uj wae Eten NO2 ma N22 anihan S.PATENT more) | 


——S 





at ae PRONG FASTENER 2 
oN io aaaSTIFe WADE iN oO 


°2 RtG.U.s.PATENTOFN 











| PRONG FASTENEF 








This inexpensive device for binding papers 
consists of a base with 2 prongs and a lock 
compressor. A slight slip to the side causes 
the prongs to fasten and hold the papers 
securely. Nickel finish. Prongs are 1 % inches 


long with distance between of 234 inches. 
Write for prices. 


THE ADJUSTIT DISPLAY SPECIALTY CO 


438 W. 37th St. R. ORTHWINE NEW YORK, N. Y. 














Elliott-Fisher 


Flat Surface Accounting-Writing Machines 


Product of Underwood Elliott Fisher Company 
Distributed by 


General Office Equipment Corporation 


342 Madison Avenue, New York City 


“Underwood, Elliott-Fisher, Sundstrand 
Speed *he World's Business” 


|| 
) 
| 
| 
| 











STUDENT NOTE BOOK 


is but one of many 


ITEMS of PROFIT 
we manufacture 
FOR the STATIONER 
We make 
INDEXES, BINDERS, 
CATALOG COVERS 
and 
LOOSE LEAF SPECIAL. 
TIES 


G. J. AIGNER CO. 
503 S. Jefferson, Chicago 


AIGNER’S S 











The Aristocrat of Pencils 
OF GENUINE SOUTHERN RED CEDAR 


OO vom eeltictam (olelo ame) amass 
RELIANCE LINE 
OF PENCILS, PENHOLDERS AND ERASERS, 


RELIANCE PENCIL CO, 


FACTORY: GENERAL OFFICES: 
Mr. Vernon, N. Y. 779 Broadway, New York 














— 
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~ Ff 
: Removes tek 








“ii 
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ERADICATOR 


moves ONE APPLICATION 
FROM 1 BOTTLE 
ONLY 


Hundreds of thousands in 
daily use round the world 


TRY IT 


Send 25¢ for One Large 50c Size 


TRIAL BOTTLE 
INK-OUT MFG. CO., INC. 


MONTCLAIR, N. J. 









CARoewen errr) 


One jun at) 


|£ radicater > 






©) Paper 


ratine tat ¢ atey store? 
°* Paper, cloth eh 












Sstorrn, a ment 





4. Gradually Displacing Old Style Two-Bottle Eradicators al 


SINGLE FLUID Y 





+ 
) 
) 
| 
+ 








No brush or cloth required 


Walter G. Gies 
Company 
3 Commerce St. 


BALTIMORE 
MARYLAND 


TYPEWRITER 


“NUTYPE 





99 Non-Inflammable 


TYPE CLEANSER 


" Just apply age | and type are clean 
Dries instantly. Dealers sell ‘‘Nutype.'’ 50c and $1.00 sizes. Unusual 
liberal discount on small orders. Every bottle guaranteed against 
evaporation. 

Build yourself a repeat business with “NUTYPE.” We ad 
will imprint your name on the labels in orders of one gross + 

or more if desired. ' 









AUTOMOBILE EXPENSE 


FRED W. HARVEY CO. 





COiW FS 


New 
Steel 
Stationery 


+ 
) 
/ 
) 
| 
| 
Rack 
} 
} 
) 
| 
! 
) 
‘ 





To take place of eld fashiened wooden rack fitting 
into stenographer’s desk drawer. For neat and tidy 
keeping of letter heads, invoices, second sheets, en- 
velopes, etc. Beautifully finished in olive green 
enamel. 

Write for Catalog and Price List 

COLE STEEL EQUIPMENT CO. 
33 CRESCENT ST. LONG ISLAND CITY, N. Y. 






Thousands 
Use Harvey's 


BOOK. 


Big Profits 
Get Your Share 
It Repeats 
SEND FOR A SAMPLE 


206 E. Genesee Syracuse, N. Y. 









ve 


TURNER & HARRISON 
60.0 N°73FGrca 


Salk PHILADEL PHIA.US. 


A Distinctive Line 


that will hold your trade 
TURNER & HARRISON 
STANDARD, SILVER-ALLOY 
and GOLD-PLATE PENS 


Smoothest, slickest pens made 


Catalog on request 


TURNER & HARRISON PEN MFG. CO., Inc 


Established 1876 
PHILADELPHIA, PA. 


IMPRINT PENS A SPECIALTY 











uP an T/)) 4 7 
UU | Q LY As 


COLUMBIAN CLASP 
ENVELOPES 


The most satisfactory mailing enveiope 


UNITED STATES 
ENVELOPF COMPANY 


The world’s largest manufacturers of envelopes 
SPRINGFIELD, MASSACHUSETTS 


With thirteen manufacturing divisions covering ibe country 




















Better Protect 


EILIN: 


Generally acknowledged as the 
mark of Quality Protection. 






Universally recognized as Better 
Protection. 


The Meilink Steel Safe Co. 


Toledo, Ohio 




















TO BE SUCCESSFUL 
IN THE NEW YORK MARKET 


WAREHOUSE HERE 


We will save you rea! money handling and distributing 
Pool cars, LCL and Car Loed Lots of merchandise for 
dea'ers, Banks, Hotels, Libraries, etc. We uncrate, 
unpeck and install at minimum cost with rea! efficiency. 
Our warehouse has the lowest possible insurance rates, 
modern sprinkled service, and night guerd patrol. 


WRITE FOR THE WHOLE STORY 


METROPOLITAN FURNITURE SERVICE 


611-627 W. 43rd St. New York 
THE LINK BETWEEN SHIPPER AND RECEIVER hi 
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66 7? To us “M. B” stands for “MON BUREAU” 
To you “M.B.” stands for “MORE BUSINESS” 


-) € There is no better way of introducing your goods in Europe and 
particularly in France than by advertising in MON BUREAU. 





M. B. has been the pioneer of sound business 
methods in this country for many years past and 
it is now the most widely read business publica- 
tion. Every progressive firm is a subscriber of 
“M. B.” This is the reason why it is the very best 
medium for advertising office furniture and 
appliances. 


Not only is M. B. the most largely read publica- 










MON 
BUREAU 


LE MAGAZINE DE LORGAMISATION 
COMMERCIALE & INDUSTRIELLE 


pred kt = torte 
“* 







A . % : : 
ia tion of its kind, but because of the strong affec- 
Me tion and great confidence of its readers it is sure 


to bring you handsome and profitable returns. 





The advertising department of M. B. will write 
your ads for you or translate your copy into 
French just as you prefer. Ask for sample copy 
of M. B. and advertising rates today to 


SRVSVSUNSNSUNSEUNSUSNSNINSNENSENSNSNSNSNSMSNSTetetete:s 


THE Nacea N° MON BUREAU 186, Faubourg St-Martin PARIS Xéme Arrt.(France) 


MANAGER 


RVENSNSNSNSGNSNS SNES NSENSNS NSO MSMS MSS Meeteteteneneteert 


POWSUISIS33923 
+ 


NSNSENSVSENSNSENSENSNSENSVSNSENSNSNLSNSVSLSENVENS US SLSVSENSLSENSENSLERSRENRPRSRVSERNSRPNSVLSRERNS 











More Business for You 
In the British Empire 


An executive subscription circulation amongst similar firms in the British 
covering a large percentage of the up- Dominions and Colonies (except Can- 
to-date firms in the United Kingdom, ada), including high spots in European 
plus a valuable subscription circulation business centres. 


BUSINESS 


THE JOURNAL OF MODERN METHODS & MANAGEMENT 
(Estab. in England in 1907 as SYSTEM, The Magazine of Business) 





AN IDEAL MEDIUM FOR 


A Testing the Britishand R Backing up a British ( Direct Mail Order re- 
Imperial Market Branch or Agency sults 


A report on general business conditions or specifically on opportunities for specific equipment or services 
will be sent free without obligation on application to:— 


“ , > 1 : Ss ae 9 Li 9 
Advertisement Manager B U ee a N EK s 6, vena 1 cs. London 









































FEBRUARY, 1931 





201 





8 
Si 
ge 











SLBLLLVAEGLAELBLLLBLERBOBLEL BOLLE LE EOD OE 





Check Material [] workmanship C] price CC 








AN IMPORTANT ANNOUNCEMENT 


To Every Buyer of 


FINE UPHOLSTERY LEATHER 


WE have developed a dyed finish on Top Grain Leather which is both sunproof and water- 
proof. This leather is known as LACKAWANNA TOP GRAIN FRENCH FINISH. 

It is paint and pigment which makes the ordinary upholstery leather so cold and hard. In the 

case of LACKAWANNA TOP GRAIN FRENCH FINISH, there is no particle of paint 

or pigment used, and it is for this reason this leather is so soft and warm. 

We believe this TOP GRAIN FRENCH FINISH to be superior to any upholstery leather 

produced today, whether from cattle hides, Goatskins, or Vealskins. 





SAMPLES AND PRICES SENT UPON REQUEST 


THE LACKAWANNA LEATHER COMPANY 


850 GRAND AVENUE HACKETTSTOWN, N. J. 
NEW YORK OFFICE CANADIAN OFFICE - PRICE 
PRS ga 220 KING ST. WEST r CHICAGO OFFICE 
101 PARK AVENI E TORONTO, ONTARIO 705 Ss. DEARBORN ST. 
ASHLAND 5041 ELGIN 0971 HARRISON 2941 


“Look for the Haircell—It is your guarantee of full Top Grain Leather” 
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Th check the features of B & G Desks carefully. Make a point Illustrating B & G 
by point comparison and you'll understand why the heavy 
ese panel line is so universally liked by dealers everywhere. Point Desk No. 492 


for point comparison is a convenient way of safeguarding of our 400 grade, made in 


* 
Points your own sales. B & G welcomes it. genuine American wal- 


nut and mahogany. Many 


BENTLEY & GERWIG FURNITURE CO. other desks are illustrated 


in our catalog, sent on re- 


Parkersburg, W. Va. quest. 
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THE STATIONER’S 


SCRAP 
BOOK 


IDEAS 


PRICE = POST FREE 


The most valuable money- 
making volume ever placed 
before the Stationer Trade— 
Contains nearly 200 hints in 
connection with every depart- 
ment of your business. 


Press Comments: 


The book contains some 178 pages of common sense sugges- 
tions for commercial stationers and dealers in office equipment. 
lt is conveniently divided into four sections, as follows: 
Organization; Advertising and Publicity; Selling Ideas; Win- 
dow Display and Selling Ideas for Specific Lines. An index 
in the front of the book classifies the subjects treated and gives 
the numbers of the pages where the stationer may find sugges- 
tions on the particular phase of his business that he may be 
interested in at the time. The subjects run all the way from 
account books to window dressing and are written in such a 
way that the volume is an excellent reference book. 


—Office Appliances. 


The Scrap Book can be dipped into almost anywhere, and 
useful hints on a wide range of subjects, presented in a very 
readable form, will be found on every page. 

The Newsagent, Bookseller's Review and 
Stationer’s Gazette. 


lt was a distinctly good idea to bring together such a series 
»f approved ideas, and the volume should meet with a warm 
welcome The British Printer. 


A good idea in itself and admirably carried out. 
The Stationery Trades Journal. 


Send Your Order with Remittance Today 
to the Publishers 


F. W. BRIDGES, LTD. 


GRAND BUILDINGS, TRAFALGAR SQUARE 
LONDON, W. C., ENGLAND 
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The leading 


trade paper 


for the 
Office Equipment Industry 
in 


Germany 





BB 






“Biiro-Bedarf-Rundschau 


(Office Equipment Review) 


Founded and Edited since 1908 
by Friedrich V. Schack 


Issued Weekly 
Circulation in all German 
Speaking Countries 


Subscription Rates 


$4 per year $6 for 2 years 


Specimen copy free 


Biiro-Bedarf-Rundschau 


Berlin-Charlottenburg 5 
Germany 
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The success of a business 


\ frequently hinges on these 


LL. Analysis Sheets 





: Aa \ SSE HIS new line of analysis sheets is made in 

| a \ay ek x three standard sizes and a wide variety of 

AC ae SEEN rulings to meet practically every requirement. 

‘ % AAA eee The sheets are put up in pad form, fifty buff 

eee aA “=\-\\"\\ ___ bond sheets to pad, and are perforated and 

a BBA EE — punched, whereby sheets can be removed 

“A ¥ \ EN _ from pad and placed for permanent filing in a 
ne vali ae post binder or a manila cover with fasteners. 





forms 


BOORUM & PEASE COMPANY 


P. O. Box 272, City Hall Station, New York City 


NEW YORK CITY BROOKLYN, N. Y. CHICAGO, ILL. ST. LOUIS MO. BOSTON, MASS. 
349 Broadway 84 Hudson Avenue 509-532 So. Throop St. at Harrison 212-214 So. 7th Street 29 Otis Street 





















































The line broad enough to 
meet every need, of out- 
standing merit, obtainable 
at low price will do it. 


Your ribbon and carbon 
business CAN be increased. 


Users are eager for the best. 


A 


Ts pea al 
“CORDs eTER™ 


“THE COMPLETE LINE” 


Clean-Cut Impressions, Neater Work 
STORMS’ Ribbons and Carbons are sold throughout the world; increased 


sales prove their ability to meet all competition. 

STORMS’ HEKTOGRAPH CARBON PAPER PRODUCES MAXI- 
MUM NUMBER OF COPIES OF GREAT COLOR STRENGTH AND 
LEGIBILITY. Ask for samples. 

STORMS’ Carbon Rolls are made with greatest care, and in such variety 
as to meet every demand. Try Stormbest Rolls for Underwood-Elliott- 
Fisher Machines. 


Hi. 4. Storms Company 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons. 
561 Grand Avenue, 
Brooklyn, N. Y. 
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Burroughs 


Accounting 
Machine 


TYPEWRITES DESCRIPTIONS 
MULTIPLIES DIRECTLY... 


a 


ADDS AND SUBTRACTS... 
ACCUMULATES TOTALS ..- 


On payroll, billing, purchase records, cost records, 
pro-rating and similar accounting work, this machine 


reduces costs and speeds up production. 


Adaptable for general all-round accounting work 
because it is the only machine that multiplies directly, 
prints results and totals by a single key depression, 
typewrites, adds, subtracts, accumulates totals 
and posts several related records in one operation. 


Call the local Burroughs office for a demonstration 
of this remarkable machine on your own work. 


BURROUGHS ADDING MACHINE COMPANY 
6412 SECOND BOULEVARD «+ + DETROIT, MICHIGAN 


BY ‘A 0 eS O's Bae > 3 Om <a a Ome en. a. Se OB a's On 
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THE Mopern TypewrITER bead W oopsTock 


If you have never used a Woodstock you have never experienced complete type- 


writer satisfaction. 


Easier operation . . . faster . . . clear-cut prideful work are Woodstock 


characteristics—made possible only because of advanced design. 


The Woodstock is distinctly modern—fewer working parts—more visible—more 


accessible—more adaptable to present day requirements. 


Consider the inbuilt card device—you can write at the extreme top or bottom of 
the card, you can shift the platen, you can use any thickness or size of card and it is 
held rigid—it will not slip. The card device is part of the machine; not an attach- 
ment. Consider the Woodstock carriage—it takes a letterhead lengthwise without 
adjustment. Consider the variable line spacer—nothing to push in or nothing to pull 


out——just turn. 


These are just a few of Woodstock’s many improvements which are indispensable 


in present day office requirements. 


WOODSTOCK PERFORMANCE makes WOODSTOCK TYPEWRITERS PRE- 
FERRED and whenever typewriter users put this fine machine to any comparative test 


its undeniable superiority is at once established. 


WOODSTOCK TYPEWRITER COMPANY 
35 E. Wacker Drive - - - - - CHICAGO, ILLINOIS 


» 


Woodstock Typewriter Company, Ltd., 46 Kingsway, London, W.C, 2 
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Et is possible to concentrate—to think straight and undisturbed 
when the typewriter is busy just a few feet away, [IF—the machine 
is a smooth-running Noiseless Underwood Typewriter. 

The Noiseless Underwood cuts down office noises. Quiet ty pe- 
writers bring quieter voices. No more harsh, resounding dictation; 
no more “broadcasting” of telephone conversations. Concentration, 
less nerve strain and a smooth-running quiet office are the result. 

The stenographer is especially pleased with the Noiseless 
Underwood—a visible-writing machine; strong and well-balanced; 
easily operated; and QUIET. 


And it’s more than a noiseless—it’s an Underwood! 


UNDERWOOD TYPEWRITER COMPANY 
342 Madison Avenue, New York, N. Y. 


Distributors of Underwood Standard, Noiseless and Portable Ty pewriters 


and Bookkeeping Machines. Products of Underwood Elliou Fisher Company, 





“UNDERWOOD, ELLIOTT-FISHER, SUNDSTRAND—SPEED THE WORLD'S BUSINESS” 





